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It does not cost you 37/2% 
to sell Webco Products 


HE thought uppermost in the minds of stationers is, ‘‘“HOW 
CAN I CUT OVERHEAD?” 


The quickest way to bring overhead down is to sell more of those 
items that cost less to sell. Carbon papers and typewriter ribbons 
do not cost nearly so much to sell as most articles sold in the sta- 
tionery store. 


MultiKopy and Star Brand cost a great deal less to sell than other 
lines. Why? 





Because — 


They comprise ‘A KIND FOR EVERY PURPOSE” under one 
brand and take up less room on the shelves than a number of different 
brands. 





Webco Products can be turned over as often as twelve times a 
year with proper stock and buying supervision. 


Carbon paper and typewriter ribbons are bought every day in the 
year. 
Webco Products do not deteriorate in stock. 


Our National Advertising and Definite Selling Plan do fifty per 
cent of the selling for you. | 


There are thousands of other reasons why you will find it profit- R 
able to sell these goods. Drop us a line. 


- 


F. S. WEBSTER COMPANY 


INCORPORATED 








338 Congress Street, Boston, Mass. 


New York Chicago San Francisco 
Philadelphia Pittsburgh 
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{OFFICE APPLIANCES is a news and technical trade journal, 
serving the entire industry of office equipment. It covers the 
manufacture and distribution of office machinery, office devices, 
office furniture, office supplies and the entire range of commer- 
cial stationery. Its comprehensive news reports of the industry 
and its valuable special articles upon subjects germane to its 
field have given it unusual prestige. It serves a clientele com- 
_— of managers and agents for the various office machines, 

evices and supplies, commercial stationery dealers and many 
of the largest corporations in the United States. It also reaches 
some dealers in fifty-four other countries who deal in American 
office equipment. 

ADVERTISING RATES upon application—only articles of 
office equipment or directly related products eligible. 

{SUBSCRIPTION RATES payable in advance, in the United 
States and its possessions and Mexico—one year, $2.00; two 
years, $3.00. Canada—one year, $2.50; two years, $4.00. For- 
eign, all countries in the Postal Union, the equivalent of $3.00 
American gold for one year and $5.00 for two years. Remit- 
tances may be made by personal checks, drafts on New York 
or Chicago, Postoffice or Express Money Orders, or in American 
Postage Stamps or Currency if sent by registered mail. 


{The ownership of OFFICE APPLIANCES is os solely 
in the officers of the company. No rson, firm 
either directly or indirectly connected with the business t eg a4 
sents, has any share in its ownership or voice in shaping 
policy, which has in view at all times the best interests of the 
field it serves. It aims to discuss all subjects fairly, and to 
furnish its readers reliable information concern the hiP answer 
and development of the office appliance industry. It will answer 
any questions germane to its field to the best of its a 
it asks its readers in all parts of the world to aid it wi with in- 
quiries and suggestions, to which it will give prompt and earnest 
consideration. 

{CHANGE OF ADDRESS. Subscribers may have their mail- 
ing addresses changed as often as desired. In ordering such 
changes it is necessary that both old and new addresses be 
given. 

{CONTRIBUTIONS are invited upon any topics of interest to 
this trade. All accepted manuscripts will be paid for at space 
rates. Unaccepted manuscripts will not be returned unless post- 
age is enclosed by the sender. Correspondents should give their 
names ond addresses, which will be withheld from publication 
1 esire 


Entered as Second-Class Matter, July 8, 1905, at the Postoffice at Chicago. Ill.. under Act of March 3, 1879. 
COPYRIGHT. Contents covered by Copyright, 1923, by The Office Appliance Company. 
“Office Appliances” is registered in the United States Patent Office, Washington, D. C. 
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Acme Gold Pen Co. ..... 236 
Acme Staple Co. ........... 106 
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| a Eee - 215 
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These advertisements present the 
products of the leading manufac- 
turers in each division of the in- 
dustry. Because of the ground for 
honest diiferences of opinion the 
publishers obviously cannot un- 
dertake to guarantee transactions 
between advertisers and custom- 
ers. They do, however, offer their 
service in resolving any disagree- 
ments between advertisers and 
customers, which result from re- 
lations established through the 
journal. 
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Wabash Cabinet Oo. «<iscaevcwhsanesGen 167 
Wales Adding Mac ~~’ OM Sede piven . 84 
Waterman. L.. .; CA 0005 0ccssherk ian . 236 
Webster, F. Bi, GO sx vaadedsvs 4\00'p oleae 
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Wilson-Jones Loose Leaf Co. ......... 111 
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Woodstock Typewriter Co. ........... 247 
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Yawman & Erbe Mfg. Co. ........ 114, 115 
Young Typewriter Co. ....6..-eee- coves 
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Steleix Metal Products Co. 235 
Stewart, R. A & Co. 239 
oe J errr re Te 168 
Sumatra Rubber Specialties Co 203 
Superior Brush Co. ........ 2 
Superior 1 CA bcancerien 239 
T 
weer Comer Cah seceeceveeas 158 
ee Greet Be E26... éckosieesse 219 
Tenacity Mfg. Co., Inc., The . 207 
Tension Envelope Co eaten 120 
Terrell’s Equipment Co. ... .219 
Thomas Stationery Mfg. Co. . 233 
Thorp & Martin Typewriter Co 
Times-Into Co., The ........ 
Todd Protectograph Co. ...... 23: 
Toledo Metal Furniture Co., The 241 
Traut & Hine Manufacturing Co 189 
Treiber-Cahill Mfg. Co. ....... ‘ 233 
Triner Sales Co : ‘ 236 
Adding Machines. 
Burroughs Adding Machine Co.. 246 
Monroe Calculating Machine Co 244 
l‘eters-Morse Mfg. Corp’n.. 105 
Victor Adding Machine Co..... 157 
Wales Adding Machine Co.. S4 
Adding Machine Rolls and Paper. 
Central Paper C0. ..ccecsoces 226 
Irish, George P uper eee 237 
Rockwell Barnes Co. sare ares 213 
Adding Typewriters. 
Elliott-Fisher Co. ..... ‘ . 153 
Remington Typewriter Co... 68, 103 
Underwood Typewriter Co ..71, Back Cover 
Addressing Machines, 
Addressograph Co 5 ses . 83 
Elliott Co Wes isecnnees a .102 
Agencies Wanted. 
Esterbrook Pen Mfg. Co. 123, 225 
ee eee 237 
Analysis Paper. 
meee, aa Becg B OCO.cc ccs . 235 
Hano-Weinkrantz Co. oti .199 
Arch and Clipboards. 
American Clip Co... aaa 166 
American Mfg. Concern......... .176 
Globe-Wernicke Co. ......97, 137, 143, 159, 183 
Yawman & Erbe Mfg. Co... are 114, 15 
Billing Machines, 
Remington Typewriter Co. ‘ 68, 103 
Underwood Typewriter Co.. 71, Back Cover 
Blank Books. 
Adams, Henry T., Mfg. Co 142 
Boorum & Pease Co... 122, 136 
Blanks for Bonds and Stocks. 
Goes Lithographing Co...... . 69 
Kibn Bros re eee 196 
Bond Boxes. 
Corry-Jamestown Mfg. Corp’n.. 210 
Erie Art Metal Co...... .170 
Genera Fireproofing Ga.... oon 
Meilink Steel Safe Co., The 197 
Metal Office Furniture Co.. 124, 138 
Steel Equipment Corp’n J 99 
Book Cases. 
Browne-Morse Co. .......-. 162 
Globe-Wernicke Co. ......97, 137, 143, 159, 183 
Gunn Furniture Co......... 185 
a = ee eee ee 104 
Shaw-Walker Co. ...ccces.s . 173 
Weis Mfg. Co amines ebaneen 131, 2, 3, 4 
Yawman & Erbe Mfg. Co.. - 114, 15 
Book Holders. 
American Electric Co...... : 130 
Book Rings. 
Adams, Henry T., Mfg. Co.. , .142 
Carpenter, The E "4s Mfg. Co 231 
Morden Mfg. Corp’n, The....... oo eeu 
Bookkeeping Machine Desks. 
tecker, Johr ¢ Svseeneds - 215 
Bookkeeping Rtas. 
Elliott-Fisher Co. ......... eee .153 
Underwood Typewriter Co......71, Back Cover 
Business Shows, 
Annual Business Show Co. 
Business Exposition Co... 
Calculating Machines, 
Monroe { alculating Machine Co 244 
Times-Int Co Wiccncdwes 236 
Calendar Pads and Stands. 
Defiance Mfg Sea .220 
Universal Office Devices Co 139 
Carbon Papers. 
(See Ribbons and Carbons.) 
Card Cases 
Improved Boehner Binder Co 234 
Wiggins, The, John B., Co 224 
Chair Irons, 
Bettcher Stamping & Mfg. Co .121 
Collier-Keyworth Co. 3 . 204 
Chair Pads and Cushions. 
Fox, Geo. I BOR sss . .178 
reeee Bee GOescsewesece 186 
Chairs. 
Conrades Mfg. Co........ ‘ . 81 
Crocker Chair Co......cces- 182 
Derb roe @ Gay M@scas 109 
Grand Rapids Office Chair Co .208 
Gunlocke W H., Chair Co. 211 
Karpen, S., & Bro....... ; 175 
Sikes ( a ore ee aa 236 
Taylor ( iir Co., The.. 158 
Toledo Metal Furniture Co., The 241 
Check Protectors and Writers. 
Checl} Writer Co., Ine 
Flaver eee ‘ os 
Hall-Welter Co., The... — 212 
Todd Protectograph Co 235 
Check Sorters. 
Kohlhaas Co., The..... — 197 
Ulrich Planfiling Equipme nt Co 235 


Coin Bags — Weeenene. 
Downey, C ie Se” eas 254 
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Fox, Ger E, 


Die Cutting and eungins Machines, 


Nelson, C. R. eS bceheoae 193 
Duplicating = By and Supplies. 
American Multigraph Sales Co........... 107 
Cametiea Bet Gibicc0cs6ecess4oens se enema 172 
Bem, Bc Tes Gihe ce cccaes <ehadsnssmhecane . 87 
Heyer Dugilenter Od....0s<ccccccssenscien 233 
ee ee ere .- 163 
Duplicating Stamps. 
ee eee ee 152 
Envelope Sealers. 
ee OO ee ee eee 179 
Mets. Gi. Tete. ccccccvecuns canwennee 102 
mivee-@ TUGR,. Gis. s<:.046sn000 sense cone 237 
Beatassews Des. s iv0s.00sk0+s00beeeneteseee 232 
Standard Envelope Sealer Mfg. Co........ 219 
Envelopes. 
meses, Date B. Gitccctecssciavasseaaan 156 
National Fiberstok Envelope Co.......... 150 
Northwestern Paper Goods Co............ 194 
Smead Manufacturing Co., The...... 216, 227 
Tension Wavenene Gi... <ossc0gh ses bbessan 120 
United States Envelope Co., | 245 
Erasers, 
Spee Mie, Od. << saveseadedaseee 221 
ee, er a ee 180 
Mier Weeds: 6 s<<tinntess> tient ee 228 
Roberts, Weldon, Rubber Co.............. 229 
ra errr 216 
Eyelet Paper Fasteners. 
Machine Appliance Corp’n.........e+.s+0- 212 
Teamt & Tee Bee. Gisc. 005005 5s600sn0008 189 
Eyelets, 
REvGG-O ME. Giicc6626000ssi0%k4nbsena 237 
Eyeshades, 
Cheeni Grestiee: “Ges oo 00 cis oaekedeneae 231 
Featherweight Eyeshade Co............... 236 
Filing Cabinets, Cloth Covered. 
Diemer, Jane G, Giia ccctsvensesiicads -- 156 
Imperial Methods Co......... vk caamie Rae 93 
Te SC ere ee ..104 
Salebowe Bs Gie0e0026006.5008000 84 604 606nen 224 
Filing Cabinets, Metal. 
Art Metal Construction Co................ 220 
Aurora Metal Cabinet Works............. 194 
Wentests WHS. “Geir icson0kcns 00s 00000 ue 94, 
Bermer BERS. ‘Oe, “Wi ccs0cekes erleienae .146 
Canten As€ BMptee Oe; Tees ciscccdhe sca 76 
Cassy Gale Gis BWeBiccdeochctcccsatevssas 126 
Corry-Jamestown Mfg. Corp’n...........+. Pred 
General Fireproofing Co.......¢..esseseees 
Globe-Wernicke Co. ..... 97, 137, 143, 159, 183 
Imperial Steel Cabinet Co......... ontekes 201 
Invincible Metal Furniture Co......... 85, 108 
Macey ©e., TeOrccccccesceccessscecsesbasne 04 
Metal Office Furniture Co............. 124, 138 
Shaw-Walhet - GR. - 60s ack ccssericaveantnea 173 
Steel Bauplasest Oar’ th. .cccccscccssscete 99 
Terrell’s BMeuipuient Oso. ..cccicsoccciseaas 219 
Yawman & Erbe Mfg. Co..........0+- 114, 15 
Filing Cabinets, Wood. 
Bestem Jee Cand De. ics. ccssccvecacenes 72 
Browmne-Mewse OG. .00s0esccecbechseenae 
Globe-Wernicke Co. ..... 97, 137, 143, 159, 183 
Imperial MoetheGs Oe...cccesccccescdécuceeun v3 
Macey Ge... BiOsco0.covdasc csbaneganseeee 104 
Memes BOE be cccccckcscucedescdacnens 208 
Ghaw-Walke? Oe. oscccicdcdeseetevabacaan pe 
Wabash Cabinet OO. oo ccdscccsccskcsbeun 
Wels FR, Gio ccccscstsccckteutsvel 131, 2, 3, 4 
Yawman & Erbe Mfg. Co............+6 114, 15 
Filing Specialties. 
Advance Paper Box Oo. ..6csecscecceseess 208 
Amoericgn TACGGE Oe... <.ccsscecedincannan 237 
Bushacli, Alvah. & GOO... vcesectscenatana 238 
Diemer, JemR Fig Gdn occcdsecadesssstanue 156 
Smead Manufacturing Co., The....... 216, 227 
Ulrich Planfiling Equipment Co.......... 
Wools. RUGR.  Gibs.o0 0526 000006steasane 131, 2, 3, 4 
Filing Supplies. 
American Mfg. Comcerm.......scccscoseces 176 
Bosten Faden Gash Ge. ..é.ossceesns cakenee 72 
Browne-BGesse Qe. occ cccccccsasttensigsas . 
General Fireproofing Co............sse00¢ 


Globe-Wernicke Co., The. .97, 137, 143, 159, 183 
Hanmo-Weimkrants Od. oo.cccoscsescoveceses 


Imperial MetheGs Gb... cccccctcescecneees 3 
Macey Ge,, BeBe occidsseccveisindcdsteueee 104 
Oxford Filing Supply Co............-0206% 91 
Ghaw-Walke? Ge, scicccccscccvcédnvncaaata 173 
Gimensen, Ti: Bro GOs c0c08s256404520nnee 7 
Smead Manufacturing Co., The....... 216, 227 
Steel Equipment Corp’n............- coekbe 
United Business Equipment Co........... 
Wels DEE, Giiisadsuvdseectecctmiee 131, 2, 3, 4 
Yawman & Erbe Mfg. Co.........-+0% 114, 15 
Folding Machines. 
American Multigraph Sales Co............ 107 
Fountain Pens. 
Beaumel, D. W., & Cai, Who neccessasae . -230 
Resene-lamibter Gl. éca000800c0aberdsre 236 
Paramoent Pub Go. sas cedves8stantsne --229 
Parker Pom Oe., Te. « o0<os02«080e000een .165 
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Ts Mie) MR Cn oo ccccccocesssc 96 Pencils, Cedar. Stamp Affixers. 
Waterman, L. E., Co........ seewieusiows 236 American Lead Pencil Co.............. 98, 155 Bircher Co., Inc., The 179 

Fountain Pen Name Engraver. cece beeseeeneen 180 Multipost Co. ...... 196 

Modern Inventions Corp’n................ 236 Pencil Exchange, Inc., The.......... — Standard Stamp Affixer Co 200 

Furniture Finish Solution. Pencils, Thin Lead Magazine. Stamp Indexes. 
hp ccacecceccesecscoous 210 Dow, Louis F., Co.... eae re areree = 80 Medearis Moulding Co... on sig aa 

Gold Pens. Ingersoll- Redipoint Pa: MN, isc adcad aes 161 Stamp Pads. 

Acme Gold Pen Co............... seencetee BE POUIEEE Ge ccc cccccccnccccccce coe emee Consolidated Stamp Mfg. Co... ne . 190 
EE SO Mn vst encéescocseeses 237 Penholde: Peerless Carbon & Ribbon Mfg. Co . -195 

Hotels. Faber Eberhard .180 De De Ciastsabecveeee : : 
neve ns cawessosscetene 216 Miller Bros. 228 Meewart & Oo., BR. Boscescoess 

Index Signals. Penknives. Superior Type Co., The 
Graff-Underwood Co. Ee ea 195 | EIS ae Pe ey eee £ oS 236 Stands, Metal, for Office Machines. 

Yawman & Erbe Mfg. Wo............. 114, 15 Pens, Steel. Adjustable Table Co...... 207 

Index Tabs. Esterbrook Pen Mfg. Co....... Fowler-Manson-Sherman Cyc le Mfg. Co 215 
OS ce tec ccecececcnevens 213 Hunt, C. Howard, Pen Co Stapling Machines. 

ST SE Gn ccdcevecccccsctcccesess 227 ee are Acme Staple Co....... 106 
Se EE, SO, BRR. ccc ccs ccccccccse 169 Shirley Pen Co.. ; er K Defiance Mfg. Co........ are 220 
Universal Index Tab Co.................- 217 Turner & Harrison Pen Mfg. Co.......... 228 Irvip, Alex H., Co.... 237 

Inks, Adhesives, Etc. Pens, Shading. Stationery, Embossed and Engraved. 
Commercial Paste Co., Inc., The......... 215 Bridgeport Pen Co.. were American Embossing Co...... 220 
General Eclipse Co.......... 22 Picture Hooks. Kibn Brothers ........... ee 196 
Higgins, Chas. M., Co.... ; Meore Push-Pim Co. ..........ccccocs 228 Wiggins, John B., Co...... a05es eee 

Inkstands. Pins. Stationery Cabinets. 

Bachrach Specialty Co........ 222 Crescent Brass & Pin Co 220 General Fireproofing Co..... 119 
Cushman & Denison Mfg. Co 3 Defiance Mfg. Co............-seccsecceecs 220 Imperial Methods Co......... , o- ae 
General Eclipse Co...... ca cvek eee eb. ec kbed sande acennee 23) Macey Co., The.......-. ...104 
New Martinsville Glass Mfg. OE Platens, Typewriter. Terrell’s Equipment Co. 219 
Sengbusch S-C Inkstand Co. cecoanees 112 American Writing Machine Co... ..66, 82, 218 Stencils. 

Key Rings. Ames Supply Co... .247 Meyer & Wenthe.......... 212 
A@ame. Geary T., Mig. O0.........ccsess 142 Postal Scales. Stenographers’ Note Books. 

Leads, thin for mechanical pencils, Pelouse Mfg. Co.... cr ceccccccceces cman Elkhart Stationery Co : 215 
American Lead Pencil Co............. 98, 155 Triner Sales Co... ‘ . .236 Rockwell-Barnes Co. ....... 213 
Faber, ik) MCaccece cecceceessccencte Triner Scale & Mfg. Co.. 212 Stylographic Pens. 

Letter Distributors. Publications. Beaumel, D. W. & Co...... 230 
eh ee Mew... co wccceces “hace American Exchange Service .184 Faber, Eberhard ......... 180 
Imperial tT Tio. 6 ncegbaceseoesunseet 93 Pe odegsocsecesceveccecosent 192 Paramount Pen Co........ 229 
i is Mi ce cccccccucces 197 DED ceieieveebseeesss6o6sesvasetes 238 Swinging Typewriter Stands 
Ross-Gould Go. ........ ee el Mon Bureau ............ -240 American Writing Machine Co 66, 82, 218 
Ulrich Planfiling Equipment. Co.. - 230 Punches. ee TO Be owen cancas ‘ 131, 2, 3, 4 

Letter Openers. American Clip Co........scseee. Tables. 

EE ee 179 Barrett Bindery Co Corry-Jamestown Mfg. Corp'n 210 

Lockers. Boorum & Pease Co... Furnas Office Furniture Co 211 
Terrell's Equipment Co.... ooo ae Chicago Binder & File Co General Fireproofing Co... 119 

Loose Leaf, Books and Systems. Defiance Mfg. Co.......... Mutschler Bros. Co.. 148 
Adams, Henry T., Mfg. Co Machine Appliance Corp'n St. Johns Table Co 12 
Barrett Bindery Oo..... - Nelson, C. R. & W. A., Ine Tableting Presses. 

Boorum & Pease Co........ Rivet-O Manufacturing Co................ 237 Golding Mfg. Co.......... 19 
Chicago Binder & File Co ; Push-Pins. Telephone Attachments. 

Bp By Mametnetering Oo. .....cccccccceccs Moore Push-Pin Co............2--essccees 228 American Electric Co 130 
Hughes Loose Leaf Metal Co Ribbons and Carbons. Colytt Laboratories 232 
Irving-Pitt Mfg. Co...... Allen & Co.. eae wees e200 Thumb Tacks. 

Lefebure Ledger Co...... anon American Manifold P roduc ts ‘Corp’n. na 199 Moore Push-Pin Co. 228 
Nelson, C. R. & W. A., Inc...... Ault & Wiborg Co........ eee ‘ Solidhed Tack Co.. 232 
Plew & Motter Co............ Buckeye Ribbon & Carbon Co., Time Stamps and Recorders. 

Sheppard, The C. E., Co... Carrib Mfg. Corp.. ‘ ‘ Automatic Time Stamp Co 33 
Stationers Loose Leaf Co as 5 Columbia Ribbon & Carbon Mfg. Melind. Louis. Co ‘ 190 
Tenacity Mfg. Co., Inc., The : Cooper Carbon Coated | Co Type, Typewriter. 

Trussell Mfg. Co salek ener 506 Corona Supply Co......... nee Ames Supply Co........ 247 
Wilson-Jones Loose Leaf Co............+- 111 Crown Ribbon & Carbon Mfg. ( Thorp & Martin Typewriter Co 207 

Mailing Machines. Iron Clad Ribbon & Carbon Co Typewriter Cleaning Brushes. 
ee ee. Se. ccccccuceteneces 179 Manifold Supplies Co....... Hahn. Arthur W..... : 

Map Tacks. Miller-Bryant-Pierce Co. .. Morton Mfg. Co..... ats 
ee 195 Milo Ribbon & Carbon Co........ Superior Brush Co...... 
SPREE S er 228 Mittag & Volger............ ree tteeee Typewriter Cabinets. 

Matched Office Suites. Neidich Process Co.............:: Byron Desk Co........ ; 145 
Macey Co le ae ee 104 Old Town Ribbon & Carbon Co Toledo Metal Furniture Co., The 241 

Memo Devices. Peerless Carbon & Ribbon Mfg. Typewriter Cushion Keys. 

Steleix Metal Products Co.... Phillips Ribbon & Carbon Co.. Lincoln Rubber Key Co.. . 181 
Weinman Brothers ..... Snelling & Son......... re Munson Supply Co........ .147 

Moisteners. Stationers’ Wholesale Supp ily Co. Peerless Key Co..... ee 78 
EE Storms, H. M., Co.... . Speed Key Mfg. Co....... 189 
Rivet-O Mfg. Co.. Union Ribbon & Carbon Co... Typewriter Specialties and Supplies. 

Sengbusch 8-C Inkstand ss aceadtiie J. S. Typewriter Ribbon Mfg. C American Exchange Service... 184 
EE 206 tocccaesccane needed Webster, F. S., Co......... Ames Supply Co........ 247 

Numbering Machines. Rubber Bands. Azora Rubber Co., The 207 
American wumnering Machine Co -101 American Lead Pencil Co.............98, 155 Cant-Slip Co. .... 232 
Bates Mfg. Co.... tikctseciect herent 127 Faber, Eberhard ..... PE SSP PRE. 180 Clarotype Co., The. 219 
Consolidated Stamp “Mfg iisées 190 Vuleo Rubber Fabrics re eet Lae 236 Nielson Supply Co.... 236 
Roberts Numbering Machine Co 9 Rubber Stamps. Thorp & Martin Type writer Co 207 
Traut & Hine Mfg. Co..... 189 Consolidated Stamp Mfg. Co 190 wens, Fe Bi, COiccccics. , 2, 214 

Oii, Office Machine. Medearis Moulding Co.. 221 Wolverine Products Co. 233 
i Mi i. 655s baee6edebaeeee 220 Melind, Louis, Co....... ; { Typewriters, New. 

Morton Mfg. Co... ee 237 Meyer & Wenthe.......... Allen Typewriter Mfg. Co... 125 

Pads, Figuring. Stewart & Co., R. A... American Writing Machine Co 66, 82, 218 
Boorum & Pease Co 122, 136 Superior Type Co., The Corona Typewriter Co . 92 

Pails, Fibre. Rulers. Demountable Typewriter Co 149 
od ne sede kabed bs eee 79 ee, Se Cc ccccnsacocnsed 142 Noiseless Typewriter Co.. . % 

Paper. Bemeteeem TET. COMCSTR ccc ccccccvcccccecs 176 Remington Typewriter Co.... 68, 103 
Biglow, L. H., & A ae Inc. . 235 National Rule Co., The........ janéneee Royal Typewriter Co....... 77 
Crane, Z. & W. XN .227 Safety Deposit Boxes. Shilling “Bros. Typewriter Co 190 
Eaton, Crane & Pike Ws ns oaks ae eee 164 Invincible Metal Furniture Co ..85, 108 Smith, L. C.. & Bros. Typewriter Co 88 
Hamilton Card & Paper epee basi: 214 Safes. Underwood Typewriter Co.. 71, Back Cover 
Hampshire Paper Co.... 110 i ss cb ewe een ees .126 V ictor Typew riter Co,....... 218 
Weston, Byron Co........ 113 General Fireproofing Co ‘ ‘ .119 Woodstock Typewriter ee 247 

Paper Cli Globe Wernicke Co., The. .97, 137, 143, 159, 183 Typewriters, Rebuilt. 
een” Clip Co Halls’ Safe Co., The...........+.....+.-+140 American Writing Machine Co 66, 82, 218 
Argus Mf Po <ipiainbstndels Herring-Hall- Marvin gas re ...243 General ly} ewriter Exchange, In 129 
Cushman ri Denison “Mfe x ‘Go. Pe Ce. Mi vase dneckdseseskes ..104 Morse Office Equipment Co , . 235 
Graff-Underwood Co. &- Metal Office Furniture Co.... 124, 138 Regal Typewriter Co........... 237 
Rockwell-Barnes Co. yh ictal Safe Cabinet Co., The Perr T 174 Shipman-Ward Mfg. Co....... 116 
Thomas Staty. Mfe. Co... Cr CO BR ivckceessvedsens 128 Typewriter Emporium : ; 116 
ee a tg. 4 ee eure «6G... cceseseccceccces Se United Typewriter Exchange Co.. 211 
Vail Mf Co =g-. VW , Steel Equipment Corp’n......... oe Wholesale Typewriter Co...... 177 

Paper Cutters eee Yawman & Erbe Mfg. Co............ 114, 115 Young Typewriter Co.......... 206 
Golding Mf Co 193 Seals, Notary and Guepesation. Vault Doors. _ 

‘' re “ing nd>- he’ ph digghallathaa eatin taatiathaatah ted dhe - Melind, Louis, Co..... Se ee. GPicécsoccoacess 126 

Paper Fastening Machines. BEOpOP G WOMENS, 20.2 ccccccccccs Ventilators, Office. 

Acme Staple Co., Ltd....... 106 Stewart & Co., R. ee cds Chicago Mirror & Art Glass Co 239 
Compo Sales Co.......... ee 217 Superior Type Co., The....... Wardrobes. 

Defiance Manufacturing Co.... 220 Second-Hand Office Machinery. Furnas Office Furniture Co 211 
Fveready Mfg. Co............ - | Chicago Safe & Mdse. Co Terrell’s Equipment Co.. 219 
eee ME En Gc ceccees Morse Office Equipment Co.. Waste Baskets. 

Machine Appliance Corp’n..... dn does eaenes American Vuleanized Fibre Co 73 
Rivet-O Manufacturing Co.. Times-Into Co., The Barbee Wire & Iron Works 144 

Paste. Shelf Boxes. Cordley & Hayes.......ccee. 79 
(See Inks, Adhesives, etc.) Diemer, John F., Co.... .156 Rte AGC WOOT Gii 5 ic ccc isccccse 170 

Patents. Be eae ciay 216 General Fireproofing Co., The 119 
E. G. Siggers..... 234 Shelving. SS Oe 104 

Pen and Pencil Clips. General Fireproofing Co.. .119 Massillon Wire Basket Co , The 235 
. ee *) Sarr 221 Terrell’s Equipment Co.... 219 Metal Office Furniture Co.... 124, 138 
Defiance Mfg. Co... 220 Sign Markers. Motors Sheet Steel Co., The 117 
Traut & Hine Mfg. Co 189 , ND Mis ccccccecese ; ore Peerless Wire Goods Co 22 
Van Valkenburg, L. D . 223 National Sign Stencil Co.... 230 ee, Mi nceeseeeseme 
Waterman, L. E., Co.... 23 Sorting Devices. Water Coolers. 

Pencil Sharpeners. i «ei erie bike é sense ; Cordley & Hayes............ 79 
Collins Ink Eradicator Co . 238 Ulrich Planfiling Equipment Co...... Wholesale Stationery 
Graff-Underwood Co. .195 Unyversal Utylyty Unyts Co.............. 205 Stationers Wholesale Supply Co 171 
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WANTS and 
FOR, SALE 


SR 





SITUATIONS WANTED. 





FOREMAN—20 YEARS—Experienced in 
Carbon and Ribbon industry, own forin- 
ulas, samples submitted. Dugan, care 
Office Appliances, Chicago. 





man, fifteen 


REPAIRMAN —AIll around 
; exchange, re- 


years experience on 
built, refinishing. Married, would like to 
hear from reputable, established dealer. 
Address M-16, care Office Appliances, 
Chicago. 





TYPEWRITER REPAIRMAN—Over 20 
years’ experience on all makes, desires 
position with a firm that requires an all 
around man. Can go anywhere. F. Falk, 
Central Hotel, Muncie, Indiana. 





EXPERT STATIONERY or Office pomereny 
ment man wants road job. Experi- 
enced in Filing Cabinet road selling, or 
any part of the business. Only reliable 
house need answer. Address N-15, care 
Office Appliances, Chicago. 





SALESMAN of years of experience in 





Stationery, Printing, Office Furniture, 
Loose Leaf, Office System. With excel- 
lent sales record; now traveling Pacific 
Coast states. Wants position with re- 
sponsible firm who can afford to employ 
high grade man. Address X-14, care 
Office Appliances, Chicago. 

WANTED—Position as buyer or man- 


ager, or both, for Office Supply and sta- 
tionery department in Department Store, 
Chicago preferred, but will consider other 
city. F-16, care Office Appliances, Chi- 
cago. 





MAN of proven ability in the manufac- 
turing and selling of built to order stock 
metal furniture will be available January 
Ist. Connection desired with concern 
wishing to increase output. Fully experi- 
enced in handling sales management at 
factory and branch offices. Highest refer- 
ences as to ability and character can be 
given. Address F-15, care Office Ap- 
pliances, Chicago, Il. 


A PRODUCER in direct-by-mail selling 
is available. Practical university busi- 
ness training plus five years’ valuable 
executive work. Have good knowledge 
of the office equipment industry. In- 
itiative and experience will appeal to the 
busy advertising manager needing as- 
sistant who can plan profitable mail cam- 
paigns, write letters, prepare broadsides, 
enclosures and buy printing. Now hold 
position of trust but seek more selling 
responsibility with established office 
equipment manufacturing concern or 
wholesaler who wants to develop the di- 
rect mail end of the business. Age 27, 
married, and will go anywhere with 
proposition having encouraging possibil- 
ities. Available Jan. Ist. J-15, care Of- 
fice Appliances, Chicago. 











SALESMEN WANTED. 


MECHANICS WANTED. 





ENGRAVING and Social Stationery 
salesman wanted to take charge of 
department in Chicago store. Address 


V-13, care Office Appliances, Chicago. 


TYPEWRITER REPAIRMAN, all makes, 


small town west, state salary wanted. 
Address S-49, care Office Appliances, - 
Chicago. 





WANTED—Salesman to sell Victor Ad- 
ding Machines, duplicators and supplies. 
State age, experience and refe rences. R. 
W. Wales Company, Syracuse, N. 


WANTED—A high class representative 
for the Central West territory, by 
a manufacturer of highest quality of 
Loose Leaf Books. Address L-18, care 
Office Appliances, Chicago. 








SALESMAN wanted on commission 
basis to sell high class line of foun- 
tain pens and pencils in Chicago and vi- 
cinity. Address O-9, care Office Appli- 
ances, Chicago. 





MANAGING SALESMAN for Filing Cab- 
inet department wanted by Chicago sta- 
tioner. Must be experienced in filing 
equipment, supplies and safes. State full 
qualifications. Address K-10, care Office 
Appliances, Chicago. 





WANTED, by well established house, an 
experienced Office Equipment and Office 
Supply Salesman. We have high class 
and permanent position for a good man. 
Address Vrooman-Smith Printing Co., 
Kokomo, Indiana. 





SALESMEN for every county in Illinois 
to sell the wonderful new emergency and 
general utility stamp. Every merchant, 


lodge and office a prospect. Protected 
territory. See adv. page 152, this mag- 
azine. Write. The Multistamp Com- 


pany of Illinois, 175 West Jackson Boule- 
vard, Chicago. 





WANTED—High Class Specialty and Sta- 
tionery Salesmen to sell to Stationery 
Trade, a line of Metal Commercial Cal- 
endars with daily date pads attached. 
Big profit. No bulky samples. Can be 
handled on commission basis in connec- 
tion with any line. Write today for our 
proposition. The Fogarty Manufactur- 
ing Co., Dayton, Ohio. 





SALESMAN calling on Banks can earn 
more selling our patented money-han- 
dling devices and steel equipment. Per- 
manent position and full protection for 
right man. Address Bankers’ Specialty 
Corporation, 111 Nassau St., New York, 
os. aes 


HIGH GRADE combination typewriter re- 
pairman and salesman or live wire sales- 
man only. Muncie Typewriter Exchange, 
Muncie, Ind. 


WANTED—First-class Remington e- 
writer repairman; one who also under- 
stands the repairing of Remington Wahls; 
good salary; position in California; state 
age, experience and references. Address 
C-13, care Office Appliances, Chicago. 











FOR SALE. 





DUPLICATORS, new and used. Supplies. 
Adding machines, used. Mail room equip- 
ment. R. W. Wales Company, Syracuse, 


FOR SALE—Four number 3-14 Under- 
wood Bookkeeping and Billing machines 
slightly used and in excellent condition. 
Address P-30, care Office Appliances, 
Chicago. 


FOR SALE—12,006 Style B Addresso- 
graph Frames, guaranteed good as new. 
Send us your inquiry. Address Marion 
Steam Shovel Co., Marion, Ohio. 


ADDRESSING machines, multigraphs, 
duplicators, letter folders, envelope seal- 
ers, mailometers, check writers, dictating 
machines, muticolor presses—at about 
half the manufacturer’s price. Pruitt 
Company, 170-H North Wells, Chicago. 














FOR SALE—Printograph No. 01042—style 
No. 5, U. S. Printograph Co. iron frame, 
with Westingmeass 1/6 H.P. printegrage 


motor—N 9354—A/C—1700 R.P.M.— 
110 volts—60 cycles—style S$0347553— 
printograph “) -setter. Embossing 


Press No. 3 M. M. Kelton’s Sons Co. 5”x 
4” counter—2%” x2%” die box. No. 3 
Embossing Press M. M. Kelton, 5”x4” 


counter, 2%"x2%” die box. R. Anderson. 
Power steel die press. T. W. Black- 
hall .31%46”x4%”"—34”"x4”"” c. 1. flywheel. 


Emb. Press A. R. King Mfg. Co. 4x4 
die box. TIhling Bros. Everard Co., Kal- 
amazoo, Mich. 








AGENCIES WANTED. 





LIVE SALESMAN wishes agency for 
good, cheap, popular pretend desk in 
ptm” New Yor R-11, _ Office Appli- 
ances, 720 Tribune Bldg., . ae oe 








BUSINESS OPPORTUNITIES. 





FOR SALE—Stationery store, Minnesota 
town, eleven thousand, established twen- 
ty years. Address T-16, care Office Ap- 
pliances, Chicago. 








FIRM 20 years in 
will sell. Part cash. 


AN ESTABLISHED 
this class of trade 





Retiring. Address W-11, care Office Ap- 
pliances, Chicago. 
FOR SALE—Fine stationery and print- 


ing business in good South Georgia town, 
seaport and tourist center, best city loca- 
tion, reasonable overhead expense. Ap- 
ply BB, care Office Appliances, Chicago. 





WE HAVE a few openings for exclusive 
General Agents in valuable territory to 
sell the most popular line of mailing ma- 
chines on the market. Universally ad- 
vertised and distributed. Liberal com- 
mission. Write stating full qualifications 
in first letter. Standard Envelope Sealer 
Mfg. Company, Revere Boulevard, Ever- 
ett, Mass. 


A DESK manufacturing company estab- 
lished ten years is extensively enlarging 
its line and requires the services of a 
high-grade experienced salesman who 
can bring in business from the start. 
This is an unusual opportunity for am- 
bitious man. Salary commensurate with 
results and interest in company obtain- 
able if desired. Address V-11, care Office 
Appliances, Chicago. 





WANTED —Strictly high class salesman 
for the south-eastern and south-western 
states to call on Stationers, Office Out- 
fitters, Department and House Furnish- 
ing dealers, Hardware and Furniture 
trade. Man must have successful past 
record or application will not be con- 
sidered. State age, experience, etc., with 
letter of application. Address Z-52, care 
Office Appliances, Chicago. 


MANUFACTURERS’ AGENTS. 


I AM DESIROUS of securing 
of goods to represent on the Pacific 
Coast. For a number of years I had 
charge of the stationery and office fur- 














lines 


niture departments of the Burnap Sta- 
tionery and Printing Co., Kansas City, 
Mo., and previous to that represented 


Eberhard Faber throughout the west. I 
have a good acquaintance among the 
trade and can give best of references. 
Joseph H. Brandimore, Room 404, Union 
Bank Bldg., Los Angeles, Cal. 


SALES ORGANIZATION located in De- 
troit, Michigan. seeking all new office 
appliances acting as representatives. 
Kindly mail all propositions to a > 
Jones, 1794 Van Dyke Ave., Detroit, 
Michigan. 








AGENTS WANTED. 


OPPORTUNITY for specialty salesman 

to connect with growing organization. 

State experience and territory preferred. 

(soon am care Office Appliances, New 
ork, ° ° 


START YOUR OWN AGENCY—Office 
appliance line. Meets universal need. 
Large sales possibilities. Stock on con- 
signment. Factory does collecting. Com- 
mission 45%. Finch has earned $200 a 
week from the start. Not a_ side line. 
Prefer men able to build up sales organi- 
zation and take over territory. Carey, 
4730 McGraw Ave., Detroit. 














MISCELLANEOUS. 
WANTED TO PURCHASE— Underwood, 





Woodstock and Remin Portable 
Typewriters. Any quant ty Send de- 
scriptive list with prices. uncie Type- 


writer Exchange, Muncie, Indiana. 


WANTED—No. 78 Mimeograph or 
Feed duplicator. 





self 
Also Mimeoscope No. 1. 


E. D. Richardson, Cawker City, Kansas. 
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Copies of any one of the patents referred to below can be obtained by sending 25 cents in stamps to E. G. Siggers 
patent lawyer, Suite 33, N. U. Building, Washington, D. C., and mentioning Office Appliances. 





1,432,266 

















1,429,676 


patented October 17, 


No. 1,432,256.—Calculating machine; 
1922, by Edgar E. Phinney of West Orange, New Jersey, as- 
signor to Monroe Calculating Machine Company of Orange, 
N. J. 


No. 1,426,195.—Attachment to typewriting machine for clean- 
ing the type; patented August 15, 1922, by William Jusabro 
Iwami of New York, N. Y. 

No. 1,428,850.—Object of this invention is to prevent printing 
on the platen by the types during the time in which case- 
shifting operations are in progress when writing on a type- 
writing machine; patented September 12, 1922, by Alfred G. F. 
Kurowski of Brooklyn, N. Y., eieeeeead to Underwood Typewriter 
Company of New York, 

No. 1,429,678.—Multicolored ribbon shift for typewriters; pat- 
ented September 19, 1922, by Max Garbell of Chicago, Illinois. 

No. 1,428,886.—Improved line-lock release mechanism for 
typewriting machines; patented September 12, 1922, by William 


1,431,983. Typewriter.—Lyman R. Roberts, Rutherford, N. J 
(assignor to L. R. Roberts Typewriter Company, Stamford, 
Conn.). 

1,432,169. Duplicating device for adding machines.—William 


Wilmington, Del. 
typewriters.—Otto A. 


H. Fenn and Osear E. Groshell, 


1,432,183. Ribbon vibrator for Hokan- 


son, Woodstock, Ill. (assignor to Woodstock Typewriter Com- 
pany, Woodstock, Ill., a corporation of Illinois). 

1, 432.256. Calculating machine.—Edgar E. Phinney, West 
Orange, N. J. (assignor to Monroe Calculating Machine Com- 
pany, Orange, N. J., a corporation of New York). 

1,432,383. Loose leaf binder Tracy R. Campbell, Montreal 
Quebec, Can. 

1,432,453. Loose leaf binder.—John A. Finger, Medford, Mass 

1,432,504. Perpetual calendar.—George Steuart Vivian, Gold- 


London, England. 


ers Green, 
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F. Helmond of Hartford, Conn., assignor to Underwood Type- 
writer Company of New York, N. Y. 

No. 1,417,911.—Device for holding cards, envelopes, etc., in 
Printing position on platen of typewriter; patented May 20, 
1922, by Edward Bernard Hess and Lewis Cary Myers of 
Brooklyn, N. Y., assignors to Royal Typewriter Company, Inc., 
of New York, N. Y. 

No. 1,432,779.—Device adapted to be mounted on any exist- 
ing typewriting machine and providing an acoustic signal, 
actuated through the displacement of the line-spacing lever, 
warning the operator that a predetermined number of lines 
have been written; patented October 24, 1922, by Gaston 
Navarre of Boulogne-sur-Seine, France. 

No. 1,428,968.—Combination pen and pencil holder and cal- 
endar; patented September 12, 1922, by Harry J. Mellon of 
Pittsburgh, Pennsylvania. 

No. 1,425,907.—Manifolding typewriter; patented August 15, 
1922, by John Q. Sherman of Dayton, Ohio. 


Detroit, Mich 


Detroit, 


1,432,541 Envelope.—John L. Dickinson, 
signor to The Laurence Smith Paper Goods Company, 
Mich., a corporation of Michigan). 

1,432,616. Keyboard clearing means for calculating machines. 


(as- 


—Edgar E. Phinney, West Orange, N. J. (assignor to Monroe 
Calculating Machine Company, Orange, N. J., a corporation of 
New Jerse ge 

1,432, 6¢ Typewriter cabinet.—Theodore Brandis, Celina, 
Ohio. 

1,432,678. Combined typewriting and computing machine 
Gilbert FE. DeHaven and Oscar G. Scharf, San Francisco, Calif 
(assignors to Underwood Computing Machine Company, New 
York, N. Y., a corporation of New York). 

1,432,689. Tabulating mechanism.—Carl Haggenmillé Mun- 


ich. Germany 
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1,432,695. Typewriting machine.—William F. Helmond, Hart- 


ford, Conn. (assignor to Underwood Typewriter Company, New 
York, N. Y., a corporation of Delaware). 

1,432, 69¢ Typewriting machine.—William F. Helmond, Hart- 
ford, Conn. (assignor to Underwood Typewriter Company, N. 


Y., a corporation of Delaware). 
1,432,759 Typewriter word counter.—Alfred E. 
Kilda, near Melbourne, Victoria, Australia. 
1,432,993 Pencil cap.—Kirby Richars 

Manitoba, Can. 
1,433,112 Typewriting machine. 


King, St. 
Winnipeg, 
York, 


Garner, 


John H. Barr, New 


N. Y., and Edwin E. Barney, Newark, N. J. (assignors to Rem- 
ington Typewriter Company, Ilion, N. Y., a corporation of New 
York) 

 F 433, 181. Manifolding attachment for typewriters.—Malcolm 
L. Cossitt, Alameda, Calif. (assignor to Manifold Impressions 
Corporation, Carson City, Nevada, a corporation of Nevada). 


Manifolding attachment for typewriters.—Malcom 
L. Cossitt, Alameda, Calif. (assignor to Manifold Impressions 
Corporation, Carson City, Nevada, a corporation of Nevada). 

1,433,183. Manifolding attachment for typewriters.—Malcolm 
L. Cossitt, Alameda, Calif. (assignor to Manifold Impressions 
Corporation, Carson City, Nevada, a corporation of Nevada). 

1,433,186. Calculating device "j Daemens, Frankfort- 
on-the-Main, Germany. 


1,433,182. 











Gor the A 


Overseas. 
London. England.—Q. E. Spencer, of the 
Company, 329 High Helborn, W. C., wishes to establish another 
——— that will fit in with the organization of the Brown 
Typewriter Company for Europe. Mr. Brown was manager six 
and one-h: uf years for The Noiseless Typewriter Company until 
October 31, 1922. He is in the United States on business, and 


may be addressed care Office Appliances, 729 Tribune building, 
New York, N. Y. 
Prague, Czechoslovakia.—Helm-Hacker, 62 Perucka, desires 


to get in touch with manufacturers of copy holders. 
Stockhoim, Sweden.— Axel Wibels Maskinaffar, P. O. Box 102, 
wishes to hear from American manufacturers looking for 
skilled representation in Sweden. This business handles type- 
writers, calculating machines, ete. It is desired to add card 
systems, typewriter ribbons and carbon paper, adding machine 
rolls and all kinds of mechanical office equipment. This com- 
pany is a reorganization of the old firm, Axel Wibel Aktiebolag, 


which in the past has done good work for American office 
equipment manufacturers. 
Tobago, B. W. 1.—M. Paterson, Jr., of The Tobago Agency. 


Old Market, desires exclusive agencies for commercial station- 
ery, rubber stamps and stamp pads, envelope sealers and 
envelopes, fountain pens, blank and triplicate order books, inks 
and adhesives. 

Demestic. 


Alamosa, Colo.—Price & Company, Box 98, 
quotations and samples from manufacturers of 
cating paper and stencils. 

Binghamton, N. Y.—Carl P. Austin, of Austin’s Shop, 2 Court 
street, desires to receive catalogues and other descriptive mat- 
ter on coin counters and sorters. He specializes on office ap- 
pliances. 

Brooklyn, N. ¥Y.—The New York Dock Company, J. J. Col- 
lins, purchasing agent, Joralemon and Furman streets, is in 
the market for printed sealing tapes and machines for applying 
it in wrapping and sealing packages. Manufacturers are in- 
vited to get in touch with Mr. Collins. 

Canton, Ohio.—Klingstedt Brothers Company is planning to 
maintain at the uptown office departments devoted to loose 
leaf binders, systems and stock forms, fine stationery and 
engraving. 

Detroit, Mich.—John W. Fitzpatrick, 5031 Lincoln avenue, is 
Planning a retail commercial store. While he has not yet se- 
lected its location, Mr. Fitzpatrick is now arranging for his 
stocks. 

Fort Madison, lowa.—The Dodd Printing Company. 621 Sec- 
ond street, whose store was destroyed by fire December 6, de- 
sires to get in touch with manufacturers and to learn of the 
newest lines on the market. The company’s stock was de- 
stroyed, and it will be necessary to renew it. 

Jewett City, Conn.—John P. Post is interested in light weight 
steel shelving suitable for the storage of office stationery and 
supplies. Catalogues and quotations sent him will receive 
appreciative attention. 

Newburgh, N. Y.—F. J. Brannigan & Company, formerly the 
Industrial Printing Service Company, has removed to larger 
quarters in the Central Hudson Gas & Electric building, 127 
Broadway, and desires to take on additional lines. Manufac- 
turers who have not already communicated with them are 
requested to forward their catalogues and price lists. They 
solicit also latest price lists from all manufacturers. The 
company deals in general lines of commercial stationery, in- 
cluding office furniture and machines. 

New York, N. Y.—The Atlas Desk Company, 
fifth street, wishes to be informed where portable 
stands may be obtained. 

New York, N. Y.—A live salesman is on the lookout for a 
popular-priced desk to add to his line. His territory is the 
Metropolitan district. Catalogues and agency propositions may 
be submitted to Office Appliances, 720 Tribune building, New 
York, N. Y. 

New York, N. Y.—Bryant Typewriter Contractors, 300 West 
Forty-second street, wishes for the metropolitan district and 
for export the representation of an office device which would 
warrant intensive sales cultivation. A distinctive device that 
could be used successfully in office, or by stenographer or 
typist, is desired. George Shiner, of this organization, covered 


wish to receive 
stencil dupli- 


14 West Forty- 
typewriter 





Brown Typewriter 


the Latin and European fields thirteen years. He is counsel 
and buyer for several important users of typewriters and office 


equipment. 

St. Louis, Mo.—The E. A. Holscher Office Furniture Company, 
414 North Seventh street, offers to represent manufacturers of 
a “nt for banks, schools and public buildings in St. Louis. 
E. A. Holscher, of the company, was formerly connected with 
the Holscher-Mitchell Furniture Company. 

San Francisco, Calif.—The Standard Office Machine Com y, 
242 Rialto building, wishes to add to its office specialties lines. 
An appliance which salesmen can handle along with another 
line, selling at more than $10.00, is desired. The company deals 
in nothing but office specialties. 

Wilmington, Del.—J. W. Blackiston, 911 Shipley street, asks 
for information regarding steel office equipment manufacturers. 





Opportunities for Foreign Trade. 


Most of these items are quoted in full, as reported nt tha 
Bureau of Foreign and Domestic Commerce, in the ey 
where a miscellaneous list of requirements is stat 

acter of the inquirer’s business will be revealed. 

These items are given identifying numbers, to avoid pro- 
miscuous publication of the names connected with Foreign 
Trade Opportunities developed by the Department of Com- 
merce. The names and addresses must not be published by 


their recipients. 
DISTRICT OFFICES. COSPERATIVE OFFICES. 
Boston: 1801 Customhouse. Continued. 
Chicago: 1424 First National Dayton, Ohio: Dayton Cham- 
Bank Building. ber of Commerce. 
Manila, P. I.: George L. Lo- El rae. a Chamber of 
gan, Mer. Com 
New Orleans: 214 Custom- indlananaee, Ind.: Chamber 
house. of Commerce. 
New York: 734 Customhouse. Los Angeles, Calif.: Chamber 
San Francisco: 307 Custom: of Commerce. 
house. Newark, N. J.: Chamber of 
Commerce. 
CO6PERATIVE OFFICES— Norfolk, Va., Hampton Roads 
Maritime Exchange. 
Akron, O.: Chamber of Com- Philadelphia, Penna.: Cham- 
merce. ber of Commerce. 
Baltimore, Md.: Export and Pittsburgh, Penna.: Chamber 
Import Board of Trade. of Commerce. 


Chattanooga, Tenn.: Foreign Portland, Ore.: Chamber of 

Trade Secretary, Southern Commerce. 

Railway System. Richmond, Va.: Chamber of 
Cincinnati, Ohio: Chamber of Commerce. 

Commerce. Rochester, N. Y.: Chamber of 
Cleveland, Ohio: Chamber of Commerce 

Commerce. Seattle: 315 Lowman Building. 
Columbus, Ohio: Chamber ot St. Louis: 1209-1210 Liberty 

Commerce. Central Trust Co. Building. 


Syracuse, N. Y., Chamber of 
Commerce. 
Adding and Calculating Machines. 

4729 under Furniture. 


Furniture. 
furniture and filing systems—Italy. Purchase or 


Dallas, Tex.: Chamber of 


Commerce. 


See No. 


4725—Office 


agency desired. Quotations, c. i. f. Palermo. Terms, cash 
against documents. = 
4729—Office furniture, typewriters, adding machines, calcu- 


lators and card-index systems—Italy. Purchase desired. Quo- 

tations, ec. i. f. Italian port. Correspondence, Italian or French. 

4742—Steel fire and burglar proof safes and key-lock safés, 

especially small wall sales—Italy. Purchase or agency desired. 

Quotations, c. i. f. Italian port. Terms, cash against documents. 
Other Machines. 

4658—Machines of all kinds for office use—Austria. 
desired. Quotations, f. o. b. New York. 


Pens and Pencils. 





Agency 


4540—Pencils, pens, slate pencils, erasers and novelties in 
stationery lines, suitable for school use—Australia. Purchase 
desired. Quotations, f. o. b. American port. Terms, cash 


against documents. 
4733—Gold and silver pencils that may be retailed from $1.10 
to $5.50, together with leads—Italy. Purchase desired. ota- 
tions, c. i. f. Palermo. Terms, cash. Correspondence, Italian. 
Ribbons and Carbons. 
{529—Carbon paper, 500 boxes; typewriter ribbons, 300 dozen 
annually, and portable typewriters—Switzerland. Purchase de- 





sired. Quotations, c. i. f. Antwerp. Terms, cash against docu- 
ments. 
Stationery. 
4705—Stationery, printers’ supplies and bookbinders’ supplies 


—Canada. Purchase desired. Quotations, f. o. b. New York. 

4707—Newsprint and wrapping paper, stationery, notions, cot- 
ton, silk and wool textiles, chemical products, paints, oils and 
varnishes—Brazil. Agency desired. Quotations, c. i. f. Recife. 

See also No. 4540 under Pens and Pencils. 

Typewriters. 

4522—Typewriters—Czechoslovakia. 
ican firm desires agency. 

1536—New and rebuilt typewriters and spare ene 
Purchase or agency desired. Quotations, f. o. b. New ork. 
Correspondence, Spanish. 

See also No. 4529 under Ribbons and Carbons. 


Representative of Amer- 


Comparative Figures on Major Exports. 

Furniture, metal, in August, comprising filing cases, safes a 
other metal office furniture and fixtures—(1921) $105,120; t1922 
$91,611. Nine months ending September—(1921) $1, 972,060; 
(1922) $1,900,915. 

Machines, adding and calculating, in Sentessher 1} 555 
machines @ $90,776; (1922) 1,073 machines @ $211,937. Nine 
months ending September—(1921) 10,547 machines @ $2,325,498; 
(1922) 7,915 machines @ $1,417,070. 

Machines, cash registers, in Septemeg ONS - moe 
@ $137,621; (1922) 1,107 machines @ $219,778. Nin 
ing September—(1921) 8,081 machines @ $1,965, 907; m922) $7120 
machines @ $1,933,391. 

Machines, typewriting, in September—(1921) [number not 
stated] $518,269: (1922) 16,060 machines @ $985,996. Nine 
months ending September—(1921 [number not stated] $9,760, - 
192; (1922) 149,289 machines @ $8,523,424. 
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Paper, carbon, in September—(1921) [quantity not stated] 
39,943; (1922) 59,332 pounds @ $45,767. Nine months ending 

eptember—(1921) [quantity not stated] $394,027; (1922) 531,743 
pounds @ $413,065. 

Paper, writing, and envelopes, in September—(1921) [quantity 
not stated] $269,164; (1922) [segregated]. Nine months ending 
September—(1921) [quantity not stated] $3,841,127; (1922) [seg- 
regated]. 

Ribbons, typewriter, in September—(1921) [quantity not 
stated] $24,767; (1922) 19,183 pounds @ $36,731. Nine months 
ending September—(1921) [quantity not stated] $351,833; (1922) 
189,564 pounds @ $357,280. 


Miscellaneous Exports. 

Chairs, wooden, in September—(1921) [quantity not stated] 
$38,474; (1922) 10,131 chairs @ $37,324. Nine months ending 
September—(1921) [quantity not stated] $935,770; (1922) 86,158 
chairs @ $314,068. 

Envelopes in September—(1921) [not segregated]; (1922) 221,- 
444 pounds @ $43,667. Nine months ending September—(1921) 
[not segregated]; (1922) 1,950,413 pounds @ $376,219. 

Furniture, wooden office and store, in September—(1921) 
[quantity not stated] $56,574; (1922) [segregated]. Nine months 
ending September—(1921) [quantity not stated] $899,874; (1922 
[segregated]. 

Furniture, wooden office, in 
gated]; (1922) 125.335 pounds @ 
September—(1921) 
$227,691. 

Ink, writing, in September—(1921) [not segregated]; (1922) 
122,356 pounds @ $25,161. Nine months ending September— 
(1921) [not segregated]; (1922) 633,206 pounds @ $149,520. 

Leads, pencil, in September—(1921) [not segregated]; (1922 
255,059 dozen @ $9,364. Nine months ending September—(1921) 
[not segregated]; (1922) 1,525,341 dozen @ $48,651. 

Machines (addressing) in September—(1921) [not segregated]- 
(1922) 154 machines @ $16,676. Nine months ending September 
—(1921) [mot segregated]: (1922) 1,726 machines @ $157,989. 

Mucilege in September—(1921) [reported with paste]; (1922) 
12,289 pounds @ $2,824. Nine months ending September—(1921) 
[reported with paste]; (1922) 80,884 pounds @ $18,787. 

Mucilege and paste in September—(1921) [quantity not 
Stated] $19,508; (1922) [segregated]. Nine months ending Sep- 
tember—(1921) [quantity not stated] $263,399; (1922) [segre- 
gated]. 

Office supplies, including paper clips and binders, 
inkstands, etc., in September—(1921) [not segregated]; (1922) 
155,161 pounds @ $80,370. .Nine months ending September— 
(1921) [not segregated]; (1922) 1,321,420 pounds @ $679,291. 


September—(1921) [not segre- 
$25,150. Nine months ending 
[not segregated]; (1922) 935,271 pounds @ 


erasers, 


Paper, adding machine and cash register, in September— 
(1921) [weight not stated] $10,113; (1922) 121,009 pounds @ 


$11,677. Nine months ending September—(1921) 

stated] $135,606; (1922) 626,284 pounds @ $69,781. 
Paper, writing, except in papeteries, in September—(1921) 

[not segregated]; (1922) 631,114 pounds @ $113,131. Nine months 


[weight not 


ending September—(1921) [not segregated]; (1922 5,550,781 
pounds @ $890,188. 
Papeteries in September—(1921) [not segregated]; (1922) 


37,551 pounds @ $14,475. Nine months ending September— 
(1921) [not segregated]; (1922) 239,889 pounds @ $87,917. 
Paste in September—(1921) [reported with mucilege]; (1922) 


174,355 pounds @ $16,537. Nine months ending September— 
(1921) [reported with mucilege]; (1922) 1,375,898 pounds @ 
$142,186. 


Pencils in September—(1921) [quantity not stated] $105,970; 
(1922) [segregated]. Nine months ending September—(1921) 
[quantity not stated] $1,699,572; (1922) [segregated]. 

Pencils, lead, with metal casing, in September—(1921) [not 
segregated]; (1922) 5,844 dozen @ $17.349. Nine months ending 
as. [not segregated]; (1922) 94,087 dozen @ 

7,45. 

Pencils, other, in September—(1921) [not segregated]; (1922) 
586,281 dozen @ $113,884. Nine months ending September— 
(1921) [not segregated]; (1922) 4,594,381 dozen @ $898,054. 

Penholcers in September—(1921) 1,330 gross @ $3,044; (1922) 
5,529 gross @ $6,969. Nine months ending September—(1921) 
59,542 gross @ $146,045; (1922) 35,374 gross @ $61,730. 

Pens, fountain, in September—(1921) 9,761 pens @ $7,530; 
(1922) 20,298 gross @ $17,546. Nine months ending September— 
(1921) 147,023 pens @ $197,569; (1922) 127,495 pens @ $112,441. 

Pens, metallic except gold, in September—(1921) 5.796 gross 
@ $3,718; (1922) 14.636 gross @ $7,921. Nine months ending 
September—(1921) 129,740 gross @ $83,165; (1922) 94,720 gross @ 
$51,386. 

Note—in 1921 a number of office supplies were grouped in 
the tabulations. These include pens and pencils of various 
sorts, writing ink, mucilege and paste, typewriter ribbons, paper 
clips and binders, erasers, inkstands, etc. The September totals 
on these items were—(1921) $251,532. Nine months ending 
September—(1921) $3,841,924. These same items, many of which 
are segregated in September, 1922, are—(1922) $360,396. Nine 
months ending September (1922) $2,837,356. 

Imports. 

Penholders and pens in September—(1921) 45,793 gross @ 
$28,795; (1922) 107,075 gross @ $52,641. Nine months ending 
September—(1921) 367,989 gross @ $237,008; (1922) 573,918 gross 
@ $324,067. Figures for September 1 to September 21, 1922, 
under old tariff law. 

Pencils and pencil leads in September—(1921) 48,489 gross @ 
$27,261; (1922) 140,866 gross @ $68,457. Nine months ending 
September—(1921) 521,600 gross @ $305,301; (1922) 668,788 gross 
@ $301,414. Figures for September 1 to September 21, 1922, 
under old tariff law. 


September Exports of Typewriters. 


United States exports of typewriters (including bookkeeping 
machines) by countries, during September, 1922. By the Divi- 
sion of Statistics, Department of Commerce: 


Typewriters. Parts of. 
Countries. Number. Pounds. 
i ema 74 4,667 ie marre 
CO aS maK* 831 41,654 67 133 
Czechoslovakia ....... pitied 216 12,928 ve = 
Denmark ....... ia atikca = 43 2,116 100 150 
a ay ened 20 1,320 a ha’ 
aes oak an we hhh eee 2,123 156,542 1,958 6,565 


Typewriters. Parts of. 


Countries. Number. Pounds. 
GE 6. 6-d.esccewencccbacccesse 53 3,099 ie 
CE Wenccucueekadee debadedees 1 105 
ET 5 bd0.404 00 (Odd bSd C0606 81 3,574 
DE .2.63 sdeatdwncbedescedn ews sa 32 24,527 
Iceland and Faroe Islands...... 7 320 
Dn. pedetseseeechsackb wes coos 15 769 
Des, SO, GOR so 50058 cen decece 24 965 eos oss 
IUGEMOPIBMGS cccccccccces 175 12,470 227 755 
PE dctedeshadddeoetesersece 53 3,696 6 96 
Poland and Danzig............. 18 220 
a re rrrerrirr ee 50 2,985 
CE is cmxige chanbd One A046 eee 1 65 + 
Se eee caesnts 472 24,850 69 247 
PE Wt ceccendvahandvetnns 4 oeue 206 16,166 215 604 
ica Ga eelbeeemke an ees 331 24,016 524 1,016 
a a aa aaah tae ia UE Wn. wide 5,033 301,284 4,508 6,132 
DEE  kéceecbeeaesadeacaeiebes 291 15,827 
Canada— 
Maritime Provinces .......... S4 4,285 116 88 
Quebec and Ontario........... 850 19,346 497 661 
Prairie Provinces ..........+. 88 4,183 215 376 
British Columbia and Yukon. 76 3,974 3 104 
rrr ree 10 799 
Ge, I, 6. 66 0:6.6:0.0663606400600 27 1,900 
Ns ccd wats geen onde ane 59 3,803 
EE 6.444046.644>6¢0866000000 24 1,789 
POD, wwcedncedeneserveoueees 2 168 
EE. 0 ch bcKe 66s Ue dicovedcoene 7 440 eas 
ES ea Cecer asa neha ada ws 6OR 528 26,545 219 220 
Newfoundland and Labrador... 17 813 
PE, <. ude nk basahee ed cose ne 6 268 
Trinidad and Tobago.........-. 10 374 
Other British West Indies...... 4 323 s 
0 Se eer eee ere 142 13,109 718 1,365 
Dominican Republic ....... . 3 197 30) 85 
Dutch West Indies...........+. 14 780 
French West Indies.........-.. 6 429 
Pe ctr. e¢centitabeeesae eves eee 5 311 
Virgin Islands of U. S.......... 5 354 mee 
EN eer rr CT TTT TTT 934 9, 764 269 1,215 
Ph” xCeneagutedees aabenws 15 450 ‘ ee 
Be reerer ere rer ttre 518 32,664 470 802 
0 er eee se 269 8,727 : s: 
EOE, kos kde vce tccedasseoees 158 11,794 141 277 
NN gic dde cso cvestserwenses 19 1,238 
PPtRia GUIMME 2 occ cccocccces 4 130 
Se GUE. cc ccccasesncenscs 2 176 
PE sece Beis dt wanhd de daedes naka 75 4,686 eos 
sec cmcav deed netsecanvees 57 5,700 75 175 
pO eer rre Tyee Terre 99 7,184 i 
rrr Tere Le eT 1 100 e's 
DE PE, Cdéecinnevewecacie 311 19,317 762 1,782 
Straits Settlements ............ 21 2,072 . 
CN, ccd ane eeeeeaeeeee eee ence 102 5,964 135 455 
Java an@ MaG@ura .....scccsees: 137 7,434 
Other Dutch East Indies....... 3 115 
TIO ooo ccscivencscancoece Zs 342 
RE Sciddvcaiandpboectereevess 7! 6,440 
Palestine and Syria ........... 1 142 
Philippine Islands ............- 43 2 905 
Dt sicuctadeivanantset? sewer eo 1 60 ‘ 
EE, no neta tsreneeseeenss< 536 24,534 121 249 
Pepe COOORMIM 6c cccccsccceces 1 60 as 
Prench Oceania ...cccccccccees 1 103 a Ee 
POO TRE bccccccissncccccess 97 5,687 101 119 
Belgian KON@O ..ceccccccccccee 34 1 263 1 6 
British West Africa ........... 8 _ 740 . . 
3ritish South Africa .......... 100 5,578 215 ) 9 
British East Africa ........-... 12 360 8 7 
Canary Islands ........sseeeess 5 500 
POEOD 0:04.06 6:4:6.666,660.5606068 3 345 oe : 
Portuguese East Africa - 2 247 60 100 
Spanish Africa ........++++00: 2 120 
| CTE ee CT err Teo 16,060 $985,996 14,910 $29,393 
Shipments to Non-contiguous Territories. 
Typewriting Machines. 
CN  Pererrrceerr rer CTT reer erT TTT eT $1,792 
BIMWAL .ccccccccccee ESOT POT eS ore eee 6,077 
i Ce ee ewe eden eesesoen eens 6 canis 382 


September Exports of Metal Office Furniture. 
United States exports of metal furniture by countries during 


September, 1922. By the Division of Statistics, Department of 
Commerce: 
Other 
Office Other 
Furni- Metal 
Filing Cases. Safes. tureand Fur- 
Countries. No. No. Fixtures. niture. 
eee ee Terr eT ce 1 $ 10 iw Oo 731 $ 727 
France eer rT ere Tee 2 213 - eee 400 316 
Gibraltar ...ccccccccce oe eae 1 47 - 
ne eee a . os ae nar 7 
Iceland and Faroe Is.. 9 338 
Malta, Gozo, and i 
Cyprus Is. ......+..-. . “os 1 70 
Netherlands .........-. 16 498 oe Sand 7 
NOPWAY .ccccccccccess 33 2,701 “2 winkea 664 
SpOiM ncccccccscesesce 91 3,448 21 4,221 ‘ 25 
ee ee oe e — ; on 
Switzerland .......... ‘ sa ne aa os 450 
England .......-eees: 67 2,904 . eee », 951 nee 
OGRE gcc ccccsseese 660 ia a ae S.. 
EE. wasdéwsecdéase 1 68 a wal e 60 
Canada— ae . 
Mayitime Provinces. 4 142 8 333 * 590 
Quebec and Ontario 131 3,211 41 3,018 3, 388 18,710 
Prairie Provinces... 21 477 3 32 42 888 
British Columbia ; se 
and Yukon ....... 1 20 73 13 
British Honduras as “: - 1 2 4 
Costa RicR ....ccccces 2 52 - ees 88 








a) 
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me 4 
pS errr rer ee 2 
pi. na 
ll ee _ 
: <a ca waawe vce ve 
DE wean d dpaarnewie 81 
Newfoundland and 
Pr eer 2 
OO ee eee nee 
Barbados oa 
CS eer rn rs 13 
Trinidad and Tobago. 7 
Other Brit. West 
DG «xdaeeeeenacae 1 
+ Sere er 16 
Dominican Republic . 2 
Dutch West Indies.... 2 
French West Indies... _ 
a ee eee 7 
Virgin Islands of U. S. - 
PES, | -n 6h ace sewne 310 
DE ddecccisnsnvagee a 
DE ccvicetieaeeweawe 71 
Ry oe the-s.s sc ecnoakooee “s 
CE. ad ocnecwsewas 26 
British Guiana ....... os 
Dutch Guiana ........ te 
ere 3 
errr er a 
Venesuela ......... 13 
British Isles ..... rate ba 
Straits Settlements .. 5 
Other British East 
i ctkstbeea ciwadaien aia 
Ce 6 ec0bhessaenecein 20 
Java and Mi: adura mee 9 
Other Dutch East 
eer gee ee 3 
Hejas, Arabia, ete . 
pS Pere ere re 5 
PE. 420%0os euneanewe 20 
Palestine and Syria... 1 
Philippine Islands a 
ere a 
De. ccaseckeasess 1 
New Zealand ........ i 
Belgian Kongo ...... as 
British West Africa... is 
British South Africa.. : 
rere 12 
DE -addisnieeesaunbn 
Portuguese East 
GE. avikecunedee een 2 
| SiPrerrr err sr 


September Exports of Writing Paper, 


85 
66 


5.200 


40 


20 


Envelopes. 


United States exports of writing paper, 
during Septe »mber, 
Department of Commerce 


velopes, by countries, 
of Statistics, 


Writing Paper. 


Countries abs. 
Oy 233 
DD SdSessstcacase 45 
| eae 50 
Netherlands ........ 3,066 
Norway . Sakina iain 37 
Russia in Europe.... Ts 
DEE Ginvdedenscnvee’ 565 
 Scicdadapuanid 1,637 
0 are 3,465 
Canada— 

Maritime Provinces 4,182 
Quebec & Ontario.. 85,582 
Prairie Provinces... 1,389 

Brit. Col. & Yukon 10,766 
British Honduras ... 139 
od me eee 1,675 
eae 1,755 
Honduras tee ae 
yj.) o* Sr 3,453 
PRED. sasecrccyees 2,594 
ccc canakaa® 14,860 
BE bi a5.26'« sea wae 63,881 
Miquelon & St. Pierre 

ear 79 
Newfoundland and 

SE a vcaceeas 14,411 
Bermuda 1,649 
eee 3,107 
PS Perr e ree ,812 
Trinidad and Tobago 392 
Other Brit. West Ind. 1,359 
> ere rrr 25.756 
Dominican Republic. 17,177 
Dutch West Indies.. 200 
Se errr 798 
Virgin Islands, U. S. 445 
eee 18,822 
Bolivia 3,342 
ME 6e-c0266%80490 00 30,862 
Se ee 3,012 
CL anu 9.006. kbaan 65,213 
a Errore 3,893 
Dutch Guiana ...... 100 
PU WadescGcevcsdedd 3,015 
[OU ae 9,872 
British India - 15,424 
Straite Settlements.. 1,726 
CE  haé05sdncdewe oa 5,327 
| Pree ee 285 
Java and Madura... es 


16, 


" 
we 
i @ 
bo 


1,282 
114 


36 
"8 1,325 
85 8,471 
4 425 
1 90 
9 89 
2 58 
2 281 
3 192 
63 7,298 
9 200 
1 122 
i 188 
1 342 
38 2,352 
2 248 
60 3,326 
1 364 
‘4 "62 
J 510 
9 200 
2 391 





1922 


Papeteries. 
abs. 
73800 
14 5 
1,771 630 
3,001 997 
"395 = 100 
77 62 
178 151 
3,395 pose 
70 35 
3,607 818 
6,387 2,634 
385 82 
297 49 
"126 «= 40 
6,969 3,666 
579 194 
"457146 
183 139 
1,337 262 
1,542 696 
203 49 


OFFICE 


865 
264 
820 
346 
388 


79 


popsteree and 
By the 


8,389 $131,853 


Papeteries and 


Envelopes. 
Lbs. 
1,597 

















APPLIANCES For January, 1923. 
35 Writing Paper. Papeteries. Raviepen. 
1,799 Countries. abs. Lbs. Lbs. 
299° Hongkong ........... 1,106 $8. 275 ag haidin un 
— EEE, cacnisnes ss .. 15,834 2,094 2,229 966 13,189 3,836 
e : Philippine Islands. . 153,868 18,657 1,718 856 36,034 5,309 
ee A eG eee 77 SP nice ‘wena ada eee 
mG: MURIOINR. bcesese nad 32,526 4,776 2,017 727 66,945 1,999 
ese French Oceania 134 37 88 53 195 79 
1,310 New Zealand ....... 560 110 148 85 2,316 354 
oa British West Africa. 20 | ere .s tees tees 
299 a South Africa. 149 81 24,548 4,268 
ortuguese Africa 298 158 a aaa 
- ie | reg oye oer 631,114 $113,131 37,551 $14,475 221,444 $43,667 
1,156 Shipments to Non-contiguous Territories. 
a Writing Paper and Envelopes. 
ong Ps Sr ere rk Ls $ 6,64 
210 PUMNOUREE 6 Siu. 65 Kip. 06-0 6:6. bund ak 21,226 
Set PONEO BAD. ino cecesccaseeeal 4,454 
1,104 : 4 
» ail ; 
846 * 
> - September Exports of Carbon Paper and Ribbon. 
8.820 United States exports of carbon paper and typewriter ribbons 
165 by countries during September, 1922. By the Division of 
- Statistics, Department of Commerce: 
1,511 : Typewriter 
143 Countries Carbon Paper. Ribbon. 
715 : Pounds. Pounds. 
292 nn, EL COT ee 237 346 162 $ 163 
960 SOR ee. 543 292 203 312 
ee te . 172 256 one ees 
41 WEI: sb.000s09 «001ssauiee aie 545 552 937 2,940 
2,302 Ll Soe ee 942 1,100 838 1,501 
wae: TRRNEUOTORIUES. 5 .0c0.000> cewete nee 58 87 241 481 
RE ee eee 12 il ose eee 
; RR rae 591 380 eee Soe 
ae ng ee nae 84 75 188 599 
176 Ora eee ee 13,522 9,503 2,276 4,984 
3.995 Pre ers 1,466 940 wish iis 
948 Canada— 
2.394 Maritime Provinces ........... 70 49 57 88 
eee Quebec and Ontario ........... 3,989 2,305 1,777 3,467 
2,292 Prairie Provinces .........ec. 1,664 1,115 183 425 
750 British Columbia and Yukon.. 16 30 63 98 
17 British Honduras «.....cccccescts ~ nak 3 9 
95 CE BE é dsins a ch bedaeen 43 27 17 56 
2.051 CONES oc 0s onccenaeedeniee 1,435 678 10 29 
13,017 PORN, oo ci'ec evden a swcmse sk dee 42 58 3 9 
eee srt + 531 432 144 189 
OE 6 68.d5 845054 sha wales 15 29 9 54 
TOMI e. ncsicéecensddateune 1,966 1,611 159 437 
Newfoundland and Labrador.... 119 35 13 45 
po Reis R= aS eee 34 56 
eer os 3,395 657 1,654 
Dominican Republic ............ 34 51 69 125 
BD ous sw enian * e000 a%edaaeeaee Peis uae 32 102 
MEI... S620 <0 0 ecex sxe 7,680 6,492 3,938 7,701 
WEEE Sa sicsessvkveseans oe CHC ENEE 190 296 1,463 2,188 
Cos Gave pa 8.00040 bass canes 392 349 166 265 
1d en- IIR Sn cca 5a pede aca oer 324 289 278 475 
Division PSR eee aie > 31 45 
I inc ccs se ane esin sce 1,040 652 41 187. 
WOOIOUA 65 oo. cde sdvnct bathe aree 401 379 91 170 
pie. BEM: i cine 44084002 er 991 748 490 801 
$613 Straits Settlements ............. 5 12 3 14 
aoe COM. vids ca vdvanssd das se pteeceris 4,358 2,803 52 163 
: Java and Madura ..... ‘ark 220 98 oni ‘6% 
; SOME. ci cvcich basuncessneaeeeeee 5,288 4,825 234 
3 Philippine Telands ........00ss0s 2,042 1,235 317 520 
i? RMMEEOIE vince ote0essceudedcutee 4,358 3,583 2,120 3,751 
9 oe OO errr re 641 581 577 630 
ali ee eee dba aes 9 34 
586 British South Africa ............ hy aid 1,288 1,448 
Portuguese East Africa ......... 41 28 9 16 
562 
3,326 UE ose édueustenessns$ ehh eeeee 59,332 $45,767 19,183 $36,731 
293 
an September Exports of Cash Registers and Parts. 
630 United States exports of cash registers and parts, durin 
126 September, 1922. By the Division of Statistics, Department o 
263 Commerce: 
650 Cash Registers. Parts of. 
546 Countries. Number. Number. 
3.568 DE, Ccinnsceecscacon ooatee 5 $ 1,156 15 40 
SN sco duis o'ln's 3s ada 11 2,550 271 264 
DI “acs 2x ncedls in cane 12 1,94 33 103 
ee ee RIED er” ie ate 149 181 
1,593 BEET cc ceted Getne?e Loews taean 3 715 18 38 
110 ee eee 50 11,214 1,373 439 
29 MUR Sncin ceed Guocncceeeben 8 »229 89 105 
1,169 SEEN «0s 5.5.5o-aiw'a.s's oes 4 gen nolan 15 2,748 ee ose 
135 DL ns cu vn ease ae eee 38 9,000 49 194 
re ee eer een 4 1,648 151 163 
8,851 Fre ee ge 470 71,936 1,387 932 
445 Canada 
9 Quebec and Ont............ 22 1,605 29,970 19,368 
39 Br. Col. and Yukon........ 1 143 - wee 
14 British Honduras ........... 1 50 ne 
800 ere 1 270 ee ae 
ise ee Per ere - oka 220 208 
5 DEE ck pede badbeten as Oa 28 3,965 os se 
173 Newfoundland and Lab...... 2 826 es ade 
1,350 DE co.cc cve0edesascemonee 1 87 as ehh 
30 Ck teens seen vine pudase ell 16 2,415 1,054 517 
a Dominican Republic ......... 8 3,036 137 69 
12 OE ee ee 110 35,823 992 855 
EE, enduauine dass ese sepa 93 10,060 50 91 
44i Ge - cicncehodesobessnnb wena 1 638 a. see 
219 ORR er > 7 2,439 89 19 
190 Rr aeper 2 285 oe ae 
41 EE 8... os euee sane dae 14 2,046 oe ih 
63 po ere ro 28 524 oe ‘ou 
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Parts of. 


Cash Registers. 
Number. 


Countries. Number. 
Java and Madura ........ 7” 8 1,832 a — 
French Indo-China .......... 2 834 ae aoe 
A See 119 34,622 34 13 
ee te ae 56 on 60 6000.00 15 3,509 103 411 
EEE wc cccccccese 9 2,058 163 168 
Algeria and Tunis......... "= 3 517 

0 ge ee a 1,107 $219,778 36,647 $24,178 


September Exports of Adders-Calculators. 


United States exports of adding and calculating machines, by 
countries, during Septe mber, 1922. By the Division of Statis- 
tics, Department of Commerce 





Countries. Number. Countries. Number. 
pr by 175 Panama ......- 2 600 
DE wascoes 24 5,390 PD cesndenss 46 6,477 
Denmark j 2 742 SMIMAICR .ccccss 1 244 
Esthonia 2 165 eer 26 5,342 
ere 107 22,895 Dominican 
Germany ....... 22 », 776 Republic ..... 1 325 
ME déaugccesse 122 21,717 er 2 600 
Netherlands. 5 2,240 Argentina ..... 68 12,955 
ee 4 660 T° ckekes oes 64 2,301 
Poland and SD cawebhoecees 13 1,62 

Danzig ....... 29 41,900 Colombia ...... 3 397 
Rumania ....... 10 1,072 WPUBURY «...cce. 10 1,200 
PE sets eceece 30 4,810 Venezuela ..... 4 966 
Pn. Stcecaee a 3,421 British India ... 19 3,692 
a 107 23,101 ET tecctenesa 23 5,362 
Canada— ME sc¢eces is ee 3,171 

Quebec and Philippine 

Ontario 81 7,646 ae l 255 
Prairie pO eee 72 17,741 
Provinces .. 1 25 New Zealand .. Xs 2,018 

Br. Col. and British South 

Yukon 13 1,956 eee 7 1,650 
Costa Rica ..... 2 357 
Guatemala ..... 5 911 nn. - eedhecae 1,073 $211,937 
Honduras .. ‘ 1 55 
Shipments to Non-Contiguous Territories. 
MEE. oecseenss 3 $ 1,029 Porto Rico ..... 
a 9 1," 713 


December, 1922, in Sampeente Finance. 
A summary of prices on New York and Chicago stock ex- 
changes of industrial stocks related to the office equipment and 
stationery fields. Where no showing is made the stocks were 
not dealt in actively. 
Miscellaneous fiduciary affairs are noted. 
Stocks starred (*) are traded in but not listed. 
American Bank Note Company—Common. 

High for 1922, Dec. 13@91; low for 1922, Jan. 6@5l1'x. 
Week of December 2—Sales, 400; high, 90; low, 87%; close, 90 
Week of December 9—Sales, 300; high. 90%; low, 89%; close, 

90%. 
Week of December 16—Sales, 300; high, 91; low, 91; close, 91 
Extra dividend of $10.00 a share declared by the directors, 

with a stock dividend of ten per cent on the common stock. 
American Bank Note Company—Preferred. 

High for 1922, Dec. 14@55%; low for 1922, Jan. 12, 52 
Week of December 2—Sales, 100; high, 55; low, 55; close, 55 
Week of December 16—Sales, 100; high, 55%; low, 55%; close, 

554. 

Week of December 

55% 

Quarterly dividend of seventy-five 
American Writing Paper Company—Preferred. 
High for 1922, Apri! 15@32%; low for 1922, Jan. 13@22%. 


—Sales, 100; high, 55%: low, 55%; close 


cents declared. 


Week of December 2—Sales, 1,500; high, 28; low, 26; close, 
27% 

Week of December 9—Sales, 1,200; high, 261%; low, 25; close, 

Week of December 16—Sales, 600; high, 28; low, 26%; close, 


Week of December 23—Sales, 1,400; high, 28%; low, 27: 
close, 28. 
Burroughs Adding Machine Company.* 
Two weeks ending December 2—Sales, 131; average 
139@141. 


price 





Columbia Graphophone Company—Common. 


High for 1922, June 6@5%; low for 1922, Jan. 13@15. 
: Week of December 2—Sales, 5,000; high, 27%; low, 2%; close, 
O"Rveek of December 9—Sales, 2,500; high, 25%; low, 2%; close, 
pawweek of December 16—Sales, 5,200; high, 2%; low, 2%; close, 
Week of December 23—Sales, 9,900; high, 2%; low, 2; close 


2%. 
Columbia Graphophone Company—Preferred. 
High for 1922, June 3@20%; low for 1922, Jan. 26@6%. 
Week of December 2—Sales, 500: high, 9%; low, 8%; close, 83 
Week of December 9—Sales, 400; high, 9%; low, 9; close, 94 
Week of December 16—Sales, 400; high, 9! +3 low, 9; close, 9. 
Week of December 23—Sales, 200; high, 2%; low, 2; close, 2% 
Computing- Tanwating- Recording Company. 
High for 1922, April 26@79%; low for 1922, Jan. 31@55! 


Week of December 2—Sales, 2 300; high, 6974; low, 64%; close, 
* w ‘eek of December 9—Sales, 1,700; high, 69%; low, 67%; close. 
an Ww "eek of December 16—Sales, 7,600; high, 7414; low, 69%; close, 
- w ‘eek of December 23—Sales, 2,400; high, 7354; low, 70%; close. 


70%. 
Corona Typewriter Company, Inc.—Preferred. 
Quarterly dividend, two per cent, payable January 2 to stock 


of record December 15 


Corona Tyrewriter Company—Second Preferred. 

Quarterly dividend, 1% per cent, payable January 2 to sto 
of record December 15. 

Elliott-Fisher Company. 

December 22, 1922, the Elliott-Fisher Company declared a 
stock dividend of forty per cent on the common stock pi iyable 
in the common ‘“B”’ stock. 

The General Fireproofing Company. 

Quarterly dividend, 1% per cent, payable January 2 to stock 
of record December 20. 

The Globe-Wernicke Company—Preferred 

Quarterly dividend, 1% per cent, payable January 15 to stock 
of record December 20. 

The B. F. Goodrich Company—Common. 
High for 1922, May 29@44%; low for 1922, Jan. 4 

Week of December 2—Sales, 3,300; high, 32; low, 29 

Week of December 9- 10,500; high, 35%. low 014 ; 
clos e ‘ 

Wee k of December 16 
34} 

Week of 


4 lose, 24% 


f 


Sales, 


Sales, 2,800; high, 35%; low t: close, 


December 23—Sales, 2,600; high, 24%; low, 33%; 
‘The B. F. Goodrich Company—Preferred. 
High tor 1922, Dec. 1@96%:; low for 1922, Jan. 5@82 

Week of December 2—Sales, 100; high, 79%; low, 79%; close, 
7193 

Week of December ! 

Week of December 
83%. 
Week of December 23—Sales, 700; high, 84%; low, 84; close, 84 

The Goodyear Tire & Rubber Company—Common. 

November 27 to December 23—High bid, 10%; low bid, 9. 
High asked, 11%; low asked, 10% 

The Goodyear Tire & Rubber Company—_Preferred. 

November 27 to December 23—High bid, 32; low bid, 25%. 
High asked, 35; low asked, 27. 

Kellogg Switchboard & Supply Company.* 

Nove *mber 27 to December 23—High bid, 56; low bid, 44 
asked, 57; low asked, 46. 

Kellogg Switchboard & Supply Company will receive bids for 
the 239 shares of stock, which is the total of the factiona! 
shares caused by the fifteen per cent stock dividend, up to and 
including December 16. The proceeds from the highest bid 
will be divided between the owners of the fractions.—Chicago 
Journal of Commerce, December 13, 1922. 

The Library Bureau—Common. 

Quarterly dividend, 14% per cent, payable January 
of record December 21. 

The Library Bureau—Preferred. 

Quarterly dividend, two per cent, payable January 1 to stock 
of record December 21. 

Remington Typewriter Company, Inc.—Common. 
High for 1922, March 14@42; low for 1922, Jan. 6@24 

Week of December 2—Sales, 900; high, 32; low, 3114; close 32 

high, 36; low, 32%; close, 


—Sales, 800; high, 85; low, 83% ; 
low S31 close, 


200; high, 83%; le 





High 


1 to stock 


Week of December $—Sales, 700; 
35% 

Week of December 16—Sales, 1,800; high, 36% low, 34%; 
close, 3514 

Week of December 23—Sales, 700; high, 36; low, 3414; close, 
34%. 


In letter to stockholders, President Winchell, of Remi 
Typewriter Company points out that while no election o 
rectors was held Friday, as the Court of Appeals reverss 
Appellate Division, the board now in office through election of 





new directors November 14 is the same as would have been 
elected had such new election been held. 
He points out that with all directors and stockholders moving 


in one direction, more satisfactory results than those of the 
period of controversy can confidently be expected 

In connection with recent resumption of dividends on first 
preferred, Mr. Winchell says: ‘‘While it is not given to men to 
see the future infallibly, this action of the board was taken in 
behalf that conditions and outlook of the company warrant 
hope of continuation of dividends on the first preferred and the 
further hope that progress can be conservatively made in re 
duc ing accumulated back dividends.’ He states that the new 
“Quiet” No. 12 model is attracting widespread and favorable 
attention.—-Boston News Bulletin, December 2, 1922 

Remington Typewriter Company, Inc.—First Preferred. 

High for 1922, Nov. 11@102; low for 1922, Jan. 13@55% 
Week of December 9—Sales, 300; high, 105; low, 103; close, 105. 
Remington Typewriter Company, Inc.—Second Preferred. 

High for 1922, Dec. 6@80%; low for 1922, Jan. 14@50 

Week of December 2—Sales, 200; high, 75; low, 73; close, 75 
att eek of December 9—Sales, 1,500; high, 80%; low, 77%; close 


"Peek of December 16—Sales, 100; high, 78; low, 78: close, 78 
Royal Typewriter Company, Inc. 


The Guarranty Trust Company, New York, N. Y., has been 
appointed trustee of an issue of $1,000,000 par value, ten-year 
seven per cent debentures dated December 1, 1922, and due 


1° 132 
Underwood Typewriter Company—Common. 
High for 1922, Sept. 7@145%; low for 1922, March 17, 113% 
Underwood Typewriter Company—Preferred. 
High for 1922, Nov. 9@118; low for 1922, Jan. 12, 107! 
The Wahl Company—Common. 

High for 1922, April 13@78%: low for 1922, Jan. 3@50 
Week of December 2—Sales, 3,515: high, 56: low, 52%; 
Week of December 3,090: high, 56; low, 53: 
Week of December 16—Sales, 3,855; high, 56; low, 
Week of December 23—Sales, 3,398: high, 58; low, 5 
Monthly dividend, fifty cents, payable February 1 to stock of 

record January 20; monthly dividend, fifty cents, payable March 
1 to stock of record February 21; monthly dividend, fifty cents, 
payable 22. 


— 


December 


close, 56. 


close, 54. 








) 
4; close ,56 
¢ 


>: close. 56 


April 1 to stock of record March 22 
The Wahl Company—Preferred.* 
November 27 to December 23—High bid, 93; low bid, 90 
asked, 96; low asked, 94. 
Quarterly dividend, 1% per cent, 
record March 22. 


High 


payable April 1 to stock of 


Zellerbach Paper Company. 


The Zellerbach Paper Company, San Francisco, Calif., plans 
issuing a $15.00 stock dividend. The prospectus provides for 
a new corporation, the Standard Investment & Realty Com- 


pany, which will acquire real estate, including the premises 


occupied by the Zellerbach Paper Company. 
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For its practical value and the convenience of the many readers who 
use OFFICE APPLIANCES for reference purposes, we include 


THE REFERENCE PAGE 


The persons or departments noted below will please refer to the 
subject matter on the pages specified: 
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The Service Bureau of Office Appliances Is for 
the Exclusive Use of Subscribers 
and Advertisers 


For subscribers it answers by personal letters all inquiries upon matters germane to the field, it furnishes special reports upor 
articles of office equipment, supplies names of manufacturers of any article wanted, puts man and job together, 
aids foreign dealers in securing U. S. A. lines, and in many other ways performs useful service, all 
without charge. For advertisers it maintains a competent copy department, furnishes lists 
of desirable agents and dealers in nearly every country, sends actual leads for 
business in a weekly bulletin which goes to advertisers only and in other 
ways supplements the value of the advertising space. Subscribers 
in every corner of the globe make good use of this bureau; 
manufacturers in every section of the field have 
evidence of the value of the service. 
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Association Officers 


MOK 


A LIST OF OFFICERS OF THE VARIOUS STATE AND LOCAL STATIONERS’ ASSOCIATIONS, THE 

REGIONAL BODIES OF THE NATIONAL ASSOCIATION OF STATIONERS AND MANUFACTURERS, 

LOCAL ASSOCIATIONS OF OFFICE APPLIANCE MANAGERS, AND THE VARIOUS AFFILIATIONS 
OF MANUFACTURERS TO FACILITATE CONTACT WITH THE FIELD. 


Secretaries are requested to notify Office Appliances of any changes in personnel or address, and to report annual elections a 
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Stationers—— National 


NATIONAL ASSOCIATION OF STATION- 
ERS AND MANUFACTURERS 


Eberhard 


J. Ogden Pierson, president; 
Davis, sec- 


‘aber, first vice president; G. L. 
ne vice president; Charles L. Mitchell, 
third vice president; A. H. Childs, | treas- 
urer; J. Herbert White, auditor; Fletcher 
B. Gibbs, general manager, 403-05 Conway 
Building, Chicago, Ill.; Mortimer W. Byers, 
secretary; W. D. Pittman, assistant general 
manager; Charles L Estey, advertising 
counsel. 


WHOLESALE STATIONERS’ ASSOCIA- 
TION OF THE UNITED STATES 
Paul J. Wielandy (Blackwell-Wielandy 


Book & Stationery Company), president, ‘St. 
Louis, Mo.; Geo. L. Davis (Adams, Cushing 


& Foster, Inc.), vice president, Boston, 
Mass.; Ross P. Andrews (R. P. Andrews 
Paper Company), treasurer, Washington, 


D. C.; H. C. Whittemore, secretary, 1741 
West Eleventh Street, Brooklyn, N. Y 


Stationers—Regional 
and State 


DISTRICT STATIONERS’ 
ASSOCIATION 

R. F. Clapp, Jr., president, Albany, N. Y.; 
Mr. Shaffer (Albany News Company), Al- 
bany, N. Y., vice president; George H. 
Green, treasurer, Albany, N. Y 


CAPITOL 


THE COLORADO STATIONERS’ 
ASSOCIATION 
George Matheson, chairman, 301 Colorado 
National Bank Building, Denver, Colo 


CONNECTICUT VALLEY STATIONERS’ 
ASSOCIATION 


D. D. Macdonald (Bradley & Scoville 


Company, Inc.), New Haven, Conn; J. B. 
Tower (John R. Rembert Company), vice 
Cham- 


esident, New Haven, Conn.; F. . t 
Coriain (The Chamberlain & Shropshire 
Company), treasurer, Bridgeport, Conn.; E. 
W. Pape (Adkins Printing Company), sec- 
retary, New Britain, Conn.; James E. 
Feeley, auditor. 


ILLINOIS STATIONERS AND BOOK- 
SELLERS’ ASSOCIATION 


Will H. Johnson (W. B. Read & Company, 
Bloomington, Ill.), president; Otto Wagner 
(Otto Wagner, Freeport, I[ll.), vice _presi- 
dent; Harry H. Chumley (Wilder & Wilder, 
129 North Main street, Decatur, Ill.), sec- 
retary -treasurer. 


KANSAS BOOK DEALERS’ ASSOCIATION 


Phil M. Anderson, president, Newton, 
Kans.; A. 8S. Allen, vice president, Wichita, 
Kans. ; F. G. Orr, secretary-treasurer, 
Wichita, Kans. 


MIDDLE ATLANTIC DIVISION 


A. Pomerantz (A. Pomerantz & Company), 
chairman Board of Governors, Philadelphia, 
Penna.; Mcrtimer W. Byers, counsel, New 
York, N. Y.; Francis B. Irwin (James Ho- 
gan Company, Ltd.), Philadelphia, Penna., 
secretary -treasurer 


MIDWEST DIVISION—NATIONAL ASSO- 
CIATION OF STATIONERS AND 
MANUFACTURERS 


D. W. Collins (Western Bank Supply 
Company, Oklahoma City, Okla.),  presi- 
dent; F. M. Hughes (Standard Office Sup- 


ply Company, Oklahoma City, Okla.), sec- 
retary-treasurer; Otto C. Botz (The Hugh 
Stephens Printing & Stationery Company, 
Jefferson City, Mo.), vice president for Mis- 
souri; George Hausam (Hutchinson Office 
Supply & Printing Company, Hutchinson, 
Kans.), vice president for Kansas; J. W. 
Rasmussen (Omaha Printing Company, 
Omaha, Neb.), vice president for Nebraska; 
James T. Ward (Ward Office Supply Com- 
pany, Okmulgee, kla.), vice president for 
Oklahoma; C. B. Smith (Smith Printing 
Company, Pine Bluff, Ark.), vice president 
for Arkansas, 


NORTHWESTERN STATIONERS’ 
ASSOCIATION 


E. D L. Sperry (Brown, 
Sperry Company), chairman, St. 


Blodgett & 
Paul, Minn. 


PACIFIC NORTHWEST STATIONERS’ 


ASSOCIATION 


Pliny L. Allen (Pliny L. Allen Company, 
Seattle), president; Guy Smelzer (Pioneer 
Bindery & Printing Company, Tacoma), 
vice president; Eldred Ireland (Trick & 
Murray Company, Seattle), secretary-treas- 
urer. 


SOUTHEASTERN DIVISION — NATIONAL 
ASSOCIATION OF STATIONERS 
AND MANUFACTURERS 


Ivan E. Allen (Ivan Allen-Marshal] Com- 
pany, Atlanta, Ga.), president; R. H. Pogue 
(Birmingham, Ala.), vice president for Ala- 
bama; A. W. McClure (Macon, Ga.), vice 
president for Georgia; Leo Johnson (Tampa, 
“la.), vice president for Florida; Marshall 
Hotchkiss (Nashville, Tenn.), vice president 
for Tennessee; E. G. Harpold (New Or- 
leans, La.), vice president for Louisiana; 
George H. Moore (Charlotte, N. C.), vice 
president for North Carolina; William 
Cogswell (Charleston, S. C.), vice president 
for Seuth Carolina; J. P. Swann (Lester 
Book & Stationery Company, Atlanta, Ga.), 
secretary. 


STATIONERS’ ASSOCIATION OF 
CALIFORNIA 


Henry P. Dimond, chairman, 255 Califor- 
nia Street, San Francisco, Calif 


THE STATIONERS’ ASSOCIATION OF 


SOUTHERN CALIFORNIA 


J. L. Garner, chairman, 608 O. T. John- 
son Building, Los Angeles, Calif 


Stationers—Local 


ATLANTA STATIONERS’ CLUB 


A. P. Baylis (Baylis Office Equipment 
Company), president; H. M. Kopplin (The 
Ss. P. Richards Company), vice president; 
J. P. Swann, secretary-treasurer 


BALTIMORE STATIONERS’ ASSOCIATION 


Sanders J. Thalheimer (Meyer & Thal- 
heimer), president; W. Booth Settle (Com- 
mercial Printing & Stationery Company), 
vice president; John W. Kennedy (John W. 
Kennedy Company), treasurer; Lewis R. 
Curlett (John H. Saumenig & Company,) 
secretary. 


BIRMINGHAM STATIONERS’ 
ASSOCIATION 


R. H. Pogue (Dewberry & Montgomery 
Stationery Company), chairman (Mr 
Pogue is acting secretary pending the ele: 
tion of a successor to W. G. King vho has 


moved from Birmingham.) 


BOSTON STATIONERS’ ASSOCIATION 


A. L. Cole (Lawrence, Mass.), president; 
Thomas Groom (Thomas Groom Company) 
vice president; Niel Buckley, treasurer; ; 
B. Van Dorn, Jr. (Joseph Dixon Crucible 
Company), auditor. 


BUFFALO STATIONERS’ 


Harry T. Williams (Ryan & Williams) 
president; Richard B. Lockwood (Millington 
Lockwood), vice president; Clarence 171 


CLUB 


White (Adams & White Company), treas 
urer; Geo. W Davis (Otto Ulbrich Com 
pany), secretary. 

CINCINNATI STATIONERS’ CLUB 


John H. Gibson 
pany), president; 


(Gibson & Perin Con 
Frank L. Mills (Arm 


strong Stationery Company) Statistician 
E. E. Davis (Sellers, Davis & Company) 
secretary, 311 Walnut Street Cincinnat 
Ohio. 


DALLAS STATIONERS’ ASSOCIATION 


Thos. J. Sadler 
pany), president; P. C. 
Printing Company), vice 
ard Morrison 
pany), 


(Yeargan-Sadler Com 
Bush, Hargreave’s 
president; tich 
(Simpson-Whiteman Com 
secretary-treasurer 


ESSEX COUNTY STATIONERS’ 
ASSOCIATION 

Samuel R. Baker, president; 
Grover, vice president; E. F. 
retary-treasurer, Newark, N. 


Bertram W 
Sheridan, sec 
J 


STATIONERS’ CLUB OF INDIANAPOLIS 


John Hampton (The Hampton Printing 
Company), president; Mr. Hiller (Hiller Of 
fice Supply Company), vice president; Ever 
ett Agnew (W. K. Stewart Company), se 
retary-treasurer, Indianapolis, Ind 


KANSAS CITY STATIONERS’ 
ASSOCIATION 


Oliver Wroughton, chairman, 80 
Arts Building, Kansas City, Mo 


raphic 


LOUISVILLE STAMP AND STATIONERS’ 


CLUB 
Stanley Bronner (Smith & Dugan), pres 
ident; Ernest Horn (Standard Printing 


Company), treasurer; 
secretary, 208 Lincoln 
Ky. 


George H Koerner 
Building Louisv e 


MEMPHIS STATIONERS’ ASSOCIATION 

E. H. Clarke (E. H. Clarke & 
dent; Starnes T. Taylor (A. R. Taylor Com- 
pany), vice president; A. Jarratt Taylor 
(Ss. C. Toof & Company), secretar 


sro.), presi 
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THE STATIONERS’ ASSOCIATION OF 
MONTREAL 


Thomas V. Bell (Thos. V. Bell Ltd.), 
president; Robert Fortier, vice-president; 
James K. Thompson, secretary-treasurer. 


NASHVILLE STATIONERS’ CLUB 


J. Victor Barr (Brandon Printing Com- 
pany), president; John Ambrose (Ambrose 
Printing Co.), secretary-treasurer 


STATIONERS’ ASSOCIATION OF 
NEW ORLEANS 


W. E. Eldridge (Garcia Stationery Co., 
Ltd.), secretary. 


STATIONERS’ ASSOCIATION OF 
NEW YORK 

Charles D. Brewer (H. K. Brewer & Com 
pany), president; Wm. E. Ward (John E 
Ward & Son), first vice president; Fred 
Tilton (Boorum & Pease), second vice presi 
dent; Mortimer W. Byers, third vice presi- 
dent; Joseph I Kilbourn (L. H. Biglow 
Company), treasurer; William C. Siegert, 
144 Pearl street, secretary. 


STATIONERS’ AND PUBLISHERS’ BOARD 
OF TRADE 


Edward E Huber (Eberhard Faber), 
president; John E. Gavin (Charles M. Hig- 
gins & Company), first vice president; Nel- 
son H. Stewart (K. & O. Company, Inc.), 
second vice-president; Gordon Cameron, 
secretary-treasurer, New York, N. Y. 


OMAHA STATIONERS’ ASSOCIATION 


Charles E. Moyer (Moyer Stationery Com- 
pany), president; Guy McKenzie, treasurer; 
Cc. C. Cope, secretary. 


PEORIA STATIONERS’ ASSOCIATION 


Mr. Fuller (Fuller-Peerless Company), 
president; John Gallagher (John Gallagher 
& Company), secretary-treasurer, Peoria, II] 


PHILADELPHIA STATIONERS’ 
ASSOCIATION 


Frank R. Welsh (Wm. Mann Company), 
president; Wm. S. Yeo (Yeo & Lukens), 
first vice president; Walter G. Stringer 
(Joseph Dixon Crucible Company), second 
vice president; Charles A. Connell (Auto- 
matic Printing & Stationery Company), 
treasurer; Francis B. Irwin (James Hogan 
Company, Ltd.), secretary, 607 Chestnut 
Street, Philadelphia, Penna, 


PITTSBURGH STATIONERS’ CLUB 


Charles H. Langbein (Stevenson & Foster 
Company), president; H. B. Smith (The 
Looseleaf Company of Pittsburgh), vice 
president; John A. Brown (J. R. Weldin 
Company), treasurer; Robert Crawford 
(Myers & Shinkle Company,) recording 
secretary; George H. Alexander (Geo. H 
Alexander & Company), corresponding sec- 
retary, 242 Diamond Street, Pittsburgh, 
Penna. 


RICHMOND STATIONERS’ ASSOCIATION 


Samuel Iseman (Virginia Stationery Com- 
pany), president; J. S. Frances (The Baugh- 
man Stationery Company), vice president; 
A. A. Schwartz (A. A. Schwartz Company), 
secretary-treasurer, Richmond, Va 


ST. LOUIS STATIONERS’ ASSOCIATION 


Taylor B. Wryrick, chairman, 705 Olive 
Street, St. Louis, Mo. 


SEASIONE RS’ ASSOCIATION OF 
SAN FRANCISCO 


Henry P. Dimond, chairman, 255 Califor- 
nia Street, San Francisco, Calif. 


SEATTLE STATIONERS’ CLUB 


K. R. Terry (Lowman & Hanford Com- 
pany), chairman; W. A. Gillam (Gillam- 
Bird Company), vice chairman; Edward N. 
Phelan, secretary-treasurer, 
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TRI-CITY STATIONERS’ ASSOCIATION 
(MOLINE, ROCK ISLAND AND 
DAVENPORT) 

E. M. White (Davenport, Iowa), presi 
dent; E. O. Vaile (Rock Island, Ill.), vice 
president; D. S. Hansen (Moline, Ill.), sec- 

retary-treasurer. 


Office Appliance and 
Specialty Manufacturers 


ASSOCIATED OFFICE FURNITURE 
MANUFACTURERS 
George W. Searles (National Desk Com 
pany), president, Herkimer, N. Y.; John 
Dornette, Jr., Cincinnati, Ohio; Alf Normann 
(Central Manufacturing Company), treas- 
urer, Chicago, Ill.; Walter Gerwig (Bentley 


& Gerwig Furniture Company), secretary, 
Parkersburg, W. Va.; J. Arthur Whitworth, 
manager, 801 Michigan Trust Building, 


Grand Rapids, Mich. 


CARBON AND RIBBON EXCHANGE 


S. A. Neidich (Neidich Process Company), 
president, Burlington, N. J.; S. W. Mifflin, 
secretary-director, Stock Exchange Build- 
ing, Philadelphia, Penna. 


DRAWING MATERIALS, BLUE PRINT 
AND ARTISTS’ MATERIALS MANU- 
FACTURERS OF THE NATIONAL 
ASSOCIATION OF STATION- 
ERS AND MANUFAC- 
TURERS 
John W. Ogren, chairman, Conway Build- 

ing, Chicago, 


INTERNATIONAL STAMP MANUFAC- 
TURERS’ ASSOCIATION 


A. G. Fales (The J. P. Cooke Company), 
president, Omaha, Nebr.; H. R. Seefried 
(The Excelsior Rubber Stamp Works, 
Cleveland, Ohio), first vice president; G. D. 
Messing, second vice president, St. Paul, 
Minn.; Sig. Pels (Moise-Klinkner Company, 
San Francisco, Calif.), third vice president; 
J. L. Bryan (The S. W. Reese & Company, 
New York, N. Y.), fourth vice president; 
Harry Foglesong (The Time & Energy Com- 
pany, Chicago, Ill), treasurer; William 
Jenkins (James H. Matthews & Company, 
Pittsburgh, Penna.), director, four-year 
term; W. L. Edgarton (Eagle Stamp 
Works, Chicago, Iill.), director, one-year 
term. Other directors, R. F. Hershey, 
(Pannier Bros. Co.), Pittsburgh; F. 
Schoder (Schoder & Lombard), New York 
City; C. R. Manzer, secretary, 602 Empire 
Building, Pittsburgh, Penna. 


Information regarding district organiza- 
tions may be obtained from the secretary, 
602 Empire Building, Pittsburgh, Penna, 


NATIONAL ASSOCIATION OF CHAIR 
MANUFACTURERS 


Ashton P. Derby (Derby & Company, 
Gardner, Mass.), president; W. H. Gun- 
locke (W. H. Gunlocke Chair Company, 
Wayland, N. Y.), vice president; Wm, B. 
Baker, secretary, 531 Monadnock Building, 
Chicago, Ill. 


NATIONAL ASSOCIATION OF LOOSE 
LEAF MANUFACTURERS OF 
THE U. 8S. A. 
John W. Orgen, director, 407 Conway 
Building, Chicago, Ill. 


NATIONAL ASSOCIATION OF OFFICE 
APPLIANCE MANUFACTURERS 


M S. Eylar (Elliott-Fisher Company), 
president; W. C. Dunlap (The American 
Multigraph Sales Company), vice president; 
Gratton E. Hancock (Remington Typewrit- 
er Company, New York, N. Y.), secretary- 
treasurer, 


NATIONAL ASSOCIATION OF STEEL 
FURNITURE MANUFACTURERS 


O. A. Wilkerson (Steel Equipment Sa - 
oration), president, Avenel, N. 

Rogers (Art Metal ee Comm siny). 
vice president, Jamestown, N. WT 
Rock (The Van Dorn Iron works Com- 
pany), Cleveland, Ohio; J. D. M. Phillips, 
SOCSORORy, Engineers Building, Cleveland, 
Ohio. 


NATIONAL ASSOCIATION OF WOOD 
FILING DEVICES AND SUPPLIES 
MANUFACTURERS 


R. H. Sprague (Weis Manufacturing Com- 
pany), secretary, Monroe, Mich. 


SPECIALTY ENVELOPE MANUFAC- 
TURERS’ ASSOCIATION 


Charles H. Everly, chairman, Tribune 
Building, New York, . 


Office Appliance Managers 


BUSINESS EQUIPMENT ASSOCIATION 
OF BIRMINGHAM 


Alex. Patterson (Dewberry & Montgom- 
ory Stationery Company), president; EB. I. 
Leighton (Addressograph Company), secre- 
tary-treasurer; J. D. Hasselman (Ameri- 
can Multigraph Sales Company), assistant 
secretary -treasurer. 


BALTIMORE OFFICE APPLIANCE 
MANAGERS’ ASSOCIATION 


H. 8S. Custer (Felt & Tarrant Manufac- 
turing Company, 1223 Fidelity Building), 
president; E. 8S. Massey (Elliott-Fisher 
Company), secretary; R. K. Murrill (Ad- 
dressograph Company), treasurer. 


CLEVELAND BUSINESS SYSTEMS CLUB 


A. E. we (The Dictaphone), presi- 
dent; W. - Helms (Library Bureau), vice 
president; “— H. Fritchman (The Rand 
Company), treasurer; . A. von Ladau 
(Elliott Addressing Machine Company), 
secretary. 


DALLAS BUSINESS SYSTEMS CLUB 


R. H.. Austin (International Time Re- 
cording Company), president; J. F. Snowden 
(Rapid Addressing Machine Company and- 
Multicolor Sales —_ any), vice president; 
.E C._ Kusterer nited Autograph Reg- 
ister Company), ee and treasurer, 
Dallas, Texas. 


DETROIT OFFICE APPLIANCE MAN- 
AGERS’ ASSOCIATION 


R. F. Chamberlain (The American Multi- 
graph Sales Company), president; W. M. 
Fuchs (Costimeter Company), vice presi- 
dent; C. D. Noble (Neostyle Department, 
George A. Drake & Company), secretary 
treasurer. 


PHILADELPHIA OFFICE APPLIANCE 
MANAGERS’ ASSOCIATION 


J. R. Ramsey (Monroe Calculating Ma- 
chine Company), president; R, J. Henry 
(Kee-Lox Manufacturing Company), vice 
president; W. T. Abell (American Sales 
Book Company, Ltd.), secretary-treasurer, 
908 Chestnut Street, Philadelphia, Penna. 


OFFICE APPLIANCE MANAGERS’ AS- 
SOCIATION—PITTSBURGH, PENNA. 


R. W. Tyler (Tabulating a Co. » 
president; M. 8S. Stedman (L. C. ith 
Bros. Typewriter Co.), vice mF. é 
Cc. Gilbert, Mailometer Company), secre- 
tary-treasurer, 342 Second avenue. 


SAN FRANCISCO OFFICE APPLIANCE 
MANAGERS’ ASSOCIATION 

W. G. Traud (Ditto, Inc.), president; W. 

M. Coffman (Elliott-Fisher Company), vice 

president; E. B. Jessup (Monroe Calculat- 

ing Machine Company), secretary-treasurer. 
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JAMES LOGAN 


PRESIDENT 
United States Envelope Co. 
Springfield, Mass. 
(See Page 148) 
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Appliances 





usiness Outlook for 1923 


UR WORLD has passed 
and is passing through 
some trying times, and the 
people of the United States 
have not been without some share 
of the difficulties which all the world 
has felt. Believing that 1923 holds 
happier auguries, Office Appliances 
has put its belief to the touchstone 
of opinion, requesting the presidents 
of the leading national associations 
in this field to give their views on 
this subject, which interests all men 
in the office equipment industry. 
These opinions follow: 
Mr. Mitchell an Optimist. 

Charles L. Mitchell, president of 
the National Association of Station- 
ers and Manufacturers, is confident 
of a greater business in 1923 than in 
1922. “Our whole country,” says 
Mr. Mitchell, “has been unsettled 
during the year just past, politically, 
financially and industrially. We 
have not rested well. Politically we 
have just gone through an ‘expe- 
rience, and while the dose was 
rather hard for some of us to take, 
yet there is a certain relief in having 
it over. 

“Many national and international 
matters have been acted upon by 
Congress, and these and other prob- 
lems have been more or less affected 
by labor disputes and disturbances 
which are now in process of read- 
justment. 

“Industrially we were hampered 
by railroad strikes, coal strikes and 
other influences, but the last few 
weeks have shown a decided clear- 
ing up of these troubles. 

“With all of the unsettled condi- 
tions we have faced, one could 
hardly expect the public to possess 
a high degree of confidence. Now 
that the principal problems are set- 
tled, at least for the time being, and 
we begin to know the basis on which 
we are going to operate, we can and 
will settle down and get busy. 

“I believe we are going to see 
some very constructive measures put 
through Congress and the legisla- 





Presidents of National Associations 
in the Office Equipment Field 
Give Views on Business 
Prospects for the Year. 

NOTE.—Trade and commerce, indus- 
try, the producting, sale and exchange of 
goods, are controlled by mass psychology. 
When the majority of men are confident, 
hopeful and strong in their outlook, then 
we have what we call prosperity; but 
when there is fear, distrust, unfaith, we 
have the opposite and times are hard. 

We know that we Americans of the 
United States have every material con- 
dition to make us hopeful. There is lack 
of nothing to promote our comfort, our 
health and our welfare. No nation is 
better situated—no other, indeed, is so 
well placed in respect to material things. 
The destitute are few and will be cared 
for, and practically every man who ts 
willing to work may have work to do at 
wages which more than supply his needs 
if he is single and adequately provide for 
himself and his dependents if he is the 
head of a family. 

We are free to think, to plan, to 
‘hange one situation for another which 
promises greater advantage. We can 
travel from place to place all over this 
broad land with perfect freedom. On 


other continents men cannot do this. A 
few miles away is another nation speak- 
ing a different language There must 


be passports, police inspection, registra- 
tion, fees and a thousand and one for- 
malities which the citizens of this con- 
tinent do not encounter. 

We should rejoice and be glad, for the 
earth in its fullness is ours and the fruits 
thereof. 
tures of several of the states this 
year. There will be efforts to cur- 
tail unnecessary overheads in all 
branches of business. A few indus- 
trial problems confront us, and in 
one or two instances strikes are 
among the possibilities, but the ex- 
perience of the past year with like 
problems will help to head off dis- 
turbances and to reconcile differ- 
ences. 

“IT repeat that during the past 
year we have been ‘sick.’ We have 
taken our medicine and much of it 
has not been sugarcoated or put up 
in capsules. For a time the large, 
allopathic doses which the business 
community has been obliged to take 
have made us feel very badly, but 


old Dr. Optimism tells us that just 
as soon as we obtain a receipted bill 
for his services we are going to feel 
a lot better, and I, for one, am in- 
clined to believe him.” 


Year’s Results Satisfactory 
Among Office Equipment Men. 

M. S. Eylar, president of the 
National Association of Office Ap- 
pliance Manufacturers, thus sums 
up the results of 1922: 

“The members of the National 
Association of Office Appliance 
Manufacturers, which is made up 
of the sales executives of the princi- 
pal office appliance companies in the 
United States, have had a good year 
during 1922. As the year pro- 
gressed, business with all of the 
members became better and better, 
and I believe that without excep- 
tion they could say, ‘Day by day 
in every way business was better 
and better.’ And this is not psy- 
chological: it is based upon very 
clearly defined fundamentals. The 
year 1922 has been one of business 
recovery, and the last three months 
of the year, with many of the mem- 
bers, exceeded in volume and qual- 
ity any month since 1920, and in a 
few cases even passed those high 
marks. 

“The same influences and funda- 
mental reasons which produced this 
improvement are still at work and 
the office appliance industry faces 
1923 ina very happy frame of mind, 
and with the assurance that the well 
laid plans for a prosperous year 
must mature. 

“This refers both to business in 
the United States, which is the larg- 
est single field in the world, and also 
to the business abroad. America 
furnishes office appliances for the 
world, and is continually looked to 
by the rest of the world to fill their 
requirements for modern office ap- 
pliances. Business abroad, notwith- 
standing the unfavorable exchange, 
is rapidly improving in many coun- 
tries, and any office appliance man- 
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ufacturer who will give the foreign 
business as much attention as he 
does the domestic business will reap 
a handsome reward. 

“The engineering departments of 
the various American office appli- 
ance concerns have been very busy 
during the past years, and the re- 
sults of their inventive genius and 
mechanical ability are now coming 
to the fore. Continual improvement 
of mechanical detail is taking place. 
Many oi the improvements are ap- 
parent ; others, though vitally impor- 
tant, are not so apparent. Office 
machines of all kinds have been per- 
fected; mechanical troubles have 
been eliminated, until American 
office appliances stand forth today 
as a model for the world. This is 
one of the reasons that 1923 should 
be our biggest year. 

“Another reason is that the 
American office appliance manufac- 
turer long ago learned that service 
should follow sales, and that when a 
machine was sold, either at home or 
abroad, a service obligation had 
been taken on. This is the funda- 
mental on which good will is estab- 
lished. American manufacturers 
realize that a satisfied customer is 
the best advertisement.” 

“The foreign field is improving. 
Certain foreign countries offer won- 
derful opportunities, and if the same 
attention is given to foreign business 
that is given to domestic business, 
the results for 1923 will be excel- 
lent. Any company which manu- 
factures a time-saving office device 
of real merit, and which has an 
efficient selling organization and a 
competent service department and 
know how to tell their story, not 
only through salesmen, but through 
advertising, must succeed. This is 
all based on the assumption that the 
concern is in the hands of a strong 
management. It is well to remem- 
ber that it is management that 
makes or breaks companies.” 
President of Wholesalers Expects 

Good Trade. 

Paul J. Wielandy of St. Louis, 
president of the Wholesale Station- 
ers’ Association of the United 
States, says that the demand for 
merchandise during the last few 
months has shown a steady increase 
over that of the corresponding 
months of 1921. He attributes this 
to the fact that merchants had per- 
mitted their stocks to run low and 
had reached a point where they had 
to do more than take care of the 
current day-to-day wants of their 
customers, hence replenished their 
stocks more liberally than for some 
time. 


“We believe,” says Mr. Wielandy, 
“that merchants in our line have 
more normal stocks than for some 
time past. We believe that disposi- 
tion of the labor difficulties in the 
affairs of the mines and the rail- 
roads, as well as the fact that pay- 
rolls of factories have largely in- 
creased, have brought about this 
change to more normal conditions. 
The price of cotton in the South has 
also had considerable influence on 
the business of that section. 

“Collections are in splendid shape, 
merchants discounting their bills to 
a very large extent. Our plans for 
1923 are being made confidently, 
with the assumption that business 
will be very close to normal.” 


Stamp Manufacturers Look for 
Good Year. 


Arthur G. Fales of Omaha, presi- 
dent of the International Stamp 
Manufacturers’ Association, ex - 
presses his view of the situation in 
the following words: 

“IT will say that the indications 
for better business conditions in 
1923 in the hand stamp and mark- 
ing device industry are indeed very 
encguraging. 

“During September and October 
I made rather an extended trip, 
covering the principal cities in the 
Central, Eastern and New England 
states, calling on the rubber and 
metal stamp manufacturers, and 
was very much impressed with the 
change in business conditions and 
brighter outlook as compared to 
those of a year ago. 

“Times are better, but it is true 
that we are not out on the smooth 
surface yet. Times will continue to 
get better if we keep in mind the 
lessons learned in the days of de- 
pression. 

“Men everywhere seem to realize 
that we are again in a sellers’ period 
and are developing new business 
with intensive sales efforts. There 
seems to be less of sitting back, wait- 
ing and complaining, and much more 
of activity and push. Money is be- 
ing spent for advertising; salesmen 
are being added; business is being 
stimulated. 

“Mills are again in operation 
throughout the East, workers have 
gone back on the job, and the bur- 
den of carrying a large number of 
non-producers has been relieved. 
Wages in many cases have recently 
been increased. Working time has 
also been increased for those em- 
ployed and there has been a decrease 
of unemployment. 

“Wage earners’ prosperity is a 
part of general prosperity ; nineteen 


twenty-two has been a year of dis- 
tinct business revival. We have 
learned much during the period of 
depression and readjustment, and 
approach 1923 confident that we will 
be rewarded for well-planned sales 
efforts.” 

Steel Men Hold Confident View. 


O. A. Wilkerson of Avenel, N. J., 
president of the National Associa- 
tion of Steel Furniture Manufactur- 
ers, says that he and his associates 
are most optimistic concerning the 
prospects for 1923. “There are,” 
he continues, “quite a few conditions 
which are unfavorable, but these are 
offset by many most favorable ones. 

“Much will depend upon the 
course of retail prices. If these rise 
too high, we are sure to have a 
recession in buying. Manufacturers 
have recognized this situation and 
are keeping their prices to the very 
minimum. Retailers, with few ex- 
ceptions, are doing the same thing, 
and we believe these policies will be 
continued and that business for the 
coming year will therefore be in 
very fine volume. Labor is begin- 
ning to recognize, too, that it pays 
to be reasonable. This will help the 
general situation.” 

Ribbon and Carbon Men Look for 
Increase. 

S. A. Neidich of Burlington, N. 
J., president of the Carbon and 
Ribbon Exchange, the national or- 
ganization of the carbon paper and 
typewriter ribbon industry, says: 

“From every indication we are 
looking forward to an unusual in- 
crease of business next year. The 
last two months of this year (1922) 
have been exceptionally heavy and 
our contact with our distributors 
leads us to believe that this is due to 
the fact that business is generally 
brisk in all lines. 

“It is true, of course, that the car- 
bon and ribbon industry has less 
fluctuation than most lines of busi- 
ness, by reason of the fact that there 
is almost as much correspondence, 
billing and general office work in 
panic times as in times of greatest 
prosperity, so that our industry 
would be the last to have value as 
an indicator of the prosperity of the 
country. The general tone, how- 
ever, of all our correspondence in- 
dicates that our distributors see rosy 
times ahead.” 

Chair Manufacturers Hopeful. 

Ashton P. Derby, president of 
the National Association of Chair 
Manufacturers, says: 

“From all I can learn commercial 
building will be large in 1923 and 
that must mean big business in office 
furniture. Such is my opinion.” 
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Heart-to-Heart Talk with Retailer 


Dealers Lose Opportunities by Inertness—Vigor in Selling Policy of 
Utmost Importance—Written for Office Appliances by W. A. 
Sheaffer, President, W. A. Sheaffer Pen Company, 

Fort Madison, Iowa. 








Note.—Dealers in commercial stationery and office equipment will 
read Mr. Sheaffer's views with interest. His observations and sugges- 
tions are based upon an e x perie Ce of many years as @ succes sful retail 
merchant. His comment on the influence of national advertising on 
the selection of goods for resale is authoritative and impartial by reason 
of the fact that he ts the founder and chief of a company which is an 
extensive user of publications of national circulation for the promotion 


of its own business. 


The editors of Office Appliances interpret Mr. Sheaffer's article, 
not as a protest against national advertising, but as a protest against 
permitting it to weaken the old and honored position of the retatl mer- 
chant as an authority and guide in the matter of merchandise values. 

Unconsciously, perhaps, Mr. Sheaffer brings out the importance of 
first getting new lines before the dealers to establish de mand and pro- 
vide for distribution. This is successfully accomplished through the 
pages of the trade press, whose influence is certainly very great in the 
distribution of merchandise. Live dealers everywhere are seeking the 
very information which their trade periodicals give them. 


HE writer hereof, having spent the greater por- 

tion of his life in a retail store, and being 
therefore acquainted with the many ups and 
downs with which retailers are confronted, 
recalls vividly many plans suggested from time to time 
to bring about a betterment of conditions in the retail 
trade. 

Not so many years ago very few articles were nation- 
ally known. The successful merchant was the one who 
made a careful study of the merits of the merchandise 
of consequence that passed over his counters. This 
process was educational, tending to make salesmen of 
the merchant and his clerks. The merchant occupied 
an important position in the community because stores 
were few and people were limited in their opportunities 
of securing goods. The merchant, having a thorough 
knowledge of the quality of the goods he offered for 
sale and knowing that he had provided the best value 
possible for the money his customers paid, earned and 
deserved the confidence of the community in which he 
lived, building the reputation of his establishment on 
service, just as the doctor built and held his practice by 
his ability to relieve suffering and keep his patients 
well. 

Of late years, however, retail merchants in growing 
numbers seem to be getting away from the early busi- 
ness methods which obliged the retail dealer to build 
a reputation for his accurate knowledge of merchandise. 
So great have been the changes in merchandising meth- 
ods that many modern dealers no longer make an 
effort to know the quality of their lines throughout, but 
determine the goods which are most frequently called 
for and hand them out on demand. This policy among 
retailers seems to have grown with the growth of 
national advertising which has implanted certain brands 
or trade designations ineradicably in the minds of the 
people. I believe that dealers do not consider the con- 
sequences of this policy on their trade, nor its probable 
effects upon themselves and their salespeople. 

When many of the principal dealers, particularly in 
the larger cities, are approached with a new line of 
merchandise, their first answer frequently is: “Create 
a demand for your goods and we will handle them. 








W. A. SHEAFFER. 


We have time to hand out only the merchandise that is 
called for.” 

Let us follow this policy to its logical conclusion and 
see where it leads. If all dealers refused to buy goods 
for which demand had not been created, then no manu- 
facturer would be able to obtain distribution through 
retail outlets on any new lines which he might produce. 
To create demand he would have to advertise, requiring 
the expenditure of a large sum of money. By and by 
his salesmen would begin to note the results of the 
advertising by a more tolerant attitude on the part of 
the retailers and orders would begin to come. This 
would be slow work. Furthermore, it would be expen- 
sive—far beyond the pocket of any manufacturer of 
limited resources. Such a manufacturer, confronted 
with refusal on the one hand and prohibitive publicity 
cost on the other, might work on for years before he 
could build up little by little a modest demand for a 
meritorious product. 

Take again the manufacturer whose resources are 
large: By means of national advertising he can create 
a demand in advance of distribution, but creating a 
demand for an article before the distribution is ready 
to meet it represents a waste of thousands of dollars, 
for the manufacturer must now get -his distribution, all 
his advertising having brought nothing but probable 
returns—making the public familiar with a name and 
bringing a request here and there. 

If the dealers had cooperated with the manufacturer, 
assuming that his product had merit and saleability, 
much of this initial expense might have been avoided, 
since distribution would have been established to go 
hand in hand with such national advertising as the: man- 
ufacturer thought it advisable to do. 

Having created his demand, the manufacturer is in 
a position of advantage. Knowing that the retailers 
will want to hand out his readily saleable product, he 
can, if he will, recoup his losses by reducing discounts, 
arguing that, since the goods are now in demand, the 
turn-over is rhore frequent and the dealer can make 
more money by selling four articles at a less discount 
that he can make by selling three at a greater. Assum- 
ing, therefore, that the dealer handles only those goods 
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which are demanded by the public and that he permits 
no substitution, then he must handle such goods irre- 
spective of whether the margins are satisfactory or not. 
He has no choice, for, so long as he adheres to his 
policy of moving along the line of the least resistance, 
he must buy the goods in demand and sell them again 
at the customary rates. His other alternative is to close 
out his business. 

The manufacturers of the country are not to blame 
for the extent to which these conditions exist among 
the dealers. The manufacturers are obliged to look 
out for themselves, nor should they be expected to fore- 
go an advantage which the retailers force upon them. 


Effect Upon Dealers and Clerks. 


Character is not made by traveling the easy road, 
though uncounted millions ere this have gone that way 
and countless more will follow. Sound achievement 
demands work, both mental and physical. He who 
would be a salesman must know what he is selling and 
how to sell it. Every sale is a fresh conquest—every 
sale adds its mite to the sum of experience and helps 
ever so little to fix those habits of knowledge, confi- 
dence, tact and courtesy which differentiate the sales- 
man from the order-taker. But if the ambitious man 
or woman is forbidden to exercise initiative and sales- 
manship because of a rule that goods called for and 
those only must be handed out, then existent abilities 
atrophy from lack of use and potential abilities never 
come into being. This applies to the proprietor as well 
as the clerks. The more a retail establishment tends 
to lose individuality and become automatic in its contact 
with the public, the less firmly will it hold to that 
elusive but important asset of good will, without which 
the business must disintegrate. Little hope of advance- 
ment is offered to the salesman and saleswoman who 
may hand out only what is called for. The errand boy, 
if he can wrap as many packages and do it smilingly, is 
quite as valuable. 

The writer hereof desires to present the matter in a 
way which will be of advantage to retailers—to bring 
before them again some of the fundamentals of sound 
business policy. By no means do all retailers err in 
the matters to which I have called attention, but there 
is an increasing and unfortunate tendency for the trade 
to go the way | have-indicated. I believe in advertising 
and in all the national advertising that can be done 
without impairing one’s resources. I believe in making 
the best article of merchandise that can be made at 
a given price; in giving everyone employed in making 
and selling it a fair, living wage; in giving the retailer 
a fair margin of profit, and in giving the consumer who 
pays for it all the best article that can be had for the 
money paid. 

The dealer who receives an article having merit and 
helps the manufacturer to introduce it, places the manu- 
facturer in a position to allow him a satisfactory margin 
of profit, for the manufacturer has not been obliged to 
spend money unnecessarily and can afford—if he fol- 
lows a sane advertising policy—to make a first rate 
article and allow the dealer a fair return. 

One of the greatest business houses in the world will 
tell you that they will stock your article if it has merit, 
dependability and is good value for the money, for 
they have trained salesmen and saleswomen, and the 
reputation of their house for selecting high grade mer- 
chandise is so well known that their customers act upon 
their advice. The reputation of this house has been 
built upon the policy of skill and knowledge applied to 
the purchase of goods, and to my mind this is the 
cornerstone of a solid business structure. The house 





referred to would, no doubt, if given the choice of two 


articles of equal merit, lean towards the one most wide- 
ly known and the most easily sold, because they believe 
in the power of national advertising, but the consider- 
ation which in every case determines their choice is 
quality and saleability. 

That dealer who adheres to a policy of handing 
across his counter only those nationally known lines 
which are most in demand is likely to find competition 
very keen. He may find that more articles are adver- 
tised and called for than his turn-over warrants him in 
putting into stock, but having adopted the policy he is 
obliged to carry it out. The conditions under which 
business is done in our time make the carrying out of 
this policy difficult for the following reasons: 

The American public today is differently situated on 
account of communication and transportation advan- 
tages than it was many years ago. In earlier times, 
when an article came upon the market in the East, it 
did not reach the Central West until the following year 
and by the third year it appeared on the Pacific Coast. 
The merchant was thus able to dispose of his stock. 
He had time to turn himself and to give consideration 
to new goods which were offered. Conditions to a cer- 
tain extent protected him from taking on too much 
stock. Today when the people take to a new article, 
the demand flares up all over the country at the same 
time. The dealer is urged to buy and take advantage 
of opportunity at its flood. The goods are produced 
and distributed rapidly and sometimes the market is 
saturated before the dealers dispose of their stocks. In 
the meantime another new idea has taken hold of the 
public fancy and the dealers are called upon to make 
new engagements of capital before they have fully 
realized on the old. 

How much better it would be if dealers, without dis- 
regarding the power of national advertising, were to 
stock conservatively, studying closely the lines best 
adapted to the trade of their respective localities, and 
stick to those lines, permitting themselves only a care- 
ful excursion into occasional promising fields. The 
dealers who have clean, saleable stocks, with salespeople 
trained to sell the goods because they know how to 
present their merits, are fortunately situated, for their 
credit is A-1 and they can sell the lines they have in 
competition with other stores because the lines selected 
are reliable and appropriate and their salespeople know 
how to present them. Such dealers, having a sound 
business structure, are little tempted to overload their 
shelves or spread their capital out into too many dif- 
ferent lines. 

Most of the big industries were started on limited 
capital which would not permit of national advertising 
at the time of their inception. They built their business 
gradually to a point where they could afford to spend 
larger and larger sums for advertising. Had they been 
obliged to create a demand for their goods before any 
dealer would attempt to sell them, many of our estab- 
lished and successful concerns would have had much 
greater difficulty in getting started. Concerns of more 
recent origin have derived much benefit from the work 
of the pioneers who popularized certain ideas, with the 
result that improvements and modifications thereof 
have met with a more sympathetic reception from the 
trade and the public. They in turn have aided others 
unwittingly, perhaps, but nevertheless certainly, for 
every performance that bears the stamp of honest effort 
intelligently put forth helps others as well as its own 
sponsors. 

It is by no means my intention to suggest that an 
effort should be made to sell every customer of a retail 
establishment a substitute for the goods for which he 
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asks. If, however, in the opinion of the salesperson 
the store has a better piece of merchandise for the same 
purpose and at or near the same price—provided price 
is a factor—then it should be the duty of the sales- 
person to call attention to the merits of the superior 
article. If the matter involves service, and price is not 
an especial consideration, then the duty of the seller is 
all the more evident. If the clerk merely hands out 
goods called for, knowing that he has something better 
in reserve, he falls short of his opportunity to serve his 
employer, whose business depends upon the customer 
who, pleased with the service, returns again and again. 
If the customer, after having an opportunity to com- 
pare two articles, deliberately selects the inferior one, 
he has only himself-to blame, for whatever short- 
comings it may develop must be laid at the door of the 
manufacturer, not at that of the dealer. Having placed 
the facts before the customer, the dealer has fulfilled 
his duty as a merchant. 

Advertising is one of the greatest assets of the busi- 
It creates demand for practically every- 
It stimulates trade, and 


ness world. 
thing which is subject to sale. 


brings customers into stores, giving to salespeople 
chances they could not otherwise have had thrust before 
them. 


Advertising, however, is like strychnine—a fine 
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stimulant when administered by the competent person, 
but injurious and sometimes fatal if taken in an over- 
dose. Like strychnine, too, advertising is cumulative, 
but beneficiently, not harmfully so. The importance of 
advertising increases from year to year as its principles 
are studied and its practice approaches more and more 
nearly to that of the more exact sciences. 

I believe that the part the retail! merchant has played 
in the business world of today has been underestimated. 
Unquestionably the majority of national concerns of 
great wealth owe their early successes to the coopera- 
tion of retail merchants, who took the time to explain 
to their customers the merits of merchandise not then 
known to them, thus building up sales and enabling 
manufacturers to strengthen their financial position and 
increase their distribution to a point where they found 
themselves able to advertise in a large way. 

You, distributors of America, do not cast away the 
advantage that has been yours, but keep your sales- 
people thoroughly posted on articles which are, in your 
judgment, the best at a given price, and always be 
willing to give your customers the benefit of your 
knowledge. Thus you will greatly benefit yourself, 
your customers and the industry generally, and lay a 
lasting foundation for your business. 


The Manufacturers’ Agent 


How Long Distances and Traveling Expense Created 
Opportunities for Aggressive Salesmen Willing 


to Stake 


Their Abilities Against a 


Commission Account. 


| [NCE the days of the crossroads store and even 
before the steam railroad was a familiar fea- 
ture of the landscape the traveling salesman 
has been abroad in the land. Occasionally, 
finding that he had the time and opportunity to sell 
other things than the single item or line he was selling, 
he took on sidelines with the permission of his house 
and thus added to his income. Perhaps the success 
which some achieved with a varied line was the origin 
of the manufacturers’ agency idea which in our times 
is carried out so successfully by a considerable number 
of individuals and organizations. 





In the last decade or two many agents for manufac- 
turers have built up substantial businesses. First they 
began as individuals, covering personally a certain field. 
There are many who do this at the present time. But 
some there are who found their business growing to 
such an extent that one man could not care for it. 
Gradually, therefore, they built up organizations, until 
now in some cases the head of the concern does little 
or no traveling, but remains in whatever city he has 
selected as headquarters, directing his own traveling 
men who cover the territory assigned. 

The manufacturers’ agent makes it possible for pro- 
ducing houses to cover the country with trained sales- 
men in the most economical way. Not only do the 
smaller manufacturers employ him, but many of the 
financially important concerns as well, particularly since 
the cost of travel has mounted to such startling figures. 

Perhaps the manufacturers’ agent achieved his 
earliest and most conspicuous success on the Pacific 
Coast. There for years has been a growing, progres- 
sive and energetic population some thousands of miles 
from the manufacturing centers of the Atlantic Coast 
and the Middle West. To cover this far-distant terri- 


tory with traveling men in the usual way involved great 
expense—to many, prohibitive expense. The alterna- 
tive was found in the manufacturers’ agent who could 
handle many lines on a straight commission, covering 
a definite territory at reasonably frequent intervais, 
thus taking care of the seasonal trade. We now have 
manufacturers’ agents in all parts of the country—men 
and organizations who are increasingly important fac- 
tors in taking care of problems of selling and distri- 
bution. 

These agency houses naturally divide themselves into 
two groups—those who sell machines and devices direct 
to users and those who sell only to the trade. Naturally, 
the two should not overlap, and seldom do, since 
the devices which are usually sold direct to users are 
hardly of a kind which commercial stationers find it 
profitable to stock. Sometimes a manufacturers’ 
agency organization will buy its goods outright from 
the manufacturer, reselling them at a price which 
covers expenses and the necessary profits. In such 
cases, of course, more capital is involved. Usually, 
however, the agent takes a certain territory to cover 
on commission, reserving the right to take on lines of 
non-competing manufacturers in the same territory. 
We mention the commission basis, because it is quite 
commonly employed; but of course the idea is open 
to other arrangements, such as a modest salary and 
commission, payment of part expenses, etc. Many of 
the best men insist on the independence which comes 
of full commissions and paying their own expenses. 
They realize that their success depends upon hard and 
intelligent work and on carrying enough lines, but not 
too many. Practically the same dealers should be in- 
terested in every line carrid, so that every call will 
bear a likelihood of resulting in an order for some- 
thing. 
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The selection of live and self-reliant salesmen to 
handle different sections on the above basis has proved 
a boon to many manufacturing houses, solving the 
problem of expense and getting a wider distribution 
than would be possible by sending out a few men from 
headquarters at stated periods. The man who sells on 
commission in a restricted territory must get out among 
his trade reasonably often and must work it thoroughly, 
because his living depends absolutely upon his own 
efforts. The more friends he can therefore make among 
the men on whom he calls and the oftener he can get 
them to turning over their stocks, the larger are his 
commissions. 

The work of the manufacturers’ agent is often of 


inestimable value to the dealers and well as to the 
manufacturing houses he represents, keeping the lines 
of the manufacturers before the trade and giving the 
dealers frequent opportunity to replenish their stocks 
and to get in touch with such new articles as the man- 
ufacturers may get out from time to time. The dealer 
can also concentrate his purchases, making one inter- 
view cover several items. By and by the agent comes 
to know his trade and can tell at a glance about what 
the dealer needs. Good will arises, and with it comes 
that confidence which is the backbone of business 
relations. 

The manufacturers’ agent is useful—indeed, indis- 
pensable. Long may he wave! 


Philadelphia Commercial Museum 


Brief History of this Useful Institution, with a Description of the Man- 
ner in which its Varied Activities Are Made Useful to 
Manufacturers at Home and Abroad.—Re- 
printed from The Office Appliance 
Exporter, Fall, 1922 


HILADELPHIA’S Commercial Museum is a 
remarkable institution. The scope of its work 
is broad and to go exhaustively into its details 
would require a volume. The facts here re- 
lated are taken from an illustrated booklet issued by 
the Museum and from an article entitled, ““The Com- 
mercial Museum and Its Work,” by Sydney A. Bon- 
naffon. 

The institution is devoted to the extension of inter- 
national commerce and the dissemination of informa- 
tion regarding the commercial products of the world. 
The Commercial Museum is supported by the city of 
Philadelphia and by private subscriptions from business 
concerns in the United States. It maintains connec- 
tions with business houses all over the world, and aids 
in opening new markets for useful natural or manufac- 
tured products. It is conducted by business men, but 
carries on no private transactions. 

The Philadelphia Commercial Museum was organ- 
ized under an ordinance of the Councils of Philadel- 
phia, approved June 15, 1894, and subsequent ordi- 
nances and an Act of the Assembly of Pennsylvania 
approved April 25, 1903. It is conducted by a Board 
of Trustees. 

There are five museum buildings erected on a plot of 
ground comprising about twelve acres, dedicated to the 
free use of the public and transferred in perpetual trust 
to the Board of Trustees of the institution. The city 
of Philadelphia provides money for the general upkeep ; 
the state of Pennsylvania defrays the cost of installing 
exhibits and of work done for the public schools of the 
state ; and money received from business houses in the 
United States is expended for services rendered to 
them and for upbuilding and improving the Foreign 
Trade Bureau of the Museum. 

William P. Wilson, Sc.D., is the originator and Di- 
rector-in-Charge. The Board of Directors is composed 
of the governor of Pennsylvania, the mayor of Phila- 
delphia and several other public officials, besides promi- 
nent men in private life who receive directorships by 
appointment. 

In order to fulfill its purposes the museum early es- 
tablished connections in all parts of the world to col- 
lect commercial information, which is at once indexed 
and arranged together with data secured from other 
sources. Representatives were sent abroad and much 





correspondence was carried on with foreign countries 


with the result that regular correspondents have been 
appointed in all the principal trade centers abroad. 

For many years there has been a constant inflow of 
information regarding foreign markets, trade methods 
abroad and business houses. This information is sent 
to manufacturers who subscribe to one or more of the 
several grades of membership which have been ar- 
ranged so as to place at the disposal of business houses 
here at nominal cost the entire resources of the mu- 
seum. Many business houses abroad use the institu- 
tion for obtaining commercial information concerning 
the United States, and American manufacturers here 
secure information which enables them to plan trade 
campaigns abroad. The museum performs two func- 
tions for the foreign trade of the country, aiding the 
merchant abroad with information concerning this mar- 
ket, and supplying information of conditions, dealers 
abroad, etc., to manufacturers here. 

Inquiries received from merchants in other coun- 
tries are promptly answered and great care is used in 
giving the names of the manufacturers of the lines re- 
quired. The institution keeps a list of manufacturers 
interested in foreign trade with catalogues of the lines. 
Precautions are taken in answering inquiries not to 
write manufacturers who have no interest in foreign 
trade. This task is by no means easy because an in- 
terest in foreign trade is likely to grow suddenly and 
lines are frequently changed. Efforts are being made 
to secure greater co-operation on the part of manufac- 
turers themselves. 

With regard to lists of dealers in foreign countries, 
the museum has three sources of information: One, 
the files of the foreign credit reports ; two, foreign trade 
directories ; three, lists procured through agents and 
correspondents abroad. 

The museum maintains a translation department, em- 
ploying men skilled in the various languages and ac- 
quainted with technical terms and commercial ex- 
pressions. A large collection of technical dictionaries, 
foreign catalogues and other material is at hand for the 
use of these translators. All the work here done is 
under careful supervision and in strict confidence. 
Great care is taken to insure accuracy. This depart- 
ment is used by hundreds of manufacturers in the 
United States. Information regarding the commercial 
status of business houses in other countries has been 
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accumulated and this information is kept up to date as 
new reports are constantly received. 

The library of the museum is a remarkable place. 
There are now 45,000 books and 79,000 pamphlets. It 
is said to be one of the most complete commercial li- 
braries in the world. Books include official statistics 
of imports and exports, tariffs of different nations, di- 
rectories and works on commercial loans, industries 
and trade of countries abroad. The annual commercial 
statistics of over one hundred governments are re- 
ceived as soon as issued, supplemented by the quarterly 
or monthly publications of the principal countries. Here 
also is available information concerning the charges to 
be paid on goods entering foreign ports and full in- 
formation is at hand covering differences in weights 
and measures and monetary systems, variations in 
banking methods, registration of trade marks and com- 
mercial practices generally. The library contains also 
year books of different countries, books of travel and 
reference, etc., etc. There are several hundred trade, 
economic and scientific journals and newspapers, as 
well as books on the industries ; large colored charts on 
the walls give a clear idea of the relative importance of 
the leading nations of the world in the trade of the 
United States and other countries. 


Great Variety of Inquiries Answered. 


There is hardly any limit to the number and variety 
of inquiries the Commercial Museum is called upon 
to answer and in every case it does its best to supply 
exactly the information required. 

The Commercial Museum issues a weekly export 
bulletin containing copies of inquiries received from 
foreign merchants. Once each month the bulletin con- 
tains an article on some foreign country, describing its 
ports, trade centers, industries, steamship connections, 
tariff system, consular invoices, shipping regulations, 
parcel post service, banking facilities, etc. A review of 
the foreign commerce of the United States with other 
countries and a complete sailing table, including the 
freight and mail connections of the United States with 
all parts of the world are published monthly. 

In order that the American message to the buyer 
abroad may be carried regularly and in attractive form, 
the museum publishes monthly the export journals 
“Commercial America” and its Spanish edition, “Amer- 
ica Comercial.” The object of these publications is to 


serve the interests of buyers abroad and of American 
firms and individuals. 

The Museum has a well equipped printing depart- 
ment with modern machinery, where all the general 
publications of the institution are printed. 

Merchants from abroad who visit the institution 
usually want to know who makes what they want to 
buy. This information is supplied in the form of veri- 
fied lists of manufacturers. Catalogues are then shown 
and then finally, an exhibit of the line itself. 

The exhibits in the Commercial Museum cover about 
two and a half acres of floor space, showing the im- 
portant commercial produ¢ts and chief industries of all 
countries. They also illustrate the manners and cus- 
toms of various races of men. All exhibits contain au- 
thentic samples of commercial products. 

The work above outlined is but a part of the mu- 
seum, which aids the work of the schools in the state 
of Pennsylvania and carries on lectures in commerce, 
geography, and industry to classes daily at the museum. 
Colored lantern slides are also provided for use in the 
schools, and the history of commerce, ancient, mediae- 
val and modern, is graphically told by maps, models of 
ships and samples of commodities. 

The exhibition hall is one of a group of five buildings 
and contains 112,985 feet of floor space on the ground 
floor. This hall is used for commercial shows, etc., 
being admirably adapted for such a purpose. It is also 
much used for conventions and general exhibitions. 

In his article on the subject of the Philadelphia Com- 
mercial Museum, Mr. Bonnaffon tells of two foreign 
commercial congresses, organized by the Commercial 
Museum. ‘The first of these was opened in 1897 by 
President McKinley and was attended by delegates in- 
vited through the State Department from all the Latin 
American countries. A second congress was held two 
years later and was attended by three hundred dele- 
gates from all quarters of the commercial world. These 
congresses proved to be so successful that they became 
the forerunners of later congresses, such, for example, 
as the organization of the International High Commis- 
sion whose periodical sessions and worth-while achieve- 
ments testify to the value of international trade co- 
operation. 

Such is a brief outline of the work of one of the 
most useful institutions devoted to the extension of 
American trade abroad. 








THRIFT. 
“A man may, tf he knows not how to save as 
he gets, keep his nose all his life to the grind- 
stone and die not worth a groat at last.” 


* 


Ra 


“Gain may be temporary and uncertain; but 
ever while you live expense is constant and cer- 
tain; and it is easier to build two chimneys than 


to keep one in fuel.” 
* 


* 


“Let honesty and industry be thy constant 
companions and spend one penny less than thy 
clear gains; then shall thy. hide-bound pocket 
soon begin to thrive and will never again cry with 
emptiness; neither will creditors insult thee, nor 
want oppress, nor hunger bite, nor nakedness 


freeze thee.” 


—Benjamin Franklin. 
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Problem in Store icoauntine 


Some 


Suggestions in Reply to a Query Concerning 


Method for Keeping Sales Information Instantly 


Hritten 
OME WEEKS AGO a far Western concern 
or. 2, sent the following inquiry to Office Appliances : 
RED | “A large retail stationer, operating a printing 

plant in connection with his place ‘of business, 
is confronted with a difficult problem in accounting 
procedure. The variety and volume of work handled 
is rendering it very expensive to carry sufficient data on 
the ledgers to indicate even the general nature of pur- 
chase, let alone specific details such as weight paper, 
quantity ordered, etc. On the other hand an adequate, 
reliable and speedy method of answering the question, 
‘This is Brooks & Company; what will 5,000 letter- 


Available. 






heads like the last ones we got from you cost, and 
what will 25,000 invoices cost us now?’ 
“What is, in your opinion, the fastest and most 


efficient method of handling this? Will you in your 
reply give reasons for your answers covering following 
specific points : 

“Would you recommend that an attempt be made to 
carry information on ledger, or in an independent file ? 

“If you favor ledger, in what form should it be 
carried so as to give sales department adequate in- 
formation ? 

“If you favor an independent record, should this be 
maintained in accounting department, sales department 
or both?” 

On receipt of the foregoing, inquiries were imme- 
diately made and the following suggestions were 
brought out. A prominent business engineer, inventor 
and systematizer offered the following solution to the 
queries above set forth. He said that the problem is 
one which cannot be well analyzed unless one is on 
the ground. In general he believed that carrying de- 
tails on ledger sheets is rarely economical. Nor is it 
good economy to carry such details even on stock 
record sheets. When the frequently used sheets are 
filled, then this accumulated information must be car- 
ried forward to the new sheet accurately and in full 
detailed notes. 

By the use of a suitable typewriter two or three good 
carbons can be made through light weight cards. These 
may be in contrasting colors or may be placed on 
ledger sheets in a special binder or filing place for loca- 
tions. If one uses a card ledger in trays or drawers, 
the contrasting card is often the solution. 

With double or triple card records, lists can be han- 
dled in both sales and bookkeeping departments. 

Another way to accomplish the object the writer 
seeks is to use addressed special envelopes, make the 
order in two or three or more copies with the cost 
figures, and file the copies in the various envelopes in 
their proper locations. This might prove to be a sim- 
ple multiple system covering the requirements. 

The head of the accounting department of a promi- 
nent paper house believes that the information required 
should be kept in an independent file without connec- 
tion with the ledger, because to carry such information 
on the ledger would completely swamp that over- 
worked volume. The information can best be secured, 
he believes, from the customer’s original shipping 


of such items, specifying the article and quantity and 
to which job chargeable. Each item of this kind should 


for Office 


d {ppliances. 


then be priced at cost and recorded on the job ticket. 
ticket, which should be accessible to the sales depart- 
ment. If it is not desirable to place the original sales 
tickets in the sales department, then duplicates of them 
should be carried in that department for immediate 
reference. The original sales charge tickets, of course, 
are part of the records of the accounting department. 

The head of the accounting department of a large 
printing and publishing house offers the following solu- 
tion: 

“On account of the great variety of work handled 
and the varying kinds of material used, such as paper, 
envelopes and inks, together with the numerous kinds 
of supplies, | would not indicate on the ledger the 
nature of the purchases. The simplest and most direct 
manner of charging such purchases is to use an ac- 
count entitled ‘Work in Process.’ Into this account are 
charged all expenditures applicable to any particular 
job, not only materials, but labor as well. 

“Details of these charges should also be recorded 
upon separate records, not for each class of purchase 
but for each particular job. Job tickets, either cards 
or paper, may be used to advantage, properly printed, 
so that any kind of purchase may be specified thereon. 
This tickets may be more than a record if so 
desired, but I will specify here only its use in ascer- 
taining the cost of the work done. For each purchase 
made some ledger account is charged. These pur- 
chases chargeable to jobs are debited to ‘Work in 
Process’ account. The detail is given on this job ticket 
simultaneously, or, better still, it is entered direct from 
the invoice before the latter reaches the ledger or other 
book of account. 

“Labor charges are summarized for each pay roll, 
or perhaps for each day, and all direct items posted to 
the job tickets. There are many items of general labor 
as well as general expense that must be apportioned in 
some manner to all of the work performed. The run 
of all these items should be apportioned in some rea- 
sonable manner, either as a percentage on the cost of 
work, cost of labor, sales price or hours worked, or 
combination of these methods as fits the case. This 
figure applies to all jobs as completed, as when the 
rate is once established it is only necessary to compute 
the amount once for each job. This figure should not 
be overlooked in the cost of work done, as it is equally 
as vital a part of cost as is direct labor or material. | 

“Future inquiries may be answered as to the 
a particular piece of work by merely referring to the 
cost ticket of the same work previously done. The 
costs will vary, but past costs are always handy as a 
guide for future work. The record should be pre- 
pared in the accounting department and placed on file 
for use of the sales department. 

“There are many purchases made of materials for 
pau use on work not yet sold. Such purchases may 
be charged to a ‘stores’ account, and when drawn on 
for use on a particular job, some form of requisition 
should be used, or at least some list should be prepared 
A summary of all these items should be made at inter- 
vals, say monthly, and the amount charged to ‘Work in 
and credited to ‘stores’ by journal entry.” 
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Labor’s Relation to Production 


Note.—This article was written by 
Samuel Gompers, president of the Amer- 
ican Federation of Labor, for The Office 
Appliance Exporter, Fall edition, 1922. 
In every industrial country labor is one 
of the prime factors. A word, therefore, 
from one who has devoted the best years 
of a long life to the welfare of men who 
labor is of interest to people abroad who 
look to the United States to solve some, 
at least, of the difficulties which assail 
the people of other lands. Such an article 
from the hand of a man so widely known 
is likewise of interest to people on this 
side of the ocean. 

Mr. Gompers briefly presents a_ pic- 
ture of labor in the Umted States from 
the labor side. Certain facts are dis- 
closed which show that the producing 
forces in this country are beginning to 
make a concerted effort to eliminate 


OMPETITION of countries abroad with the 

products of American factories is a matter of 
more than ordinary concern to us because of 
differences in exchange. The request of the 
Office Appliance Exporter for a statement from me 
indicates a special interest in that problem. 

Uninformed persons like to argue that the United 
States can not compete with foreign countries without 
lowering wages to at least the European level. The 
invalidity of this argument is apparent when we real- 
ize that the United States has without difficulty met 
foreign competition and yet has paid the highest wages 
prevailing anywhere in the world. The United States 
will continue to lead the world in production and high 
wages. It is not the wage paid which determines the 
price of a commodity. It is production per man. The 
production per man has increased in the United States 
through the development of labor saving machinery 
and the utilization of power, as well as through greater 
skill and efficiency of the individual workman. If we 
are to continue to compete, we shall do so for these 
reasons. 

We in the United States are just beginning to ac- 
quire some comprehension of the possibility of increas- 
ing our creative and productive abilities. One of the 
greatest sources of meeting any foreign competition is 
through the elimination of waste in industry. 

One of the great difficulties that organized labor has 
encountered in dealing with many industrial problems 
is that the facts were not available. Management has 
at its convenience produced certain data that it termed 
facts. But these data have always been produced 
within certain inner sanctuaries by the high priests of 
finance—the accountants. Such data seldom gave any 
clue to existing industrial conditions. Management 
hiding behind this concealing veil evolved by its high 
priests. 

About a year ago the Federated American Engineer- 
ing Societies under the leadership of Herbert Hoover, 
called together sixteen of the most distinguished engi- 
neers of the country to make an assay of American in- 
dustry, to determine what waste existed and to de- 
termine how it might be reduced. The committee drew 
up a schedule that would disclose industrial facts and 
started out with yard sticks. 














SAMUEL GOMPERS. 


waste, thus lowering production costs. 
lf this can be accomplished without ma- 
terially lowering wages, then the workers 
and the people as a whole will be able 
not only to buy at home, but to look 
abroad for products in which other na- 
tions specialize. 

For many years Mr. Gompers has 
wielded an important influence in the 
labor affairs of the United States. He 
has been instrumental in settling many 
important strikes, some of* which are 
quite recent. He subscribes to certain 
opinions to which not all of us find our- 
selves able to agree, but, stripped of am- 
biguities of expression, it is not unlikely 
that essential ideas would be found to 
be about the same. All right minded men 
seek wniversal justice, but not all can 
agree upon the road which will lead to 
that destination. 


The task loomed big enough to occupy a life time 
but Mr. Hoover insisted upon a report within six 
months. ‘The engineers’ committee which was named 
February 7 began preliminary studies in selected in- 
dustries February 21 and in July submitted a sum- 
mary report to the Executive Board of the American 
Engineering Council (June 3). The report was com- 
pleted and approved July 15 and in book form by early 
fall. 

The wastes attributable to labor vary from 9 per 
cent in the metal trades to 28 per cent in the building 
trades ; to management from 50 per cent in textiles ad 
81 per cent in the metal trades. 


The elements which the report specifies as contribut- 
ing to waste of materials, are faulty material control, 
faulty design control, faulty production control, lack 
of cost control, lack of research, faulty labor control, 
ineffective workmanship, faulty sales policies. 

Waste through interrupted production results in idle 
men, idle material, idle plants and equipment. Inter- 
mittent employment is a serious industrial waste. The 
report cites the following specifications : 


To present a few examples: The clothing worker is 
idle about 31 per cent of the year; the average shoe- 
maker spends only 65 per cent of his time at work; 
the building trade workman is employed only about 
190 days in the year or approximately 63 per cent of 
his time; the textile industry seemingly has regular in- 
tervals of slack time; during the past 30 years bitu- 
minous coal miners were idle an average of 93 possible 
working days per year. 

Contrary to the claim of Labor’s antagonists the 
report finds strikes and lockouts to be a minor cause 
of industrial waste: 

Here it should be said that in the past, at least, the 
amount of waste from the general run of strikes and 
lockouts through loss of wages and curtailment of pro- 
duction has been less than popularly supposed. That 
these disturbances to produce unemployment is true, 
but in the industries studied they do not of themselves 
appear to constitute a major source of reduced pro- 
duction. The ramifications of such strikes with their 
attendant and indirect losses the committee has been 
unable to trace. 
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The findings of the report indicate the immense pos- 
sibilities of eliminating waste through lost production 
by a constructive health program from the reduction 
of preventable illness. About 42 per cent of illness is 
preventable. 

All persons gainfuly employed lose about 350,000,- 
ooo days annually. The time lost through industrial 
accidents is estimated at approximately 296,000,000 
days. 

Waste through interrupted production of any kind 
is waste. The report states: 

This unemployment means for the worker a loss in 
wages, for industry increased overhead due to idle 
equipment and idle materials, and for the public < 
lessened purchasing power, with all its attendant evils. 

The facts disclosed by the remarkable study indicate 
the remedies. The remedies suggested can become ef- 
fective through the cooperation of all concerned. 
Labor has already manifested willingness to take up 
the problem of waste elimination. That incident is 
of unusual significance. As a member of the Com- 
mittee on Manufactures of the President’s Unemploy- 
ment Conference, the president of the American Fed- 
eration of Labor proposed: 

That management assume its responsibility assayed 
against it for waste in industry (50 per cent), labor its 
portion (25 per cent) and undertake to work out a 
constructive program. 

That proposal was rejected by a vote of four manu- 
facturers to one labor man (the writer) in committee. 

The executive secretary of the Committee on Waste 
recently stated: 

“An extraordinary series of activities have already 
resulted. Such technical groups as the American So- 
ciety of Mechanical Engineers, the Society of Indus- 


trial Engineers, the Industrial Management Council, 
the Federated American Engineering Societies, the As- 
sociated General Contractors, and the United Typothe- 
tea of America have made its findings the subject for 
their meetings this fall and winter; chambers of com- 
merce in several cities are also studying the report, and 
a great amount of technical interest has been aroused 
in collateral fields such as cost-accounting and indus- 
trial medicine. The Department of Commerce has 
inaugurated methods for determining and putting into 
practical effect industrial standards, publishing these 
as a code of practice. Definite results have already 
come about in the field of printing and an exploration 
of possible areas of standardization in a variety of 
fields has been undertaken by the industries concerned, 
with the hope of presenting the results at conferences 
called by the Department of Commerce. On Novem- 
ber 17, for example, fifty-five out of sixty-six varieties 
of vitrified paving brick were eliminated by mutual 
consent of manufacturers and users at one of these 
conferences.” 

The report is of great value. It is a scientific study 
that breeds confidence. It indicates ways to establish 
industrial order. 

Industry is now so highly organized that all ele- 
ments sconcerned must have available the necessary 
technology. Labor must have industrial facts. As one 
of the agencies to that end labor asks for a revision 
of uniformity of accounting methods, so that cost 
sheets and production sheets shall reflect a picture of 
industry. We want proper publicity for these indus- 
trial facts. 

Waste in industry, which Mr. Hoover in his fore- 
word calls a reconnaisance report, is a pioneer effort 
of tremendous importance to labor. 





Being President. 


HIS being President of the United States is not such a fond 
y porte and proud fathers would believe, who commence grooming their first-born be- 

fore he has hardly opened his eyes, as a presidential possibility. 

Just remember that Uncle Sam—‘“the American people,”’—is a mighty hard taskmaster. 
You remember President Wilson believed in going it alone, and was the cabinet and all. 
For this he was criticized severely, and you often heard the remark—“Why don’t he get 


snap—a bonanza—as 


some stréng men about him?” 

President Harding took the other tack and Hughes, together with the strongest men of 
the nation, made up his cabinet. Dawes was master of the budget system that saved mil- 
lions and put the working machinery of the government on a par with the successful busi- 
A million dollars is spent every day of the year, including Sun- 


ness enterprises of the day. 
The bonus bill was vetoed because there 


day, for the relief of the boys that sacrificed all. 
was no money in sight to meet the obligations—a business policy which the average board of 
directors would have considered wise and good business, condemned in government affairs 
and as unpopular a procedure as could be devised. 

Along comes the election wave and the majority in congress is all but lost, a few cling- 
ing to the riggings and are saved. 

With star performers all around him—real prima donnas, if you please—and giving a 
performance that, if in business circles, would have been applauded to the echo, the manage- 
ment of government affairs never gets a hand, and that’s putting it mildly. 

We condemn the one for turning on the floodgate of expenditures and we are more 
severe, if possible, on the other for attempting to put on the brake, or at least, knowing 
where it’s coming from or getting the money before spending. 

The question is—what do we want? It’s certain we don’t want more tax as nation, state 
or county, and the only answer seems to be—we want to kick! Being president invites the 
kicker and the kick. 

Being President—is it worth the cost, and how would you like it if you were President? 
—From “Parrottalks,” House Organ of Matt Parrott & Sons, Waterloo, Iowa. 
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‘Commerce Chamber Provides Useful Service 


This Outline of the Work of the Foreign Commerce Department of the United States Chamber 
of Commerce is Reprinted from the Fall, 1922, Issue of the Office Appliance 
Exporter and is Here Reproduced because of its Interest to Readers 
in this Country as well as those Abroad 


LTHOUGH it is of comparatively recent 
origin, the Chamber of Commerce of the 


United States of America, which has offices in 
the Mills building, Washington, D. C., has 
grown to be a powerful factor in the domestic and 
foreign affairs of the United States. It has developed 
in the course of its work a foreign commerce depart- 
ment under the management of Chauncey D. Snow. 
The duties of this department are various, embracing 
practically everything relating to the trade between 
this country and other countries. It is the part of the 
Chamber which comes in direct contact with trade 
activities abroad and keeps track of such matters, 
including legislation by Congress, legislation by other 
countries, commercial customs, tariffs and everything 
relating to international commerce. 

In a recent news letter sent out by the Foreign Com- 
merce Department of the Chamber of Commerce of the 
United States are a number of interesting bits of 
information. There is pending in Congress legisla- 
tion to authorize American companies operating locally 
in China to have the benefit of federal incorporation 
and certain exemptions from domestic taxes within the 
United States. This will aid such companies, made up 
of Americans in China, to take the same advantage of 
extraterritorial laws in that country as their British, 
French and Japanese competitors. The Chamber 
favors the organization of American companies abroad, 
believing that all such companies tend to increase inter- 
national trade. 

The tariff of the United States, while it deals pri- 
marily with imports, has a great deal to do with the 
encouragement or discouragement of export trade. 
One of the principles which the Chamber believes 
should constantly be kept in the foreground of any 
tariff legislation which is now, or may hereafter be 
before Congress, is the encouragement of export trade. 
The present tariff bill, which probably will be passed at 
this session of Congress, contains a so-called bargain- 
ing provision by application of which favorable treat- 
ment of American merchandise in foreign countries 
may be obtained, under their tariffs, in exchange for 
favorable treatment by us, under our tariff, of the 
products of the countries bargained with. 

Another proposition, now before Congress, is the 
establishment of “free zones” in the ports of the 
United States. It is unlikely that the “free zone” legis- 
lation will be passed at the present session of Congress 
because the docket is much crowded. However, it is 
expected that it will be taken up at the next session and 
everything will be done to put it through. It is believed 
that the “free zone” proposition if put into effect will 
tend to develop a vigorous transshipment and reexport 
trade and a wide consignment market for foreign mate- 
rials and supplies, which will not only develop the 
American merchant marine, but will offer very certain 
advantages to producers abroad and to American man- 
ufacturers and merchants. 

The National Chamber favors a reduction of pass- 
port fees and the elimination of unnecessary passport 
formalities. The Chamber desires that harsh Ameri- 
can requirements be eliminated and that all unneces- 
sary interference with commercial travel be removed. 
Legislation is now pending to reduce passport and visa 





charges and this legislation is being vigorously pushed. 
The Department of State is being urged to enter into 
agreements with foreign countries to cut out passport 
formalities wherever possible. 

During the past few years a good many American 
exporting houses have had disputes with their foreign 
clients, the foreign buyers refusing to accept deliveries, 
or demanding damages because of alleged failure of 
the merchandise to come up to the quality purchased, 
inadequate packing, failure to ship on time, or some 
other shortcoming in connection with filling the order. 
In the case of a commercial dispute it is difficult to 
convince the exporter in this country of the truth of a 
good many of the claims made by the foreign buyer, 
and it is equally difficult to convince the foreign buyer 
of the truth of the claims made by the American 
exporter that he is not to blame, that goods went for- 
ward as per order, in good condition, and in substantial 
compliance with all the terms of the contract. Matters 
of uniformity of product, soundness, grades of quality, 
the character of packing, etc., are extremely vital and 
to take care of this problem certain machinery of 
inspection has been worked out and certificates of 
inspection have become a recognized part of the docu- 
mentation of the order, along with the insurance cer- 
tificates, consular invoices, etc. 

In some cases this work of inspection and certifying 
is done by the exchanges. The Produce Exchange in 
New York is a conspicuous example. In’ some 
instances the exchanges have outside experts conduct 
the examinations. One organization of surveyors, 
samplers and chemists on the Pacific Coast has done 
this sort of work since 1908. The foreign trade pub- 
lications of the country have recently given a good 
deal of space to the organization in New York of a 
commercial survey company, which will provide disin- 
terested inspection and certifying for any sort of 
export merchandise. In his recent book on “Commer- 
cial Credits” Wilbert Ward, of the National City 
Bank, attaches great importance to the building up of 
just such services and the spread of this inspection and 
certifying idea. 

In the matter of commercial credits the American 
Acceptance Council has been doing a great deal of 
work on commercial credit forms, endeavoring to mark 
out a few sample forms, covering only the principal 
distinct varieties of credits. These forms represent the 
conscientious work of a hard-working group of 
experts, who have sifted them down to what they 
regard as the irreducible minimum. 

The International Chamber of Commerce is now 
engaged in a codification of the accepted meanings of 
foreign trade definitions in all the great commercial 
nations. In the United States, thanks to the initiative 
of the National Foreign Trade Council, we were in 
advance of any other country in codifying the accepted 
meanings of the principal abbreviations and terms. 
The Foreign Department Committee of the National 
Chamber in co-operation with the National Foreign 
Trade Council is working up this question of the 
accepted meanings of the definitions in the United 
States. All this, of course, is of importance both to 
the foreign and domestic trade. 
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In the October issue 
of Office Appliances we 
initiated t 4 Old Tim- 
ers’ Party. Here we 
gather the Old Boys 
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hooks the "mae to the 
work. Few Old Timers 
are rich, but all of 
them are _ successful 
from the standpoint of 
making good. Office 
Appliances believes 








At which Hobart Martin, Associate 





Editor, Presides, 





x C¢—___—_—_—_—_——__— 


+ 
that euccess means 
satisfaction which 
arises from just and 

proper pride in work 

well done. The Old 

Timers, because they 

can take the longest 

look backward, are | 
boys who may count ; 
themselves as the most 





\} successful under this 

I definition, because they | 

| find the most satisfac- | 
=y tion in the reflection | 


that they have “batted 
a pretty good average.” | 





Introduces the Old Boys and Crowns Them with the Laurel. 


8 28 





George W. McClellan. 
T IS interesting to talk to a type- 
writer man whose recollections go 
back to the period when the “blind” 
machine was the only kind of a type- 


writer obtainable. If he lived and 
sold machines in any one of half a 
dozen or more of the better known 
cities, he always can recall meeting 


this or that prominent man who helped 
to make history before Grover Cleve- 
land was president and when General 
Grant was still with us in the flesh. 
Such a man is George W. McClellan, 


who, since January 1, 1914, has been 
manager of the Chicago office of the 
Underwood Typewriter Company. 


Mr. McClellan started out in life as 
a stenographer. He graduated from 
the Albany Business College, Albany, 
N. Y., in 1888, and immediately took 
a position with Woodward & Hill, 
wholesale hardware and saddlery mer- 
chants, who bought him a new Cali- 
graph typewriter No. 4 and a new four 
drawer oak typewriter cabinet. The 
company had never employed a sten- 
ographer before and in honor of the 
event decided to do the thing up right 
in the way of equipment. Mr. McClel- 
lan held this position six years, or until 
1904, when he started in as a dealer 
selling Yost typewriters at Albany 
Just before embarking on this venture 
he had undertaken something far more 
serious—he had gotten married—and 
he is inclined to amend the saying that 
“the first hundred years are the hard- 
est” by adding that the biggest diffi- 
culties come in the earlier parts of the 


century. When he started in as a 
typewriter man he had to sell ma- 
chines or go without money. That is 


the fate of all salesmen, but then there 
was no money ahead and no organiza- 
tion to tide over a lean period. 

Mr. McClellan fought it through and 
made some sales over which he laughs 
silently today. After about a year as 


Yost dealer in Albany, he was ap- 
proached by the United Typewriter 
Supplies Company with a _ purchase 


proposition which he accepted, selling 
out to them, but remaining as manager 


of the store until May 1, 1904. Dur- 
ing this period he sold Densmore, Yost 
and Caligraph typewriters and became 
familiar with the construction of the 
machines then most commonly in use. 
In the meantime, however, a new ma- 
chine had come upon the market pos- 
sessing the feature of visibility of the 
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with other char- 
great fu- 


writing line together 
acteristics which promised a 


ture. This was the Underwood Mr. 
McClellan was interested and on giv- 
ing up the position with the United 


Typewriter Supplies Company in 1904 
he immediately went into the employ 
of the Underwood Typewriter Com- 
pany as manager of their Albany of- 
fice. Here he remained until March 
1, 1909, when he was sent to Philadel- 
phia as manager of the Underwood 
office there, remaining and carrying 
on the work of the office with success 
until January 1, 1914, when he was sent 
to Chicago to manage the branch in 
the second largest city of the United 
States, where he remains today. 

Mr. McClellan is a native of Hebron, 
N. Y., about thirty miles north of Al- 
bany and not far from Saratoga, the 
famous summer resort and rendezvous 
for the racing fraternity. He distinctly 


recalls “Maud S,” the famous trotting 
mare and her then marvelous record of 
a mile in 2:08. He saw his first circus at 
Saratoga, and later he and his father 
were in town at the time of the funeral 
of General Grant—an event that will 
always remain in his memory. It used 
to be the practice of the father, mother 


and son to drive in to Saratoga during 
the summer and spend vacation times 


at this famous and lively place, which 
was known the country over as a 
health resort. 

During the days of his typewriter 
experience in Albany Mr. McClellan 
remembers having seen and _ heard 
many famous men, including Gov- 
ernor Black, Grover Cleveland, Levi 
P. Morton, once governor New 


York and later vice-president of the 
United States; Governor Odell, Sen- 
ator “Tom” Platt, the big Republican 
New York State; Theodore 


boss of 


Roosevelt, and others. He sold many 
typewriters to the state government 
othces, and recalls the fact that he 


used occasionally to meet William 
S. Loeb, who became private secre- 
tary to Theodore Roosevelt when 
the latter was President of the United 


States. Loeb was the owner of a Cali- 
graph typewriter and just before Mr. 
McClellan left Albany for Philadel 
phia he made a deal with Loel 
in the old Caligraph as part payment 
for a new Underwood. 

Mr. and Mrs. McClellan have two 


sons and two daughters and a grand 


y ] 
trading 


son and a granddaughter. The sons 
served overseas during the war Che 
daughters, both of whom ar« irried, 
reside in the East. 


Mr. McClellan is a life member of 
Temple Commandery No. 2, a Masonic 
organization of Albany, N. Y. He is 
also a member of the board of tru 


stees 


of the Rogers Park Presbyterian 
church. 

George McClellan inspires the loy 
alty of those under his direction to 
the company and to himself by his 
own loyalty to the company and to 


his superior officers. He gives no di 


vided allegiance. 
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- Resuscitated by Mail 


Note To Epiror sy Mr. CLevENGER.—Oceans of ink and tons of paper have been consumed 
to date by sundry writers on why retailers should and should not be allowed to retail * * why 
jubbers are a bane instead of a boon * * why middle men should be summarily dispensed 
“with in favor of end men * * why everything costs so much more than it ought to cost, 
whether anybody buys it or not * * how production must and can be increased * * how the 
cost of distribution is at the bottom of lots of evils and should therefore be by all means 
diminished * * and this, and that, and the other thing, until our poor heads are in such a 
whirl trying to use all the receipts at once, that we get jumbled up regardless and are worse 
off than ever. 

But with it all, nobody seems to say much about that woeful and uncalled for Satisfac- 
tion-With-Small-Results displayed by a multitude of business houses that know better * * 
nobody seems to write much about that Nothing-Short-of-Criminal Negligence paraded by 
many of the same business houses in the shape of their lack of supreme interest in the impor- 
tance of putting every possible aid at the disposal of their salesmen to help them get superla- 
tive results instead of compelling them to “go on their own” and keeping them under the 
bondage of that enthusiasm-killer and man- de stroyer known as Comparative Results * * 
nobody seems to come out in the open very often and lambaste said business houses for say- 
ing their salesmen are dead * * business is rotten * * things are comfortably going to the bow- 
wows and everybody's happy, when if they'd strain iheir nerves a bit to help the salesmen 
they would reduce their overheads, cut selling prices, raise salaries and generally set things 
to rights. 

Maybe nobody does this latter thing because they have no solution to offer * * And it 
never pays to tear down unless the material is at hand to reconstruct * * But this weighty 
proble m can be solved * * and economically and readily at that. 

The subject is primarily a dry one and the arguments in favor of it would, by some per- 
haps, be supported by figures * * In this article all figure s have been eliminated, save figures 








of speech * * and these are as incapable of lying as are the ones used in commerce and trade 
today. 
The theme running through it is strictly fact, based on excerpts from the actual experi- 


ences of the writer * * The manner of handling it is thought to be somewhat out of the 


beaten track. 

Particular stress is laid upon the fact that the publishers of “Office Appliances” will no 
doubt lay themselves open to many suits for damages brought by the families of those who 
laughed ‘themselves to death over the alleged humor of it. 

* * * 


accepte d this article and are publishing it for the 
other than the one mentioned in the manuscript 
who have become “steeped in slumber and complacency,” until there is a likelihood of “the 
old Samson of self-centeredism” tearing down the structure. Just think of it, Mr. Clevenger 
only two in this great industry! We are expecting that subscribers will read this story to 
find out what did happen to the firm mentioned, and are taking our chances of damage suits 
from their heirs of a large block of subscribers who may “laugh themselves to death.” 


Note To Mr. CLevencEr.—We have 
benefit of the only business house we knox 


AGNA CIVITAS, Magna Solitudo! These But I boldly defy you to round up a solitary ani- 
are not cuss words. ‘Translated, they mean mated thing in some cities at certain times. To all 


intents and purposes they are positively and teetotally 


“A Great City is a Great Desert.” While the 
dead, defunct, torpid, inert or anything else you may 





old Roman Highbrow responsible for the re- 
mark was indubitably correct in his premise, | claim 
he was not exactly square in being so devilish hard on 
the Desert. It would have been the safer and saner 
plan, had he come right out in the open, real frank and 
earnest-like, and designated some particular City before 
making such an opprobrious metaphor or venturing 
upon such a bald statement. 

\s a matter of actual fact, Life at least, can always 
be found somewhere in a Desert. About every five 
hundred miles or so, there usually crops up an Oasis 
fully equipped with Palm Trees, Plumed Grasses, a 
Water hole and the inevitable Coffee House with Has- 
san, Helmar, Rameses or some other such person, 
bravely arrayed in a Burnoos (isn’t that what it’s 
called) greeting one with a countenance wreathed in 
smiles, displaying a set of teeth that would guarantee 
him a competence for life as an advertisement for al- 
most any sort of dentifrice, and bidding one come in, 
wash down the dust and smoke a Nargileh with the rest 

the proletariat that may be going the same way 
if there should happen to be any of them. 


This may spell realism to some. However, do not 
mistake me! I have never toured the Orient. I have 
never been further East than Atlantic City. There is 


a chap named Hichens, you know. And then there is 
Rudolph Valentino. All that sort of thing aids the 
imagination—and perhaps the digestion too. 


see fit to designate. By comparison, any Desert, even 
to the little old Sandy Sahara itself would be a pre- 
Volstead Cabaret. 

You know, lots of things are dead nowadays. Still, 
barring yesterday’s newspaper or my own home town 
perhaps, on a rainy Sunday afternoon in August, the 
deadest thing I have ever heard tell of in the entire 
category of departed and near-departed things, is a 
Salesman gone dead. Not that any particular dispar- 
agement is either implied, or intended to be directed 
toward the Grip Toting Profession at large. No! Not 
a bit of it! And not that there exists in the heart of 
the writer anything save the warmest regard for the 
spot ‘pon which reposes his personal hearth stone, 
either. 

That locale noted for the fraternal and other varie- 
ties of its affections, happens to have been my habitat 
for numerous years. I am to be excused, however, for 
having been born there in the first place. This was not 
my fault. I had nothing to do with it. My parents 
did not discuss the matter with me at all. Had they, 
| should no doubt have chosen Chicago or Omaha or 
New York City as my place of origin. Which I believe 
is always considered the proper remark to make when 
the subject is brought up. 


But wait a minute! Wait a minute! Do not jump 
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at conclusions for Heaven’s sake! Do not condemn 
without proper evidence. 

My native Sunday is as it is by choice and tradition. 
It cannot help it. It is frequently commented on. In 
fact, some wags tell in all seriousness how the Arbiters 
of Supreme Propriety went once to the extreme of 
posting special policemen at the doors of a certain 
restaurant well known in my town, because it attempted 
to serve noodle soup on the Sabbath. But I think that 
is perhaps carrying the matter a little too far. Al- 
though I can vouch for it being impossible to procure 
a bear steak on First Day. And there you are. Yes, 
on the species of Sunday afternoon designated, the 
quiet of the tomb has nothing on my native heath. 

On the other hand, Salesmen do not go dead of their 
own accord. No Sir-e-e-e Bob! They pass off, so to 
speak, through the workings (or non-workings) of that 
super-essence of dire neglect and don’t-care-ability 
manifested by some of those aggregated bodies of men 
and other things that love to be termed Business 
Houses. For my part I never heard of and never 
knew of a Salesman dying of his own free will—and 
I have dealt with the goings in and the comings out of 
quite a few of them. The cause of their demise may 
be usually traced to the Business House with which 
they are connected. The old adage to the effect that 
dead men tell no tales is a myth. It isn’t worth a tink- 
ers dam in this enlightened day and time. It may 
hold with respect to just ordinary everyday dead men 
but not to dead SALES-men. The latter tell lots of 
tales. They have told lots of them to me—mostly 
about Business Houses. 

What on earth is a Business House anyway? 

Well, primarily, a Business House consists of four 
walls with a roof over them—one or more floors— 
some doors and windows—office furnishings and ap- 
pliances—a little cash—a Boss or two—divers clerks— 
a few Salesmen—a percentage of good will—a mailing 
list—and concentrated effort. I guess that about covers 
it. Though, if you’ve a mind to you can sprinkle an 
assortment of odds and ends of stock about in some 
bins and maybe tack on a Ford truck for good measure. 

Concentrated effort is usually the dog in the manger. 
You know it takes broad minded people to handle con- 
centrated effort and not let it get away from them. In 
the case of Business Houses the concentrated effort 
unfortunately many times becomes so dog-goned con- 
centrated (or self centered, if you like) that the B. H. 
stays right smack where it is, hemmed in by those four 
walls—blissfully complacent—the Management with 
hands folded across vests, sitting in swivel chairs and 
rocking gently too and fro, glorifying in the languor 
of three o’clock in the afternoon instead of hustling 
about and digging up trade. By virtue of which sad 
facts, the Business House and everything pertaining 
to it is destined eventually if not sooner, to perish of 
possibly unintended though devilishly potent dry rot. 

Beware of this Samson of Self-centerism! Whenever 
he gets his arms wound about the pillars of a Business 
House, down goes the whole shooting match in less 
time than it takes to tell about it. Along with it (worse 
luck) down go the Salesmen also—crushed—flattened 
out—to all appearances as dead as a door nail. 

After such a catastrophe the only thing to do of 
course, is to put on overalls, sort over the ruins, pull 
forth salesmen, find the Mailing List, shear off old 
Samson’s locks as a mere matter of safety, then bury 
him deep and start all over again. This sounds easy. 
On the contrary it is hard—mighty hard. But it can 
be done. It has been done. And it is being done every 


day. The type of chaps who can do it though, are 
rare. However, they are gradually increasing in num- 
bers and proficiency (statistics seem to indicate) and 
praised be Uncle Samuel for it. 

Let us turn the film back to the scene of the wreck 
and look at it again for a few minutes. 

Observe the poor salesmen lying on the sidewalx, 
dead by all rules of the game. In the distance a motor 
vehicle is seen traveling toward us at terrific speed. 
Hark! The chap with the patent leather hair, who 
plays the organ down front, tickles a key and lo, the 
sound of a gong! ‘Tis the ambulance bell! At the 
same time the same chap pulls out a tremulo stop or 
two and jazzes his foot about on a diapason (I think 
that’s the name of it)—anyhow, it sounds like an auto- 
mobile roaring down the street with its cut-out open. 
Ha! Rest easy! The motor vehicle is upon us! It is 
nothing less than the Investigation Hospital Ambulance 
arriving on the job with Doctor Constructive Mail 
Sales Manager aboard, registering great concern. 
I.ook! Did you ever see such action? He has cast 
away his cigarette and is on the running board with 
his instrument case swinging in the breeze even before 
the machine has stopped. To the dulcet strains of 
Tosti’s “Good-hye” rendered on the Vox Humana 
pipes by the fellow down front, the Doctor rushes 
through a cerdon of policemen and firemen, over to 
the roped off sidewalk where the Salesmen are stacked. 
He feels feeble pulses. He wags his head wisely and 
then, with technique superb, extracts his Hypodermic 
from its little leather case and fills the barrel from a 
bottle labeled “Mailing List Dope.” He cuts away 
some coat and shirt sleeves—swabs several little places 
on some arms with wads of absorbent cotton saturated 
in alcohol and then grasping the Hypo firmly between 
his first and second fingers, brings a practiced thumb 
down upon the plunger of the shining little magic cylin- 
der—and Psst! The Dope is shot home. 

My how reel it all is! 
Salesmen dates from just then. 
comes in 


The awakening of the prone 
Heart action increases 
short 


eyes flicker—breath pants (not 
knickers )—appetite for orders returns—and every- 
thing. 

The fillum runs on! The goose hangs high—but 


not out of reach. See the Merry Grave Diggers clad 
in clay be-spattered corduroys and hob nailed brogans, 
shouldering their long handled spades and making off 
with much intermittent expectoration and many ges- 
ticulations of digust; and why? ‘The answer is easy. 
Have they not been cheated out of their anticipated 
pleasure ? 

See the Business House back to normalcy (or 
nomality—take your choice) once more; the ruins all 
cleared up and the Bosses at their places again, not 
rocking however, sadder but a hang sight wiser by 
virtue of their gruelling experience. 

See the Salesmen! Ah, yes—see the Salesmen! 
Bless ’em! As lively as crickets they are burning up 
the roads in their Flivvers and in their ambitions as 
well—bent and determined to reach the next town 
ahead of the other fellow. While old Samson may 
have pulled a mean pillar, they have forgotten it. 

Wasn't it a great fillum though? Hot dog! 

Now let us look at the thing from the view-point 
of real life—of actual experience. 

Someone over on the right just remarked that this 
Mailing List Dope must be “some stuff.” It is “some 
stuff,’ says 

(Continued on Page 74.) 
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Government Purchasing Bureau Urged 





Ouiline of Proposals Now Before Congress Looking 
to Centralization of Government Purchases and 
Control of Surplus Property by Same Bureau. 
—By a Representative of Office Appliances 
Who Recently Called on Wash- 
ington Officials. 


UCH INTEREST is evinced in official circles 

f in Washington, D. C., in proposals to place 
the control of surplus Government property in 
the hands of a body to be designated, “The 
Bureau of Supply,” the province of which will also 
include the centralization of purchases of supplies for 
the Government departments at Washington and for 
the municipal departments of the city. 





Recently a representative of Office Appliances vis- 
ited Washington, where he interviewed K. D. McRae 
of the General Supply Committee and M. F. Jacques, 
former head of the Surplus Property Division of the 
Committee. He also made a trip over the departments 
and visited the warehouses and repair shops. He thus 
summarizes his impressions and the information he 
obtained : 

The specific reason for seeking information was the 
question whether or not the Government should estab- 
lish a centralized purchasing bureau and what dispo- 
sition should be made of the war surplus now in the 
hands of the Government. Because of its bearing on 
both subjects a brief review of the creation and oper- 
ation of the General Supply Committee is essential. 

The General Supply Committee was formed in 1910. 
It consists of one representative from each Government 
department appointed by the head of the department. 
3efore the creation of this committee all departments 
made their own contracts for supplies as they deemed 
best, and no effort was made to standardize equipment 
for identical purposes nor to cooperate in the purchase 
of articles and materials in common use. 

The General Supply Committee has not only the 
power to approve and select articles and materials for 
use by Government departments, but decides how best 
to expend the money for such purchases. It has cen- 
tralized contracting. Term contracts for one year are 
entered into, but no quantities are guaranteed. As far 
as possible the committee has standardized on the pur- 
chase of supplies, eliminating nearly all unnecessary 
items. Government furniture is also standardized and 
is constructed according to Government blue prints. 

Specifications for paper have been drawn on a basis 
of weight, size and composition, and the different 
grades used by the several departments have been 
reduced in number and variety to a minimum. Today 
the Government uses paper made under standard speci- 
fications, and the only selection necessary is of the 
weight to suit the need. 

The application of this idea of standardization has 
resulted in a marked reduction in price of supplies 
furnished in common to all departments. It was of 
infinite benefit in simplifying the production of the 
immense volume of supplies and materials for clerical 
and office use required during the war, but with the 
signing of the armistice the problem of war surplus 
and its disposition took foremost place in the minds 
of those charged with the administration of the phys- 
ical effects of the several departments. 

On December 10, 1918, the Treasury Department, 


over the signature of President Wilson, issued the 


following executive order: 

“Whereas, The present emergency has created a condition 
whereby large quantities of office material, supplies and equip- 
ment now in the hands of the executive departments and other 
establishments of the Government in the District of Columbia 
will fall into disuse because of the cessation of war activities, 
or for other reasons, it hereby is ordered that all such office 
materials, supplies and equipment not required for use by 
the executive departments and independent establishments be 
transferred hereafter to the Secretary of the Treasury, to 
be handled through the General Supply Committee for the 
benefit of the municipal government and the governmental 
service in the District of Columbia in the following manner: 

“]. The several executive departments and independent 
establishments and the municipal government in the District 
of Columbia shall not purchase any of the classes of material 
described herein unless the Secretary of the Treasury has 
certified that there is not in the possession of the Government 
material, equipment or supplies that are serviceable. 

“2. No executive department, independent establishment, or 
the municipal government of the District of Columbia shall 
be permitted to obtain any of the classes of material, supplies 
and equipment described herein from the Secretary of the 
Treasury unless such services have an appropriation available 
for the procurement thereof. 

“3. All material obtained from the Secretary of the Treasury 
shall be paid for by transfer of appropriation from the pur- 
chasing service to the selling service and the proceeds covered 
into the Treasury in accordance with existing law. 

“4, All material, supplies and equipment purchased here- 
under by one service from another, if the same has not been 
used, shall be sold at actual cost, and if the same has been 
used, at a cost based upon length of usage, but in no instance 
to be less than seventy-five per centum of cost. 

“5. Material of the classes herein described which is con- 
demned as unfit for use may be disposed of otherwise than to 
governmental services by the Secretary of the Treasury. And 
usable material remaining unsold to other services of the Gov- 
ernment shall be held by him for disposition by law. 

“6. The Secretary of the Treasury shall keep a record of all 
material received and disposed of by him hereunder and the 
price at which disposed of and shall prescribe the regulations 
necessary to carry this order into effect. 

“7. This order shall supersede the Executive Order of 
November 29, 1918, dealing with the same subject-matter.” 

To carry out the terms oi the above order regulations 
were prescribed providing that all materials, etc., in- 
cluded in the order shall be transferred to the General 
Supplies Committee, which was charged with the duty 
of keeping proper records of equipment, cost and 
appropriations from which purchased. Regulation No. 
2 provided that: 

‘Before issuing an order for material, supplies or equip- 
ment to commercial dealers, every ordering officer of the 
executive departments and independent establishments of the 
Government in the District of Columbia, and the municipal 
governmer:t of the District of Columbia, shall, preliminary 
to the signing of such orders, submit to the General Supply 
Committee a list, or lists, showing all articles contemplated 
to be ordered, together with the quantities thereof. * - 
Upon receipt of such lists they will be vised by the General 
Supply Committee and returned to the ordering officer with 
an indorsement indicating which of the articles should be 
procured from the committee, and which may be ordered from 
commercial dealers, together with specific authorization for 
the latter method of procurement, which specific authorization 
shall be certified by the Superintendent of Supplies, General 
Supply Committee, in the following form”: (Here follows 
the form.) : 

Paragraph 6 of the regulations prescribed that 
equipment transferred to the General Supply Com- 


mittee and found unsuitable for reissue, should, on 
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approval of the Secretary of the Treasury, be con- 
demned as unfit and sold by the General Supply Com- 
mittee, the proceeds to be covered into the Treasury, 
and that all usable material remaining for any reason 
unsold to other services of the Government should be 
held by the General Supply Committee, which was 
directed to make a full report to the Secretary of the 
Treasury at the close of each fiscal year. This report, 
in addition to full information concerning property 
sold and on hand, was to contain the recommendations 
of the committee with regard to the enactment of a law 
relative to surplus property disposal. 
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To carry out the provisions of an act of July 11, 
1919, an Executive Order was issued on September 3 
of that year instructing the heads of the several de- 
partments as far as possible to purchase equipment 
from other services of the Government. The General 
Supply Committee was designated as the organization 
to maintain records of surplus material and to furnish 
information to departments intending to purchase as to 
what supplies were available. 


Effective Coordination of Buying Demanded. 


The General Supply Committee has done fine work 
in coordinating Government purchases and in utilizing 
surplus war-time material in the various departments 
at Washington. It has stored such materials as came 
under its jurisdiction, keeping them in usable con- 
dition and maintaining elaborate records of supplies 
disposed of and supplies on hand. Major M. F. Jacques, 
attached to the General Supply Committee, was made 
chiet of the Surplus Property Division. 

The wooden buildings in East Potomac Park, Wash- 
ington, D. C., intended for use as temporary barracks, 
have been utilized for the storage of surplus property 
and, despite the fact that they are not adapted to that 
purpose, a great salvage work has been accomplished. 
Need exists, however, for proper storage facilities, for 
the invoice value of surplus property on hand July 1, 
1922, was approximately $2,000,000. 

A complete card index is maintained by the Surplus 
Property Division of the General Supply Committee 
showing every item composing this great surplus, and 
it is kept in such condition as to make available instant 
information in reply to any inquiry from any depart- 
ment as to whether or not the goods desired can be 
furnished. 

As a natural outgrowth of the desire for economical 
administration of the Government it has been urged 
fer a number of years that the General Supply Com- 
mittee be enlarged into a central purchasing bureau. 
This idea has been fostered by those connected with the 
committee as well as by many government officials 
outside the committee. The organization as it stands 
embodies a contracting department and a surplus prop- 
erty division, and all that is needed is the authority to 
buy and provision for payment. A working nucleus 
exists. A surplus is in hand and it is urged that if the 
present organization of men trained in this work is 
allowed to disintegrate, the difficulty of building such 
an organization later would be greatly increased. It 
is believed that the market for such supplies as are 
used for carrying on the work of the Government de- 
partments is one which lends itself to advantageous 
quantity buying. From the governmental standpoint, 
under the present method, with no quantities specified 
in contracts, the situation is quite different from what 
it would be under a method where quantities could be 
estimated, delivery dates specified, goods shipped 


F.O.B. Washington and delivered and billed to one 





ataenia exclusively, with no need by the manu- 
facturer for drayage or warehousing at Washington. 

Prompter payment and even payment on partial 
deliveries during a year would, it is claimed, also result. 

The manufacturer would have positive knowledge 
of the conditions to be met with in bidding for Gov- 
ernment business and in filling the orders. 

The movement toward the establishment of a 
tralized purché ising bureau was started about 1913, 
although in 1910, when the General Supply Comm ittee 
was instituted, it was intended that its duties would 
include purchasing as well as contracting. 
to establish a centralized purchasing 
Of these, 
June, 


cen- 


Various bills 
bureau have been introduced into Congress. 
three have been especially comprehensive. In 
1920, Senator Frelinghuysen of New Jersey introduced 
a bill covering the subject. This bill is not now a 
factor in the matter. In June, 1921, a bill was intro- 
duced by Senator McCormick “To bring about the 
centralization of Government purchases, to create the 
Bureau of Supply, and for other purposes,” and on 
July 26 of the same year Representative Wood of 
Indiana introduced into the House of Representatives 
a bill “To bring about the more effective coordination 
of Government purchases, to establish the Bureau of 
Supply, and for other purposes.” 

Both of the bills last above named are in committee 
and it is said to be the Wood bill which has met with 
the most favorable reception among Government off- 
cials. The Wood bill has been endorsed by the Genera! 
Supply Committee, which consists of one representa- 
tive from each Government department, ten men in 
all; by the Bureau of Efficiency, the Bureau of Budget 
and the Government Purchasing Agents’ Association 
of seventy members. At a joint meeting this bill was 
unanimously agreed upon and re-introduced with 
changes recommended at the meeting. It has been 
gone over several times and it is believed that further 
suggestions or recommendations will be apm by 


W. R. Wood, author of the bill, or H. D. Brown, head 
of the Government Efficiency Bureau. 
Those in a position to know believe that a centralized 


purchasing bureau will eventually be established at 
Washington at no distant date. It is understood that 
the Secretary of the Treasury favors the idea, also 
General H. M. Lord, Director of the Budget; H. D. 
Brown, Director of the Bureau of Efficiency, and other 
officials. 


Whether or not it will prove wise to create a Bureau 
of Supply and to give it, in addition to the work of the 
present General Supply Committee, the responsibility 


of purchasing all supplies for the use of any executive 
department and for the District of Columbia, is the 
question to be settled. Should such a bureau be cre- 
ated, it will doubtless be manned by the trained per- 


sonnel of the General Supply Committee, who have 
first-hand knowledge of the work which the bureau 
will have to do. It is argued that the establishment 
of the proposed bureau will open a larger field for 


competition among bidders for Government business; 
that it will establish a system of uniform inspection and 
standardize the grading of supplies; that gradually the 
need for each department to make estimates of its usual 
requirements will be done away with, since the Bureau 
will acquire by experience the knowledge necessary to 
forecast the wants of the several departments ; that the 
3ureau will secure for all departments the best expert 
knowledge of the goods required and will satisfy those 
requirements at the lowest possible cost; that immedi- 
ate delivery of supplies can be made to any depart- 
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ment; that large orders can be purchased and shipped 
to a central warehouse, eliminating the expense and 
annoyance of numerous small orders; that larger 
orders, with the definite designation of quantities and 
shipping dates, will reduce the cost of supplies on the 
one hand and on the other will make for prompter 
payment for goods; and finally, that to establish the 
buying by the Government on a business-like basis will 
induce many manufacturers who now refuse to bid on 
Government proposals to enter the lists and increase 
competition. 

It is urged that accounting would be simplified, and 
that, since the cost of supplies runs each year into the 
millions, a business-like handling of the matter will 
result in saving hundreds of thousands of dollars. 

The standardization of supplies, the consolidation 
of contracts, centralization of purchases and storage 
and distribution of this vast amount of material is a 
gigantic task. A bureau established to do such a work 
should be independent of other governmental depart- 
ments, for it is argued that it could not function if 
subject to constant interference. 

Inasmuch as the initial sum expended to create and 
equip such a bureau would be large, it is said to be 
doubtful if the present administration, pledged to econ- 
omy, could be induced to act favorably on the matter. 
That action will come later seems probable, and the 
industry should take a look ahead and be alive to the 
possibilities involved. 

The Secretary of the Treasury has established cen- 
tralized purchasing for the Treasury Department 
under a “Bureau of Supply” working under instruc- 
tions broad enough to cover the purchase of materials 
and supplies for all divisions of the Treasury in Wash- 
ington and in the field, except the Bureau of Engraving 
and Printing. This bureau is now in successful oper- 
ation. It indicates the trend in Government circles, it 
is said. On December 6 last the Secretary of the 
Treasury in his annual report said that “the work of 
the General Supply Committee has demonstrated that 
it is now opportune to establish a central purchasing 

agency for the Government as a whole so that econo- 
mies may be effected by taking advantage of seasonal 
reductions, favorable trade conditions, purchasing in 
large quantities and prompt discounting of bills. It is 
recommended that this matter be given early consid- 
eration.” 

This brings us back to the work of the General 


— 


Benjamin Franklin, sage, student, philoso- 
pher, statesman, inventor, discoverer, author, 
printer and apostle of thrift, who was poor 
and unknown at twenty, but at sixty was 
wealthy and full of honors and renown. He 
climbed through all the strata of life, from 
the humble cabin to the ambassadorship of his 
country in the world’s most brilliant capital. 
He was the simple gentleman, the brilliant con- 
versationalist and the astute diplomat who saw, 
remembered and profited by all that came with- 





Supply Committee and recalls some interesting shops 
the representative of Office Appliances had the pleasure 
of visiting. The Surplus Property Division of the 
Committee has a reconditioning shop that might be 
called a rebuilding plant for typewriters and other office 
machines. There is also a cabinet shop for repairing 
and refinishing office furniture. Both shops are in close 
proximity to the storage warehouses. 

Much work is done in these shops. Thousands of 
typewriters have been overhauled and re-issued. Desks, 
chairs, filing equipment and other office furniture have 
received first class attention on repairing and refinishing 
and great quantities have been made serviceable and 
sent out again for use in various departments which 
have requisitioned the Committee. A great salvage 
work has been carried on under difficult conditions of 
storage, operation, equipment and personnel. The an- 
nual report for the fiscal year beginning June 30, 1921, 
and ending June 30, 1922, shows, among others, the 
following interesting figures regarding the re-issue of 
war surplus: chairs, 10,780; desks, 3,730; filing sec- 
tions, 5,302; waste baskets, 3,646; binders, 2,249; 
manifolding paper, 1,358 reams; paper fastening ma- 
chines, 1,117; penholders, 1,013 dozen; typewriter 
ribbons, 734 dozen; rubber bands, 2,443 pounds; 
stamp pads, 5,202; typewriters, 4,333; adding, calcu- 
lating and bookkeeping machines, 197, and hundreds 
of other items similar to these, all representing equip- 
ment gathered by the Surplus Property Division, clas- 
sifed, examined, repaired when necessary and re- 
issued to Government departments needing such equip- 
ment. Scattered about, this great volume of material 
might readily become a total loss. Gathering it under 
one department and handling it so as to make its 
re-issue possible has effected an enormous saving in 
Government purchases. It is a salvage work worthy 
of greater credit than has ever been given. 

So far as the war surplus in our field is concerned, 
the writer believes that its influence will be negligible 
so far as Washington is concerned. The only possible 
disturbance, if any, will come from other parts of the 
country. And there are only two items left that could 
disturb—furniture and typewriters. The General Sup- 
ply Committee, however, has these well in hand. The 
typewriter situation as it is working out now should 
be cleared entirely in about a year at the present rate 
of small “dumpings” monthly and re-issuing to various 
departments of re-conditioned machines. 


a, 


in his ken. He was born at Boston, Massa- 
chusetts, January 17, 1706, and died at Phila- 
delphia April 17, 1790. He was a member of 
the Continental Congress and was one of a 
committee of five chosen to draw up the 
Declaration of Independence. As ambassador 
to the Court of France he was instrumental in 
obtaining the recognition of the United States 
by that country and her aid in the Revolution- 
ary War. He founded the University of Penn- 
synnene, and was ever foremost in good 
WOrTrRs. 














Page 34 OFFICE APPLIANCES For January, 1923. 





EDITORIAL 





THANK YOU, FRIENDS. 


On the desk before us is an interesting and inspiring array of cards and letters which have brought us 


messages of good will from near and far. 
are grateful for this help along our way. 


These remembrances add to the delight of the holiday season. We 
Despite the many perils and uncertainties which have thrown a larg 


part of the world into distressing conditions, we cannot but feel that the human race as individuals are draw- 
ing more closely together, and as the custom of kindly messages and greetings grows, so will arise a better spirit 
among men and little by little we shall move on, slowly perhaps, but surely, to a better understanding of each 
other, and by and by when all men realise that they are more than mere machines set going by the hand of In- 
finity, they will realize a logical basis for the spirit of brotherhood which will resolve all difficulties. 





The National Business Show. 

FFICE APPLIANCES has always been a con- 

sistent advocate of the business show idea. There 
have been business shows in years gone by which per- 
haps failed to measure up to a standard which merited 
approval, but this happened through some error in 
management. The idea, nevertheless, was sound. The 
business show impresses the public with the importance 
of this industry, advancing its prestige in the public 
mind and giving the people some idea of the psychology 
of the office. The principle of the business show is 
sound and tends to promote an increased distribution 
of time and labor saving office machines and devices. 

The foregoing is prefatory to the main point, which 
is this: 

The annual business show has grown in importance 
until it has now become a factor in the industry. It 
functions in this field much as the old American Insti- 
tute Fair used to function in several fields. At every 
show many new devices and many of the old ones are 
demonstrated and the public is increasingly interested 
in coming to see them, although they may be already 
fairly familiar with the idea of the machines. There 
is always a healthy curiosity to see machinery demon- 
strations and exhibits of products with which one is 
concerned, and business shows under the present man- 
agement are always sure of a large attendance of the 
more intelligent people. 


Business shows, particularly those held under the 
auspices of the Annual Business Show Company, are 
important, because their idea is right and because 
under the able guidance of Frank E. Tupper, the man- 
agement has availed itself of correct methods, proceed- 
ing in such a way as to carry out the valuable prin- 
ciples which are inherent in the idea. A few years 
ago the outlook for the business show was something 
less than encouraging, but since Mr. Tupper took hold 
he has developed many successful ideas and brought 
the business show up to the important place it now 
occupies in the business world. For his constructive 
work for the industry, Mr. Tupper and his excellent 
staff of managers deserve commendation. 


<1 


The Big Pen. 


T IS here—the big fountain pen, we mean. When 

first the oversized pens began to appear on the mar- 
ket, they were the butt of paragraphers and cartoonists. 
The latest cartoon—one of those humorous things by 
Fontaine Fox—shows the triumphant individual who 
has at last achieved a mammoth pen which can be 
guided across the paper because of the fact that it is 
suspended by a pulley from the center of the ceiling. 

Some of us may have received the impression that 
the big pen is a passing fad, but Office Appliances be- 
lieves it is here to stay. It will not, of course, crowd 
out the small and medium sized pens, but will make a 





place for itself, principally with men who like the 
feel of the large barrel and the liberal ink capacity. 

As for ourselves, we like the big pen and we like to 
write with it. When we treat it properly and feed it 
with ink at reasonable intervals, it never fails to serve. 
It is too big to be readily lost, but not big enough to 
make a bulge in the pocket that brings us under sus- 
picion of being a bootlegger. 

All hail the big pen! 

<-> 


Business Outlook Improves. 

ITH THE OPENING of the New Year the out- 

look for business in the United States appears to 
show distinct improvement. For some time there has 
been a marked upward tendency. Bankers and bond 
houses some time ago discerned this improvement. 
While there is a good demand for money to take care 
of the needs of business and to make additions and 
erect new buildings, there seems to be plenty of money 
to meet requirements. There is no desperate effort to 
secure funds, so that bonds are selling normally at rates 
which attract the permanent investor, but do not lure 
the speculator. 

Retail business during and before the holidays was 
exceptionally good, and in more than one of the large 
centers all records were broken in the total volume of 
sales. 

The opening article in the present issue of Office 
Appliances presents the views of the presidents of a 
number of the leading associations in this field, and 
without exception their outlook is hopeful and in most 
cases optimistic. These gentlemen present some solid 
reasons for the faith that 1923 will be a good year. 
Readers will be repaid by a perusal of these opinions 

<--> 


The Present Issue. 

FFICE APPLIANCES presents this, the initial 

number of 1923, with feelings of gratitude to 
the many friends who made the past year one of much 
happiness and satisfaction and with the firm intention 
to merit during the coming year a continuance of their 
good will. It is our desire and intention to improve 
the service of this journal from year to year and to 
this end we shall bend all our energies. 

Besides the regular news features which are of 
considerable interest and importance to members of 
this trade, the present number contains several articles 
which should receive the attention of readers. Among 
the articles are three which we have taken from the 
fall edition of The Office Appliance Exporter. Each 
one of these contains matter of interest not only to 
dealers abroad, but to manufacturers and other mem- 
bers of the industry at home. The article on the labor 
situation by Samuel Gompers is surely of interest to 
every American business man, while those whose busi- 
ness touches the exporting field will find something of 
value in the articles dealing with the Philadelphia Com- 
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mercial Museum and the foreign commerce depart- 
ment of the United States Chamber of Commerce, 
both of which institutions are powerful instruments 
for the promotion and development of American busi- 
ness abroad. 

\nother article in which dealers will be interested 
is entitled, “A Heart to Heart Talk With the Retailer,” 
hy W. A. Sheaffer, president of the W. A. Sheaffer 
Pen Company. This is a particularly well considered 
article, bringing out forcefully the thought of what the 
retailer can do for himself. It admirably supplements 
the observations of J. D. Claitor, “Building Store Char- 
acter,” in the December number and will be followed 
in succeeding numbers by two more articles by Mr. 
Claitor amplifying the same general line of thought. 

<-> 
In Which the Manager Gets His. 

AS JUPLE of years ago Dr. Frank Crane contrib- 

uted to several publications an article entitled, 
“The Manager.” This was in the form of a short edi- 
torial and was inspired by some remarks John Lee 
Mahin, director of the Federal Advertising Agency, 
Inc., had made before the Silverware Manufacturers’ 
\ssociation. Some pertinent thoughts were brought 
out. They may be condensed as follows: 


In discussions on industrial problems we hear of but 


two parties—Capital and Labor. The fanatics thus 
seek to narrow the issue down to the comprehension of 
those who are immune to thought. But—there’s a 


tertium quid—the manager’s the man! 
The manager is neither laborer nor capitalist; his 
strength is neither in his hands nor in his bank roll 
it resides in his brain. 
“Management by labor,” says Mahin, “is as un- 
thinkable as management by vote-getters. 
“Management is a separate and distinct quality. 
“When capital assumes that a son, son-in-law or 
nephew is a capable manager because he is related to 
the owner ; or the public assumes that a vote-getter will 
make a good governor of a state or mayor of a city; or 
labor assumes that the possession of power endows a 
man with the ability and capacity to make the best use 
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of it—we see waste, confusion and trouble, all spelled 
in capital letters.” 

Continuing his comment, Dr. Crane said: 

‘Management is the product of evolution. It comes 
to the top in the practical sifting and shaking of busi- 
ness. The good manager is a clean survival of the 
fittest. 

“But the manager usually is simply a man who has 
shown that he can do the business. 

“And the business is what we want done.” 

<> 
The Price Cutter. 

HE price cutter may be defined as the man who 

comes into a community and, to attract patronage 
to himself, offers merchandise of standard quality on 
a non-profitable basis, with the expectation of later 
making up his losses by gradually raising his prices, 
or to recoup himself at once by energetic sales of other 
goods which can be sold at low prices while maintain- 
ing normal or ultra normal profit percentages. 

The price cutter is not the man who finds himself 
with an occasional small overstock or some left-over 
lines which refuse to move and who, in order to get 
rid of them, sells them out at prices which do not bring 
a profit, simply to get what money he can out of the 
goods and make room for stock that will turn. Such 
a performance is legitimate enough, if it doesn’t be- 
come a habit. The object is to get capital to moving, 
for money must turn itself to bring profit. 

The influence of the out-and-out price cutter is de- 
pressing, for he takes toll from all who seek to main- 
tain the integrity of their businesses by demanding 
prices based on sound computations of business costs. 
Unless the price cutter is remarkably agile his venture 
is likely to fail, so that he has reduced the incomes of 
others without profit to himself. To succeed he must 
somehow get the returns from his investment and such 
money must come out of his customers. The public 
is no better off in the end, for it eventyally pays. No 
greater volume of necessities is used—nothing is cre- 
ated—but somebody has had to stand the loss, which, 
wherever it occurs, means reduced prosperity which 
bears in some measure upon everyone. 


ONE MINUTE, PLEASE! 
If it were true, as some business men seem to think, that salesmanship 1s 
composed of ninety-nine per cent talk, then a phonograph would be the greatest 


salesman in the world. 


Whatever you are selling; services, goods, your house and lot, a life insur- 
ance policy, let the victim do a little talking. In that way you will learn what he 
wants, and therefore, what features to bring to the front, what advantages to pre- 
sent most forcibly. You will make him feel that he is getting his own way, im- 
stead of having something crowded upon him. 

Many of the greatest actors have been known in the profession as remarkable 
listeners. That is, they were able to throw into their actions when another was 
speaking, a force that got their part over even better than when they themselves 


were speaking. 


It is a wonderful thing to be able to listen and to know when not to talk. 
To know what to say and when to say it is important for the man with some- 
thing to sell. But it is not less important to know what not to say and when not 


to say tt. 


Anybody with a tongue can talk a steady stream, even when he has nothing 
to say. But it takes brains to keep quiet and let the other fellow talk until he 
gives himself away or until he gives you the lead you want. 

You have listencd to me for a minute. Now you can talk. 


I thank you. 


—Frank Farrington. 


(All rights reserved.) 
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Links in the Chain of the Day’s Sale 


CETTING 
FOR MA LING 
LIST. 


GALLERY OF 
SALES MEN’S 
PHOTOGRAPHS 


“SAFETY IN 
NUMBERS.” 


ANALYSIS OF 
RETAILING 
SUCCESS. 


THIS SALES- 
MAN KNOWS 
BEANS. 


MAKING WIN- 
DOWS WORK 
WHILE 


TRIMMING, 





~ RANDING fountain pens with the own- 


er’s name has been a popular attrac- 

tion for stationers. As a rule the cus- 
tom has been to brand the name of the 
owner on a new pen purchased from the 
stationer. A nominal charge has been made 
for branding the name on pens purchased 
elsewhere. 

A little printed form, on which can be 
noted the name and address of the individ- 
ual requesting that his pen be branded will 
serve as “copy” for the branding job. It 
will be also the nucleus of a mailing list for 
future use. 

<-> 


ORTRAITS of salesmen assembled in a 
P frame, and each identified by the name, 

are a_ help to. strangers in a_ store. 
Frequently one enters to get prices or par- 
ticulars about merchandise wanted. Not 
knowing the salesman by name, it is some- 
times difficult for the prospective customer 
to locate the man who gave the information, 
when the prospect returns. A group of 
photographs will enable the prospect to get 
in touch with the man who already under- 
stands his wants, and thus save time all 
around. 

<> 


UMBERS, particularly of low denomi- 
N nation, stick in the mind. What Next 

(Dennison Manufacturing Company) 
commented on a plan used by a retailer to 
identify items in the show window. An 
arbitrary number is assigned to each article 
displayed, and shown on the price card. The 
customer finds it easy to remember the item 
by number, and is not embarrassed when 
asking for it, as might be the case with an 
item bearing an unusual name, or one diffi- 
cult to pronounce. 


<--> 


by a prominent writer under these 

headings: Establish sales quotas for 
lepartments and individuals; figure turnover 
accurately; scientific mark-up; formulate an 
expense budget; determine the lines and de- 
partments that make the best profits—then 
push them; be assured that the bookkeeping 
system is adequate; establish stock limits 
for every item carried; apply those facts 
that increase sales and profits. 

<--> 


F “by 2 prom of retailing are grouped 


for a successful salesman, reported by 

Tom Dreier. This salesman starts out 
every morning with twenty beans in his left 
coat pocket. Automatically, as he completes 
i canvass, he transfers one bean to his right 
‘oat pocket. As long as there are any beans 
left in his left pocket this salesman knows that 
his day’s work is not completed. This simple 
plan enables him to maintain a good selline 
pace. One sales manager who read of this 
idea said he wanted to buy a peck of Mexican 
jumping beans for a few lame ducks in his 
organization. 


B‘ ANS in the pocket are a pacemaker 


<-> 


URIOSITY in what is going into win- 
C dows being trimmed leads to sustained 

interest in the goods shown. Often 
the shades are drawn while the window trim- 
mer is at work. A Minneapolis store goes a 
step further. Before the shades are pulled 
down a huge placard with a solitary inter- 
rogation mark is placed next to the glass. It 
leads passers by to be alert to see the an- 
swer to the implied question after the dis- 
play is opened for public inspection. 





CLIP FOR THEI 
ADDING 
MACHINI 
STAND 


TOPSY TURVY 


LETTERS 


EPIGRAMS 
OF 
SUCCESS. 


EEPING papers together while at the 
K adding machine is facilitated by having 

a large bull dog clip tied to the frame 
by a piece of string. Then the papers will 
not be lost or misplaced in case the man 
using the machine is called away tempor- 
arily. If the clip is screwed to the table 
it will hold sheets firmly while the adder 
is running down a column of figures 


<-> 


ADICAL acts justify radical methods. 
A dealer putting on a sacrifice sale of 
certain lines of merchandise, ran the 
letter upside down on the letterhead. It 
looked like a piece of carelessness when the 
letter was opened. But the letter got a 
reading, when the recipient discovered that 
the letter was written upside down to typify 
the manner in which prices were disrupted. 


<0 > 


OHN G. SHEDD, who succeeded Mar- 
shall Field as president of the Chicago 
department store bearing his name, of- 
fered some epigrams during an anniversary 
meeting. He has been with Marshall Field 
& Company fifty years, and believes that any 
young man can be successful in business if 
he lives morally, finds the work for which 
he is best suited, throws himself into it with 


a whole heart and enthusiasm, and sticks 
to it. 
“Choose your vocation wisely,” says Mr 


Shedd. “Never take employment just for 
the money it pays you. If you want great 
success, choose that for which you are sure 
you are best fitted. Better by far be a good 
workman with a hoe than a poor one with 
an artist’s brush.” 

“Too few young men are really determined 
to achieve first place. They do not want it 
enough to do the necessary work or make 
the necessary sacrifice. There is so much 
room at the top in every branch of busi- 
ness activity that the men there can scarcely 
find their neighbors. Why not help settle 
up some of this vacant space?” 

“The way to health is in keeping the mind 
young, by new and greater interest in each 
day.” 

“T consider intensive and purposeful ac- 
tivity the chief business, the chief opportu- 
nity and the chief enjoyment of life.” 

“Courage, both moral and physical, is as 
necessary in solving personal problems as it 
is in solving national problems.” 

“T like the saying, ‘Be a fountain and not 
a cistern.’ Better bubble over with enthu- 
siasm than be smothered with ennui.” 

“Hitch your wagon to a star, but be sure 
it is a star of the first magnitude.” 

“Think wel! of yourself. Self-respect 
never injures your standing with your em- 
ployer. Without it you are liable to fall in- 
to timorous habits.” 

“It is a tremendously mistaken idea that 
in Organization one loses individuality. Or- 
ganization really gives the individual oppor- 
tunity for the fullest expression.” 

“I have always practiced careful saving 
and frugal spending. Even when a poor boy 
I somehow managed to put something in the 
savings bank, no matter how little, every pay 
day.” 

“T am a great believer in the three-eights 
division of the twenty-four hour day—eight 
hours for work, eight hours for sleep and 
eight hours for refreshment and recreation 
If I have varied much from this it has been 
te work a little longer and to use less time 
tor recreation.” 











LEAKS WHICH 
SCUTTLE THE 
SHIP OF 
BUSINESS. 


ANALYZING 
LOCATION 
FOR NEW 
STORE. 
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ERCHANDISING losses were studied 
M by the trade commissioner of the Chi- 

cago Association of Commerce. He 
classified them in two divisions—leaks that 
influence shrinkage in price or value, and 
those which affect the cost of business. 
Losses due to shrinkage in price and value 
were listed thus: Leaks between the time 
the goods leave the wholesaler and the time 
they are received into the store. Failure to 
make freight claims or seek adjustment from 
shippers. Failure to properly check goods 
when unpacking or to improperly unpack 
goods. Failure to properly check invoices 
for shortages, errors, etc. Failure to speed 
up the merchandise between the receiving 
room and the selling room, thereby losing 
sales. Leaks from unmarked goods being 
sold at the wrong price. Leaks caused by 
the improper handling of goods by custom- 
ers and salespeople. Leaks from merchan- 
dise being spilled or knocked on the floor. 
Leaks from damages occuring from displays. 
Leaks from giving overweights and measure- 
ments. Leaks from improper wrapping. 
Failure to correctly enter prices in sales 
tickets or failure to properly add sales tick- 
ets. Failure to charge merchandise pur- 
chases. Leaks because of poor stockkeep- 
ing. Leaks in the delivery of goods between 
store and customer. Leaks in the collection 
of C. O. D. Leaks in methods of approval 
sales. Leaks in shrinkages and markdowns, 
usually due to over-buying. Leaks from 
merchandise items sold in the store and no 
record made. Leaks caused by proprietor 
or family of same helping themselves to mer- 
chandise. Failure to take advantage of re- 
turn privilege accorded by shippers. Failure 
to take discounts. 


Losses which affect operating expenses di- 
rectly are: Advertising leaks because of a 
failure to make an intensive study of the 
store’s needs, the mediums of advertising 
and the trading territory. Failure to push 
freight claims and adjustments. Failure to 
carefully watch department expenses. 
Loose methods in office, allowing proprietor, 
family and employes to help themselves to 
stamps and _ stationery. Waste of sales 
books and pencils. Waste of wrapping pa- 
per and twine. Lack of care in looking after 
window fixtures. Lack of study of fire in- 
surance risk and failure to get lowest rate. 
Carelessness in getting out tax reports. Ex- 
travagance on buying trips. Depreciation in 
customers’ charge accounts. Failure to keep 
charge accounts collected, thereby decreas- 
ing working capital and causing an increase 
in interest charges. Over-buying, which also 
ties up capital, decreases discounts and in- 
creases interest charges. Lack of efficiency 
in salesmanship, causing high selling costs 
and curtailing gross profits from loss of 
volume. 


<-> 


[CKING a new store location is made a 

close study by the large chain stores, 

often by a special department. Some 
of the points considered are: Date when 
possession can be made; time necessary to 
make repairs and alterations; note vacant 
stores in block, on both sides of the street; 
how long has store under consideration been 
vacant; how many tenants in store in the 
last five years; what were reasons for mov- 
ing; transportation facilities; character of 
neighborhood; distance from leading hotels, 
stores—stationery, department, men’s cloth- 
ing, shoes, hardware, paint, etc.; character of 
chain stores in neighborhood; adaptability 
to business; possibilities of adequate window 
display; proximity to theaters. Considera 
tion of these various factors will aid in se- 
lecting a store location that will best suit 
the business. 


SIDEWALK 
rRAFFIC, 


HOW MAILING 
LISTS CHANGE, 


HOLDING TRADE 
DURING 
ALTERATIONS. 


“ATMOSPHERE 
BRINGS STORE 
DISTINCTION. 


NU MBERING 
MACHINE 
SALES 
POSSIBLE. 


O-OPERATIVE 
DELIVERY 
MERCHANTS, 





tail Hardware and Implement Associa- 

tion purport to indicate the number of 
people passing the display windows of a re- 
tail store in twelve hours. The number will 
vary somewhat with the location of the in- 
dividual store, but the averages represent a 
sufficient number of stores and cities to per- 
mit a good approximation. The first figure 
indicates the population, and the second the 
number of people passing in twelve hours: 
5,000, 890 passing; 10,000, 1,170 passing; 15,- 
000, 2,670 passing; 20,000, 3,560 passing; 25,- 
000, 4,450 passing; 30,000, 5,340 passing; 35,- 
000 6,230 passing; 40,000, 7,112 passing; 45,- 
000, 8,000 passing; 50,000, 8,900 passing. 

<-> 


F IGURES prepared by the California Re- 


ROSPECT files are always in a state of 

flux. Changes are constant. Printers’ 

Ink commented on the changes in a 
national mailing list, reporting on a list of 
1,000 names after a period of three years. 
A local list may not change so radically, 
and it is easier to keep in touch with the 
changes. The list given by Printers’ Ink is 
informative, nevertheless. 

Four hundred and ten people have changed 
addresses from one to four times. Two hun- 
dred and sixty-one have moved to parts un- 
known. One hundred and twenty-four have 
already purchased the product. Eighty- 
three have bought a competing article. 
Seven have died. One has gone to jail. 

<-> 


it is customary to build a barrier on 

the sidewalk. This sacrifices the sell- 
ing power of the store windows while the 
artisans are working. In many cases mer- 
chants find it possible to build small, tem- 
porary show windows into the barrier, in 
which merchandise can be displayed. If 
necessary the windows may be emptied every 
night, although if the windows are secure 
against the weather and theft it is well to 
continue the displays at night. Even though 
the temporary character of the display win- 
dows makes it impracticable to illuminate 
them, the street lights will make them visi- 
ble at night. 


Wii EN STORE fronts are being altered 


<-> 

NUSUAL store arrangement is often a 
factor in success. Vroman’s Book 

Store, at Pasadena, Calif., has achieved 
national reknown through the conversion of 
a court back of the store into a character- 
istic “patio.” It reproduces a Spanish 
courtyard of the seventeenth century, and 
gives a character to the store that is potent 
in making reputation and sales. The book 
stock is supplemented with lines of fountain 
pens and commercial stationery. 

It would seem worth while for stationers 
in other parts of the country to devote space 
to some characteristic of their section. 

<--> 


ELIVERY slips are numbered consecu- 
D tively by an Eastern concern, to sim- 

plify tracing orders in case the deliv- 
ery man is unable to find the customer at 
the address given. It saves time in tele- 
phoning the shinning clerk to state the slip 
number, rather than spelling out the name, 
and repeating the address. The shipping 
clerk has before him the original delivery 
slips, and can trace the salesman in an in- 
stant, in an effort to get the correct address 
while the driver still has the parcel. 

<0—> 


EW ORLEANS has a co-operative de- 
N livery service which handles the deliv- 

eries of about thirty retail concerns ie 
various lines. A maximum charge of ten 
cents each is made for the first fifty pack- 
ages; above the amount the charges dimin- 
ish to a minimum of eight cents each. About 
700 packages are delivered daily. As the 
business increases it is expected that the 
minimum charge can be reduced. 














Ge 
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Letters That Make Folks Think. 

Taken from an Article, with Pertinent Examples, Written by 
Maxwell Droke for the December, 1922, Issue of The 
Mailbag, Published at Cleveland, Ohio, in the Interest 
of Those Who Employ Direct-by-Mail Adver- 

Selling Goods. 


tising in 


cornered by some compelling emergency before they 

will slough off their mental laziness long enough really 
to perform logical and consecutive thinking, Mr. Droke says 
that the sales letters that really sell are a rarity. How 
seldom do we pound the desk and say, “That fellow has 
the right idea—I’m going to do what he says!”” Sometimes 
he says that he goes along for days without a single 
thought-stimulating letter coming to his desk, and then 
there comes a rift in the gloom and the bright sunshine of 
a real letter breaks through—one that makes the recipient 
begin to think! As an example of such a one, the author 
quotes the following paragraph from a letter he recently 
received from the Todd Protectograph Company of Ro- 
chester, N. Y.: 

“You wouldn't send a $100 bill through the mail, be- 
cause currency is payable to the “Bearer” and because of 
the possibility of its being stolen in the mails—but if you 
send a check on which the payee’s name may be erased or 
bleached out, this check can be made payable to “Bearer’ 
and cashed with almost the convenience of the $100 bill, 
just as in the case of the Rochester Last Works, described 
in the enclosed folder.” 

This example illustrates the fact that it isn’t always so 
much the idea itself as the way it is expressed that does 
the business. Had the letter been worded some other way 
there might have been no chance for the mind to picture a 
scene as the sentences rolled along. 

A school for stammerers sent out the following letter 
which brought in remarkable results: 

“My dear Fellow Stammerer: 

“A year ago you secretly promised yourself that you 
would be cured of stammering before the end of the year. 

“Yes, you did—you were sure of it! 

“Yet today, almost the very last day of the year, almost 
the very last opportunity of the whole twelve months, you 
are still stammering. 

“A year ago you said that by next December you would 
be talking freely and fluently, just like other people. 

“Yet the NEXT December that you thought of last year 
is here NOW and you are NOT leanne freely and fluently 
—just like other people.” , 

Hardly anything could be a more commonplace subject 
to write about than a boiler, but an Ohio boiler manufac- 
turer doesn’t look at it that way. Here is one of his let 
ters ° 

“If a corps of trained 
problems 

“These men backed by forty-eight years’ experience, cov 
ering hundreds of plants like yours— 

“If these engineers offered to analyze your power con 
ditions, be your plant large or small—and show you where 
leaks exist and waste occurs 

“And all without a cent of cost, 
—would you accept? 

“Certainly you would! 


C ‘corn ENTING on the fact that most people must be 


ngineers, experts in power p‘ant 


or a penny of obligation 


“That is just exactly what the Leffel Engineering Service 
will do for you.” 
Mr. Droke continues 
Thinking Letters Pay! 
‘The ability to write letters that will start folks think 


is a priceless possession. The 
acquired—can 
proposition 


ing—and think your way 
man who acquires this ability—and it can be 
apply it to almost any conceivable product or 
“It works equally well in the marketing of soap, sus 
penders or canned soup. Get conviction into your letters 
make men think and believe—and you have everything 
Make Them Believable. 
way to get conviction into letters, and 
believable. And to get a man to be- 
what we say, we must first set 


‘There is just one 
that is to make them 
lieve strongly and firmly in 
him thinking. 

“So you see, having gone all the 
barn, we are right back where we 
set men to thinking. 

“And I want to tell you next just how the MacLean 
Daily Reports, of Toronto, Montreal and Winnipeg accom- 
plish this very thing. These folks have a mighty tough 


way around R. Hood’s 
started from. We must 


marketing problem. They are selling, not a commodity, 
but a service, an intangible, difficult-to-describe service. 
Briefly, it consists of Daily Reports on building activities, 
actual and proposed, in certain territories, and is sold to 
contractors, architects, dealers and builders’ supplies, etc. 

“In writing letters for a proposition of this kind, we 
must invariably make a strong play for action. Unless we 
can set the reader to thinking, and thinking keenly, we 
haven't a chance in the world to sell him. 


MacLean Does It Thus: 


‘When you turn over this page and look at the inside of 
this letter— 
‘You will be reminded of the last time that most aggres- 


sive competition of yours carried away the honors on that 
big building contract before you knew there were any hon- 
ors to be carried away. 

‘And should you show this to the salesman who was on 
the job- 

‘Maybe you were on it yourself— 

‘Why that salesman would recall, with a muttered im- 
precation, how the other fellow gave him the merry ha! ha! 
as he pulled out, with the contract in his pocket 

“Not so very long ago The Lady of The House decided 
to buy a vacuum cleaner. So she sat down and wrote to 
half a dozen manufacturers for catalogs and descriptive 
literature. In a few days the missives began to arrive. She 
was fairly deluged with letters and literature, each maker 
claiming to have the only satisfactory machine, and all 
that. 

“Just about the time The Lady was going to give up in 
despair, and choose blindly from the lot, along came this 
letter from the Hoover Suction Sweeper Company. See 
how smoothly it rolls along, making each point without 
any loud claims, or foolish promises. It certainly was a 
welcome contrast with the other data we received 

‘You have a position in your home for an electric servant, 
to express it figuratively. You will be unable to discharge 
the one you select, except at considerable loss, should you 
later find out that another is better fitted for your cleaning 
work. 


‘Therefore, when you are 





hiring a servant to be with you 
for years, you should take ample time for simeaiien and 
thereby save yourself many hours’ labor and possible re- 
gret. Perhaps you know about electric cleaners in but an 
off-hand way. Perhaps you are hazy as to how they differ. 
Perhaps you have heard conflicting statements 


‘A fifteen-minute perusal of this little booklet, written 
frankly, honestly and clearly, will clarify the matter. It 
will place you in a position to judge between the different 
makes.’ 

She Bought. 
“There was a few more paragraphs along the same line, 
and a postscript, ‘The Hoover will be demonstrated to 


“ou without obligation by giving the name of the 


local distributor. 
‘The Lady now owns a Hoover Suction Sweepet 


“And now, as a concluding example of these ‘make-folks 


think’ letters, I just want to quote a paragraph from a 
missive sent out by A. W. Shaw Company, publishers of 
System and pastmasters in producing thought-provoking 
letters 

“Notice how they jump right into the business of selling 
and begin to get interest from the very first phras« 


42 vears of age, who has been working for 
others all his life, decides to go into business for himself— 
and when, in a few short months—he establishes 
his business as to outdistance competitors who had the ad- 
vantage of vears of experience—there must be something 


‘When a man, 


SO solidly 


about his method of doing business that other would 
like to know about at once 
Think for Yourself. 

“You may ask just how to go about writing letters that 
will make folk think. That’s a fair question. And my 
first admonition would be—dig deep into your proposition 
Find out all of the ‘hows’ and ‘whys’ and ‘wherefores.’ 
And then stick to plain facts, simply stated 

“Don't try for sensational effects. 

“Don’t affect the style of the essayist. Don’t try to be 
clever. And last, but most important of all—do a bit of 
thinking yourself!” 

Business is always slow for the dealer who is so lazy 


trouble to compile a mailing list 
sell the 


that he won't take the 
so the manufacturer can, at his own expense, 
on the dealer's shelves 


voods 





- i) 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the offices of 
this journal their headquarters. The staff at the main office, 417 South Dearborn street, Chicago, and the staff 
at the branch in charge of C. H. Everly at 720 Tribune building, 154 Nassau street, New York, will be 
happy to be of any possible service. While the facilities at New York are not so many as at 
Chicago, there will be found the same desire to serve. United States manufacturers 
or their representatives, traveling abroad are cordially invited to call upon 
Office Appliances London correspondent, Mr. W. Teignmouth 
Shore, Surrey House, Victoria Embankment, W.C.2. Mr. 

Shore's knowledge of office equipment business and 
tts possibilities in Great Britain make 
his counsel valuable to those de- 
string to cultivate the 
British market. 


LONDON NOTES AND NEWS 


A HAPPY 1923. 
London, December 5th, 1922. 
HIS is the last time I shall head my London Letter 
Zz to Office Appliances with the date 1922, and by the 
time you my kind friends over the water are reading 
it, you will be putting 1923 upon your lettérs. I do wish 
you all most heartily a very Happy and very Prosperous 
New Year—and a great many of them. 

January Ist, especially the wee hours of the morning 
when we are welcoming in the New Year, drinking our 
own and absent friends’ good healths and singing Auld 
Lang Syne, is “The Day of Good Hope.” 1922 has not 
been altogether a Happy Year; the Day of Good Hope 
will come, however, full of promise of better days, a prom- 
ise which there is every reason to believe will be fulfilled. 
Perhaps the most cheerful remembrance of the year that 
is past is that the bonds of union, sympathy and goodwill 
have been drawn closer and closer between you over there 
and we over here May we come even closer during 1923. 

<-> 


No exciting business news is still my cry, but I have some 
very pleasant messages to convey from some of your 
friends in the Old Country. Here they are: 

The first, naturally, is from W. J. Richardson of the Bar- 
Lock, who is Chairman of the Office Appliance Trades Asso- 
ciation of Great Britain: “The Members of the Office Appli- 
ance Trades Association of Great Britain send fraternal greet- 
ings to all readers of Office Appliances and hope that the 
Nations of the world in 1923 will devote all their time and 
energy to ihe peaceful development of cach and every country, 
and by adopting all office appliances that make for efficiency 
in both production and distribution help towards the replace- 


ment of the capital of the world destroyed in the late war, 

[he second is from W. H. Hartley of the Multigraph, 
Mr. Richardson’s predecessor in the “Chair”: “Our Com- 
pany reports business very active; that November al- 


ready shows the largest volume for any month of the year. 
We believe that this interest will be kept up and that 1923 
should be most prosperous. We are planning a Conven- 
tion of all of our Branch Managers and salesmen in Lon- 
don early in January and are making all of our plans for 
a steadily increasing business. We also look forward to 
the next ‘Business Efficiency’ Exhibition which will be 
held in February and will be on about as large a scale 
as last year.” 

And here are others 

A. L. Claflin of the Underwood says: “I wish to send 
my best wishes to Office Appliances for a Bright, Pros- 


perous and Happy New Year, and sincerely hope that by 
the time the new year draws to a close, the whole world 
will be in a more settled condition and that confidence will 
be restored with all nations. 

R. M. Davidson of the Hammond: “As the old year 
nears its demise, one looks forward, with the usual hope, 
to a prodigious influx of orders commencing with the ad- 
vent of the New Year. Business secured during 1922 en- 
courages us to look forward with equanimity to the fu- 
ture, and to a lessened application of the dental professor’s 
forceful art of extracting—not teeth—but orders. The best 
of New Year’s wishes to all those on the other side con- 
nected with that wonderful production Office Appliances. 

H. M. Duncan, of the Lanston Monotype: “I have just 
returned from the States and am therefore unable to say 
anything regarding conditions in England. Individually 
speaking, I regard them as hopeful and at any rate my 
corporation is proceeding towards full preparedness for 
an early improvement, which is already overdue. Let me 
wish yourself and associates, here and in America, a Happy 
and Prosperous New Year. I found trade in the States 
considerably better than it was a year ago. Liquidation 
is almost accomplished and the key industries exhibit a 
definite and substantial activity. Confidence is increasing: 
surplus stocks have been or are being consumed; money 
is plentiful, there is very little unemployment.” 

P. H. Ellis of the Macey Company: “What I like about 
the present situation is that we appear to have got down 
to concrete. We know where we stand. Ever since ‘the 
slump’ we’ve been more or less ‘in the dumps.’ Dealers 
have been afraid to stock up—the public afraid to buy, and 
altogether we’ve had a most harassing time. Having sur- 
vived, we stand at the end of 1922 with more knowledge 
and experience than we have previously enjoyed. Our 
future depends on our ability to put this knowledge to good 
account and add to it. With the change of Government 
has come a general feeling that we are in for a quick re- 
vival of trade. The revival may not be quick—but the 
feeling is one to foster. With most of us talking and think- 
ing better times and keeping persistently at it, the outlook 
is going to be much brighter for 1923.” 

W. F. Gresham of the Munson Supply Co. Ltd.: “The 
year 1922 has been one of achievement and progress for 
the Munson Supply Company, but it is only a stepping 
stone to greater things. Ring out the Old, ring in the 
New. The Bigger and Better New Year. May it bring 
Peace and Prosperity.” 

J. Halsby, of the Protectograph: “For 1923 we must in- 
troduce Coué-ism into business and insist that every day 














or 
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in every way business must grow brisker and brisker, and 


if we become obsessed by this idea, we shall see some 
good results.” 
A. C. McLellan of Vick, Ashworth & Co. Ltd.: “I be- 


lieve 1923 will be a good year for the office appliance busi- 
ness—particularly if the members of the business go out 
for it. I wish our American friends a big 1923.” 

Major W. J. McNab, O. B. E., of The Noiseless Type- 
writer Company: “Mr. Bonar Law, the new Prime Muinis- 
ter has stated that Tranquility is to be the keynote of his 
policy. Undoubtedly, one of the greatest needs of Great 
Britain just now, is peace and quietness in industry. The 
Noiseless typewriter is peculiarly suited to assist the 
Premier in obtaining his object in these islands, and he is 
assured of our hearty co-operation.” 

Alfred E. Shead of the Remington Typewriter Company: 
“To all good typewriter men and women, particularly to 
all good Remingtonians I wish bumper business in 1923.” 

Walton Turtle of The Hammond Typewriter Company: 
“T should like to extend, through the columns of your valu- 
able journal, Office Appliances, greetings to our friends 
and co-workers in the United States, and to wish them 
prosperity during 1923. After the trials of 1922 it would 
seem hard to be optimistic as to the business possibilities 
for the new year in England, but the evidences are every- 
where that a great change is taking place, and with a more 
settled state in the political world we can, with confidence, 
look forward to an extension of business throughout the 
whole of the country. This means, of course, that we, 
like all other industries, will benefit by the more steady 
influx of business and the prestige of American goods is 
finding great favour among the progressive business houses 
of the country so that with the lower rate of exchange 
gradually coming about, we shall be in a more favourable 
position to meet the requirements of the industry.” 

J. T. Whitehead, of the Royal Typewriter Company 
“The best news I can give you is that on November 12th 
we won the European Championship again, and also second 
and third places, on Royal Typewriters. Also business is 
improving and we look forward to big things next year. 
A Happy New Year to All!” 

A. W. Yancey, of L. C. Smith & Bros.: “I take this op- 
portunity of wishing office appliance friends and all of 
my friends throughout the Typewriter World a Prosper- 
ous and Happy New Year, and sincerely hope that I will 
have the pleasure of seeing many of them personally dur- 
ing that time.” 

And may I add a cordial invitation to all office appliance: 
visitors from America to pay me a visit; they will be most 
heartily welcomed and we can have a chat in the New 
Year over friends and matters of business prospects and 
news. 











STAFF CF THE TYPEWRITER EXCHANGE, LTD., CAPE 
TOWN, SOUTH AFRICA A recent photograph, the delayed 
arrival of which prevented it from being presented in connec- 
tion with a short article on South African conditions by Johr 
R. Napier, manager of the Exchange, in the December issue 
Mr. Napier is the third from the right seated 








Christmas in the South Seas. 

Office Appliances has just received from Clark & Math« 
son, Ltd., printers, bookbinders and lithographers, of Auck 
land, New Zealand, a copy of the Christmas number of The 
Auckland Weekly News, most attractively illustrated with 
large engravings of people and scenes in New Zealand. 
The cover design, done in colors, presents a likeness of an 


attractive young New Zealand native maiden garbed in red 
The journal contains sixty pages exclusive of its cover and 


is replete with beautiful illustration of seascapes, land- 
scapes, harbor views, roads and byways through the beau- 
tiful wooded lands, and scenes of mountain grandeur such 


as few people realize New Zealand possesses. 

Always have the South Seas held the lure of romance 
and we can readily understand why, amid all the beauties 
of scene and the salubrities of climate to be found in New 
Zealand, people become enamored of the country and de- 
sire to return once it has been their privilege to live there 
There appear to be fishing and hunting along with all other 
sports, including sea bathing, winter sports in the high- 
lands and mountains, and even snowshoeing and sport with 
the skis. New Zealand has an active volcano which is one 
of the sights of the islands. In certain portions of the 
country deer and other game abound, while the streams are 
filled with fish. In the ocean waters surrounding the is- 
lands the whaling industry is carried on, while in the inland 
rivers prospectors pan for gold. Altogether, New Zealand 
is a delightful country, and it is a pleasure even to enjoy 
it vicariously through the pages of this wonderful edition 
of The Auckland Weekly News. 


More Anent French Contests. 


In the December issue reference was made to ch 
ship contests held in Paris. We have since received fur- 
ther details concerning these contests. The 
panying illustrations were received since our Dee 
issue went to press. 

The meeting was held under the auspices of Chambré 
Syndicale d’Organisation Commerciale, in the main hall ot 
\Vlagic-City at the corner Quai d’Orsay and Avenue 
Bosquet, Paris. The contests opened at nine o'clock Su 


allipion 


two accom 


ember 


day morning, November 12th, 1922. Not only were theré 
typewriter contests but also contests in the use of dupli 
cating machines and apparatus. The official name under 


which the tests were held was The National and Interna 
tional Typewriting Contest of 1922. They wer 
users of all systems of stenography and all makes of ma- 
chines. Money prizes were awarded not only to chan 
pions, but also to the best contestants other than the cham 
pions who were chosen by the jury. The basis of corre: 
tion was that employed by the Chambre Syndicale de la 
Mecanographie and d’Union des Societes de Stenographi 
de France. The text was counted by strokes, the only 
unit of comparison which might be used in international! 
contests. The contestants had furnished themselves wit! 
their own supplies such as table, chairs, machines, etc., and 
the promoters of the contest furnished the necessary pape1 


open t 


The National Contest was open to all French typists 
but the jury did not correct copy which did not indicat 
a minimum gross of sixty words a minute. This contest 
consisted of writing for five minutes from unfamilia: 
French text selected from a daily paper of the same date 
by the jurors at the last minute before the contest. Th 
contestant officially pronounced victor in this received a 
prize of one thousand francs in specie and the title of 
‘Champion Typist of France for One Year.” This contest 
was won by Gaverin on a Woodstock. 

The European Championship Contest was 0] On 
European typists who could achieve a minimum ed « 
ve hundred strokes a minute In this contest the cand 
dates wrote for five minutes a sentence chosen by the ope 
ator and repeated throughout the contest. It was not re- 
quired that this sentence begin with a capital or end witl 


period. It was the privilege of the contestants to use a 
sentence either in English or French, provided it did not 
take a line of more than seventy spaces The jury did not 
believe it wise to attempt, this year at least ynduct 


tests in other than French and English. This 


the title “European Championship” and a cash prize of one 
thousand francs was won by Miss Millicent Woodward o1 
a Royal typewriter. Thus Miss Woodward retains the 
European championship for another year. Second and 
third places in this contest were also yw oval 
operators. 

The Perfect Correspondence Contest w 


operators without distinction as to nationality at nsisted 
of writing for one hour the largest I 


possible 


various letters with a carbon copy. These letters were 
written exclusively in French. All these lette: ere kept 
within the limit of one page each and were numbered and 
bound in numerical order. At the beginning of the cor 

test each contestant was supplied with a file of the letters 
to be used as copy by the dictators. Each contestant had 
supplied himself or herself with a dictator of his ow 
choice, who represented the executive dictati his corre- 











CHAMPIONSHIP  TYPE- 
WRITING CONTESTS AT PARIS, FRANCE, LAST NOVEM- 
BER.—-Here contestants are shown busily at work, with judges 
verseeing the event 


SCENE DURING EUROPEAN 


spondence [his dictator read to the contestant the let 
ters in their order, and the contestant was privileged to 
take the dictation either in shorthand, by means of a 
stenographic machine, or if he or she desired from a dic 
tating machine or any other method. Contestants were 


required to follow as closely as possible the layout of a 


specimen showing length of lines, spacing, etc. Each let- 
ter or carbon copy which contained even a single error was 
thrown out in judging the contest. The winner in this 
Perfect Correspondence Contest, which lasted one hour, 
vas awarded a prize of five hundred francs in money. The 
vinner of this contest, M. Triouleyre, former champion, 
used the Woodstock typew riter. The o bjec t of the contest 


was to place the candidates as nearly as possible under the 
practical conditions of work such as would obtain in re- 
eivinge dictation from an executive who wished to sign 
letters perfectly executed without errors or apparent 
orrection. 

While we ha not as yet received an official list of 
vinners, it gives us pleasure to be able to quote the nimes 
yf the winners in the three contests previously mentioned, 
on the basis of the information which has been supplied 

rough channels other than the Chambre Syndicale. 


"A particularly interesting feature of the meet was the 
holding of two company contests. In the first of these 
ontests the object was to produce in a single operation 
i. e., striking each key but once—as many carbon copies as 
possible. The contest proper lasted five minutes, the car 
on and paper having been placed in the machines previous 
to the start of the contest. The committee furnished the 
andidates with the carbon paper and second sheets which 
vere used. The object was, of course, to establish a just 
ethod of comparison of the work obtained by the various 
ontestants using the same supplies The decision was 


hed by a two-thirds vote of the members of the jury, 

ich a two-thirds decision being final as to what copies 

vere legible and what were not. The operator producing 
the greatest number of legible copies was adjudged winner 
In such cases as those in which two operators might pro 
luce the same number of legible copies, the number of 
ines was the deciding factor. Correctness of copy played 

O part in this contest. 

he second carbon paper contest was designed to show 

the public what a a number of copies it is possible 
to obtain with a single sheet of good carbon papet Fach 
ontestant was given one sheet of carbon paper of a 
brand chosen by him or her and officially marked by the 
ommittes \ll the second sheets for carbon paper used 

the two contests mentioned were officially marked by 
he committee beforehand to insure fairness. 

[he third group of contests dealt with the use of me 
hanical duplicating machines and apparatus. For this 
purpose the machines were divided into three groups, and 
the same tests were applied in each group. Because of the 
iversity of types of duplicating machines, the division 
ade was as follows: Flat-bed duplicators the catalog 
price ot which is less than two hundred fifty francs; rotary 
luplicators of all kinds; type duplicators of all kinds. In 
group the test consisted of producing in the shortest 
le time a good reproduction of a circular the text 
f which was not communicated to the contestant until the 
beginning of the test. The second test consisted of fur- 
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JURY WHICH DECIDED THE CONTESTS.—Here are sev- 
eral whom many American readers will recall. We note the 
likenesses of Messrs. Mamet, Francois, Navarre and others 
prominent in the office equipment field in France. 


nishing in the shortest possible time one hundred good 
copies in the case of the flat-bed duplicators, and five hun- 


dred copies in the other category. 


\nother unique contest, and the last to be held during 
the meeting, was known as the “White Gloves” Contest. 
he object was to show that careful operators with ma- 
chines approaching mechanical perfection are able to work 
without soiling either their clothing or even their hands. 
The test consisted of producing one hundred copies of a 
circular, the stencil or master copy of which was produced 
on the typewriter. The machine itself was not supplied 
with ink before the contest. The contestants were re- 
quired to supply themselves with white gloves or others 
of a very light color and were not permitted to take off 
their gloves before having turned in their work to the jury 
which decided as to their relative state of cleanliness after 
having operated the machine. 


Good Year Predicted in 1923. 


W. T. Shore, Office Appliances’ correspondent in Lon- 
don, England, transmits the following message from Frank 
J. Allen, managing director of the Columbia Ribbon and 
Carbon Company, Ltd., London, E. C. 4: 

“Now that a fresh Government is in power and, ’tis said, 
‘a new broom sweeps clean’, I am looking forward most 
hopefully—as I always do—to a big revival of trade in the 
New Year and trust this time I shall not be disappointed. 
Signs are certainly very promising in this direction and I 
am pleased to report remarkably good business in the old 
country during the last few months. The big improvement 
in pounds vs. dollars exchange is a most encouraging factor 
and dealers in this country can now hope for an early re- 
turn to normal parity—an eloquent tribute to British credit 
and recuperative power.” 


Roneo, Ltd., Issues Annual Report. 


The annual report. of Roneo, Ltd., London, England, 
issued December 11, shows a satisfactory condition, despite 
the difficulties which all enterprises have had to meet 
abroad during the past year. The sum of £8,146 5s. 2d. 
was added to the reserve, making a total of £66,641 9s., 
from which sum the directors propose to write off the ex- 
penses of the issue of the ten per cent preference shares 
amounting to £21,641 9s., leaving the reserve at £45,000, 


1 


which will be held against loss on foreign exchanges. 

Owing mainly to the difficulty arising from the loss of 
export trade occasioned by the high rates of exchange, the 
directors found themselves unable to recommend a divi- 
dend on the ordinary shares. Furthermore, the large ad- 
ditions which were made to buildings and plant to meet 
the heavy demand for goods in 1920 increased the fixed 
charges which had to be borne by a reduced volume of 
trade 

Trading conditions continued depressed throughout the 
financial year, but the first four months of the current year 
show a substantial improvement in sales over the corres- 
ponding months of last year. 
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Dutch Business Men on Efficiency 


Resumé of Addresses by Jan de Flines, Director of 
Blikman & Sartorius, and L. Fles, Director of 
L. Fles & Co., Both of Amsterdam, at the 
Rusiness Appliances Exposition Held 
Last Fall at Amsterdam. 

















NOTE.—The November and December issues of Office Appliances contained information illustrated with photographs 
of the interesting and carefully organized exhibition of office machines and devices held at Amsterdam, Holland rlier im 
the fall. This exposition was one of several which have recently been held in Europe with a view to emphasizing the advan- 
tages of doing office work by means of up-to-date machines and methods. Americans, inclined to aggressiveness and quick to 
adopt new devices for the shortening of manual operations, sometimes think Europeans backward in the utilization of modern 
machinery for the office. This, however, is less the case than many people imagine. Europeans have seemed slow in adopting 
many devices in common use here, not because they were unable to see that they performed the work which they were designed 
to do, but because business is done abroad in a somewhat different way than it is done here. Activities are tuned to a different 
measure. Wage rates average much lower than in the United States, so that the economies of machine opera ! less 
obvious abroad than with us and more careful demonstration is required to prove that the machine will pay for itself in the 
saving of wages. 

Partly as a result of the tremendous impetus given to machine operations by the war, and partly becaus f the ener 
with which dealers in office machinery tn Europe, backed by manufacturers here and abroad, have pushed tl d tages of 
their wares, we find that Europe its rapidly adopting modern office machines and systems and is everywhere adapt them 
to use. Europeans realize even more keenly than we that the salvation of their respective countries lies in ind f the 
most rigorous and intensive sort. Hence we have all over the principal countries of that continent an intense } 
interest in economical production. The exhibition to which we here refer and others which we have had sion mention 
from time to time are among the evidences of this interest. The best men in the field of office equipment and ry fields 
are taking up the subject of production economies with earnest attention 

It affords us much pleasure to present here a resumé of the addresses of Messrs md de Ilines bef 
dam office equipment exposition. Both gentlemen are widely known as experts on modern office devices and bu tenis. 
Mr. Fles is the principal of a large and prosperous business house in Amsterdam having extensive relations in H nd and the 
colonies and distributing large quantities of office equipment devices, many of which are produced in the United Stat. 

Mr. de Flines is the managing director of one of the oldest business houses in Europe. It is an exten ] tor of 
office machines and devices made in the United States and elsewhere, and despite the hundreds of years of 1% ntinuous 
existence, the house of Blikman & Sartorius have kept young and vigorous, and always in the front ranks of off uipment 
houses. They have factories as well as stores and do a very large producing and distributing business 

For translations of these addresses Office Appliances is indebted to Richard Weiniger of Amsterdam, a g man who 
has thrown himself into the work of promoting the modernisation of methods, and who is giving freely of his ext nce and 
fine abilitic 1 advance this cause. 

Mr. Fles on Efficiency. In the paper field he said that anarchy rei zes and 

Mr. Fles defined efficiency by quoting an English saying counts being different in different countries. 1 quarto 
as follows: “The supreme mark of wisdom is the willing sheet in England is small and in Germany it is ry large, 
ness to replace an excellent thing by a better one.” He while Holland, France and Belgium use a s tween 
said that Professor Polak, an instructor at the Rotterdam All this makes for waste not only in machinery tC in Op- 
School of Commerce, states in a recent pamphlet that the erations and materials. It makes it necessary for st ners 
task of an accountant is not only one of controlling, but stock several sizes, thus wasting their time and to a cet 
also one of organizing. He even places organizing first, tain extent tying up their capital. Were paper sizes stand 
whereby apparently he wishes to intimate that for the ac ardized, this waste could ve avoided. Mr. Fles believed 
countant organizing is perhaps even more important than that if the world were able to carry through standar ation 
controlling. Accountants, therefore, begin to call them In every respect, we would be nearer to the idea world 
selves efticiency engineers and make it known that they can peace. He intimated also that the world should speak one 
give advice in the establishment of mechanical administra language beside the language of the country i1 nh one 
tion. Mr. Fles beliéved it to be necessary that accountants happened to live, for mstance, i every one uld speak 
apply themselves more and more to organizing and make English, which is a'ready spoken by a large t of the in- 
themselves conversant with everything connected with habitants of the world. men would understand steem 
modern office machines and systems of administration. 

Not only have accountants won themselves into efficiency 
work, but also importers of modern office machines hav: 
taken up the subject with an enthusiasm which would lead 
them to occupy the whole idea of efficiency. However, Mr 
Fles does not believe that the whole house belongs to them 
because efficiency is broader than merely the sphere ot 
office machines. To call an exhibition such as the one be 
ing held next door an efficiency exhibition is true only to 
a certain extent, because efficiency consists of more than 
machines. Efficiency can be everywhere in all departmen‘s 
of life. 

Mr. Fles illustrated his meaning with several examples 
taken from daily life. He said that manufacturers who 
have to compete on the world’s markets are forced to con 
sider such circumstances if they want to keep up. Effi 
ciency, he said, brings us nearer to equality by enabling us 
to manufacture the different articles better, more quickly, 
and more cheaply, thus bringing them within the reach of 
the public. Forty or fifty years ago a woman of the mid 
dle classes or the wife of a workman in Holland would not L. FLES 
have thought of wearing a cloak or a hat, wearing instead 
a wrapper and bonnet, but nowadays they can get modern each other better and sooner arrive at the establis ent of 
clothing very cheaply in many shops. As another example the United States of Europe which Mr. [les said he looked 
of efficiency, Mr. Fles cited the Ford Motor Works and upon as necessary to the peace of the world. “Perhaps,” 
the remarkable work of the Western Union Telegraph continued Mr. Fles, “you will have been made to believe 
Company in handling messages between all parts of the that there exists great differences among the inhabitants 
world. He called attention also to another example in of our continent, but I take the liberty to assert that there 
Holland in the Rijks Normalisatie Bureau at Delft, whose’ is no essential difference, for instance, between the inhabi- 


object is to establish international standards with regard tants of Switzerland, Denmark, Spain and Holland, and 


to technical and other matters for pipes, nuts, screws, etc. that it would be possible to bring all these and other coun- 
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tries under one government, just as is the case with the 
United States of America 

Mr. Fles made other suggestions such as to reconcile 
the different methods of calculating interest and uniform 
rule for the row whether to the right or left; uniform sys- 
tem of knowing the time in railway guides; uniform counts 
in paper, et ; 

Referring to inefficiency, he pointed out a number of 
curious instances which he believed could be readily set 
right. It is customary in Holland for the milkman to de- 
liver the milk to a servant or the housewife, awaiting her 
appearance, before leaving the milk. He said that much 
time might be saved by adopting the American method. He 
suggested some radical changes in the telephone systems 
of Holland whereby many repetitions of names and titles 
in directories could be eliminated and a great saving be 
effected. He advocated the German method of signs at 
street intersections, whereby one could tell by looking at 
the sign in which direction the numbers ran. One incident 
in regard to the telephone system is rather curious. “In 
Rotterdam,” said Mr. Fles, “there live, for instance, 350 
butchers. Next to every butcher there stands the word 
‘butcher.’ ” 

The lack of efficiency is undervalued. It has caused the 
geovernment to be far behind with its bills for taxes, dis- 
tributing them much too late, thus costing the country mil- 
lions and millions. This trouble is now, however, being 
remedied 

The burgomaster of Rotterdam said a short time ago 
there is an increasing conception of reality. It is indeed 
time of the survival of the fittest. We must all do our ut- 
most to secure with a minimum of work a maximum of re- 
sults. Mr. Fles here went on to mention several machines 
vhich impressed him as being among the most remarkable 


1iown in the exhibition. Among these he mentioned the 
Holl rith system, the Telautograph, the stock ticker ma- 
hine, the Teletype, a wireless typewriter and various other 


achines. 

Mr. de Flines on Modern Machines and Buildings. 

Mr. de Flines spoke on America with her modern office 
uildings and the office machines there in use. He said 
hat just as with all manual labor in other lines, so also in 
offices was the need felt to make effort more productive. 
The abolition of manual labor and its replacement by ma 
hines in factories and work shops was an economic revela 
ion, and instead of causing unemployment, greater welfare 
ind prosperity have been the result. The need to save 
time on less productive work was the first thrust, which 
set inventors at work to produce machines which would do 

fice work mechanically. The second thrust was modern 

countancy with the introduction of the tabulating and sta 
tistical manner of working. Business men have learned that 
for every business, whether small or large, a statistical 
iew 1s valuable. 

For the last decade the question has been considered, 
why do we take care to save labor and reach a larger out 
put in our factories, and why do we not trouble to achieve 
the same results in our offices and other administrative in 
stitutions. There has too long been a difference between 
the two groups, but now is the time to remedy this neglect 
What has been achieved in the factories is enormous. Not 
satisfied with taking the work away from the hand and giv 
ng it to the machine, the most essential hand work has been 


r 
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studied so that every unnecessary movement has been 
nished ‘In this connection,” said Mr. de Flines, ‘“nam- 
the well-known Taylor system, I feel sure that this 
system will in future be of great influence on the manual 
labor in administrative offices.” 

The nimatie r of office machines is so great that it would 
be impossible to discuss every one of them However, the 
machine one finds in every office is. the typewriter In 
\merica the typewriter is put to much larger use than here 
Just as here, there are special correspondents to type let 
ters, "but in addition, nearly every clerk has a typewrit 
er at hie disposal and so that the machine may not take up 
00 much room, special typewriter tables with rollers are 
used 

[he speaker then went on to mention the movement to 


ward manufacturing machines which are practically noise 
ess, or at least quiet in their operation. He noted the 
\merican habit of placing offices in one large room without 


partitions, in which the manager works with the office staff 


From the typewriter Mr. de Flines passed to the dupli- 
ating machines, mentioning particularly a machine which 


stands | 


between the Hooven machine, which has the ap- 


pearance of a typewriter, but works after the fashion of a 
pianola, typing letters from a master form consisting of a 
roll ith h had 3 : . 

roll with holes punched in the paper. He then mentioned 
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stencil duplicators, etc. Printing machines which work 
with metal types are made in different models. He men- 
tioned the Multigraph as one example of this type of ma- 
chine. Germany, he said, produces a number of small flat 
bed printing machines of which the Roedertal is a good ex- 
amp a4 A typewriter is attached to this machine, the op- 
erator setting the type so that the unpracticed compositor 
simply types on the machine, and at the same time the dif- 
ferent types place themselves in the right way. 

In America he said that bookkeeping and calculating 





JAN DB FLINES. 


machines are generally used in bookkeeping departments. 
Machines of this type, namely, adding and calculating ma- 
-hines, are divided into non-listing and listing machines. 
The listing machines are simple adding machines, machines 
for more complicated work, such as the addition of dif- 
ferent sums at the same time; bookkeeping machines for 
loose leaf books and finally bookkeeping machines for bal- 
ancing accounts 

Many people shrug their shoulders over the idea of book- 
keeping machines, being unwilling to recognize the evolu- 
tion in business and to acknowledge that too much costly 
capital is being consumed that could probably be used on 
modern office machines. 

In every business one of the most important items is 
the careful keeping of the accounts current book. All book- 
keepers are liable to error and the inevitable result of a 
wrong entry is that at the end of the month books do not 
balance. A bookkeeping machine can do all this work, do 
it more quickly than any human being and is as infallible 
as any machine which depends upon human guidance for 
its operation [he machine books the invoice and gives 
automatically each time the balance of the account. Errors, 
that is to say, faulty bookings, are neutralized by automatic 
control with the help of such machines, a much_ greater 
number of entries can be booked than by hand. A further 
1dvantage is neatness and legibility. 

Mr. de Fline s then described the advantages of the Holl- 
erith tabulating machine for statistical work. He called at- 
tention before leaving the subject of bookkeeping machines 
to a rather curious argument against their use which had 
ome to his attention. One of the leading employers in 
Holland told the speaker that for his bookkeeping he pre- 
ferred the old fashioned way because it kept his staff 
awake He said that formerly they knew exactly what, 
bookings they had entered, but that with the entries booked 
mechanically, thes no longer had this information. For- 
merly they were quick in adding and making calculations 
but are now slow in this respect, because the calculating 
machines have not given their brains any practice in this 
line of work. 

Among the other machines mentioned by the speaker 
were the Photostat machines, checkwriters, pinpoint writ- 
ers, etc. He said that copying presses are still found to 
some extent in Dutch offices, but in the United States bound 
copy books are no longer in use and only loose leaf is used 
for carbon copies held together with a spring or other 
bindings. For copying purposes exclusively, automatic or 
half automatic machines are used. 

The speaker then discussed addressing machines and their 
uses, filing systems in steel and wood, fire-proof light safes 
such as the Safe Cabinet, etc., and closed his discussion 
with some remarks concerning the office buiidings which 
are in most general use in the United States. 
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Present Situation in Holland 


Written for Ofice Appliances by P. G. Wilson, Advertising 
Vanager of B. C. A., Limited, Importers of and 
Dealers in American Office Machines and 
Devices, Amsterdam, Holland. 


Nove.—The apparent pessimism of Mr. Wilson would per s guite a different thine S/ s exceedu , 
haps be justified if pessimism were ever the way to take. But heroism, wisdom and folly in a most perpl 1 wa t 
“Mamma Europe” ts a most remarkable dame. Nobody has 1914 she always paid for the music to wi lren 
yet understood all her moods, nor taken the measure of her danced, and in time she will pay for the last ; md 
resources. In the last ten centuries or so she has been givei “Mamma Europe” will be beckonin f t 
up for lost a number of times, but she has always pulled ee aiaie a ssi preithe weit saoe hav lene 
through the most desperate situations and in a generation or \, oy angel a engi ery, meh 
two is right back again, as gay and prosperous as ever, read won Ce ene ee ee , but “Mamma j 

main to work out whatever her destiny ma j 


as of old to perform great works while at the same time flirt 


ing with the God of lar. reservow of the mfinite to draw upon we a 


Her reputation in spots is shocking, but her real characte to say what she may or may not ta 
_— 

MERICAN manufacturers and exporters of office ap the Dutch were cut off from the manutact tries 
A pliances are now again casting their eyes towards ind learnt, like many other nations, to t 

Europe in the hope that the situation in that unhappy themselves. Factories arose everywhere a 
continent will soon have improved to such an extent that business during the boom period. After the armust ( 
American goods may again find their place on the market man capital, fleeing from the clutches of the Entent Tel 
With the Austrian, Polish, Russian and German currency its nest in Holland and many German 
rushing frantically towards zero, closely followed by the settled in the Low Countries. Shipping produ f 
Italian lire and the French and Be'gian franc, the outlook profits, agriculture bloomed, the colonies th t 
is not particularly bright. Italy with its new Fascisti Gov rubber, tin, tea, coffee and spices poured mone the 
ernment of highly charged imperialistic explosivity may mother country. New firms arose mushroom: t 
drop a match into the gunpowder barrel; Turkey may everybody started laying in stocks, the banks 
kick over the traces; Bolshevist Russia may do anything vanced money to their customers and tl vas 
France is hovering on the edge of national bankruptcy happy Then the slump came 
and the entire family of poor old Mamma Europe is wob The competition from Germany paralyz« 


try 


bling unsteadily on the brink of a catastrophe. England  dustries which were unable to compete owing 
is in the throes of a general election and shows a tendency lark; agriculture could not export to Gert 


to return a Conservative government which promises a the principal customers, for the same _ reaso ping 
policy of “trade within the Empire” or, in other words, ot rashed on account of the precipitous droy hts 
protection. In fact, wherever one turns one’s attention, the sugar, rubber, tea, coffee and spices plunged llon 
protectionist tendency is apparent, and the new U. S. tariffs down the gradient; unemployment reared its hor ( 
have also done their share in inducing the nations to shut and a creeping paralysis possessed itself 
themselves up within high walls of protective duties which Che office appliance branch suffered, and is suft 
are going to play a great role in the immediate future ably more than others. Typewriters becan ( ' 

We have painted the above little miniature of Mother to the dismissal of clerks, and ribbons, carbo ips 
Europe m as black a colour scheme as possible so as fasteners, typewriters and all the hoi poll the trad 
not to raise any false hopes of immediate return to pros poured in from Germany at prices enough to make the 
perity. The psychology of Europe is not the same as angels weep. Economy became the cry and tl | lander 
that of America: there is not the same buoyant optimisn being naturally a thrifty soul, now resolutely refused 
the same self-reliance and grit. Europe does not respond buy even a new nib to his pen. The importers of America 
as readily to the stimulus of the press, is not swayed s offce appliances and supplies were forced to turn to Ger 
easily by the advertiser’s gentle arts, and has become so many in the search of bargains, or close dé e! 
dulled by the long years of adversity that it is difficult for The large stocks bought at the top of the boo: eiohe 
an American to understand her present mentality. We set down the importer very heavily and many 
this down pro memoria.’ on, and are still hanging on, much too long inst 

Holland is one of the few countries in Europe whose cur ting their losses. 

ney a6 : ve ‘ > ’ a)}- . 
rency has managed to stand up pretty valiantly to the Waning of German Competition. 


dollar and whose credit is unshaken. There are very good 


reasons for this. In the first place Holland as a benevo Now what is the present position in Ho 


lent neutral was able to extract quite a large amo ot ire the future prospects [here are hopetul sig y 
l | arge amount ot : at 
gold from both the belligerent alliances in the Great War provement which we will endeavor to present as. su 
{It is true that the costs of the long mobilization of her 25 possible. In the first place German competiti 
army, and the various social measures involved by the war, ‘he wane. The German manufacturer has su ed suc 
took much of the gilt off the gingerbread, but a sufficient POT quality, has ruthlessly renounced contracts, hig! 
layer still adhered to make it worth while. During the war @ndedly altered agreed prices, been so absolutely 
_ liable as regards to delivery, that only thi 
*Note.—Confirmatory of the dark picture which Mr. Wilson induced merchants to go to him. Now, however, that t 
has painted of the immediate future in Europe are the remarks stocks of raw materia!s are nearly exhausted in Germat 
of Richard Weiniger, whose reports of the Amsterdam business B ‘ aS ar Seasty cummed fi 1 na 
show have appeared in recent issues of Office Appliances In and she has to turn to the foreigner for her 
a recent letter to this journal he states that business condi- naking, and even for her coal and iron, while wages 
tions in Holland at the present time are very unsatisfactory aii aa S eae : 1-1’ em vant oad 4 TES 
“We are going through strenuous times,’’ he says, “for 1922 rapidly reaching the world ” market le aig — ee 
was a bad year in Holland and we can only hope that 1922 will ual efficiency of the workman Is decreasing Ving s( 
be better. As it perhaps may be of interest to you, I give you cial discontent, alcoholism and underfeeding, Germany « 
herewith a few figures on the commercial situation no longer cut prices as before. If the mark is not st 
‘In 1929 the total bankruptcies in this country numbered : . : : ay Sgr yr , 
1,081; in 1921 the number was 2,109, and up to November, 1922 ized Germany will go bankrupt with all that that involves 
3,000 bankruptcies had taken place. To this figure must be if. on the other hand, the mark is stabilized she will have 
added a certain number of concerns that went into voluntary to compete on equal terms with other countries and wil 
liquidation because they could see no advantage in attempting : : < “] 
to keep on in business be again able to import Dutch produce It is true tl 
“The causes for this condition are many and include the there is an enormous amount of German ipital in He 
decrease in the price of materials and stocks, so that these had } - Sas } ale rw ro marl tit , 
; ‘ > ; he sz t paper marks—about « 
to be sold at a loss; the very low exchange of the surrounding land de rived both oe : = pov Pee po? h coe eiag” ' 
countries, enabing the merchants of those countries to sell their hundred million dollars are Stated to lave er ost 
goods at low prices in terms of Holland currency; high manu speculating in marks in Holland—and from G Mat ipit 
facturing costs in Holland, and the big losses which the public invested here to escape from the hands of the Reparations 
has suffered in holding foreign stocks, shares and money, which . gir ; . rr , a as 
had to be dispoed of at an enormous loss Commission. If the mark is stabilized it is possible tha 
“Nineteen twenty-three will be a year of reconstruction in some of this capital will be withdrawn and ynsequent! 
Dutch industry This does not always mean protitable busi- the Dutch florin will be affected with the result that it 


ness, but anyhow it means the creation again of a sound 


foundation.” would decline vis-a-vis of the dollar and thus hamper trade 
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with the United States. It is a remarkable fact, by the 


way, that the man who pays the highest income tax in 
Amsterdam is a German, Dr. Mannheimer of the Deutsche 
Bank. ; 

Che waning of German competition has been reflected in 


higher quotations on the Stock Exchange for Dutch in- 
lustrial and commercial securities as it is considered that 
the home industries will now have a better chance of get- 
tine their goods on the market. Further rubber has im- 
proved and the sugar and tobacco crops for next year 
have been sold at fairly profitable prices, while tea is doing 
very well. This means that capital will move to the mother 
‘ountry and that more will be available for purchases. 

Moreover most firms are getting near the end of their 
stocks of stationery and office appliances, typewriters are 
notoriously not everlasting and new machines become nec- 
essary. The position is therefore that, given normal con- 
ditions in the rest of Europe, Holland will gradually pull 
through the slump and come out the same rich market for 
office machines that it has always been. American manu- 
facturers and exporters must, however, have patience and 
not expect Holland to absorb a quota such as would be 
right and proper for say, New York, which has a popula- 
tion about equal to that of Holland but has an industrial 
absorption coefficient at least ten times as large. 

In conclusion we would urge American concerns to con- 
sider Holland as a country where they could concentrate 
their organizations for supplying Europe. The florin is 
stable, shipping and transit facilities are second to none, re- 
liable and efficient clerks are abundant, it is a free trade 
ountry, any part of Europe is easily accessible, the lan- 
guages of Europe are better known than in any country 
and there are no petty hampering restrictions. Verb. sap. 











BOOTH OF THE OFFICE APPLIANCES COMPANY 
AT AMSTERDAM BUSINESS SHOW, DEMONSTRAT- 
ING L. C. SMITH TYPEWRITERS. 








Cargill’s Represents Woodstock at Colombo. 


Cargill’s, Ltd., Colombo, Ceylon, has been appointed dis- 
tributor for the Woodstock Typewriter Company, Chicago, 
Il 


DIGEST OF FOREIGN PRESS 


The November 11 number of Schreibmaschinen und 
Surobedarf Zeitung, published in Vienna, mentions edi- 
torially a practice which has been exposed and at least tem- 
porarily halted by the office equipment dealers’ organiza- 
tion in Vienna. The unethical practice in question was 
used by one adding machine manufacturer who, it appears, 
instructed his agents to manipulate the machines of other 
manutacturers by means of partial handle pull strokes and 
similar subterfuges so that the competitor’s machine might 
be made to appear faulty in the eyes of a prospective user. 

x * x 


Less than twenty years ago Office Appliances was the 


only office equipment magazine. Today there are a num- 


ber of journals devoted to office equipment. Many of these 
are published abroad and it is our pleasure every few 
months to welcome a new one to the field. In this case, 
we extend greetings to Le Steno-Dactylographe, of which 


we have received No. 2 of Volume I, published November 


“5, 1922, at Dijon. The publication, a monthly, is devoted 


to stenography and typewriting and is issued by G. 
Tonichon at 1, Rue Amiral-Roussin, Dijon, France. 
* * ~ 
Among the articles in the October number of Exito pub- 
lished in Barcelona, Spain, are some with the following 
titles. In the department devoted to Accounting is an 
article on “The Correction of Errors,” the purpose of 
which is to show not only how errors may be prevented 
in bookkeeping, but also how they may be checked up and 
corrected. Another article gives a basis for determining 
and paying salaries. A very interesting article deals with 
“Gilbreth’s Variables in Motion Study.” In the depart- 
ment of the magazine devoted to sales is an article on the 
organizing of sales, and also an article translated from the 
French of La Publicite on the “Relation of the Consumer 
and a Method of Judging Gained by Sales Agents.” 
x * * 


L’Impresa Moderna for October is devoted almost en- 
tirely to advertising. There are thirty halftone and full 
color illustrations showing specimens of advertising and 
these are distributed through eight articles dealing with 
various phases of advertising, one of which gives the min- 
utes of the last meeting of the Italian National Federation 
of Publicity. 

x * * 

Levant Trade News (American Chamber of Commerce 
for the Levant, Constantinople) told about “The American 
Navy in Action.’’ Our bluejackets were on the job every- 
where during the evacuation of Smyrna. There were 
twenty destroyers, with other vessels, in Constantinople 
harbor. They were used to transport refugees, and to con- 
voy mercantile vessels chartered to transport the Smyrna 
victims to safety. 

* * > 

Poland (American Polish Chamber of Commerce) re- 
ported the “Recent Administrative and Political Develop- 
ments in Poland,” narrating the results of the election 
of 1922, the first held in Poland in 150 years. “Poland’s 
Economic Situation,” by Col. A. B. Barber, showed how 
the country is making material progress in its business 
affairs. 

*~ * * 

Transatlantic Trade (American Chamber of Commerce 
in Berlin) referred to the coming anniversary of the Ber- 
lin chamber. It was organized January 29, 1903, with a 
membership of 100. The present membership is nearly 
2,000. 

« ore 

The British Stationer commented on the increase of at- 
tendance at the Stationers’ Company school. It had grown 
from 400 in 1919 to 540 late in 1922. The school was then 
filled to capacity. 

>* * * 

Sales Management (London) printed some helpful come- 
backs for the salesman in an article, “When the Buyer 
Says ‘No!’” Representative rebuffs are quoted, and apt 
replies formulated. 

* > ” 

The South African Stationery Trades Journal com- 
mented on the growing market for mechanical pencils. 
The observation was made that British manufacturers 
were slow in taking up the device, which permitted Ameri- 
can manufacturers to dominate the field. 

* * * 


Anglo-American Trade (American Chamber of Commerce 
in London) printed a communication from a member in 
the United States commenting on terms of payment. It 
refuted the charge that American firms generally demand 
cash against documents at factory. 

* * 7 


The Bulletin of the French-American Chamber of Com- 
merce (New York) directs attention to Madagascar as a 
source of graphite. Another article, on the French rail- 
way situation, comments on the fact that repairs to rolling 
stock, generally done in government railroad shops, have 
been accomplished quicker and at less cost in private shops. 
This releases the cars for service quicker, in addition to 
reducing the cost. 


Remington Changes in South Africa. 


Mr. Bremer, who had been manager of the Durban 
branch of the Remington Typewriter Company, has been 
placed in charge of the house at Johannesburg. Mr. 
Thompson, who had been acting manager at Johannesburg, 
was given control of the business at Pretoria. Both he and 
Mrs. Thompson were the recipients of tokens of regard 


from the Johannesburg staff before they departed for Pre- 
toria. 
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NEW MACHINES 


and DEVICES | 








A New and Ingenious Ledger. 

The Boorum & Pease Company of New York has pro- 
duced a new ledger which opens flat on the desk and has 
space providing for all accounts as needed. It is intended 
to eliminate the disadvantage of having portions of custom- 
ers’ accounts in different sections of the ledger. Among 
the features of this standard ledger are automatic indexing 
as conditions make desirable, namely under alphabetical, nu- 
merical or geographical systems, making it possible to re- 
move inactive or closed accounts. 

This ledger is sturdily constructed. It has a rigid pressed 
steel back which holds securely the rapid operating de- 
vice governing the minimum and maximum sheet capacity. 
The posts are four in number and are 5/16 inch in diameter, 
telescoping, spaced standard gage. Covers and steel hinges 
are made of double bindery board with rounded edges. 
These ledgers are bound in red, with heavy cross-grained 
cowhide back and corners and tan corduroy sides. All 
metal parts are padded before applying the leather. Metal 
parts of necessity exposed are heavily nickel plated over 
copper. 

These ledgers range in size from 94x11 inches to 11% 
x13%, and all sizes have a capacity of from 300 to 900 sheets, 
including an index of 26 or more sheets. 

For the convenience of purchasers the company has put 
on the market completely assembled standard ledger out- 





B. & P. “STANDARD” LEDGER. 


fits ready for instant use. Each outfit consists of ledger 
binder, A to Z index and ledger sheets in double entry 
ruling. These outfits are furnished in the two sizes most 
wanted and each contains 200 or 400 sheets, according to 
selection. 

Transfer cases are also to be had of the company for 
these standard ledgers. 


New Line of Directors’ Tables. 
An attractive new series of directors’ tables in walnut 
is now featured by the Mutschler Brothers Company of 
Nappanee, Ind. Office tables in the same wood and finish 





EXAMPLE OF “SAMSON” WALNUT DIRECTORS’ TABLES. 


are included in the line. Practically any size desired may 
be had. The walnut directors’ tables are made in three 
sizes—42 by 96 inches, 48 by 120 inches, and 48 by 144 
inches. 

The workmanship on these tables is of first quality. They 
are handsome and serviceable 


New Portfolio for the Desk. 


Edward A. Banschbach, head of the Unyversal Utylyty 
Unyts Company of Chicago, has just perfected a manual 
yts Company j ‘fect 
portfolio for use on the desk. It has a simple front edge 
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NEW BANSCHBACH DESK PORTFOLIO 
flap without the end flap and is of generally lighter weight 
construction for desk use primarily, though it is available 
as a manual portfolio if desired. 
[The device consists of four or more divisions, with in- 


lot? ] 


dexing alphabetical divisions interleaved in the letter files 
In effect it is a desk document case with the end handles 
and sides of the usual document case eliminated. The parti- 
tions are laced into the back and move freely, expanding 
evenly as contents increase, when the V-shaped connecting 
fabric at the farther end becomes less acute in angle until 
at full capacity it is straightened out. Each division thus 
remains always parallel to its contents and remains flat 
when empty. The device is made of leathered cloth, can- 
vas or buckram, according to the wishes of the purchaser. 

The device is intended for the use of professional men, 
collectors, executives, salesmen for the display of samples, 


and by banks as collateral containers, etc. Larger sizes 
will be provided for dealers in and users of sheet music 
New Envelope Moistener and Sealer. 
The Pull-Thru is the name of a new envelope moistener 
and sealer. The illustration given herewith presents some 


of the constructive features of the machine and gives an 


idea of its appearance and mode of operation 






ENVELOPE 
FLAP MOISTENED 
BY PULLING THRU 


THIS iw 





“PULL-THRU” MOISTENER AND SEALER. 
It is stated that this device will not only seal envelopes, 
but will moisten gummed labels, tags, seal pay envelopes 
or anything enclosing a bulky object. Its manufacturers 
state that it is the only sealer that does not pass the entire 
envelope through the sealing mechanism. 


This little machine, which is light and very inexpensive, 





is manufactured by the Pull-Thru Manufacturing Com- 
pany of Covington, Kentucky. 
Interesting Bookkeeping System. 

An outfit which makes it possible for the well informed 
salesman in the stationery store concisely to present the 
features and advantages of machine bookkeeping has been 
devised by the Stationers Loose Leaf Company of Mil- 
waukee, Wisconsin. The several forms included in this 


outfit are indicated in the cut herewith presented 
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The system consists of three divisions—ledger, cash 
journal and transfer binder. The ledger is subdivided 
into customers’ accounts, purchase accounts and general 
ledger. The general ledger is arranged in accordance with 
the recommendations of the Federal Income Tax Com- 
mission, and is based on the methods of modern bookkeep- 
ing, affording a daily closing and balancing of all records. 
To achieve this object a daily distribution sheet is used, 
which is a cash-journal in form. This is the foundation 
of the daily routine work. 


+ soe 
ones PROFIT free SALES 


A THREE-IN-ONE BOOKKEEPING SYSTEM FOR WHICH 
CERTAIN DEFINITE ADVANTAGES ARE 
CLAIMED 


The system is laid out in an understandable way based 
upon a cash-journal sheet. Over the heading of each col- 
umn a letter of the alphabet is placed, and thus, by num- 
bering the accounts as one sees them laid out in the index 
arrangement it is possible for the stationer to sell book- 
keeping outfits by mail, furnishing an instruction sheet sup- 
plied by the manufacturer. The customer is thus enabled 
to understand the system readily, saving installation ex- 
pense. 

It is stated that after half an hour of study of the instruc- 
tion sheet a majority of salesmen in stationery stores can 
demonstrate the outfit intelligently. 

This is a three-in-one system. It can be operated with 
pen and ink, as the ledger sheet is ruled with faint lines, 
but so spaced—six lines to the inch— that it is also possi- 
ble to use the sheets in a typewriter, an added advantage 
arising from the use of a typewriter with an accumulator. 
The sheets can also be used in bookkeeping machines. 

The manufacturers state that this system enables the 
stationer to install bookkeeping machine methods and 
equipment without waiting for the actual sale of a book- 
keeping machine. 


Interesting Line of Columnar and Figuring Books. 


\ complete all-around assortment of columnar and figur- 
ing books has been placed on the market by the Boorum 
& Pease Company of New York. The company’s experts 
have given close study to the various books in this line 
and have given them actual tests and experiments where- 
by they have been able to eliminate all the unnecessary and 
freakish rulings and sizes, leaving the line clean and prac- 
tical throughout. 

Special rulings, of course, the company will make to or- 
der, but they have found that, as a rule, customers can ob- 
tain from their standard assortments just the books they 
require 

The line is made up in all standard rulings, ranging 
from two to thirty-six columns, with left-hand and right- 


hand pages alike; columns across two pages; divided from 
columns; units divided, etc. All books come in 150 and 
300 pages, and there is a book for every business. 





A New Pocket Calculating Machine. 


“Addi” is the name of a new pocket calculating machine 
which is said to be in accord with the highest principles of 
German precision work. This little machine adds, sub- 
tracts, multiplies and divides. It is easy to use and is built 
of durable aluminum, weighing less than four and a half 




















“ADDI” CALCULATOR. 


ounces. Its price is very reasonable, although somewhat 
formidable in terms of marks. The company offers the 
machine at 80,000 marks per dozen, but on receipt of 
7,000 marks in advance, will deliver a sample with detailed 
instruction as to use. The machine is made by “Addi” 
Fabrikation u Export v Rechenmaschinen, Feldherren- 
strahe, 16, Dresden—A. 16, Germany. 





New Product Gives Rise to New Company Name. 

The Byron Typewriter Cabinet Company of Louisville, 
Ky., has added flat top and drop-head desks to its line and, 
as a result of this addition, has changed the name of the 
company to the Byron Desk Company. The company’s 
new lines are illustrated by the five small cuts which appear 
on this page. In these desks the company has applied one 
of the principles of its well known typewriter cabinet—the 
deep, subdivided, hinged drawer—to flat top and drop- 
head desks. This drawer is a new departure in desks of 
the types here illustrated, but it is a characteristic of all 
Byron desks and constitutes an important time-saving fea- 
ture. Its seven separate compartments provide definite 
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FIVE NEW TYPES OF BYRON TYPEWRITER DESKS. 


places for important papers and frequently used forms, 
preventing them from becoming hidden under other mate- 
rials. Every paper or form in the drawer is constantly 
in sight when the drawer is open. Because of its hinged 
arrangement, this drawer drops easily forward on open- 
ing or swings quietly back into place to close. There is no 
binding nor sticking. It is locked by a plunger arrange- 
ment as are the other drawers when the center, or kev 
drawer, is closed. 

The new Byron desks are made in standard designs and 
finishes—one and two-pedestal styles in both the flat top 
and drop head desks and single and double style in the 
flat top desks. The finish is quartered oak or mahogany, 
as desired. 
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A New Numbering Machine. 


One of the most recent inventions to appear in number- 
ing machines is known as Force Model 100 automatic 
numbering machine, manufactured by William A. Force 
& Company, Inc., 535-537 Pearl street, New York. The 
machine is dial setting in its four movements—consecutive, 
duplicate, triplicate and repeat. The movement desired is 
determined by a turn of the dial, which is always visible 
from a vertical or horizontal position, and is very simply 
constructed, without screws, knobs, pins or other project- 
ing parts. 
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MODEL 100 NUMBERING 
ITS IMPRESSION. 


NEW FORCE MACHINE AND 


[his machine has six wheels numbering from 1 to 999, 
909. It has a graduated gauge plate, allowing for the 
accurate positioning of the print, whether vertical or hori- 
zontal, and steel wheels of specially constructed stock, 
deeply engraved. Other features include a rigid solid cast 
frame, fully nickeled, a solid locking pin which cannot be 
lost and an improved ink pad which can_ be readily re- 
inked without thé ink coming in contact with the parts of 
the machine. 





Still More New “Posturchairs.’ 


” 


New “Posturchairs” embracing every type of seating for 
factory, store and industrial workers are announced by 
the Toledo Metal Furniture Company of Toledo, Ohio. 


The line consists of ten heights, starting at fourteen inches 
and increasing by two-inch steps to thirty-two inches, with 
an additional three-inch adjustment beyond the minimum 
heights. Height and seat tilt adjustments are effected by 


= = 





NEW “POSTURCHAIRS 


TYPES OF 


means of four bolts with large size wing nuts which hold 
the seat and spider in the base of the chair. Removing 
the wing nuts and bolts and setting at proper heights, then 
replacing bolts and nuts makes adjustment a quick and easy 
operation. Workers who sit forward or backward at their 
work find the tilting device both simple and efficient. 

The seat is of wood, five ply, built up one-half inch 
thick, and is strong and durable. Its shape is of the special 
Posture League design, providing maximum comfort and 


freedom from fatigue through correct posture and the 
proper distribution of body pressure. 

The back support is of solid wood, mounted on spring 
steel rods with one-and one-half inches height adjustment, 
and correctly spaced to support the back where needed. 

All parts of this new line of chairs except the seats and 
backs are of steel, cold-rolled and die-formed. The bases 
are rigidly braced and have long wearing quality. Braces 
are held in place by retainers set inside the U-shaped legs 
so that there can be no pivoting motion to weaken the con- 
struction. 

The line is divided into two types 
standard finish is all-over olive green. 
special, but can be obtained. 

The manufacturers state that these 
gone severe strength tests and that the 
League has placed its label upon them, 
the seal of its approval. 


—fixed and swivel. The 
Other finishes are 


chairs have under- 
American Posture 
thus giving them 


New Line of Thin Leads in Colors. 
_A. W. Faber, Inc., of Newark, N. J., announce a new 
line of colored leads for everpointed pencils. These are 
thin leads made to fit the propelling pencils which are now 


so popular. These leads come in three colors—red (No 
3345), blue (No. 3346) and green (No. 3347) 

A new pencil convenience introduced by A. W. Faber, 
Inc., is known as “Pencilaid.”” This device is a_ pencil 


sharpener which remains on the pencil. Its features were 
outlined on page 50 of the December issue of this journal 


A New Desk Pad. 
_ A flexible rubber desk blotter pad is a new device which 
is being manufactured and marketed by the Sumatra Rub 








ber Specialties Company of Salem, O. These pads are 
made from high-grade rubber, molded in one piec« They 
are nicely finished and artistically colored to harmonize 
with any style of office furniture. They will lie abso 
lutely flat on the desk and will not mar the finest finish 

It is claimed that the Sumatra pad may be cleaned 
with soap and water or gasoline, removing ink stains 
which have not been standing too long Another char 


acteristic of this pad is its long life. 











It is stated that the price asked of office supply dealers 
is in line with the cost of ordinary desk pads, but that 
: ; a canes 
THE SUMATRA DESK PAD 
the Sumatra offers potentialities which should interest 


every dealer. 

The Sumatra Company is owned and opera ited by met 
long identified with the rubber manufacturing business 
It is understood that they expect to introduce several other 
new office specialties made of rubber in the near future 


Rubber Stamp Mount Arranged for Indexing. 


with a patented flanged 


A new rubber stamp mount 
care of the problem ot 


groove has been designed to take 
indexing these convenient devices. The groove is cut into 
the regular stamp moulding at the factory. The index 
card is stamped and slipped into the which is set 
back far enough to keep the index from being damaged 
or soiled by contact with other articles. It is stated that 
the index will not work loose or come off. 

This new rubber stamp mount is made by the Medearis 
Moulding Company of Winston-Salem, North Carolina, 
who are carrying on quite an extended advertising cam- 
paign in several of the different well known publications 
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Convenient Devices for Warehouse Use. 


[wo of a number of useful devices for warehouses, freight 
depots, etc., made by the Barrett-Craven Company, 1328 
West Monroe street, Chicago, are here described. The two 
utilities shown are suitable for use in all warehouses, small 
as well as large, and are described here with the idea that 
they may be of interest to dealers and others in this in- 
dustry. The two are designed to operate in conjunction. In 
most warehouses it is found desirable to store goods on 
platforms, raised several inches from the floor. The Bar- 
rett Steeleg platform fulfills this requirement, but instead 
of the lower supports being made of wood, they are made 
of heavy gauge pressed steel. The platforms are wood. 
The steel supports are turned outward at the top and bot- 
tom, but the top portion is also given a turn upward at right 
angles to the part on which the platform rests, so as to pro- 
tect the ends of the boards or planks constituting the top 
of the platform. Provision is also made for bolting the 
boards or planks to the steel supports with bolts having 





BARRETT LIFT TRUCK 





BARRETT STEELEG PLATFORM 


tops which set flush with the surface of the wood. Steelegs 
may be placed under wood platforms at present in use by 
removing the old skids and placing the Steelegs under the 
platform, bolting them securely. In some cases it is pos- 
sible to use the old skids for part of the top boards. How- 
ever, the company is in a position to furnish the complete 
platform where desired. 

hese Steeleg platforms are just the right height to ac 
ommodate Barrett lift trucks, one of which is shown in 


another illustration. This truck carries loads up to 3,500 
pounds and is made in various models, D model being 
175% inches wide and DW model, 27 inches wide. Aside 


from the difference in dimensions, the two trucks are the 
same. There are also other models of trucks made by this 
company for the handling of larger packages or heavier 
load 
oads 


In use the truck is pushed under the platform on which 
rests the portion of the stock it is intended to move. Then 
the entire load is elevated with a downward thrust of the 
handle and the load is moved to its destination and let softly 
to the floor by a touch on the release latch. These trucks 
are made of the best quality of steel, having 1% inch axles 
with Hyatt heavy duty bearings. Wheel face of the front 


wheels 1s two inches and of the rear wheels three incl 
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Readers will be interested in knowing that the president 
of the Barrett-Cravens Company is Arthur M. Barrett, who 
is well known to this field because of the fact that he is also 
president of the Barrett Bindery Company of Chicago. 


A New Index Tab. 


\ new device for replacing worn out or illegible index 
tabs on guides and folders is announced by the United 
States Business Equipment Company, 111-113 Albany street, 
Boston, Mass These tabs have a durable, transparent 








NEW “U-B” INDEX TAB 


cover, as illustrated in the picture, and come in six-inch 
lengths, but may be cut to shorter lengths as desired. They 
are supplied in six shades—blue, pink, orange, yellow, 
green and clear. The label exposure is the standard three- 
eighths of an inch. Perforated paper suitable for typing 
the labels is supplied, and gummed tape is cemented firmly 
to the tabs. Gummed cloth is cemented to the index tab 
for attaching it to the article to be indexed. 


A New Typewriter Brush. 
lhe Superior Two-in-One brush is the name of a device 
which is designed for use on all typewriters, tabulating and 








PWO-IN-ONE BRUSH FOR OFFICE MACHINES. 


adding machines. This brush cleans the type and will even 
reach parts that are hard to clean. It is made of high-grade 
hair and bristle, twisted in wire. The Superior Brush Com- 
pany of Hartford, Conn., is the manufacturer. 


New Type of Desk File. 


The “Jiffy” desk file is the name of a useful desk con- 
venience made by the Phone-Dex Company of Rochester, 
N. Y. It has a rich appearance not dissimilar to that of a 





“JIFFY” DESK FILE. 


leather bound de luxe book. It is 9% by 14 inches and is 
made with six, nine and twelve sections. Spaces for labels 
are provided for each section. The “Jiffy” adjusts itself 
to its contents by means of an unique bellows construc- 
tion 


(Continued on Page 70.) 
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Furniture and Friends. 


How a California Concern Mixes Business and Friendship 
With Capital Results. Being an Interview With Charles 
H. Barker of Los Angeles, Reported by Helen Chris- 
The 


December, 1922. 


tine Bennett in American Magazine for 


HE DECEMBER issue of the American Magazine 
: ¥ as of peculiar interest to those in the office equipment 

field, containing as it did, no less than three articles 
concerning people prominent in this industry. 

One of the most interesting articles consisted of an in 
terview with Charles H. Barker, president of Barker 
Brothers. This concern has long been a leader on the 
Pacific coast as office and home furnishers. They know 
the business thoroughly and their total annual sales run 
into enormous figures. The importance of their office fur- 
nishing business is second only to that of their trade among 
the homes of Los Angeles and its environs, and like prin- 
ciples have been applied in both fields so far as possible to 
bring about the conspicuous success which has marked the 
activities of this house. 

Mr. Barker has been in the home furnishing business for 
nearly forty years, during all of which time some of the 
members of his family, notably his brother, have been with 
him The attention has always been given to 
studying people, their likes and dislikes. People like per 
sonal attention to their needs and problems, no matter 
whether the problem is large or small. The present firm 
of Barker Brothers of Los Angeles consists of C. H. Bar- 
ker, president; Lawrence Barker, vice-president; Erle P 
Barker, manager of accounts and finance; Clarence A 
manager of merchandising. Lawrence Barker is 

former president, W. A. Barker, who died 
last summer. Erle P. and Clarence A. Barker are sons of 
the present president, C. H. Barker. The business last 
vear reached a total of about $12,000,000. 

The concern when it was organized consisted of two 
brothers, the late W. A. Barker, and C. H. Barker, present 
head of the business. Mr. Barker says that his father broke 
himself and his brother into the business in a small store 
in Los Angeles. where one delivery wagon was sufficient to 
Today the business. occupies build 


closest 


Barker, 
the son of the 


send out all the goods 


ings covering eighteen acres of floor space. Over 1400 
people are employed, and 117 delivery trucks are kept 
busy. Until this year when Mr. Barker’s brother died, 


the two worked in partnership. Now the brother’s son and 
C. H. Barker and his sons, form the family combination, 
working together, but Mr. Barker says that the real power 
of the firm comes from all the people who work with them 
Che late W. A. Barker used to say “Bring in your ideas to 
us, boys. We'd rather have a man with plenty of ideas 
and have two of them work than to have a man with one 
idea, even if that works well.” 

The heads of the company are and always have been 
accessible to any person, whether customer or employee. 
The doors are open. Any idea that will give a new per- 
sonal relation to customers or help them in their personal 
home problems, receives a warm welcome. 

\ long time ago the Barkers found that when business 
was dull it paid to go out and get acquainted with people 
If advertisements did not bring customers to the store, 
they went out after them and pretty soon they found that 
when they did this and talked personally to a man and his 
who were moving into a new house or planning to 
build one, the wife was almost certain to come into the 
store soon afterward. This practice was followed in a hit 
or miss fashion until the concern moved to the preseni 
location in the heart of Los Angeles. That move was ven 
turesome. The company felt that they had to do a million 
dollars worth of business the first year to justify it, and 
they needed more customers. So they extended their facili 
ties for getting customers by personal attention. They 
took a man of the city and divided it into districts, assign 
ing first-rate men from the sales department to each dis 
trict. These men were given secure salaries and sent out 
to make friends in the districts assigned. They also r¢ 
ceived a bonus for every person they brought or sent to 
the store. Before the first month was up the concern knew 
that it was always going to have these men. Today the 


wife 


house has twenty-nine, each covering a certain district and 
working every business day of the year. 
to make friends for the house 


Their sole job is 
They report to the store 
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three times a day, where they get any news that iy be of 
use to them in their work, especially news concerning 
building permits, because new house means new furni- 
ture \s soon as a new house is done in any dis t, the 
man measures the windows for shades and makes out an 
order tor the number and size needed When the people 
who are to live in the house come to see it, he talks witl 
them. People like this sort of work. These men go to 


see the young people who are about to be rried and 
they look up the new babies, also they keep track ot 


When this informatio1 





losses 


by fre and watch the movings 


comes into the store, prospective customer cards are mad 
out bearing all the facts of each case. Then, when some 
one gets ready to buy and agrees to call, the man in tl 
district telephones in or brings the client himsel 

For a time Mr. Barker’s brother and himself waited at 


the door to shake hands with these customers 
them welcome. - The firm members don’t stand 

any more, but half a dozen men do stand there just to wel 
come people who come in. Everybody likes it because on: 


naturally feels of some importance at being ert 


pitably as a friend of the firm. The men who send in thes 
people get a bonus, whether they buy or not, they « 
not buy it is the fault of the goods or the salesman, a1 
not the fault of the man who made a friend. Sometimes th 
district man makes a new friend by attending to a cus 
tomer’s complaint People who have accounts pay 1 
heck or call in person to pay cash. Collectors are not 
sent lf a customer is back in his payments distri 
nan may call and talk things over and adjus nts ar 
usually possible. 

\nother means of getting information is the nizatio1 
f a rental office whereby all the real estate agents in thi 
city list their houses with Barker Bros [he store is ad 
vertised as a place for rental information and in this wa 
more people are induced to come in. This plan was hat 


to get into operation, but finally it succeeded until it finall 
became a recognized part of the business Che firm ga 
its services free and took particular pains to send peopl 


where they would fit in socially as well as financially. | 
this way a great deal of business was created the sal 
of furniture. Now over two hundred real estate deale 
place their daily listings with Barker Bros hundred 
people a day visit the rental department Phe lways g 
out as potential customers because they a! sed witl 
the attention given them. It is asserted that 90 | cent 
of such families become regular customers 

Mr. Barker here tells about how the stor: oke to th 
idea of handling the most expensive furniture and has no 
just arranged to handle sculpture and certain out-of-do 
marbles, ranging in price from $5,000 to $10,000 for a singl 
piece. He then told about the beginning of the world war 
when home building almost stopped. Nevertheless, peo 


ple were prosperous. It was suggested by the sales mat 
ager, the advertising manager and the comptroller tl 
people would spend money for furniture if they cou ( 
shown where to put the furniture and suggested also that 


the store buy the stuff people were tired of and suppl 
new stuff to replace it, selling the second goods 
the Mexicans and Japanese on the East side ho are 
perous and could afford to buv it. The idea met with 
storm of opposition but finally the fir greed to tt 
he plan. It is sufficient to say that it rk out Ww 
ilmost perfect success and the house did not suffer in tl 
least in prestige. The plan of exchang s conducted 
dignified way and people liked it. This umber « 
other points were brought out in the inter which is o1 
of the best things that it has been out ege to 
rom the standpoint of aggressive retail erchandisi1 
ree lectures are conducted at the stor ) interior de 
tions. Sometimes the audience has been so large that 
suse has had to hire a theater 
Mir. Barker says that the important customers for t 
house to get are babies, who are customers for life, if o1 
ets them started right The plan for 1 ing triend 
includes babies as well as grown-ups, beginning by not 
of congratulation to every mother and father in time 


the baby’s first birthday, with the offer of a silver cup wit 


aby’s name engraved on it if they will call. Most parents 


‘ome and a man is at the door to greet the a man whi 
loves babies, thus a few parents are kept coming ever 
day. Since it is the baby’s birthday, the parents usualls 
buy something. Then they have the baby and his birthday 


on record for future announcements. 
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The Genesis and Development of Accounting. 


Extracts from an Address Presented Before School Stu- 
dents and Commercial Clubs by W. W. Cooley, 
Western Advertising Manager of the Bur- 
roughs Adding Machine Company. 


barter and trade, which necessitated the addition of 

numbers and keeping of records. Ancient substitutes 
for the convenient appliances of the present day were of the 
crudest character. The spirit of progressiveness has been 
existent with man throughout all ages, but development 
was slow because of the lack of mechanical devices, for 
manufacturing purposes. In presenting some of the an- 
cient methods, the desire is to arouse a higher apprecia- 
tion of present-day systems and develop a regard for figure 
facts so essential to success. When you can visualize cer- 
tain situations you will understand why these figure facts 
are necessary for your own prosperity. 

Let us look at certain matters that should interest you 
In 1917 the Commissioner of Internal Revenue issued 1,- 
250,000 blanks to retailers for their income tax reports. 
Only 4,000 responded. It is not believable that the others 
were exempt through lack of business. Due to ignorance, 
in most cases, the reports were not filed. The Government 
appointed auditors to check the delinquents and today near- 
ly 6,000 auditors are in this service. Dun reports that for 
every 100 business enterprises established annually, there 
are seventy-five failures. 

According to a research made by one of the greatest sta 
tisticians in this country, thirty-nine per cent of the fail- 
ures is due to a lack of knowledge of accounting, and thirty- 
five per cent is chargeable to ignorance of office methods 
for handling credits, buying, mark-up, etc. Hence, those 
who labor and save that they may start in business for 
themselves, are beginning with a handicap of seventy-four 
per cent when they are not informed on these subjects. 
Can anyone afford to take such chances? 

In all parts of the world, civilized or uncivilized, the sim 
ple proposition of addition demanded certain knowledge, 
and there was also need for records. In the various sec- 
tions complying with established laws, some form of ac- 
counting was imperative. “Necessity being the mother of 
invention,” the people turned to the simplest aid available, 
the human hand, to secure their first adding device. Inci- 
dentally, through the utilization of Nature’s gift, they in- 
augurated the decimal svstem. Today we refer to numbers 
as “Digits,” the Latin name for fingers. 

South Sea Island Accounting. 

In Africa this adding device required several persons 
Che fingers of one individual represented “units” another, 
“tens” and another supplied the “hundreds.” If they had 
need for such sums as are needed in counting the rubles 
and the marks of the present period, it would have taken a 
whole tribe of natives to make one adding machine. 

In the South Sea Islands fingers represented “units” and 
shells of different colors were used for higher denomina- 
tions. In 450 B. C., Aristophanes devised a finger counting 
plan that required much skill. The three fingers of the left 
hand were used for units; the other two for tens. The first 
two fingers of the right hand represented hundreds and the 
remaining three, thousands. The angle of the finger desig- 
nated the value. With such finger manipulation it would 
not be surprising if the books did not balance. 

In some warm countries multiples of twenty were used. 
[his was possible through the addition o1 the ten toes as 

part of the counting system. Mexico used fingers and 
toes, and when an accountant accidentally dropped his 
knife, ink eraser or machette on his toes the poor fellow 
lost an important part of his natural adding machine. 

Che Chinese used the fingers for units, pebbles for tens, 
and stones tor hundreds. This weighty adding device was 
superseded by the knotted cord, which consisted of a num- 
ber of strings hung vertically. On each string were nine 
slip knots which could be removed up and down as re- 
quired. This device was lighter than pebbles, but too slow. 
Even in that day and among those ancient people what 
they conceived to be speed and efficiency was desired. The 
next progressive step was the development of the Suan 
Pan (abacus), consisting of a number of rods with mov- 
able balls arranged with five in the lower section and two 
in the upper rack. One ball in the upper rack was equiva- 
lent to five in the lower section and two in the upper sec- 
tion equaled one in the lower section of the next higher 
denomination. This device is used throughout China and on 
the Pacific coast today. After thousands of years it is con- 
sidered more economical, practical and profitable than men- 
tal or pencil mathematics by the Chinese 


F ROM the earliest days of humankind there has been 








The Suan Pan of the Japenese is similar in principle to 
the Chinese Suan Pan. There are five balls in the lower 
section and one in the upper. The total of the upper and 
lower are equaled to one in the next higher demonination. 
lhe abax of the Romans was similar to the Chinese de- 
vice. It consisted of a frame with cross wires or strings. 
In the space between the strings were four pebbles in the 
lower section and one above. These pebbles were moved in 
the same manner as the balls on the Suan Pan. The Latin 
name for pebbles is “kalkulus,” and from this Latin name 
we derive our words “calculate,” “calculator” and “calcula- 


Origin of the Checker Board. 


tion.” 

The sand board of the Romans was another device made 
for the accountants. It consisted of a board with raised 
edges on which was spread sand. The accountant drew his 
finger up and down and crosswise, making squares. The 
location of a token at any given point had an indicated 
value, and as amounts were added the markers were moved. 
The frequent movement of objects from square to square 
obliterated the dividing lines and the accounts were easily 
lost. Then a more progressive “bookkeeper” concluded to 
paint the squares, which resulted in the modern checker 
board. 

This device, which we now consider merely an amuse- 
ment device, was utilized for many years in England as an 
accounting machine for the exchequer of England. It was 
the sign of the accountant and the money changer. In 
those days lawyers with a knowledge of accountancy were 
scarce. When one who was chosen for judge happened to 
possess this knowledge he was assigned to the court of 
the exchequer. The symbol of his office was the “checquer 
board,” which was printed or worked in silk upon the lapel 
of his gown. When a case that entailed figure facts was 
being heard the judge would lay this lapel upon the desk 
and with checkers make all calculations. In cases concern- 
ing the nation or royalty he used golden checkers, but in 
cases concerning the common people he used wooden 
checkers. 

The checker board can be used the same as the Suan 
Pan, it being adaptable to the decimal system. Referring 
again to the knotted cord, this simple device was also used 
by the Peruvians. You can find at the Museum of New 
York City various records kept on cords, such as death sta- 
tistics, taxes, etc., which illustrates how people so far apart 
in other characteristics invented similar methods. 

When man began to figure with his fingers the figures 
often had to be recorded. Again man took to the han- 
diest thing, viz, the rocks. With mallet and chisel of stone 
the entries were cut in the mountain side or on tablets of 
stone. This work required brawn as well as brain. Even 
for the strongest man it was hard work to climb up the hill 
side and carve the charge, and they hastened to devise an 
abbreviated method. This was solved by using hierogly- 
phics or symbols. According to Funk, the historian: 


1 represented......... 1 <A pointed finger. 10,000 
O) cadenniee its cence AO Te EG ste 100, 
A corkscrew shape...100 Anastonished 

mee SS, coer 1,000,000 


It is worth while to note that therefrom was established 
the first principle of stencgraphic characters—later devel- 
oped through the work of the secretary to Cicero, Tiro, 
who devised 1,100 characters in 65 B. C. 

The stone age records have baffled the winds and storms 
of centuries, and the great educational institutions of the 
world are excavating for these records and trying to in- 
terpret the weather-beaten symbols that are to be found 
on mountains in certain sections, among which are the 
Sierra Nevadas in California. 

Origin of Tablets. 

The efficiency engineer was already aware of the fact 
that to transport rocks from the mountains to the valleys 
was a very hard and expensive task, so the tablet system 
was devised. The brawny bookkeeper now had competi- 
tion, for under the new system anybody could do the work. 

A chunk of clay was moistened and flattened to a very 
thin piece of width and breadth. This would then be cut 
into tablets, one inch by two inches or larger if required. 
The charge would be made with a stylus on the tablet. 
These original charges would be attached to the “ledger 
sheet” with straws. The ledger sheet was a larger tablet. 
When there were sufficient charges to fill the ledger sheet 
it would be filed away in the safe deposit vault, a large 
earthen jar, which when capped with an earthen cover, 
made a fireproof “cabinet.” 

In this tablet system we have the original unit system, 
and when the merchant of today objects to the unit sys- 
tem as applied through the loose leaf ledger or the card 














“tye 


index, you have only to call his attention to the fact that 
Myer’s history states that this system was utilized 5,000 
B. C. When you recall that the Prophet, Abraham, lived 
only 2,500 B. C., you can see the antiquity of the unit sys- 
tem. In the British Museum are to be seen clay tablet 
charges that were made thousands of years ago. 

In the Chaldean age, about 1,000 vears before Christ, the 
equivalent of bank checks were written on tablets of clay 
As it was imposs ble for a person to write his name twic« 
alike on the clay tablets, a method of identification was es 
sential. This was accomplished by having the maker of the 
check dip his finger in a bowl of water and press it into the 
clay. From this you will observe that the finger print sys 
tem in use today is only a modern application of an old tim¢ 
principle. Records were also made on leaves, bark and wax, 
but they did not last clay tablets. 

Papyrus was used by the Egyptians. The plant was 
stripped and pieces laid side by side. Other pieces were laid 
crosswise, the same as the venec ring of today. Problems 
in trigonemetry worked on papyrus by ancient mathemati 


like the 
] 


cians are to be scen in the museum of Rome. They were 
worked out over two thousand years ago. Paper, whicl 
was to eventually record the history of all events, was 


not utilized to keep a record of its own inception and devel 
opment. At the time the Egyptians were using papyrus 
the Chinese were using paper. Like many other good and 
useful inventions of the Chinese, it gradually found its way 
to all quarters of the eartl 

Where Type Came From. 

no correct recording of business ot today 
and forms, hence type plays a part 
in the development of accounting. The first movable types 
was made by the Koreans at Seoul and was used about 
1403 A. D. Specimens of these original types are to be 
seen in the museum at New York as well as in the British 
Museum. The first types were set in wax and moulded 
therefrom, laid on a board, the surface painted with ink and 
then the laid on the type and an impression 
taken. 

The “History of China,” 100 volumes, was printed in 
1172 A. D., although the Chinese had been engraving as 
early as 175 A.D. In 1293 paper money was in circulation 
amongst the Mongolians, this was printed from engravings. 
It was in 1437 that movable type was produced at Nuren- 
burg. Two years later the printing press was experimented 
with and the first printing press to reach this continent was 
received in Mexico, 1540. The next went to Lima, Peru. 
In 1636 the University Press, Harvard University, acquired 
the first press that was used in the United States. 

Double entry bookkeeping was first presented by Lucia 
Paciola, a Franciscan monk, in 1495, through the medium of 
his manuscript, “Suma de Aritmetica.” In this book he 
described the day book, journal and ledger. The first Eng- 
lish publication was the work of Charles Oldcastle and ap 
peared in 1543. The tally system was utilized by the Brit 
ish and Germans* about the same time for bills payabl 
The amount due was shown by notches cut in a stick and 
this was given to the creditor. When due, the tally stick 
was presented and payment made. Crooks soon found that 
if they could find when money was due on a certain date, 
they could duplicate the stick, get in first and make a 
financial raise. This was done and some were caught and 
convicted. The accountants decided there must be an im 
provement, so they notched the stick as before but split it it 


There could be 
without printed books 


paper was 


the middle and gave one part to the creditor. On due date 
he presented his half, which was matched with the credi 
tor’s half and paid Then both were filed away as th 


voucher for the payment 

These vouchers were stored in the basement of the House 
of Lords and Parliament. The store room became filled 
in the course of time, and when a cold winter was making 
it uncomfortable for the poor, Parliament decided to giv: 
this collection of vouchers to the poor to be used as fuel 
The crook came to life again, and selecting a stick that 
would be a very common amount he rushed to the Chancel 
lor of the Exchequer and demanded payment. As there was 
usually some “unpaid accounts” they would match up and 
the crook was that much ahead. But the trick was soon dis 
covered and distribution of wood to the poor but honest 
man ceased. It was then decided to use the fuel to warm 
the government buildings, the stoves were filled with this 
very dry material and a stove exploded. The buildings 
caught fire and the House of Parliament, the House of 
Lords and the English tally system all went out of bus 
iness in 1835, although the tally system had been abandoned 
in 1795 

Napier’s Bones. 

While the Suan Pan and chequer board were being used, 

there was a demand for a more simplified accounting de 
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vice for mathematical calculations. This dema 1used the 
production of “Napier’s Bones,” an invent f John 
Napier in 1614. 

In 1642 Blaise Pascal devised a computing ichine with 
which one could add, subtract, multiply and divide. It was 
similar to the gasometer, speedometer or Mors ilculator 
the dials being arranged side by side and operat the 
decimal system. 

In 1812, Charles Babbage, an Enelishma ved the 
idea of a mechanical accountant. He proposed that you set 
down the multiplier and the multiplicand, tou tton and 


the product would be forthcoming; or, you set down the 
divisor and the dividend and touched the butt securing 


the quotient. He worked on this idea for s¢ years 
ind in 1822 he appeared before Parliament and as gO 
rnment aid for the development of his idea. | way 
by the enthusiasm of the inventor, he was t hitee: 
thousand pounds, a very large sum of money in those days 
Babbage continued his experiments until 18 His 1 
hine was still incomplete, so he again went to t Parlia 
ment for aid. This was refused. Babbas $ criticised 
and laughed at. He then presented his model to t Gov 
ernment and it is now in the King’s College 1 1do1 It 
became known as “Babbage’s folly.” Howe a inven 
tor had a vision ahead of the times and s then mat 
have tried to produce such a machine I earest aj 
proach to it is the machine known as the Burrous \Moo1 
Hopkins, which automatically does what Bab! ht 
to do 

Notwithstanding the great amount of time spent on thi 
Babbage machine and in spite of the titl Babbage 
Folly” this, the first attempt at machine a ting, ha 
proven of great value to inventors and investors e wild 
imagination of the inventor is neutralized b scientif 
investigator, who protects the investor. WH inves 
tigator notes that certain mechanical features nanev 
machine and knows that these features hav prover 
faulty in the Babbage device, it saves many t inds o 
doll ifs. 

Many Tried—Few Survived. 

Hundreds of inventions of so-called calculating 1 es 
have been made, but you can probably count on your fin 
gers all of the different types that are used today. Schent: 
of Stockholm completed a calculating devic« 1843. Thi 
machine was shown at the Paris Expositio 1855 and 
was awarded a prize [It was purchased by t niversity 
of Albany, N. Y., where it still occupies in the 
museum. 

It remained for an American inventor to 1 lutionize 
the methods of the past. William Seward Burroughs was 
orn in New York in 1858, and at an early ag ured a 
position as a bank clerk. His duties as bookkeeper neces 
sitated his adding a column, then going over the same fig 
ures again to prove the first total. If a discrepa turnet 
up he must do it over again. He was a natural mechani 
ind tiring of the mental addition he dreamed e Ma 
chine that Thinks.”” While yet in the bank made hi 
first model. Later he improved it and showed it to mer 
chants and mechanics of St. Louis. In 1888 he secured his 
patents, the first issued in the United States idding 
machine that printed the amounts and instanta sly gave 
1 total, which also was printed. 

The simplicity of the mechanical idea and its never fat 
ing principle has proven the enduring foundati f the ma 
hine. The application of “the pivotal principle,” the sin 
plest law of mechanics, has made possible one of the great 
est economic factors of the business world toda We see 
the busy banker, manufacturer and merchant utilizing th 
machine in all departments making ordinary a ilatior 
statements, posting ledgers used in payroll work and cost 
departments. In fact in any place where figures are use 

the machine will work faster than man wit! Ir pen 

Accounting was born in the days of Ada rain an 
brawn working together to make the start these day 
the schools and colleges are doing their utmost to demo 
strate efficient methods. Governments, natio1 state a 

ity, endeavor to obtain uniformity of system i: yuNnting 
in public institutions, but too many merchants look upo1 
the accounting department as an expense ndeavor 
to make that expense as light as_ possib] mplovit 


cheap help and refusing mechanical equipment his class 
of men is growing scarcer, however, and |} 
realize that to be successful they must know t real fig 
ure facts. These are only obtainable wh t s goo 
accounting. 

Thousands of years have 
used. Progress was slow 
vestments actually depends 
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Knowing When to Leave the Job. 


President of ti {merican V ulcaniz ed Fibre Company Tells 
Readers of the American Magazine a Few Pertinent 
Success Pointers Culled from Experience in 
Several Different Positions Which He 
Has Held in the Business World 


HE AMERICAN MAGAZINE for December, follow 
Ting out its policy of giving articles by men who have 
been pre-eminently successful in the industrial field, 
presents an article by C. W. Sutton, president of the 
American Vulcanized Fibre Company, of Wilmington, 
Delaware. In this article, Mr. Sutton presents some valu 
able ideas. He advises the young man to know when to 
leave a job as well as when to take one; to use every job 
so as to build up good will toward one’s self, and never 
to leave «a position in a spirit or manner which allows 
nmity and resentment to remain in the minds of employer 
yr associates. 

Mr. Sutton is a native of the little town of Vienna, near 
Youngstown, O., where he was born thirty-nine years ago. 
Till he was fifteen years old he lived on a farm and went 
to a country school. After two years at Western Reserve 
Seminary, he became a yard clerk with the Pittsbu.gh & 
Lake Erie railroad at Rankin, Penna. Six months ‘ater 
he was transferred to McKeesport as assistant yardmaster 





—Photo by Bachrach 
CLAUDE W. SUTTON. 


Next he became a clerk with the Frick-Coke Company, 
where he remained seven years. Then he went with Miller, 
Franklin, Bassett & Company, industrial engineers. While 
with them he was sent over to the American Vulcanized 
Fibre Company to help put that organization on a more 
efficient basis. He was soon taken over by the concern 
itself, first becoming secretary of the company, then gen- 
eral manager a year later and president two years after 
that. This occurred four years ago, when he was only 
thirty-five years old. 

Mr. Sutton says that in looking back over the years, he 
has some reason to conclude that the best openings for 
young men are with companies whose affairs are noi going 
any too well, because then chances of advancement are 
nore likely to come. With the highly successful, pros- 
perous companies, changes are infrequent. Mr. Sutton 
states that when he became connected with the American 
Vulcanized Fibre Company, it had reached a dead stop 
after a period of satisfactory development, and was begin- 
ning to slip backward. They started out to stop the retreat 
and did stop it, and a few years later they were going 
forward faster than ever. Not long ago the company paid 
off a bond issue of $600,000, although they could just as 
easily have extended the bonds. This company, which paid 
off a large sum of money and refused money when nearly 
veryone else was asking for it, is the same company w hich 
was going backward a few years ago and is managed by 
practically the same officers and workmen who were in 
charge then. The affairs of the company were put on a 
sound and prosperous footing not by any big idea, but by 
learning to make better use of materials, good will and the 
brains already on hand. 

Mr. Sutton said that he was satisfied that the number 
of young men who do not get ahead because they do not 
use the ability they have is far greater than the number 
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of those who fail from lack of ability. A good deal has 
been said about how to get a job and win advancement, 
but far too little on how to leave a job. Getting and 
keeping a better job depends a good deal on how and 
when to leave the old one. Most people are better off by 
having less money than they think they need, for only then 
will they be forced to make the most of what they already 
have. The young man who can work with older men has 
a tremendous advantage over the one who cannot and who 
thinks everyone past fifty is an old fogy. 

Another point which Mr. Sutton made was this: “A 
man who gets fired or leaves hardly ever misses the oppor- 
tunity to get something off his mind. The better way, 
however, is to do nothing of the sort, to make no enemies 
and burn no bridges.” 

“An ambitious man,” said Mr. Sutton, “will ordinarily 
hold three or age maybe a dozen jobs before he reaches 
one that exactly fits or which he can alter to fit. Very 
ee is a man under thirty serving his own best interests 
by holding on to one job or even one kind of a job beyond 
a reasonable period. He needs contact with various kinds 
of organizations before he really knows what he is or what 
he wants. He can use these jobs to gain experience and 
not care at all about the good will, but if he does not care 
about the good will, he makes every future step forward 
unnecessarily difficult. He has to bother about new jobs 
instead of having them offered to him. Then when he 
does get placed, a crowd at once turns up to knock him.” 

Mr. Sutton stated that he could call to mind about a 
half dozen really first-class salesmen who are out of work, 
yet ought to be working because their ability is consider- 
ably above the average. All are men between forty and 
fifty, when a man is at his best. They are out of work 
solely because they have never left a job without a row, 
and in their next job these men will work their fingers off 
trying to get the business from their former employers. 
Now people are afraid to hire them. 

“A genius can do what he likes, but the ordinary mortal 
needs every particle of good will that he can scrape to- 
gether,” said Mr. Sutton. “Whatever business progress I 
personally have been able to make I attribute very largely 
to the good will I have been able to build up. I have never 
had to look for a: job. I have held quite a number, but I 
am on good terms with every office I ever worked in. 
Hardly a month passes when some of these old friends 
who have passed on into other businesses do not unex- 
pectedly give me some kind of a boost somewhere. You 
know that a contemptuous shrug of the shoulders or a 
single word may do a man as much harm in a critical 
situation as presenting the record of a jail term. An eiab- 
orate recommendation is well enough in its way, but a 
spontaneous ‘Sure, he is all right!’ is often what really 
turns the scale.” 


Farewell Dinner to George L. Briggs. 


A farewell dinner was tendered by Henry S. Hutchin- 
son, New Bedford, Mass, to George L. Briggs. Mr. Briggs 
had conducted his business at New Bedford, Mass., fifty 
vears. It has been taken over by the New Bedford News 
Company. Among those present at the dinner were Messrs. 
Holdsworth and Curtis, of the New Bedford News Com- 
pany; G. E. Martin, of Fall River; and the following citi- 
zens of New Bedford: F. S. Brightman, C. M. Carroll, 
L. F. Kavanaugh, E. S. Swift, F. C. Seguin, P. C. Salt- 
marsh and C. G. Russell. 


Capitol District Election. 


The following officers were elected at the annual meet- 
ing of the Capitol District Stationers’ and Manufacturers’ 
Association. K. Gallien (Stenton-Fisk Company, Albany, 
N. Y.), president; K. P. Conover (Amsterdam), vice presi- 
dent; Adam L. Russell (Albany), secretary. The executive 
committee comprises: E. E. Miller (Schenectady), W. A. 
Morgan (Albany), Joseph Green (Albany), Paul D. Owen 
( Troy ). 

Eaglets Entertained by Santa Claus. 

A Christmas party was given by The Eagle Pencil Com- 
pany to children of its employes December 16. The caf- 
eteria on the ground floor of the Eagle plant was decorated 
in keeping with the holiday spirit. A Punch and Judy 
show vied with Santa Claus for popularity. Not a single 
child was overlooked as Santa distributed the contents of 
his capacious bag. 

The arrangements for the party were made by Miss 
Blanche Sandman, advertising manager of The Eagle Pen- 
cil Company She was accorded much credit for the suc- 
cess of the entertainment. 
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Van Buskirk Leaves Remington Typewriter wr.ter business, and it is a noteworthy fact that of all these 
Cc men the one who subsequently rose to the highest position 
ompany. was F. E. Van Buskirk. 
In September, 1893, Mr. Van Buskirk was appointed to 
Resigns Position as Vice President After Thirty-One Years iis first managerial position at Omaha, and three years 
i et later he was promoted to the managership of the Reming 
of Service. ion office at San Francisco. The territory of the San Fran 
nena cisco office of Wyckoff, Seamans and Benedict at that tims 
F. E. Van Buskirk has resigned his position as vice included the entire Pacific Coast, and for some years pre 
president and director of American sales of the Reming- vious to Mr. Van Buskirk’s appointment it had been a very 
' 


ton Typewriter Company, this resignation having become much neglected territory. During the six years that “Van” 
effective December 31. held this position, however, it was transformed into a 
This announcement concerning one of the most widely strong Remington country. 


known men in the typewriter industry has naturally at- Mr. Van Buskirk’s next promotion was in February 
tracted much attention. Shortly after the announcement 1903, when he was appointed manager of the (¢ co office 
Mr. Van Buskirk was seen at his office which he has occu- succeeding Mr. Crandall, his former chief. Three years 
vied so long at 374 Broadway. “Van,” as he is familiarly later he was transferred to New York and appointed assist 
known to all typewriter men, was in his usual genial mood ant superintendent of the domestic sales di partment, and 
and spoke of the splendid prospects of the Remington since that time his headquarters have been at e Reming 
Company, with which he has been connected for so many ton home office. In July, 1907, he was appointed secretary 
years. He said, however, that he was not ready to an- of the company; in September of the same year, a directo! 


nounce his own plans for the future at this time. and in December, 1909, general manager. In March, 1912 


It would be difficult to name any at the time of the consolidation of th 


man now active in the typewriter Remington, Smith Premier, and Mon- 
arch sales organizations, Mr. Vaz 


business who is more widely known 
than Mr. Van Buskirk, and no one Buskirk was elected vice esident at 
who can boast a longer or more director of American sales of the 
honorable service... At the time of his Greater Remington Company, and this 
resignation he had completed over is the position which he continued to 
thirty-one years of service with the hold up to the time of his resignatio1 
Remington Typewriter Company, dur- Mr. Van Buskirk was the first pres 
ing which time he had worked in dent of the National Association of 
many different cities and had filled Office Appliance Manufacturers, and 
nearly every kind of position in the is today an honorary member of this 
company’s gift, beginning in a minor association. He is also an active 
member of the American Society of 


capacity and working up by successive 


stages of promotion to one of the Sales Executives. 


\mong his other interests mentio1 


highest official positions in the Rem- 
ington organization should be made of his prominence 
Mr. Van Buskirk made his entrance Masonic circles. Mr. Van Buskirk 
into the typewriter business in New a thirty-second degree Mason and a 
York City in March, 1891, as book- member of the Aurora Grata Con 
keeper and salesman for the famous sistory of New York e is also 
old firm of Wyckoff, Seamans and Commander of the Clinton Command 
Benedict, the precursors of the present ery of Knights Templar, the largest 
Remington Typewriter Company commandery of this organization in 
later in the same years he went to the state of New Yorl le is lik 
wise a prominent Shriner and member 


the Chicago office of Wyckoff, Sea- 
mans and Benedict as assistant to the 
manager. Subsequently, after serving 
in Chicago in one or two other capac- 


of the Brooklyn Kismet Temp! 
In his recreations, “Van” has a 
ways preferred the water to the land, 





ities, he was appointed Remington and has been the enthusiastic owner 
sub-office salesman under Chicago at ot a succession of cruising motor 
boats—how many even his most inti- 


Peoria, Ill., by Silas W. Crandall, 
manager of the Chicago office. Mr. 
Crandall, one of the best known type- 
writer men of his day, enjoyed a spe- 
cial distinction as the “discoverer” or to which he was elected some years 
“developer” of many men who after- ago. 

ward became prominent in the type- FRANCIS E. VAN BUSKIRK. Mr. Van Buskirk is a 


mate friends can hardly remembée 
He is the former commodore of the 


Belle Harbor Yacht Club of Brooklyn, 
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intimate figure not only to Remington men everywhere, 
but also to people in every branch of the office appliance 
business. He has always been noted for his square deal- 
ings, and his qualities both of head and heart have com- 
manded the love as well as respect of his subordinates. As 
as organizer and inspirer of men, “Van” has few equals, 
and he has, added to these qualities, a gift of expression in 
public speaking which brings men up on their toes with 
enthusiasm. 

His multitude of friends regret that he is not yet ready 
to announce his future plans, but he can rest assured of 
their good wishes for success in whatever field he may 
choose for his future activities. 


Association of National Advertisers Elects. 





The Association of National Advertisers held its annual 
election in the course of a meeting at Atlantic City, N. J. 
George B. Sharpe, advertising manager of the Burroughs 
Adding Machine Company, was elected president. P. L. 
Thomson and G. Lynn Sumner were re-elected vice presi- 
dents. E. T. Hall was elected a vice president, to succeed 
R. M. Fellows, of the Addressograph Company. H. K. Gil- 
bert, president of The Oliver Typewriter Company, was 
one of the directors elected. 

Resolutions were adopted approving the report of the 
Committee on Simplification of Paper Sizes appointed by 
the United States Bureau of Standards. It also urged on 
publishers the standardization of page sizes of periodicals, 
eliminating fractional inches in the page size of 9x12 inches, 
and type size 7x10 inches 

In the course of a long and most successful career, 
George B. Sharpe has directed the advertising work of sev- 





i 


GEORGE B. SHARPE. 


eral large companies. From 1904 to 1907 he was advertis- 
ing manager of the Studebaker Corporation. For eleven 
years he occupied a similar position with the De Laval Sepa- 
rator Company. From 1918 to late 1921 he was advertising 
manager of The Cleveland Tractor Company, going to the 
Burroughs Company at the later date to direct its adver- 
tising activities. 

Mr. Sharpe was one of the leaders in reorganizing the ad- 
vertising club of New York City. He served as its presi- 
dent for several terms. 

[t is rather a coincidence that Mr. Sharpe is the third 
man who, while occupying the position of advertising man- 
ager of the Burroughs Company, has been an official of the 
A. N. A. 

The first of the three was E. St. Elmo Lewis, one of the 
organizers of the association and its first president. Edwin 
A. Walton, at the time of his death in 1916, was vice pres- 
ident of the association. Mr. Sharpe is the third Bur- 
roughs advertising manager to be honored by the A. N. A. 


L. D. Camps Spends Christmas In East. 


L. D. Camps, sales manager of the Lisenby Manufac- 
turing Company, returned to Chicago last month after a 
prolonged stay at the factory, Fresno, Calif. He spent 
Christmas at Brooklyn, N. Y. Mr. Camps planned return- 
ing to Chicago early in January. 


Addition to Woodstock Factory. 
The Woodstock Typewriter Company is occupying an 


addition to its factory at Woodstock, Ill. The new build- 
ing, 40x125 feet, is occupied by the repair department. 
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Stewart Assistant Sales Manager of Royal. 

Typewriter men will be interested in the announcement 
that William B. Stewart, who for twenty years has been 
connected with the Oliver Typewriter Company, became 
assistant sales manager of the Royal Typewriter Company 
on January 1, on and after which date he will be located 
at the headquarters of that company in New York City. 

At the time of leaving the service of the Oliver Type- 
writer Company a few days ago, Mr. Stewart was vice- 
president in charge of sales. He began his work with the 
Oliver as a salesman at the company’s Omaha office, and 
during the two decades of his service he won his way step 
by step through the department to its head by hard, intelli- 
gent and conscientious work. Mr. Stewart is a man of 
fine qualities, having those gifts of mind and character 
which bring him the respect, admiration and friendship of 
those with whom he comes in contact. He has always 
been a student of conditions and a careful, consistent 
worker. He will take to the Royal organization the many 
valuable qualities with which experience in the field have 
endowed him. He will be by no means a stranger in the 
organization to which he goes, for years ago he and 
President George Ed. Smith worked together in the sales 
organization of the Oliver. 

Mr. Stewart leaves his old work with regret. He grew 
up in it, practically, and during the course of the years he 
made many delightful associations which he will ever recall 
with the warmest sentiments. 


Ben H. Potts Directs Van Dorn Sales. 


Ben H. Potts, for many years with The General Fire- 
proofing Company, is now in charge of metal office fur- 
niture sales for The Van Dorn Iron Works Company, 
Cleveland, Ohio. For the last two years he had been man- 





BEN H. POTTS. 


ager at Philadelphia for The General Fireproofing Com- 
pany. 

Mr. Potts joined the industry twenty-one years ago when 
The General Fireproofing Company was experimenting with 
metal furniture in a small plant at Niles, Ohio. When pro- 
duction was finally undertaken practically everything was 
built special to meet the individual customer’s requirements. 
Mr. Potts served as storekeeper three years. Then he was 
foreman of the press department for a similar period. The 
estimating department engaged his attention five years, after 
which he was assigned to agency sales for five years. Two 
years were then spent as assistant sales manager, after 
which he took over the Philadelphia sales office. 

Mr. Potts feels that while it is difficult to leave the thou- 
sands of friends he made while handling agency work and 
as assistant sales manager of The General Fireproofing 
Company, the new connection offers some wonderful op- 
portunities. He looks forward to great happiness in his 
new work, with its many possibilities. 


Dalton Sales Convention at Factory. 


The Dalton Adding Machine Company held its annua? 
convention for the Hundred Point Club at the factory, 
Cincinnati, Ohio, December 27-30. About forty members 
of the sales organization qualified for membership in the 
club, which entitles them to a trip to the factory and par- 
ticipation in the convention proceedings. 














EXCUSE US, PLEASE! 
Dahlke Stationery & eietinnin Co. Not 


Delinquent in Dues. 


In the report of the Executive Committee of the Na 
tional Association of Stationers and Manufacturers read at 
the Atlantic City convention last fall, copies of which re 
port were supplied to the trade press, there appeared a list 
of those who were said to be delinquent in their dues to 
the National Association for 1922. In this list appeared the 
& Manufacturing Company, 


name “Dalhke Stationery 
Butialo, N. Y.” This report with all other committee re- 
ports was published in Office Appliances for November 


Che publication of the above name brought a protest from 
the Dahlke Stationery & Manufacturing Company. On re 
ceipt of this complaint, Office Appliances at once made in 
quiry concerning the matter at association headquarters in 
Chicago and learned that the use of the name “Dalhke” 
or “Dahlke Stationery & Manufacturing Company” in the 
delinquent list was erroneous. Office Appliances was in 
formed that the name of the said company should not have 
appeared in the report of the Executive Committee; that 
the Dahlke Stationery & Manufacturing Company resigned 
its membership in the National Association about July, 
1921, after paying their dues up to the time of their resig 
nation; that the list of those delinquent in their dues was 
made up prior to the receipt of the dues and resignation of 
the Dahlke Stationery & Manufacturing Company, and 
through an oversight, the company’s name was not re 
moved from the list when it was turned over to the Execu 
tive Committee. At the convention of 1921 the list was not 
read, but it was read at the succeeding convention in 1922 

Office Appliances regrets any embarrassment which may 
have come to the Dahlke Stationery & Manufacturing Com- 
pany. The report was official and there was every reason 
to believe it was without errors. 





Theodore T. Malleson Still Foreign Sales Director. 


An item published in the September issue of Office 
\ppliances and later repeated in the fall Office Appliance 
Exporter was incomplete and left the impression that Mr. 
Malleson had been succeeded as head of the Royal Type- 





T. MALLESON. 


THEO 


writer Company's export department by Joseph L. Ryan, 
whereas the fact is that Mr. Malleson has been given the 
position of foreign sales director, while Mr. Ryan is for- 
eign sales manager in charge of routine and detail work 
in the New York Landreth, as stated, 1s 
service manager, foreign department. 

The item was unfortunately phrased and left an entirely 
erroneous impression. 

Mr. Malleson is an unusual export director. He is one 
of the best informed men in this field on the typewriter 
situation abroad, and probably no typewriter man _ has 
traveled more extensively than he. He has been around 
the world a number of times and is familiar with almost 
every courtry on the globe. He has been the head of the 
al Typewriter Company’s foreign sales department 


office. R. G. 


Royal 
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for many years and has a first-hand grasp of the situation 
in practically every country outside of the ited States 
lie also keeps in touch with the domestic situation and is 
therefore, a widely and thoroughly informed man. He is a 
linguist, a fine organizer, and a gentlemar 
entirely at home wherever he may go 


cosmopolitan 


Dorsey of Dallas and Dorsey of California. 


On page 218 of the December issue of Office Appliances 
in item appeared stating that the Dorsey Company of 
California had been incorporated to wholesale and retail 
ttice supplies, etc., and that the heads of this corporatio1 
re connected with the Dorsey Company of Dallas, Tex 
Thinking that the item might be misunderstood, the Dor 
sey Company of Dallas desire to explain that there is ni 


onnection between the two corporations, that in Texas 
ind the one in California. The sons of the late James A 
Dorsey of Dallas are, however, promoting the Dorsey 


Company of California and their father’s estate is a large 
stockholder in the Dorsey Company of Dallas at the pres- 
ent time. The companies, however, are separate and 
distinct. 


National Association Litigation Discontinued. 


By mutual consent the two cases recently pending in the 
lederal Court in Chicago, brought by Morris & 
Co. against the National Association and eighteen other 
lefendants, have been terminated in such a legal form that 
they are definitely and finally disposed of, to the entire 
satisfaction of all parties. 


Sidney 


It is believed that conditions are propitious for the de 
velopment of a very much better spirit than has hereto 
fore prevailed in the stationery industry in Chi 


rO 


ax 


Warns Against Discount Associations. 


Che retail trade bureau of the Seattle Chamber of Com 
merce has issued a warning to its members against schemes 
being offered retailers by discount organizations. Sucl 
bodies in recent years have grown nation-wide in scope and 
have millions of dollars behind them. Investigation, it is 
pointed oltt, has shown that affiliation with discount associa 
tions has been harmful to many retailers’ businesses. The 
following are objections alleged against these organiza 
tions: (1) The net profit to the retailer, if he marks his 
goods correctly, will not permit the customary 10 per cent 
discount exacted by the discount associations; (2) the his 
tory of business shows the retailer dealing direct with the 
consumer; with the discount plan the retailer is using the 
discount body as a middleman or jobber for the distribu 
tion of his merchandise, which is unnecessary; (3) the dis 
count plan in most instances is the cause of trouble instead 
of resulting in an increase in business 


Temporary Merchants’ Ordinance Changed. 


The Seattle city council has made substantial changes i 
the temporary merchants’ ordinance, one of a series of reg 
ulations passed in recent months to improve the local mer 
chandising situation. Primarily, the purpose of the tem 
porary merchants’ ordinance was to protect the public fron 
the fly-by-night, or in western parlance, “boomer,” mer 
chants whose shops in former years sprang up like mush 
rooms throughout the retail district around the Christmas 
holidays, offering dubious merchandise at alleged sacrifice 
sales and seriously hampering legitimate retailers. Briefly 
the changes are : (1) Bona fide purchaser of an established 
business assumes the status of his predecessor; (2) a man 
ufacturer or producer may open places for sale of his own 
products; (3) established merchant may move to a new 
location, complying with the provisions of the ordinance 
(4) purchaser in good faith of a receivership may close out 
such goods only; (5) licensees having a temporary 
tion may avoid penalties by securing lease on new loca 
tion. The ordinance provides that a retailer in other than 
foodstuffs in business for less than six months shall be 
considered a temporary merchant and shall pay a license 
fee of $25 a day. Any new merchant claiming permanence 
must file a bond in the amount of $2,500 to guarantee he 
will continue in business for six months, or he must file 
with the city clerk a copy of lease or deed to his premises 
covering that period of time. Penalty for violation of the 
ordinance is $100 fine or 30 days in jail, or both fine and 
imprisonment. Prosecution is not pressed where a busi 
ness is discontinued by court action. 
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Baltimore Office Appliance Managers Organizing. 


The office appliance managers of Baltimore are at work 
organizing an association along the lines of similar bodies 
in other cities. The initial meeting has been held and 
another meeting will take place in January or early in 
February. In order to show progress, temporary officers 
have been elected until such time as the regular organiza 
tion can hold an election. These officers are as follows 
President, H. S. Custer, representative of the Felt & Tar- 
rant Manufacturing Company; secretary, E. S. Massey of 
the Elliott-Fisher Company, and treasurer, R. K. Murrill 


of the Addressograph Company. 


Typewriters on the Job at Astoria. 


Through the courtesy of C. F. Mattice, a clipping from 
the Morning Oregonian, Portland, Ore., has been received 
“Astoria business men who needed typewriters to carry 
on their business now have the machines, furnished free by 


Remington Typewriter Company, Inc., of Portland 
R. J. Mather, representing the company, arrived in Astoria 
esterday with forty machines. More will be supplied as 


needed.” 


Che fire wiped out the business district of Astoria De 


ember 8. Three days later the typewriters arrived. Mr. 
Mattice commented that “as a matter of strict accuracy 
this item should have read: ‘Now have the temporary use 


the machines.” The news item indicated the apprecia 
tion of the business men of Astoria. 

Incidentally, this is representative of conditions which 
have followed every large fire since the typewriter ga‘ned 
recognition as one of the high power machines of busi 
ness. Invariably relief of this character is availab'e to com 
merce and industry almost as quickly as the material r¢ 
lief dispatched to furnish shelter, food and clothing to th 
ictims of any extensive fire. 


Change in Company Name. 


| 


fhe Industrial Printing Service Company of Newburgh, 
N. Y., has announced a change in the name of the com- 


pany to F. J. Brannigan & Company. The change is in 
name only, the ownership and management remaining the 
same. On December 1 the company’s offices were moved 
from 43-45 Second street to larger quarters in the Central 
Hudson Gas & Electric building, 127 Broadway. The com 


pany desires to hear from manufacturers of office equip 
ment who have not already been in touch with them 
Latest price lists are requested. 

fF. J. Brannigan & Company deal in office furniture and 
machinery, filing and loose leaf equipment, commercial 
forms and Stationery 


Shaw-Walker Christmas Party at Chicago. 


1 


December 23 the entire organization of The Shaw-Walker 
Company at Chicago enjoyed a Christmas party \bout 
fifty were in attendance, including the sales force, filing 
systematists, office employes, warehouse force and delivery 
crew. Space was cleared on an upper floor, and dancing 
continued all afternoon. Refreshments were served. The 
music was provided by members of The Shaw-Walker or 
ganization, and special entertainment features supplied by 
talent from ainong the branch employes 


Returns from Extended Trip. 


D. L. Easterlin, president of the Lincoln Rubber Key 
Company, 27 Thames street, New York, returned home on 
December 1 from a trip vhich covered practically all of th 
larger cities of Canada and the United States and required 
a period of about seven months for its completion. He re 
ports improved business throughout all the territory 
covere d 

Phe Lincoln Rubber Key Company manufacture twirler 
rings, cushion feet and rubber keys for typewriters 


Riedell Moves Office. 


John A. Riedell, New York manager for the Weldon 
Robe rts Rubber Company, 18-26 Oliver street, Newark, 
N. J., has moved his office from 327 Broadway, New York, 
to room 1709 Woolworth building The new telephone 
number is Barclay 9224. 





For the Attention of Mr. Hyatt. 


Will the H. H. Hyatt who wrote recently to Office 
\ppliances from Louisville, Kentucky, on a Western Union 
Telegraph blank please supply us with his address and let 
us know at what time he may be found there? Office 
\ppliances wishes to supply certain information for which 
Mr. Hyatt has expressed a desire, and representatives of 
concerns in this field wish to call upon him in the hope that 
he will be able to throw light on a few incidents which at 
present seem to be obscure, and with which a person bear- 
ing the same or a similar name is said to have been con- 
nected 


Scherm Heads Office Appliance Division. 
John R. Scherm of the Amberg File & Index Company 
has been elected chairman of the Office Appliance Divi- 
sion of the Chicago Association of Commerce. Associated 








J. R. SCHERM. 


with Mr. Scherm are Munroe Cole of George E. Cole & 
Company, vice-chairman; Gabriel Lipman, Mail-o-meter 
Company; F. F. Harris, The Carter’s Ink Company, and 
Ed. Spaeth, Eberhard Faber 


National Commercial Teachers Meet at Chicago. 

The National Commercial Teachers’ Federation and allied 
associations held the annual convention at Hotel Sherman, 
Chicago, Ill., December 26-29. Among the speakers was 
Harry C. Spillman, of the Remington Typewriter Com- 
pany, Inc., whose address was titled, “If I were a Business 
College Proprietor.” 

A number of manufacturers in the office appliance field 
exhibited and demonstrated their products at the con- 
vention. 

The Dictaphone showed the standard office machines, as 
well as a demonstrating set as used for instruction work 
in schoois. Miss R. Beall, of the educational department, 
New York, N. Y., was in charge. 

Comptometers were demonstrated in the Felt & Tarrant 
Manufacturing Company booth by Miss M. Grossberg. 

Filing systems were shown in the booth of the Library 
Bureau. Miss G. C. Bridges and J. F. Truman were in 
attendance. 

The Remington Typewriter Company showed standard 
correspondence machines and portables. The booth was in 
-harge of Harry C. Spillman. Miss Hortense Stollnitz 
demonstrated the speed possibilities of the Remington ma- 
chine. 

Various models of the L. C. Smith & Bros. Typewriter 
Company machines were on display. J. W. Keplinger, of 
the educationa! department, was in charge. He was assisted 
by H. S. Gilbert, manager of the Chicago office, C. Marine 
and R. D. Gunnison, salesmen in the Chicago territory. 

The Underwood Typewriter Company had corres- 
pondence, billing and portable machines on view. William 
F. Oswald was in charge” Speed demonstrations were 
made by Miss Bessie Friedman. 

The exhibitors were enthusiastic over the character of 
the convention. They found ample opportunity to demon- 
strate their products to discriminating audiences. 


Seattle Stationers to Meet in January. 
The Stationers’ Association of Seattle, Wash., expect 
to hold a meeting on January 8. The regular meetings of 
the association were postponed through the holiday season. 
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What I Think a Salesman Should 
Be to Justify the Name 


1 


RR three prize the F. S. Webster Company of Boston, Mass., threugh its house publication, “The Webster Way,’ offered 





three prizes for the three best letters on the subject stated in the caption—“What I Think a Salesman Should Be to Justify 

the Name.” Persons eligible to participate in the contest included those actively engaged in the sale of typewriter 
ribbons and carbon papers. Letters submitted were to contain not more than 150 words each. An award of twenty-five dollars 
was given for the best letter; fifteen dollars for the second best, and ten dollars for the third. The following gentlemen wer¢ 
appointed judges and passed on the merits of the letters: J. E. Neary, business manager of Geyer’s Stationer; George Merritt 
of the George Batten Advertising Agency, Charles P. Garvin, editor of “Webster Way,” and Evan Johnson, editor of Office 
Appliances. 


The first prize was awarded to Harold E. Rodgers, manager of the Rodgers Office Supply Company, Charleston, S. C. 
second prize to Merle H. Smith of the John W. Graham Company, Spokane, Wash., and third prize to D. L. Harrington, 
resident manager of the M. & F. Mailing System, Nevada, Iowa. The three prize-winning letters are reproduced on this 


page. 





Know the goods that you are selling, believe in 
the house you represent and by all means believe 
in and have confidence in yourself. 

Be able to talk, but not too much. Be pre 
pared to answer your prospect’s questions, and 
press your point of view intelligently. 

Present a good front, be a gentleman in every 
respect and smile whether you are winning or 
losing. 

Be able to judge human nature for there are 


Letter which won first prize two customers alike, but there is always a way to Here M1: Rodgers covers 

: + . ? a Sneed aap .) . ms . . : ~ or essent ( [ 

in F. S. Webster Co. con gain his confidence and the salesman who can d — ly the ntial quali 
Ca ons to! SUCCESS in Sale 


test for best answer to query 


stated in caption this has gained his point. manship 


Know how to make friends, but by no means 
depend too much on friendship to secure orders 

Do not condemn your competitor’s line. 

Take small orders as well as large ones. 

Meet the above requirements and you are a real 
salesman. 

Submitted by 

Harotp E. Ropcers, Manager, 

Rodgers Office Supply Company, 59 Broad street, 

Charleston, S. C 


Below: Letter which won 
second prize in contest de- 














fining the qualifications for Below: Th rize winner in 
success in salesmanship salesmansh letter contest 

The salesman, as a representative of a progres- A salesman must be first of all a gentleman, 
sive institution, must possess essential qualitica well mannered, neat in appearance, co1 lial. but 
ee 1 | : : not too intimate on short acquaintance: traight 

He knows his merchandise, has an assuring 
quiet confidence, is of pleasing appearance, tells forward and sincer« 
the truth, is frauk and business-like and ex- ‘ 

- > + . ) » ret 1 ? al 7 
presses himself in terms the customer understands He must be sold on his product a e me 
He has the ability to read human nature and en- behind it, for no man can sell a p1 tion hs 
deavors to remember his customer’s name and himself does not believe in 
lace. ; 

He has a mellow ——— of mega One who knows his product in every detail 
~heerf ss, persistency, yvalty, ambition an , ; 
cheerfulness, persistenc) are . and who sticks to the truth in presenting it \ 
has a goodly capacity for work ; remembering ever 
it is work that wins and that real success comes man who can sell you his propo thout 
from within, for he profits most who serves best knocking his competitor. 

He is dependable, is a man among men, does 
not alibi, and makes a daily determination to make He must be student enough of 1! nature 
today’s accomplishments surpass those e yester- to know when he has been refused and know how 
ay » leaves satisfied customers with satisfac . 
day. He leaves satisfied customers satistac to withdraw pleasantly and await anot ppor 
tory merchandise, constantly studies to better him ‘ 
self and is always seeking undiscovered possibil tunity. 
ties for improvement. Submitted | 

He wins his own success, for nothing succeeds Submitted by 
like success - 2. I 

Yours very truly, : Hage oR 
: ‘ Resident Manager, M. & F. Mailing System 
Merce H. SMitn, Nevada. Iowa. 
John W. Graham Co., Spokane, Wash 
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The Guest Book. 


MONROE GOLDMAN of the Bankers’ Specialty Cor 
poration, New York, N. Y., called on Office Ap- 
pliances November 27 during the course of a western trip 
in the interests of his company. Mr. Goldman is a son of 
the late Henry Goldman, who was a brilliant worker in the 
field of office equipment and a writer of much charm and 
interest. 

GEORGE W. ALTER of the Invincible Metal Furniture 
Company, Manitowoc, Wis., called at this office late in No- 
vember. 

HENRY FERA, one of the executives of the house of A. 
W. Faber, Inc., of Newark, N. J., called on Office Appli 
ances December during one of his somewhat infrequent 
western trips. 

CHARLES W. COBB of Montreal, Canada, visited this 
office on the 12th of last month. 

DAVE E. BLOCH, known from coast to coast as an ad 
vertising man, now residing and doing business in New 
York, called at the Chicago office of this journal on De 
cember 14. 

4. W. WILLIAMS, sales manager for Eberhard Faber 
of New York, called at this office last month during one 
of his usual mid-winter trips to the Middle West. 

P. F. MACDONALD of San Francisco, Cal., represent 


I 


ing the Line-a-Time Manufacturing Company on the Pa 
cific Coast, called on Office Appliances on December 18 
Mr. Macdonald was on the way home from an eastern tri] 
during which visited the business show last fall in New 
York and stopped for a time at the Line-a-Time factory 
Rochester before resuming his westward journey 

ERNESTO BAUMANN, Tarrasa (Barcelona), Spain, 


paid a visit to Office Appliances on December 21, bringing 


It) 


a letter of introduction from a friend and subscriber in his 
city. Mr. Baumann deals in wool, skins, sheep leather, 
etc., and operates branches at Zurich, Switzerland, and 


Mazamet, France 

JOHN W. MESSIMORE, MRS. MESSIMORE and 
MISS CORNELIA MESSIMORE of Goshen, Ind., vis 
ited the office of this journal on December 23. 

GEORGE B. WRAY of the Quigley Furniture Com 
pany, Utica, N. Y., called on December 26. He came west 
to spend the holidays with relatives who reside in Chicago. 

MATT CORBETT, now a manufacturers’ agent residing 
at Los Angeles, dropped into the sanctum the day after 
Christmas. Mr. Corbett is a well informed man on all 
office equipment topics, but particularly so in the field of 
steel furniture. 

MELVILLE MUNDELL of Los Angeles. well known 
in this field for many years as a traveler for one of the 
foremost ribbon and carbon houses in the United States, 
visited Office Appliances on the fourteenth of last month 
after an absence of five years. 

E. H. GEMMILL, registrar of the higher accounting de- 
partment of the La Salle Extension University, making his 
headquarters in Pittsburgh, called December 27. Mr. Gem 
mill was widely known in the typewriter world for many 
years. 

WILLIAM H. GREENLEAF of the educational de 
partment of the American Writing Paper Company spent 
an hour in this office on December 27. His headquarters 
are in Chicago, but he has recently spent some days at the 
factory in Holyoke and expects soon to go back for a short 
period before getting into the more active work of the de 
partment with which he is connected. 

The Guest Book—New York Office. 

O. J. OLM, of the Northwestern Paper Goods Company, 
St. Paul; ALDEN C. BUTTRICK, Security Envelope 
Company, Minneapolis, Minn.; FRANCIS J. YAWMAN 
of Yawman & Erbe Manufacturing Company, Rochester, 
N. Y.;: W. F. BLIZARD of the National Fiberstok En 
velope Company, Philadelphia, and ALVAH BUSHNELL, 
JR. of the Alvah Bushnell Company, Philadelphia, all signed 
the Guest Book on November 22, having gathered in New 
York for a meeting of the Specialty Envelope Manufac- 
turers’ Association 

P. F. MAC DONALD, JR., of the Standard Office Ma 
chine Company, San Francisco, visited this office on De 
cember 11. 

CHARLES W. LIPMAN of the Graff-Underwood Com 
pany, Boston, Mass., paid a visit to this office December 12. 

CHARLES L. LINK of the Chicago office of the Wel- 
don Roberts Rubber Company, called on the New York 
ofhce of this journal about December 19. 

O. E. SPENCER of the Brown Typewriter Company, an 
English concern, came to the United States last month for 
a short stay He called on Office Appliances December 20. 
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Trade Body to Tabu “U. S.” in Trade Names. 

Action has been taken by the Federal Trade Commis- 
sion looking to the discontinuances of the name, “United 
States” and the initials, from the names of corporations. 
An examiner for the Federal Trade Commission held 
hearings at Minneapolis in December on a complaint against 
the U. S. Roofing & Paint Company. It is understood 
that the action was taken against a comparatively small 
concern, in the hope of expediting the hearings, and get- 
ting the case well under way before adverse action can be 
taken by large corporations which now bear the name, 
“United States.” 


Celebrated Author Compliments His Pencil. 

Stationers who are booksellers have every reason for 
knowing and admiring H. G. Wells, who is said to be re- 
sponsible for as many book sales as any author now liv- 
ing. The American Lead Pencil Company, appreciating to 
the full the value of a message from the distinguished au- 
thor, treasures a postcard written by Mr. Wells to the com- 
pany at New York. He says: “Some months ago you pre- 

















DISTINGUISHED AUTHOR PAYS TRIBUTE TO AMERICAN- 
MADE PROPELLING PENCIL. 


sented me with a pencil case” (English idiom for metal 
pencil), “in gold. I have carried it about ever since. It is a 
very good pencil indeed and it behaves beautifully. 
(Signed) H. G. Wells.” 

‘he American Lead Pencil Company recently issued a 
sixteen page folder, illustrating the Venus Everpointed 
line in full color, listing goods ranging in price from $1 to 
$50, in every style made 


Seattle’s Christmas Trade Begins Early. 


The year just closed has marked the greatest industrial 
end commercial activity in the Pacific Northwest since 
1919, and the district begins the new year under most favor- 
able circumstances. Lumbering, agriculture, mining and 
building construction were 50 per cent. more active in 1922 
than in any of the three previous years, and retail sale 
figures, compiled from statistics of the Seattle, Spokane and 
Portland trade territories, led those of any previous year by 
6 per cent. No unemployment problem has been reported 
in any Northwest city this year, whereas practically every 
industrial center in the district was faced by a very serious 
unemployment problem one year ago. 

The most outstanding feature of the industrial situation 
in the Pacific Northwest is the continued improvement in 
the lumber industry, which furnishes approximately three- 
lifths of the payroll of the states of Washington, Oregon 
and Idaho. Production, sales and shipments of lumber in 
1922, despite rail strikes and transportation difficulties, were 











eS 





Page 60 OFFICE APPLIANCES For January, 1923. 





larger than those tor any previous year in the history of the 
industry, according to association figures. The volume of 
building construction throughout the West exceeds that of 
one year ago by 50 per cent., and this has placed the lum- 
ber industry in a very favorable position, with demands for 
lumber products consistently exceeding the supply. 

The improvement in general conditions in the Northwest 
is reflected in Seattle. This city is making rapid advances 
in business, industry and commerce, and apparently is on 
the threshold of a period of prosperity, trade and industrial 
expansion unequaled in the past. Bank clearings in the last 
twelve months increased $40,000,000 over those of 1921. 

Building construction increased $6,000,000. The 
imports and exports mere ased $30,000,000 in 
period 


value of 
the same 


Seattle's Christmas trade this season was the heaviest 
since the period of war-inflation. The sales of toys and 
novelties were 51) per cent. greater than for any similar 


period since 1919, and the sales of all classes of merchan- 
dise showed a 30 per cent. increase. The Yuletide shopping 
season began two weeks earlier than usual, on November 
25, when the retail district, through co-operative action on 
the part of the leading merchants, was garbed in gay holli 
day attire. Four miles of cedar festooning, several hun 
dred Christmas trees and great quantities of other decora 
tions were installed on the streets on that date, serving to 
transform the downtown district into a veritable Santa 


Claus’ paradise. 


Winners in “Greenback” Contest. 


The Wilson-Jones Loose Leaf Company recently held a 
contest for the best answers to a series of questions co\ 
ering the uses of ring books, etc. The contest closed on 
November 1 and prizes were awarded December 15. Thos 
eligible to compete included salesmen and saleswomen in 
stationery stores or departments, also proprietors and de- 
partment managers. Awards were made to those who best 
answered the following questions: 

“For how many different uses have you sold ring books: 
Make a list 

“What other practical uses for ring books do you re 
ommend to your customers? Make a list. 

“Why do you think ‘Greenback’ is or is not a good nam« 
for our newest ring book? 

“Why are you a stationery salesman (or saleswoman) ?” 

The first prize was $250; second, $100; third, fourth and 


fifth, $50; sixth to fifteenth, inclusive, $25, and twenty 
five prizes of ten dollars each The whole sum distributed 
came to $1,000 

First prize for the best answers to the above questions 





WEBER 


GEO. A. 
Fifty Dollar 


FLORENCE NELSON 


Fifty Dollar Prize Prize 


Nathaniel Kremer, Royal Ribbon & Car- 
New York, N. Y.; second prize, William 


Che Columbus Blank Book Manufacturing 
third, fourth and fifth to Florence 


was awarded to 
bon Company, 
Dale Winders, 
Company, Columbus, O.; 


Nelson, Range Office Supply Company, Virginia, Minn.; 
Burton Sale, Fowler Brothers, Los Angeles, Calif., and 
George A. Weber, Jr.. Meyer & Thalheimer, Baltimore, 
Md. 


Clem W. 
Minn.; 


The ten $25-prizes were awarded as follows: 


Nelson, Louis F. Dow Company, Minneapolis, 








W. M. Knapp, Carrithers & Co., Chicago, Ill.; L. W. 
Seward, The Smith Printing Company, Williamsport, Pa.; 
Ril C. Keefauver, The Frank F. Misch & Sons Printing 
Company, Coffeyville, Kans.; J. W. Gaddis, Wilder & 
Wilder, Decatur, Ill.; Leo Samson, Horder’s Stationery 
Stores, Chicago, Ill.; Carl R. Oates, Louis F. Dow Com 
pany, Minneapolis, Minn.; Henry W. Stewart, Cotterel 
Ebner Company, Harrisburg, Pa.; B. E. Trautman, The 
Brooks Company, Cleveland, O., and E. C. McAndrew, 
rribune Printing & Supply Company, Great Falls, Mont 
The 


ten-dollar prizes, twenty-five in all, were awarded 
to the following people W. M. Smith, H. K. Brewer 
Company, New York, N. Y.; Louis E. Oglin, Stevens, 
Maloney & Co., Chicago, Ill.; Edw. H. Zerbe, The Burk- 


hardt Company, Inc., Detroit, Mich.; J. R. Lawrence, The 


Student Supply Company, Champaign, Ill.; John A. Crow, 
The Hali Stationery Company, Topeka, Kans.; F. S. Peder 
sen, Stevens, Maloney & Co., Chicago, Ill.; Carl E. Suhr, 
Stevenson & Marsters, Inc., Brooklyn, N. Y.; S. M. Fal- 
coner, Jr., Typewriter & Office Suppiy Company, Wash 
ington, D. C.; Herbert Tuell, T. H. Payne Company, Chat- 
tanooga, Tenn.; Arnold J. Hedman, Horder’s, Inc., Chi- 


cago, Ill.; Percy C. Dolard, Cameron, Amberg & Co., Chi- 
cago, Ill.; J. T. Clarkson, The Cargill Company, Houston, 


Tex.; George E. Mason, Bryant & Douglass Stationery 
Company, Kansas City, Mo.; George W. Knox, S. C. Toof 
& Co., Memphis, Tenn.; Stanley McHatton, S. D. Childs 
& Co., Chicago, Ill.; Robert Heye, San Antonio Printing 
Company, San Antonio, Tex.; Benjamin Schumsky, Man 
hattan Stationery Company, Inc., New York, N. Y.; H. S 
Owens, Stewart Office Supply Company, Dallas, Tex.; 
Regina Fleischer, J. Meyers Stationery & Printing Com 


pany, Inc., New York, N. Y.; Henry J. Friedman, J. J 
O’Brien & Son, New York, N. Y.; Henry C. Rebel, Smith’s 
Book & Supply Company, Inc., La Porte, Ind.; W. F 
Loomis, Chapple Drug Company, Billings, Mont.; Henry 


Fleeman, Jefferson Printing Company, Springfield, IIL; 
Harry E. Beeler, W. K. Stewart Company, Louisville, Ky 
Marguerite Barbeau, Dameron-Pierson, Inc., New Orleans, 


La 


December Meeting of Philadelphia Stationers. 

H. H. Parsons, representative of the Browne-Morse Com 
pany was a speaker at the meeting of the Philadelphia Sta- 
tioners’ Association held December 12 Albert B. Post, 
sales manager of the Inter-State Utilities Corporation, also 
contributed to the program. The Scott Paper Company 
furnished a moving picture film, demonstrating the manu 
facture of paper towels in all its phases. A good attendance 


greeted the speakers, despite the rush of holiday retail 
trade 





NATHANIEL KREMER WINDERS 


WILLIAM D 


$250 Prize. One Hundred Dollar Prize 


Check Protector Man Leaves on Trip Abroad. 

EK. J. Ward, president of the Invicta Writer, Inc., 89-91 
Warren street, New York, left with his wife and son on the 
White Star liner “Pittsburgh,” December 19, for England, 
where he will reorganize the affairs of the parent com- 
pany. Mr. Ward plans to return to the United States about 
the end of January. 


The Oftice Cat 


Don’t criticize—analyze The Richmond 


& Backus Company.) 
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GROUP SHOWING ATTENDANCE AT SALES CONVENTION OF THE CARTER’S INK COMPANY. 


The Photograph Was Received so Late that it Was Not 


Possible to Indicate the Different Individuals so They Could be 


Identified. Home Office and Branch Executives may be Located Thus: Front Row, Second from Left—Fletcher Taft, Ad- 


vertising Manager Front Row, Beginning Seventh from the 


R. B. Randall, Manager at Chicago; H. L. Brooks, Manager at 


Third Row (on Stairs), Second from Left—Walter F. Wyman, 
F. Harris, Assistant Manager at Chicago. 


Triennial Convention of Carter’s Inx. 

A very successful sales convention attended by practi 
ally the entire field force, closed December 3 at the Boston 
factory of The Carter’s Ink Company. 

Not only was the domestic sales force in attendance, but 
representatives were present also from the Canadian fac 
tory annd from the Far East. They began arriving De- 
cember 4, and during the whole of that week individual and 
group conferences were held morning and afternoon on 
special topics of interest to certain localities. These were 
under the direction of Sales Manager Wyman and Asso 
ciate Sales Managers Tyler, Robbins and Corliss. 

General sessions were held the week of December 11 with 
the full attendance of all men selling Carter Inx Products. 
R. B. Carter, president and C. B. Gordon, general manager, 
took part in the opening session and were in constant at 
tendance at all meetings. 

The meetings were of the brass tack variety and covered 
most exhaustively specific sales plans for the new year 
These were received most enthusiastically by all, and from 
all indications a most successful year is in prospect. Re 
ports from the field were given by the various representa 
tives and questions were asked and answered that showed 
appreciation of the necessity of intensive work by all 

One entire session was given over to the advertising 
problems. F. W. Taft, manager of the advertising depart 
ment, pointed out in detail where and how Carter Inx 
advertising would help every salesman and dealer and at 
the end was accorded a hearty approval from all for the 
plans that have been worked out. 


ihe entertainment end was not overlooked. One eve- 
ning was devoted to a get-together for wives, executives 
and salesmen at the factory. A collation was served and 
an entertainment provided. Presentation of service pins 


by Mr. Carter to all employees, covering those with the 


Left—C. B. Gordon, General Manager; R. B. Carter, President; 


Montreal; A. G. Auchu, Manager at New York. 
Sales and Export Manager. Fifth Row, Second from Left—F. 


company from three to thirty years, was a very pleasant 
part of the program. Bowling took an evening and the 
tinal evening witnessed a dinner at the Brunswick Hotel, 
where stunts followed stunts. 

Perhaps the most exciting event was the speech of the 
guest of the evening. Introduced by Mr. Carter as being 
of national repute in sales work, he took exceptions to the 
selling methods of some of the men. At the psychological 
moment he was interrupted by one of The Carter’s Ink 
salesmen who refuted his statistics, applying to this sales- 
man’s own work. A battle of words, both gentle and 
sharp followed, much to the consternation of most of the 
men. However, at the proper moment the speaker pulled 
off his whiskers and wig, revealing. Robert M. Colbert, 
tratlic manager of the company. He was so cleverly made 
up and carried the part so well that all were completely 
baffled as to his identity. This was really the high spot of 
the evening. The convention was brought to a close in an 
excellent lecture by F. W. Taft, advertising manager, in 
which he offered much information and many humerous 
saws, aided by the stereopticon. 

The engraving shows the entire group of salesmen, taken 
on the front steps of the factory upon their arrival. 


Kardex Has New Philadelphia Store. 


The Kardex Company has moved to the store at 121 
Scuth Sixteenth street, Philadelphia, Penna. The business 
was formerly in the office building at 26 South Fifteenth 
street In the new location there is ample space for a 
complete display of the Kardex lines. A forty-foot window 
frontage on Sixteenth street permits of effective sidewalk 
salesmanship. Howard D. Baird, formerly with the branch 
at New York, N. Y., is now in charge of the Philadelphia 
store. 
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National Blank Book Sales Conference. 


The annual sales conference of the National Blank Book 
Company was held the week of December 10 at the home 
office, Holyoke, Mass. In attendance were the various 
members of the sales force and the executive heads of the 
firm. 

The opening gun of the conference was fired Tuesday, 
December 12, when F. B. Towne, treasurer, gave the salute 
of welcome. From then on until the conference ended, Fri- 
day, December 15, there was plenty of smoke and action. 
Much enthusiasm was manifested and a great deal of con- 
structive work accomplished. Tuesday was devoted to the 
National blank book line, with F. B. Towne presiding. 
Wednesday and part of Thursday the loose leaf line held 
the fort, with J. M. Towne as officer of the day. 

Thursday afternoon the advertising and sales promotion 
activities were discussed with Assistant Sales Manager E. 
E. Cornwell swinging the gavel. Friday was spent in a 
general summing up of activities, after which “Father’’ 
F. B. Towne gave the “boys” benediction and they went 
their ways rejoicing to expound the National gospel (“The 
Right Books to Write In”) throughout the land. 

A very pleasant feature of the conference was the get- 
together banquet held Wednesday evening, December 13, at 
the Hotel Nonotuck. The salesmen and their families 





Geyer’s Becomes a Semi-Monthly. 


Geyer’s Stationer, New York, N. Y., is changing its fre- 
quency of publication. Beginning January 5 it will pub- 


lish twice a month, on the fifth and twentieth. The paper 
will appear in a new “dress,” with a two-color cover, and 
improved features. Geyer’s subscription price is reduced 
to $1.50 a year. Subscribers will have the terms of their 
subscriptions extended, equalizing the number of copies to 
which they are entitled. 
Tatum Disposes of Punch Line. 
The Sam’l C. Tatum Company, Cincinnati, Ohio, has 


sold its line of office punches to the Delmar Manufacturing 
Company of Cincinnati. The new organization will spe- 
cialize in this line, and plans adding new items. For the 
present the products will be distributed through the Tatum 
branches. The Sam’l C. Tatum Company has manufac 
tured office punches for many years. 


Navy Buying Carbon Paper. 


Supplies 
paper, 


Bids will be opened January 9 by the Bureau of 
and Accounts, U. S. Navy, on 5,000 boxes of carbon 
coated one side, 8x13 inches. 
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NATIONAL HEADLINERS AT HOLYOKE SALES CON FEKENCE—Group Photographed at the Decembe Sales Con- 
ference of the National Blank Book Company. Front Row, Left to Right—F. B. Towne, Treasurer; Ray Schumacher, Chicago; 
Fred W. Baxter, Far West; John Nicklaus and brother George, New York, N. Y.; J. M. Towne, Vice-President and Loose Leaf 
Manager; Harry Ferry, New England; James O’Grady, South; O. D. Fielding, Chicago; D. C. Hegarty, Advertising Department 
Back Row, Left to Right—Chas. Krickle, New York, N. Y.; “Colonel” John Selden of the South; R. M. Weiser, Loose Leaf Divi- 


sion; George Harscheid, Pennsylvania; ‘‘Bob’’ Allen, Chicago; 


Hall, New York, N. Y 
Manager 


force, factory executives and old 
time employes and their wives. About 250 were present 
and a very enjoyable evening was spent. One of the feat- 
ures of the evening was delightful piano selections given 
by Miss Fielding, the talented daughter of O. D. Fielding, 
of the Chicago sales organization. 

Another important event happened Wednesday The 
sales force was taken outside and shot. We reproduce 
the after effects here as evidence. If optimistic expression 
counts for anything the handsome subjects of the picture 
herewith should bring home a lot of “bacon” for the Na 
tional during 1923 


were joined by the othce 


Kiggins & Tooker Force Entertained. 


A dinner followed by a bowling contest was participated 
in by employees of the Kiggins & Tooker Company, New 
York. N. Y., December 13. It is two years since a sim 
ilar event was staged, and, like the predecessor, the recent 
party was effective in stimulating good fellowship and co 
operation. During the dinner home talent provided enter 
tainment, Benjamin Malone, John Lyons, Eric Hedner an: 
Charles Hammen were the songsters. One number was a 
song composed by Anthony Wayne, introducing in turn 


each member of the Kiggins & Tooker organization. A 
playlet, “Good Workmanship,” was presented by John 
Howarth, E. Hoberg and Dave Bennett. 


After the bowling a quartette afforded further entertain 
ment 





; John Schade, Loose Leaf Expert; Fred Coggin, 


New 
Chicago 


yhn 


J 
nt Sales 


York, N. Y.; E 
Office; E. E 


S. Towne, Presid 
Cornwell 


brescher, 
Manager 


Suburban Merchants Open Fraternity House. 


Business men and women of the University district, a 
Seattle suburb with a population of about 40,000, have 
opened a clubhouse at East Forty-seventh street and 
srooklyn avenue in the quarters formerly occupied by the 
\pres !a Guerre fraternity, an ex-service men’s organiza 
tion at the state university, and are offering furnished rooms 
and board, fraternity style, or board or rooms only, to the 
district’s business men and women on a co-operative basis. 
[he move is expected to be a great aid in developing co 
operation and a community o* ‘iterest among niversity 


district merchants. 


Cox Increases His Territory. 
Allen W. Cox, representative in New York City 
Polar Manufacturing Company, has had his territory ex 
panded to include the entire state of New Yor! 


“Hizzonner” a Stationer. 

Keene, N. H., now has a 
r. Kingsbury, owner of G. 
tionery store, was elected mayor in December 
the Tilden business in 1891. At the death of the 


stationer for mayor Robert 
H. Tilden & Company’s sta 
He joined 
late G. H 


Tilden, his uncle, Mr. Kingsbury, became proprietor. He 
has been active in municipal affairs, having served three 
terms in the common council, including one term as pres! 


dent. 
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FRONT OF GREEN’S NEW STORE, 10-12 GREEN STREET, ALBANY, N. Y., SHOWING LARGE WINDOW DISPLAY SPACB 


AVAILABLE.—Photo by courtesy the Shaw-Walker Company 


A Beautiful Set of Cards. 

Office Appliances is indebted to the Henry O. Shepard 
Company, printers and binders of Chicago, for a remark- 
ably well-executed set of cards reproducing celebrated 
paintings. These cards are eight in number. The repro- 
ductions are in the original colors. The subjects include the 
“Red Veteran,” by Charles C. Carlsen. Another is entitled 
“Vigor,” a woodland scene by Carl R. Krafft. A third is a 
street scene in Bruges by W. Victor Higgins; a fourth is 
entitled “The Promise,” a woodland scene with a rainbow, 
by Watkins Williams; a fifth is entitled “Languor,” a calm 
water scene by Carl R. Krafft; a sixth is entitled “Russet 
and Gold,” a fall woodland scene by Max Gundlach. The 
seventh is entitled “Balm,” also a woodland scene by Edgar 
Payne, and the eighth is a Gypsy girl, painted by Maurice 
E. Harris. 

All the foregoing pictures were presented to the Henry 
O. Shepard School by the Henry O. Shepard Company. 

The Henry O. Shepard Company issues a little house 
organ entitled “The Staff,” edited by John L. Jones. This 
house organ is filled with interesting matter pertinent to 
the business of printing and a supply of general matter 
on other subjects. Among the clever things in the last 
number of the year is a page entitled “The Perils of a Day 
at Home,” and these are the perils as recounted by “The 
Staff.” 

“Why is it that when a fellow spends a day at home he 
feels the whole world knows of it and has determined to 
catch him off guard, as it were, and sell him something? 

Our own experiences the other day gave us a new respect 
for that sterling character we always have admired in 
Friend Wife. 

How could she, for example, resist the persuasive genius 
of the lady who was taking orders for guaranteed hosiery, 
silk, lisle or wool, all sold under an iron-clad warranty? 

How could she pass by the lighting company’s alluring 
offer of a ten per cent cut in the prices of toasters, irons 


wash machines and other househo!ld appliances? How 
does she get rid of such a man as one who worms out of 
you the fact that you have no vacuum cleaner, and who 
will sell you one, attachments free, nothing down and 
small payments. to commence after January 1? 

And the man who asks if you own a car, and if not, has 
fifty good reasons why you should buy one made by 
Duck Brothers of Detroit! Not to mention the dictionary 
salesman who shows you his weighty tome has all the new 
and smart words—or the children’s book man who con- 
vinces you that schools are all right but practica'ly un- 
necessary where the parents have a set of his Home In- 





r 


rRI 
ASTROUS FIRE OF LAST WINTER 


tEMAN-KING COMPANY’S STORE AT ITHACA, N 


struction from Cradle to College! 
Truly, one’s better half is rightly so-called! 


Office Appliances is indebted to Arthur Tunley of A. 
Tunley & Company, Capetown, Johannesburg and Port 
Elizabeth, South Africa, for a copy of the beautifully illu- 
strated 1922-1923 number of the British South Africa An- 
nual, a journal of 192 pages printed on high-grade paper 
and gorgeously illustrated with half tones, both colored and 
plain. An inset shows a colored study of a native African 
girl with a blanket about her shoulders which reminds us a 
little of the art of the Navajos. 

The articles and illustrations picture all the industries of 
British South Africa, as well as homes, orchards, mar- 
ke’s, etc 

The advertising is almost as interesting as the trxt be- 
cause of the richness and beauty with which it is illustrated. 
The frontispiece is a likeness of the governor-general of 
the Union of South Africa, Major General H. R. H. Prince 
Arthur of Connaught. 

The opening article, entitled “1922—An Eventful Year,” 
was written by the editor, H. F. Knapp, Fellow of the Roy- 
al Geographical Society. An excellent portrait of Mr. 
Knapp appears on that page. On another page is a fine 
portrait of General, The Right Hon. Jan C. Smuts, prime 
minister of the Union of South Africa. Then there are pic- 
tures of scenes during the consecration of the Rev. A. B. L. 
Karney, D. D., the first bishop of Johannesburg. In an 
article entitled “A Summer Fantasy,” by Stella Tait, ap- 
peared a number of beautiful illustrations of South African 
coast and mountain scenes. Illustrations of tropical verdure 
and landscapes also appear. It would make too long a 
story to describe all of the many interesting things in this 
number of British South Africa Annual. There are hunt- 
Inga scenes, scenes along quiet rivers, views of mines and 
mining, winter and summer scenes reminding us that a 
South African winter day is very much like summer in this 
latitude. Truly the interests of South Africa are great and 
varied and it would appear that British Africa could be, 
if it wished, independent of all the rest of the world in pro- 
viding for the wants of its people. 

Chicago “Elsies” Hold Conference. 

\ sales conference of the Chicago territory of the L. C. 
Smith & Bros. Typewriter Company was held December 19 
at the Chicago office. It included dealers and local office 
managers. H. S. Gilbert, the manager, entertained his or- 
ganization at luncheon. 
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CORONA TYPEWRITERS AND OTHER LINES IN SHOW WINDOWS OF 
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VIEWS IN THE STORE OF ROBERTS & SON, BIRMANGHAM, ALA., AND 
PORTRAITS OF TWO OF THE WORKERS.—Upper left: View of the first ficor, 
showing the stationery department, with its manager, J. E. Maura, in the inset at 
the left.—Upper right: Order room of the engraving department, where the cus- 
tomers sit down and make themselves comfortable while selecting visiting cards, 
engraved announcements, invitations, etc.—Lower ricture: View of the office fur- 
niture department, with one of the salesmen, F. L. Moffatt, in th inset at the right 


A Fiftieth Anniversary Souvenir. In 1893 a stationery store was opened in connection with 
& Son the printing plant and the firm again moved to larger quar 
ters. In 1898 the firm moved to its present location, a four 
story brick building on Third avenue. A year later the 
business was reorganized and Rufus N. Rhodes, then pub 
lisher of the Birmingham News, obtained control as pres 
ident. Eli P. Smith was named vice president, and C. W 
Ufford became secretary. Robert W. Ewing was elected 
treasurer and general manager. In 1908 Mr. Ufford a 
quired a majority of the stock and became president. James 
a wigs G. Smith was elected secretary and Mr. Ewing retained a 

The fiy-leaf of the souvenir booklet held an engraved tive management. In 1910 Mr. Ewing secured the con- 
card announcing the anniversary, and the frontispiece was trolling interest and became president Richard W. Mas 


In honor of its fiftieth birthday, the Roberts 
Printing Company of Birmingham, Ala., issued a souvenir 
booklet which was presented to all its friends and custom- 
ers, giving a history of the business. The booklet was 
called “A Little History of a Big House” and was par- 
ticularly interesting to the people of Birmingham inas- 
much as the Roberts & Son Printing Company was 
founded the same year in which the city of Birmingham 
was incorporated. . 


a layout of the photographs of all the officers of the com- sey, vice president, James G. Smith. secretary-treasuret 
pany. The house was established in 1872 in the second Members of the board of directors besides the officers were 
story of a building on Twentieth street between Third and W_ B. Dickerson. E. M. Tutwiler. Hill Ferguson. C. W 
Fourth avenues. The senior member of the firm, Willis Ufford and G. F. Thum. Mr. Ewing died in 1918 and M1 
Roberts, lived at Columbiana, so the entire management ot Smith succeeded to the active management of the business 
the business rested with Mr Duval and the chief equipment [py 1920 Mr. Smith purchased the controlling interest fron 
of the plant consisted of one Gordon job press run by foot the Ewing estate and Frank Nelson. Ir.. J. F. Maura. C. D 
power. The original name of the firm was Roberts &  fjjison. T. H. Rennie of Pell City and J. B. Tones of Mont 
Duval. In February, 1874, they began the publication of . , mais ee oT ae : : 
Lf WP yc) ==  gomery were added to the board of directors. That in brief 
a weekly newspaper, The Birmingham Iron Age. In 1875 ; ag : 
; : is the history of the firm and took up the first ace for 


Mr. Roberts moved to Birmingham, bought the interest of 


Mr. Duval and all other outside interests in the business reading matter in the book. 


and changed the name to Roberts & Son. There followed a comprehensive treatis« t re 
Under the direct management of Mr. Roberts the busi een as the company and arte descript x the 

ness grew rapidly and twice within three years it was neces- ®4!!2ation ol each department with photograp! 

sary to find larger quarters. In 1880 the famous boom of Pattments and pictures of the heads and tl rkers 

Birmingham began and Mr. Roberts decided to discon those departments 

tinue the paper and devote all of the resources of his equip- The arrangement started with the printing bindit 

ment to the printing business. department, progressed through the lithogray ge depart 
In 1892 the firm was incorporated, the papers being ment, the engraving-embossing department, t tationery 

signed on the death bed of Mr. Willis Roberts. Officers and office furniture departments, rubber staz 1 seals 

named by the corporation, the stock of which was owned = and closed with the shipping department, as it s! since 

almost entirely by members of the Roberts family, were ive : j ' eas na 

: : ; _Siesicn : a oa ’ it is the last department with which a customer is cor 

Charles Roberts, president; Reuben T. Thornton, secre- ined 


tary and treasurer. Shortly afterwards Mr. Thornton re- ee 
tired, his interest ng pur hased by Russell C. Booth, The book measured nine and a half by tw ind a half 
brother-in-law of Charles Roberts inches and was most artistically gotten up in every detail 
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RIBBONS and 
CARBON PAPER 
as a SPECIALTY 

LINE 


Removed from the hundreds of staple lines carried by 
the Stationer, as a specialty line the Department of Type- 
writer Ribbons and Carbon Paper should receive a great deal 
of attention because of the splendid opportunity afforded to 
make such a department the most profitable branch of the 
business. We have argued for many years that this line of 
goods properly belonged to the Stationer and we are par- 
ticularly anxious at this time to stimulate their interest in 
same to a greater extent than ever before; and we would 
invite correspondence from any Stationer desiring special in- 
formation in regard to same. We undoubtedly enjoy the 
greater experience, being able to give any form of informa- 
tion required. We claim to make the most distinctive line 
of ribbons and carbons on the market today ; embodying new 
methods of manufacture which verify our claim in every way. 





We make inked ribbons not only for Typewriters, but 
for all devices using an inked ribbon to make its impression. 
We make a sheet of carbon for every purpose for which 
Carbon Paper may be used. Often times dissatisfaction is 





th caused by furnishing the wrong sheet relating particularly 
e to the wrong weight of paper and its finish. 
je : 
“a We are open to be consulted in any case of this kind and 
vl where special forms are used, and often in producing many 
V. copies at one time, if these forms are submitted to us, we 
ed will gladly tell you what to furnish. 
C- 
es 
- We excel in all we produce 
o- We meet every condition 
re We fill every requirement 
{r 
i Mi & Vol I 
D ittag olger, Inc. 
ief PRINCIPAL OFFICE AND FACTORY 
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AGENCIES ALL OVER THE WORLD 
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STATIONS 


MILWAUKEE, WIS. 
127 2nd St. 
NEW YORK CITY 
321 Broadway 
10 Barclay St. 
OAKLAND, CAL. 
308 12th St. 
PHILADELPHIA, PA 
802 Chestnut St. 
PITTSBURGH, PA. 
630 Penn Ave. 
ST. LOUIS, MO. 


ATLANTA, GA. 

135 Peachtree Arcade 
BOSTON, MASS. 

119 Franklin St. 
CHICAGO, ILL. 

329 So. Dearborn St. 
CINCINNATI, OHIO 

148 E. 4th St. 
CLEVELAND, OHIO 

34 Euclid Arcade 
DETROIT, MICH. 

1253 Griswold St., 


Farwell Bidg. 807 Pine St. 
KANSAS CITY, MO. SAN DIEGO, CAL. 
905 Grand Ave. 909 Third St. 


LOS ANGELES, CAL. 
732 S. Spring St. 


SAN FRANCISCO, CAL. 


AND 

















24 


HOUR 
SERVICE 


Combine to give to users 
of our platens a most 
decided advantage. 


Regardless. of how carefully you may re- 
pair and adjust a customer’s machine it is 
the platen that determines the excellence 
of work. To establish and maintain your 
reputation you must use as good a platen 
as is obtainable. We pride ourselves on our 


QUALITY AND SERVICE 


as the rubber used is the best obtainable, 
the jackets are ground to absolute accuracy, 
our delivery is prompt and certain and our 
prices are low. Begin the year right, send 
us your platens and Save Time, Annoyance 
and Transportation and get the Best re- 
covered platen possible. 


American Writing Machine Co. 
HOME OFFICE AND FACTORY 
449-455 Central Avenue, NEWARK, N. J. 
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(Other Meetings and Dinners on 


December Meeting of Boston Stationers. 
\bout forty members of the Boston Stationers’ Assvucia- 
tion met at the Boston City Club December 5 to conduct 
the monthly meeting. Alexander Hepburn chairman 


The next meeting will be held at the January 9. 
lrew Maish, 


1¢ 


. ~Ta9 
sam Ciup 


The December meeting was addressed by ndr 
The D | t ld l \ 





-hairman of the dealer committee (Denniso1 lanufac 
ing Company). His address was suppleme: remat! 
rom Charles Buxton, division manager, and nard Ma 
Lean, Boston manager for the Denniso1 ctu 
Company. 

Guy Hart, Boston representative of the Joseph Dixo: 
Crucible Company, was elected publicity 1 ger of t 
Boston Stationers’ Association. A est as ( 
that members of the trade report interesting news to tl 
publicity man, who will prepare items and transmit t 
various trade papers for publication 

Che annual dinner and dance of the Boston Stat 
\ssociation will be held Monday evening, February 1 
The National Association of Stationers and unufa 
is to be represented by Charles L. Mitchell, president 
fletcher B. Gibbs, general manager. Arrangements f 


dinner are in the hands of Fletcher Taft, advertising 
ager of The Carter’s Ink Company, and H. Brooks Cro 
general manager of the Thorp & Martin Cor 


Inter-City Meetings Cement Friendship 


Marking another stride forward in the developm« 
co-operation between business organizations of rival 
the Retail Credit Men’s Associations of Seattl d Tac ‘ 
met at a dinner in this city, November 23, following a 
inaugurated recently by the Retail Furniture Association « 
Washington for having organizations of t) larges 


Puget Sound cities hold joint meetings for the purpose of 
discussing problems of mutual concern and to develo 

closer acquaintanceship and contact. Office furniture met 
of both Seattle and Tacoma hold prominent positions in tl 

credit men’s organizations. J. K. Jamieson, of the 

man & Hanford Company, is treasurer of the Seattle asso 
ciation, and G'enn A. Johnson, of Rhodes 
president of the Tacoma association. 

An interesting pregram was provided by the S« 
ganization, which was host to the Tacoma aggregati 
Nearly a hundred credit men from both cities 
meeting. Russell C. Barlow, of Tacoma, state membershij 
chairman, spoke on “Memberships of Local As 
and Prof. Clark P. Bissett. of the Universit 
ton, gave an address on “Commercial Law [Its Relatior 
to the Work of the Retail Credit Man.” Cor inity sing 
ng was led by Herbert Smith of Seattle er mus 
was furnished by the Tacoma Quartette 

ti of the associations will be held at 1 


meeting 


Eastern Stamp Makers Meet. 


International Stamp 
District No. held a regional meeting 
Philadelphia December 9. Members were present fron 
New York, Brooklyn, Bridgeport, New Hay New Jet 
sey and Philadelphia. George M. Ness, Jr., t 0 
yf’ the district, was in charge of the meetin; issist 
H. Jonas, the secretary. 
\ddresses were made by 
(Schoder & Lombard Company, New 
others. After luncheon departmental 
ducted, under the direction of: Wallace Buck, 1 
section; Mr. Henzerling, steel stamps Kreugel 
seal presses; J. L. Bryan, stencils; D. J. Jensen, brass dies 
N. C. Walters, brass checks and badges 


rhe Manufacturers 


nembers of 


Mr Ness Schoder 
ork, N. and 


SeSssiol vere on- 


stamp 





New Yorkers to Dine February 
New York will hold its 
innual dinner February 15 at Hotel Astor. Reservations 
‘an be made through Henry W. Rogers, care Wilbur & 
Hastings, 82 Fulton street, at $5.00 per cover 


The Stationers’ Association of 












































































































































































































































nse. January, 19 OFFICE APPLIANCES 67 
A 
n | | 
ye 4 
Fis % 
rth ) | 
nan, 
-y 9, 
aish, 
‘tur- 
arks 
Vlac- 
ring — 
1xon . e 
he 
a Manifold Supplies Company 
) the 























































































































irers 
and 
- the 
nan- 
ysby, 


; Carbon Papers and Typewriter Ribbons 



































































































































































































































coma “*The Line that can’t be matched’’ 

plan 

as = We offer dealers a line which has 
a both quality and individuality, va- 
ae riety enough for every requirement 
= 

rh and manufactured with the greatest 
a _. care. 


nusit 


188 Third Avenue | 
ga xy BROOKLYN cstarion 12) N.Y., U.S.A. 
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Owner and Operator 


have equal reasons for wanting the new 


Quiet Remington, No. 12 


———as 


errr gron 























It wins the operator because of its many It appeals to the owner because its work 
features which make the day’s work swifter is surpassingly good —and consistently good 
and easier. under all circumstances. 

. . “c 
Prominent among these is the “Natural In quality as well as quantity, it gives 


Touch,” that triumph of Remington design, 4: the results he wants. 
which makes the operation of the machine 
like second nature—as mechanical as 
walking and almost as unconscious as 
breathing itself. 


And because it is so quiet that its operation 
never disturbs him, no matter how near him 
it is used. 

14 Noise Eliminating Features make this new Remington 
a Messenger of Quiet to every business office. It speaks only 
in a whisper, but will be heard around the world. 

The price of the new No. 12 Remington is only a few dollars 


more than that of the Standard Remington—a very small 
premium to pay for office quiet. 


Remington Typewriter Company 
374 BROADWAY, NEW YORK 


Branches Everywhere 


A good typewriter deserves a goo! ribbon. Paragon Ribbons—made by us. 75 cents each, $7.00 a dozen 
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Fifteen Years Ago. 





January News as Pictured at the Opening of the 
Year 1908. 





Factory and selling organization of The Oliver Type- 
writer Company were lavishly pictured and described. 

“Good Men Wanted Badly” suggested chances for many 
selling organizations to improve their staffs. 

An office furniture show was featured late in 1907 by 
the Mower-Hobart Company at Atlanta, Ga. 

Three typewriter contests were scheduled for the Chi- 
cago Business Show, opening February 1. The “novice” 
event was new, and calculated to form a training school 
for the seasoned typists who contested in the first and sec- 
ond ranks. Experience has proved that the novices work 
their way to the front. 

Loose leaf catalogues for technical products were herald- 
ed as a noteworthy innovation. 

The new factory of the Royal Typewriter Company, 
Inc., at Hartford, Conn., was to be ready for occupancy 
February 1. Arrangements were being perfected to move 
the equipment, tools, etc., from the old factory at Brooklyn, 
a 

F. A. Martin, a Pittsburgh representative of the Reming- 
ton Typewriter Company, was awarded a twenty-year serv- 
ice badge in recognition of long and faithful service. 

An electric reverse for a typewriter carriage was an- 
nounced by C. S. DuBelle, Williamsport, Penna. He had 
made a working model, mounted on an Oliver typewriter. 

Millington Lockwood wrote “Meeting Competition.” He 
showed how the successful retailer conducts his business 
along lines of justice and independence, ignoring the price 
cutting of the dealer across the street. 

“Writing Inks” were discussed in detail by William Rodi- 
ger, secretary of the Sanford Manufacturing Company, 
Chicago. 

Card index and filing equipment were listed as sales op- 
portunities for the local dealer. 





They Know His Face in Topeka. 


Two or three weeks ago M. H. Mohler of Amarillo, 
Tex., saw a photograph of Charles L. Mitchell in a maga- 
zine. He cut out the picture, pasted it on an envelope, 
wrote “Topeka, Kas.,” on it and mailed it. In the same 
mail he sent a plain envelope addressed to Mr. Mitchell ex- 
plaining the experiment. Both letters reached Mr. 
Mitchell’s desk in the same delivery. 

It is suggested that the letter would have been received 
quite as quickly had Mr. Mohler written only “Kansas” on 
the envelope. In the last ten years Mr. Mitchell has been 
president of more than fifty organizations in that state and 
director in fifty more. His recent election to the presi- 
dency of the National Association of Stationers and Manu- 
maT ee adds another to the array of offices Mr. Mitchell 
1as held. 


Not as Verdant as She Looked. 


Creating an approach in a cloak store at Fort Madison, 
Iowa, by an unsophisticated air, a young woman later 
worked off a “sour” check. On her initial visit, the young 
lady asked permission to use the telephone. She twirled 
the handle of the pencil sharpener in trying to ring cen- 
tral. That got a laugh from the store folk. The next day 
she bought a dress, giving a check for $50.00. Later the 
check came back stamped, “No Funds.” The store folk did 
not laugh. 


Typewriter Speedsters Take Notice. 


J. P. Holton, of Wells-Dickey, has some little tablets he 
drops into the gas tank of his car which shoots the engine 
full of pep. If his stenographer should accidentally mis- 
take one of them for a cough drop, we'll venture that J. P.’s 
dictation will be out ninety per cent quicker than the 
world’s record.—Japs-Olson Company house organ. 
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Go to Goes for 


The Goes Steel-Engraved 
Certificate Blanks, Bordered Blanks 
and Bond Blanks 


An entirely new and original assortment of 


Steel-Engraved Blanks 


produced upon Crane’s Bond paper; so de- 
signed and arranged that they can easily be 
overprinted either from type or by the litho- 
graphic process, ana thus present an unusu- 
ally high-grade, refined, handsome appearance. 
The Goes Steel-Engraved Blanks will be constantly car- 
ried in stock in quantities that will insure the usual Goes 
service for all your requirements. 

A written request for samples and further information 
will bring a prompt reply. 


Goes Lithographing (Company 


49 West 61st Street, Chicago 
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Another Milestone 


The paths of business progress are 
marked by such milestones as this new 


building of ours. This milestone 
marks another lap toward our goal— 
our ambition and our ideal—to make 
The Miller Line of Typewriter Rib- 
bons and Carbon Papers recognized 
as being without a superior. 

A Milestone. Having outgrown our 
1912 quarters, we moved into a plant 

which we thought would give us 

plenty of room for years to come. 


Another Milestone. Increased busi- 

1917 ness made it necessary to build an 
addition which would give us 30% 
more space. . 


Another Milestone. Finding  our- 
1922 selves hampered in our work, due to 

overcrowded conditions, we built the 
new plant illustrated, which doubles 
our floor space and provides for still 
further expansion. 
In other words, The Miller Line has 
stood the test of use, and carries with 
it the approval of thousands of satis- 


fied users. 


But convince yourseli—don’t take our 
word for it. Tell us what class of 
trade you cater to, and we'll send gen- 
erous samples for you to try out in 
your own way. 








The Miller-Bryant- Pierce Co. 


General Offices and Factory: 
231-241 S. River Street, 
Aurora, Illinois 
Cable Address, “Milpie” 

Boerton, Mass. Indianapolis, Ind. Peoria, Ill. 
Chicago, Ill. Milwaukee, Wis. San Francisco, Cal 
Cleveland, Ohio Minneapolis,Minn.Springfield, Il. 
Denver, Colo. New Orleans, La. St. Louis, Mo. 
Detroit, Mich. New York, N.Y. St. Paul, Minn. 


European Headquarters: 46 Avenue des 
Villas, Brussels, Belgium. 
(2067) 


S SUPERFINE 
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(New Machines—Continued from page 49.) 
A New Weis Line. 


The Weis Manufacturing Company of Monroe, Mich., 
is making what is known as the new Weis 1900 line of 
two and three-drawer letter and legal cap vertical files. 
As a result of specially designed machinery, the company 
is able to produce these files at a moderate price and in 


SRN news nerewnanees rem 










NEW WEIS FOUR-DRAWER FILE 


large quantities. These files have full length paneled sides 
and backs, flat tops, built-up quartered oak drawer fronts 
that set flush with the cabinet, roller-bearing drawers and 
neat brass-finished label holders and pulls. The prices 
are very reasonable. 

The oak four-drawer letter file retails at $22.50 in the 
eastern and southern states and $28 in the south, south- 
west and west. Even these prices allow the dealer the 
same margins of profit carried by all Weis items. 





Duplex Eyelet Fastener. 

J. A. Heinrich Dankers, Hamburg, 11, Germany, makes 
an eyelet fastener of the plier type, which is capable of 
inserting two different sizes of eyelets. The hole is 
punched and the eyelet inserted at one operation. 


Neat Dispiay Carton. 


The device here illustrated is intended for use on the 
counters or in the windows of stationery stores. It holds 
six each of the three different grades of daily memo re- 
minders produced and distributed by Feldmann’s System 
Manufacturing Company, 2306 Armitage avenue, Chicago, 
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Follow Up Card System 
For Standard 325 Cards 
CONVENIENT FOR QUaCn @EFERENCE 
Pmce FOR EACH WITH PRL ERS 













DISPLAY CARTON OF FELD 
MANN’S DAILY REMINDER 


111 Each compartment is provided with a tape which 
facilitates the removal of the reminders from the carton. A 
printed description on the inside of the cover gives ex- 


planatory details. 

The carton is covered with dark colored paper and is 
of convenient size either to be carried by an outside sales- 
man or used as above suggested for display. The carton 
is supplied gratis to dealers who order six each or more of 
the three grades of memo reminders 

(Continued on page 151 
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IDA HILCOFF 
World’s Novice Cham- 
pion Typist. 


GEORGE W. GASKILL 


World’s Amateur 
Champion Typist 

















GEORGE L. HOSSFELD 


World’s Champion Typist 







J 


The Worlds Champion Sypists 


Tis: Underwood Standard Typewriter scored 





its seventeenth consecutive victory in the Sev- 

enteenth World’s Championship Typewriter 
Contest for the Thousand Dollar Trophy, at the 
National Business Show, Grand Central Palace, 
New York, October 23, 1922. 


Ae sd ae George L. Hossfeld is again the World’s Cham- 
sBrer Coon et al,” by pion Typist, establishing a new World’s record of 
a. 3. Kintbell, from whites 144 net words a minute for one hour. 


the champions wrote in 


establishing their records, . , : 
will be sent free upon re- George W. Gaskill becomes the World’s Ama- 


_— teur Champion with a record of 137 net words a 
minute for thirty minutes, ten words a minute 
faster than the previous year’s amateur record. 












Ida Hilcoff, after only one year’s training on the 
typewriter, is the World’s Novice Champion with 
a record of 109 net words a minute for fifteen 
minutes. 


a Seventeen consecutive victories in the World’s 
Championship Typewriter Contests, proclaim the 
Underwood supreme in speed, accuracy and durability. 


UNDERWOOD TYPEWRITER CO., Inc. 
sa 30 Vesey Street New York City 
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| from the most economical to 
| the highest quality. 




















ALL CARDS ROTARY CUT 
Attractively Banded by Hundreds 


COMPLETE LINE OF 
FILING SUPPLIES 
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A completely equipped factory a 
explains our unusual development 
of Special-to-order work. Estimates 
or Sketches for Special-to-order Ns 























forms furnished promptly. 





DESCRIPTIVE PRICE LIST 
MAILED UPON REQUEST 





BOSTON INDEX CARD COMPANY 
111-115 Purchase Street 
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Furniture Exchange Nominates Officers. 


The Cincinnati Furniture Exchange held their meeting 
for November in the Harrison Dining Room, with Presi- 
dent Fred W. Stille in the Chair. The minutes of the pre- 
vious meeting were read and approved. The Committees 
on Nominations then reported the following tickets to be 
voted on at the annual meeting in December for Directors: 

Regular Ticket—Furniture Manufacturers: A. G. Stein- 
man, Frederick W. Stille, Joseph Scheid, Sr., William Duhl- 
meier, J. B. Klinker, H. B. Kemper, George Goerl, Joseph 
Sprengard, Charles Feuss, Sr. Supply Men—R. E. Becker, 
Fred Busse, Charles Groene, E. J. Kuhlman, Henry Hage- 
man, George Wehrung. 

Independent Ticket—Furniture Manufacturers: Freder- 
ick W. Stille, H. B. Kemper, William J. Sextro, William 
E. Mueller, Howard E. Scheid, George Schutte, Jr., Charles 
Feuss, Jr., Louis Froelich, Jr. Supply Men—E. M. Eisen, 
John Wolf, Joseph W. Monter, George J. Heitzler, Wil- 
liam Guthardt, George Zurborg. 

Henry R. Hageman, chairman of the Entertainment Com- 
mittee, stated that all arrangements for the annual meet- 
ing in December had been completed at the Gibson House. 
President appointed Albert Lammers, George J. Heitzler 
and John Wolf to audit the books of the secretary and 
treasurer. The following were named judges and clerks 
of election: Frank Denghausen, James Walsh and Edward 
Lubke. Business being completed, a social hour and an 
elegant repast were enjoyed. 


New York Concern Moves. 


On December 1 the Typewriter Trading Company of 384 
Broadway, New York, N. Y., moved from that address to 
the fourth and fifth floors at 317 Broadway. The basement 
is also used in part as a store room. 

The business of the Typewriter Trading Company was 
started eleven years ago at 338 Broadway by C. H. Leary, 
F. Stephen and A. K. Goodrich. Very little capital was at 
first available, but the business has since grown gradually 
until now it is a well organized, prosperous enterprise 








Partnership Dissolved. 


Notice is given that the copartnership heretofore existing 
between Leon C. Conklin and Michael Greenberg under 
the firm name of the Eagle Envelope Company, doing busi- 
ness at 431 South Dearborn street, Chicago, was dissolved 
by mutual consent on December 8. Mr. Greenberg has 
retired from the company, but Mr. Conklin will continue 
the business at the same place and under the same name. 


Rockford Company Increases Capital. 


The Rockford Typewriter Service Company, 214 Mul- 
berry street, Rockford, Ill., has increased its capital stock 
from $2,500 to $20,000. E. G. Black, of Chicago, has 
joined the company as treasurer. The other officers are 
Edward Goerlitz, president, and Hazel Goerlitz, secretary. 


The Harmons to Reside in Los Angeles. 


_ C. E. Harmon, who represents the Hoge Manufactur- 
ing Company, Inc., in the territory west of Denver to the 
Pacific Coast, has just left New York with his family for 
Los Angeles. The Harmons expect to make their home 
in or near that city, and Mr. Harmon feels that in moving 
to the Coast he will be in a position where he can see his 
trade more frequently and take better care of their require- 
ments. He recently returned to New York from the 
Coast after a very successful trip and is going west in 
the confident belief that the prospects for exceptionally 
good business on the Coast this year are promising. 








Wallace Pencil Staff Conference. 


The Wallace Pencil Company, St. Louis, Mo., had a sales 
conierence December 11-16 at the Chase Hotel. The cam- 
paign for 1923 was laid out, and announcements made of 
new assortments, etc. The meetings were guided by F. 
Hambrock, Jr., sales manager. In attendance were: W. G. 
Clower, “Ted” Hale, U. J. Hester, H. F. Meidinger, E. H. 
McCully, F. C. Miller, P. K. Schlecht and F. H. Tappen. 





Monroe Sales Executives Meet. 


Division managers of the Monroe Calculating Machine 
Company met at the factory, Orange, N. J., for a four-day 
Session. Plans were made for the 1923 campaign. A din- 
ner and theater party at New York occupied one evening 
of the conference. 
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Display the Entire 
VUL-COT Line 


It’s a fact that there really has always been a 
demand for home receptacles—kitchen and 
bedroom baskets and hampers. 


However, before VUL-COTS came it was 
difficult to find something that actually fitted 
into the home—harmonized with the sur- 
roundings. 


VUL-COT Receptacles do this and VUL-COT 
national advertising, through the Saturday 
Evening Post and System, has told the story 
to more than 10,000,000 people. 





So put up a VUL-COT display. Let people 
know that you carry the full VUL-COT line, 
then you'll turn this demand for VUL-COTS 
into dollars. 


If it happens that you are not now carrying 
Sy mevitarion the entire VUL-COT line, or- 
der one of the series of assort- 
ments which we have arranged. 
Drop us a line and we’ll send 
this combination order sheet— 
and ship immediately as soon 
as we receive your order. 





MEW YORK.USA 


American Vulcanized Fibre Co. 
525 Equitable Building 


WILMINGTON DELAWARE 


Canadian Distributors: A. R. MacDougall Co., Ltd. 
468 King St., W., Toronto, Canada 
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Fc iM A co a plnllaetin r 9 Rppigarde ses thor 
proper proportions, at the proper time, in the proper place, 
by the proper party! Any old Mail Sales Manager is not a 


Constructive Mail Sales Manager. Not by two jugfuls! 
This is an established fact—not just a mere surmise. Con 
sequently any old M. S. M. cannot administer M. O. D. and 
get away with it. The Hypo positively must be handled by 
“one what knows’”—no one else. Otherwise the cost of its 
administration inevitably overlaps by far the expense of a 


regular automobile funeral. 

On a stone ledge outside of one of my first floor windows 
there hangs a shingle upon which is graven the legend “Dr 
Constructive Mail Sales Manager.” On that legend this tale 
is based. _ 7 

Once upon a time there was a Business that became 
steeped in slumbers and complacency to such an_ extent 
that one day old Samson grabbed the piliars. I happened 
to be doing Wards in the Investigation Hospital when he 
pulled the trick, so it was none other than yours devotedly 
| who was delegated to hop on the wagon and clang away 
to the scene of the disaster. The Bosses were unscathed, as 
3osses usually are. It has always seemed strange to me 
that they are inevitably immune from danger in such houses 
Barring a scratch or two of the pocket-book, they never 





appear to give evidence of having been in an accident at all 
So we'll forget them. 
But there were four Salesmen to attend to. Good fel 


lows in truth. I could see it the minute I looked at them 
Inquiry brought out the fact that their names were Hustle 
McBeam, Eves and Twebser. 

The four had been connected with the House for quite a 
while. They had gone the rounds faithfully several times a 
year—earned their respective salaries—kept down their ex 
pense accounts and generally conducted themselves like all 
good Salesmen should, who hope to go to Heaven ultimate- 
ly. The volume of business which they secured grew a 
little in fits and starts and every once-and-so-often when 
they came in from the road, the Head of the House would 
rub his hands together, leer and smirk at them, offer them 
a chair in the Private Office and present them with a seven 





Excellent construction cent cigar, probably in acknowledgement of their supreme 
ffi ° d worth to the organization. When they travelled, they went 

—neat, efficient and or- over well worn paths which had been consistently tramped 
° on month in and month out. They knew postively, what 
ganized arrangement day of the month and what time of that day of the month 
° ° they would arrive at such-and-such a town and visit So 
attractive and lasting and-So with the intention of collaring his order. They 
fi ° h knew the Hotel bill-of-fares along their routes so well that 
Inisn. it became a foregone conclusion that while McBeam always 


encountered roast pork and apple sauce, baked white pota- 
toes, stewed tomatoes, hot rolls and dried apple pie at the 


An extensive line of roll Blimp House in Squantum, every time he landed there on a 
Tuesday, it might also be safely bet on that each time Eves 

top—flat top and ty pe- pulled into Hicksburg on a Friday and registered at the 
e Hotel Blump, he knew beforehand that at supper the wait 
writer desks. ress would plant before him a platter loaded with fried 


steak fish, mashed potatoes. stewed corn and lima beans, 
with a side dish of cold slaw and celery generally, though 


We will send you our not always, and choice of rice pudding, raisin pie or stewed 

P prunes for dessert. 

illustrated catalog on These are just simply illustrations. In fine, the four Sales- 
men had become so used to this, that and the other thing 

request. and so accustomed to going here, there and thither, with 
such meticulous regularity that they had become automa 


tons, clock-work toys, wooden men, if you like, devoid of 
—_—_——- all ambition save to cover their specified towns, see their 
specified people and land sufficient business to keep them al 
ways on the right side of the Pay Roll. And every time 
they arrived home and wandered into head quarters at 

e e about half past eleven in the morning, when they should 


have been there at nine, they invariably received the same 


treatment from the Bosses—were tendered the same brand 
of seven cent cigar by the Head of the House, listened to 
the identical line of small talk administered by a well furled 


Sales Manager and then went on their way again without 
fuss or feathers, enthusiasm or fervor, zeal or ardor } y 


being 

CINCINNATI shown for them or at them or by them 
They never spent an hour or so sitting beside the desk 
of an aggressive looking man with a map before him and 
OHIO a book of charts and record sheets at his elbow, who chatted 
with them about their territory and knew the ins-and-outs 
of it almost as perfectly as they did (and maybe more so) 


mi 


even though he had never travelled over it. They never had 
Established 1881 this same chap outline to them better ways of covering this 

district or that district or the other district—and offering 
means of blazing the way for them through new woods as 


SalUlU0°E_ A SS et ence hal anyone ever anreed te cireularioe 
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aie HE rapidly increasing preference shown by business 

pa ca men everywhere for The Noiseless Typewriter and 
wrnee office quiet, has naturally caused other typewriter com- 

otedly panies to hasten and make their machines less noisy. 
' away m Ps 
or on But there is only one genuine NOISELESS TYPEWRIT- 

to me ER. It is made exclusively by The Noiseless Typewriter 
10uses. 7 . 

never Company at Middletown, Conn., and is sold only by auth- 
at all. orized agents of The Noiseless Typewriter Company. 
od fel- While it may be true that some companies have discov- 

them. - ‘ : 4 
eatin ered devices which partially deaden sound—The Noiseless 
i, is still the only inherently quiet typewriter in the world TheNOISELESS 
imes a today. PORTABLE 
eir ex- ° ° ° ° ° 
like all It is the only successful typewriter which has eliminated Your junior partner 
— entirely the ordinary, noisy, hammer blow method of writing. A quiet, speedy, dur. 
4 ie i ; . able, portable type- 
Pave [he Noiseless writes by a firm, but quiet, pressure of the Waually ‘sesy to op. 
r them type bar against a steel platen cylinder. The keys do not but vaot! loud — 
bias 7 . i pa mfor cause o 
‘osama hammer an impression—they print by pressure—faster, ee 
y went better and more evenly. because of its beau- 
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- what [It is this basic construction which has made The Noiseless 

og oe recognized as the greatest typewriter development of 

They all times. 
ell that ° ° ° . 
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The Canton Line 


Announce their new line of filing safes 
carrying the Underwriters’ label Class “B.” 
Prices and descriptive folder will be 
mailed upon request. 














Canton Art Metal Co. 
CANTON, OHIO 
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their entire territories for them, planning the campaigns 
so that the publicity matter would invariably precede them 
by a mere day or two and usually find for them a new face 
in an old locality or a new handshake in a place toward 
which they never had felt it necessary to direct their steps. 
They did not know what the word “intensive” meant. They 
were surface scratchers. And there are lots of the same 
species in the Genus Salesman today. Through no fault of 
their’s however! Get that down pat! Through no fault of 
theirs! 

Messrs Hustle, McBeam, Eves and Twebser were not 
rooted in their work. They were rutted in it. They were 
satisfied. The Business House was satisfied with ’em. 
There was much rubbing of hands and smirking, on the part 
of the Heads, who always left at three, rain or _ shine, 
whether the Bank Balance that day was twenty percent of 
their demand loans or not. 

And there was a Mailing List. It was purely scenery 
and nothing more. It occupied a corner of the top of a 
long quartered oak table in the outside office and was for 
the most part piled with copies of Trade Magazines un- 
opened, and a coating of dust, the latter of which was never 
disturbed by Hon. Janitor, though it was scattered at rare 
intervals sometimes, when a newcomer in the office who did 
not know the condition of the top of that cabinet would 
blandly place his hat up there while he tried to buy some 
goods and some service from the firm. 

Everything reeked of Complacency. It stood out from 
the picture mouldings in the Head’s office. It lurked about 
in the bottom of the umbrella stand. It floated on top of 
the galvanized bucket beneath the water cooler. It could 
be observed peeping with bold eye from out the drawers of 
desks. It hid behind rolls of wrapping paper in the Ship- 
ping Room. It was enclosed in every pay envelope—in 
every letter that went to a customer or that went to Hustle, 
McBeam, Eves and Twebser. And this very self-same 
Complacency was nothing at all but sadly and illy nurtured 
concentrated effort. Concentrated effort allowed to grow 
stale. Concentrated effort permitted to rule instead of 
being ruled. Concentrated effort being given the loose rein 
until it slowly but surely pulled the van off the road and 
landed it axle-deep in the Slough of Self-Centeredism and 
Don’t-Care-Ability. And then—then, Samson grasped the 
pillars. 

It was a catastrophe in every sense of the word. .\nd as 
before stated the Bosses were unscathed. Fortunately the 
Mailing List Cabinet, which went into the basement with 
the rest of the stuff when the floor fell tnmrough, suffered 
nothing more serious than severe gouges to its finish and 
when rescued from under the girders and cross timbers, its 
coat of original dust was gone entirely and in its place 
there was a liberal coating of plaster-of-paris and brick dust 
instead. The latter gave to it a more or less healthy sun- 
burned hue though, and seemed: to indicate that perhaps 
after all, there was live blood coursing through its nearly 
sclerotic arteries. 

An investigation proved the Mailing List Cabinet to be a 
veritable Fountain Head of Serum for inocculation against 
Dryuphoea and Satisfiedacemia. As well, it was a positive 
Glorified Herb, so to speak, whose dried leaves and flowers 
and whose distilled juices formed the basis for Powders and 
Extracts so powerful in their action that a mere pinch or 
drop administered to cases needing them would lift said 
cases out of the category of cases and make them real, alive 
honest-to-goodness, ambitious humans again. 

The Serum accordingly was caught and vialed for event 
ual use in connection with the Business House and the 
Powders and Extracts were turned into a life-giving mix- 
ture and pumped into the inert arms of Messrs. Hustle, Mc- 
Beam, Eves and Twebser, reviving them and restoring them 
to life once more. 

In due course, the building went up again and a semblance 
of activity was noted throughout the edifice. The front of- 
fice was a bit different from what formerly prevailed. 
About twice as much as one corner of it was devoted to 
housing a flat top desk and a table together with several 
chairs, typewriters both inanimate and female, a _ clothes 
pole and other necessities. There was likewise a bang-up 
sixteen drawer filing cabinet and a map cabinet as well. And 
presiding over this new equipment was an aggressive look- 
ing chap who wore gold rimmed spectacles and wore them 
well—who never seemed to be in a hurry and yet was for- 
ever so—who executed over his domain with the graduate, 
easy air of an executive-in-fact and not merely an executive- 
perhaps—who had his assistants clipping every pertinent 
Trade Magazine for news items anent old customers and 
news items pertaining to customers who were not custom- 
ers yet—who went through his routine like a trained man 
should, shouldering and superintending all responsibility for 
digging out Mail Ways and Mail Means of discovering a 
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National 
Service 


Seventy-seven branch 
offices and one hun- 
dred distributors give 
Royal Typewriters 
national sales and 
service. 


That’s why we can 
serve big business well. 
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PEERLESS KEY CO. Inc. NEW YORK 


Are You 
Really Serious? 


RE you giving rubber keys 
for typewriters and adding 
machines the attention this big 
profit-making item deserves? 
Do you know that 3200 dealers 
in office equipment throughout 
the United States and abroad 
are enjoying a steady sales 
increase in 


PEERLESS KEYS 


of Concave Rubber 











Every New Year’s Day finds a 
larger percentage of typewriters 
equipped with these popular 
keys which are the only best 
grade keys sold through dealers. 


You, too, can build an attractive 
profitable growing business in 
Peerless Keys. 


Let us tell you how easy it is. Fill 
out and mail today the coupon below. 


PEERLESS KEY CO. 


176 Fulton St. New York, N. Y. 
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new Prospect here, a fresh Possibility there and a hitherto 
unsold Probability yonder—all of which Ways and Means 
were put into motion in such manners as would keep Sir 
Hustle, Sir McBeam, Sir Eves and Sir Twebser always 
posted on such discoveries as soon as the discoveries were 
made. 

Resumé report sheets were made out for each of the 
four which showed them their territories by States and 
Cities and Towns, and these sheets were so gotten up as to 
be a help rather than a hinderance. They held information 
which the four already knew, and at the same time they 
held information which the four did not know. For ex 
ample, peopie to see in towns which they thought they had 
covered previously with a fine tooth comb—possible new 
buyers in localities that they had skipped—probable orders 
that they had never thought to look for before, the secur- 
ing of which would pile up their Sales Results, pile up their 
reputations for being Business Getters, and pile up their 
Bonuses at the end of the year. 

These sheets were shot out to the Worthy Quartet and 
they devoured them like you and I used to devour the 
Youth’s Companion in our early days. The gold-rimmed 
spectacle chap went about his task so graciously and tact 
fully that there was no antagonism between him and the 
formerly benighted Knights of The Grip. They made their 
memorandums on the sheets and shot them back to him 
where all these same memorandums were duly recorded for 
future use. And thereafter, once a month regularly did 
these Salesmen receive similar sheets with more informa 
tion on them,—information of the type they were hunger 
ing for—information which gave them new heads to hit at 
during their travels. 

And it did not stop there. The spectacle chap so classi 
fied that old Mailing List in conjunction with the Salesmen 
and so co-ordinated the data at his finger tips and the data 
which he and his little office Staff were forever unearthing 
and so planned his Publicity work in connection with where 
the Salesmen were and when they were there, that Messrs 
Hustle, McBeam, Eves and Twebser never got into Squan 
tum or Hicksburg again without a courteous, friendly, un 
obstrusive letter, a personally written and personally signed 
letter, going to every customer and prospect in those tw 
cities—and getting there a day ahead of them Before 
long, there were many folks to call on that they never knew 
existed. Before long, the old dyed-in-the-wool travelling 
schedule was knocked into a cocked hat and all interest in 
those timehonored Hotel meals went along with it. 

They were rejuvenated men. They were developing into 
those infernal “go-getters.” They unconsiously pitted them- 
selves against one another to see which of the four would 
co-operate the best with the gold rimmed fellow back at 
the office—which was just exactly what that shrewd suck- 
er wanted them to do. They followed through with his 
plans to the fullest extent. He even had them working so 
closely with him before long that they were seeing most 
keenly out of the same brand of rosy hued glasses that he 
used. 

Fur flew. Bearings went hot. Brake bands burned and 
everything. But through it all, the spectacled chap whe 
was none other than Doctor Constructive Mail Sales Man 
ager kept on re-filling his prescriptions and sending the 
medicine by mail—kept on boosting and boosting and 
boosting—and proving the wisdom of his plans and instruc 
tions by giving the four Salesmen monthly statements re 
garding their results as compared with those of the year 
before. 

Do not gather the impression that what went on was 
particularly easy task for the Doctor. It wasn’t by any 
means. Strange isn’t it? Yet it is mostly true nevertheless 
that when a person, through misfortune or their own darn 
foolishness, goes apparently by the board, and you set them 
up again and plant someone in their estabtishment who has 
the right bee under his bonnet to rehabilitate them, they in 
variably start pretty soon to try man-handling the bee and 
telling its keeper what varieties of flowers he should al 
low his pet to visit. 

And while this condition manifested itself in connectio1 
with the House told of in this narrative, still the Doctor re 
tained sufficient “nerf ordinaire” and “dignite professionel’ 
to tell them “where they were at’”—pleasantly, of cours¢ 
As a result thereof, he was left moderately alone to practice 
his medicine according to the dictates of his own conscience 
and according to the findings derived from his diagnosis 

It is perhaps a safe statement to make that possibly one 
out of five afflicted Business Houses who need the revivi- 
fying influence of a Constructive Mail Sales Manager, look 
on him (when they are lucky enough to get him) as a sort 
of a freak to a certain degree and are dubious as to whether 
he can do what he says he can or no. But after all, that is 
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Good looks! 


in spittoons 


Mc a spittoon be just a spittoon—a re- 
ceptacle for excess tobacco juice? It 
must be admitted frankly that most spit- 
toons are just such receptacles—although 
elevated occasionally to that somewhat more 
ornate cognomen ‘‘a cuspidor’’. 


If you are merely desirous to supply your 
customers with a receptacle for flying juices, 
an old packing box filled with saw dust will 
serve the purpose. But, and it’s a big but, 
if you wish to offer your customers at a very 
reasonable price, the opportunity of pur- 
chasing a trouble-proof, noiseless, long duty 
and sanitary receptacle you will sell just one 
type—the ‘‘Fibrotta’’. 


I. Trouble-proof—‘‘Fibrotta”’ is as easy to 


clean as china—does not absorb, stain or 
retain odor. 


2. Noiseless—Moulded from wood pulp 


7 Fibrotta @ 


under tremendous hydraulic pressure. No 
banging or scratching. 


3. Long Duty—There are hundreds of ‘‘Fib- 
rotta’’ spittoons in service fifteen years and 
still on the job. 


4. Sanitary—The glazed surface prevents 
sputum from adhering to it. There are no 
seams to rust out or collect filth, Warm 
water and a brush makes a ‘‘Fibrotta”’ spit- 
toon clean and bright again. No cleansing 
powders are required. 


With a spittoon that can offer such features 
ata reasonable price you can readily do a 
handsome business. Write Cordley & Hayes, 
12 Leonard St., New York City for interest- 
ing details including window display meth- 
ods, prices, sizes and different styles, etc. 
Ask also for catalog of other ‘‘Fibrotta’”’ 
products. 
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For Constant, Every Day Use 
DOW PENCILS 8 


HAVE EVERY GOOD FEATURE YOU 
CAN THINK OF IN A PENCIL 


Leads can be changed instantly. Our new lead ejector makes it easy. 
Every person who uses a pencil is caught by the convenience and sim- 
plicity of the Dow and the ease and rapidity with which the leads may 
be changed. Dow Pencils are made in four models as shown in the 
illustrations and described below. A model to fit every requirement 
of the pencil user. A quality product at a popular price. 


THE DOW PENCIL 
Uses the standard black leads with a magazine that will carry 24 extra leads. Best rubber 
eraser ready for instant use. It is the pencil that every person needs and will want as soon 
as its convenience is explained. 
Made in three colors of enamel. red, blue and black and put up on self-selling, easel-back 
display cards, 12 assorted or a single color to card as desired. 
Retail price with six leads, 35 Cents. 


THE DOW INDELIBLE PENCIL 
Show any one who uses wooden copying pencils how easy the lead can be drawn in 
after using. so it will not stain clothing or articles carried with it in the pocket; or 
that there is no grimiag the hands when moist with whittlings of fine lead, as often 
happens when sharpening wooden pencils, and you have a sure sale. 
Rich purple enamel with nickel cap and a magazine that will hold 24 extra leads. 
Put up 12 on self-selling, easel-back display cards. 
Retail price with 12 leads, 50 Cents. 


THE DOW CHECKING PENCIL 












































Every person who uses a crayon or large lead will want this pencil. Carries three 
extra crayons in the magazine and has all the convenience and simplicity of the other 
Dow Pencils. 





Made in four colors, red, blue, green and black, and the pencils are enameled the 
same as the crayon it carries. Nickeled cap instead of eraser. Mounted on Easel- 
Back Display Cards, 12 pencils, assorted or one color to card as ordered. 

Retail price with four crayons, 50 Cents. 


THE DOW JUNIOR PENCIL 
This isa smaller size suited to carry in a ladies’ handbag or the vest pocket. Uses 
standard leads and hasa good eraser. Magazine will carry 12 extra leads. 
Made in the same colors of enamel as the Dow, put up on easel-back display cartons, 
i2 assorted or one color to carton as ordered. 
Relail price with three leads, 25 Cents. 





DOW 
PENCIL 


35c | 


The silent salesman pic- 
tured here is only one of 
the many dealers’ helps 
that are free with the 
Dow Pencil line. 





DOW 
INDEL- 
IBLE 


50c 





If you appreciate giving pow ‘ 

your customers full Jf eneckixc Points 
value in service and |} 50c Th t 
satisfaction, and want a 


easy sales with rapid pow Pay 
turnover with a nice *) 1°" 
25c 


profit 


WRITE FOR OUR INTRODUCTORY OFFER | 
LOUIS F. DOW CO. “ixtetes St. Paul, Minn. 
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merely one of those psychological phases of Human Dem- 
entia. Take a man who is sick and who doesn’t know what 
is the matter with him and watch how serious he is when 
the Doctor first comes into the house. Then watch the 
same man a few days later when the Doctor has told him 
what IS the matter with him. The wretch jokes with the 
Medical Man, fools with him, makes fun of his pills and 
mixtures and raises general Merry Hail Columbia, finally 
reaching that extreme point of audacity where he actually 
makes suggestions as to how he shall be treated. And then 
the Doctor calmly and firmly reminds him of a few things 
and brings him back to earth with a dull thud. You’ve 
got to treat them that way! They are like children who 
have had their licking and stand brazenly by, all ready toe 
rob the same jam jar again. 

And it requires experience, the ability to answer almost 
every sort of a question, ridiculous or otherwise, intimate 
knowledge of persons, places and things, a jaw like a bull 
dog, a fist like a ton of bricks, a never-exhaustible supply of 
determination, the patience of a Saint, a large heart and a 
most benign, pleasant, seraph-like smile, to take a case of 
the sort mentioned and discharge it as cured when you're 
through. 

Accordingly, to be a Doctor of Constructive Mail Sales 
Management is no sinecure. However, when you are one, 
you sort of have a feeling that maybe you are some good in 
the World after all. 

“But what became of those four Salesmen?” asks that 
same gentleman over on the right. And seeing such a 
warm interest displayed I’ll tell you. 

Mr. Hustle developed into a Manufacturer’s Agent of 
the first water. I took luncheon with him one Saturday 
not so long ago. He told me he considered that he got his 
real start in life when I put my hooks into him after the 
disaster. He vowed and deciared that never again would he 
work on a salary basis for anybody either. And why in 
Heaven’s name should he? The carefully kept pocket rec- 
ord book which he exhibited, showed net commissions that 
averaged over one thousand dollers per month for a year’s 
period. That’s the first one. 

Mr. McBeam went across the border into the Dominion 
He too became a Direct Factory Representative (so he 
calls it) and from all that I can gather, he is deliberately 
employing the same methods that were used on him and 
making real Salesmen out of the three fellows that are 
working for him, selling his lines. That’s the second. 

Mr. Eves likewise graduated into the profession of work- 
ing for himself and secured a series of accounts which he 
manages to keep sold up to the gunwale all the time. Not 
satisfied with a jim-dandy organization in a large city south 
of the Mason and Dixon Line, he boldly branched out and 
started another one a bit farther north. And he and his 
son managed to travel out from there, covering three states 
in their meanderings. He too, purloined the most deadly 
germs among those which propagated the ideas in the 
schemes that pulled him out of the wreck and is using them 
to his heart’s content. I’m sure he is welcome to them, God 
Bless Him! I have a warm spot in my heart for Eves par- 
ticularly. Which makes the third. 

Mr. Twebser went and did the identical thing that the 
other three did. His stationery and order blanks have the 
words “Factory Agent” emblazoned across the top of ’em. 
And the printer made a neat job of it. He devotes all his 
time among these folks who think they are the happiest 
people in these United States and bear (for some reason or 
other) a reputation for unsurpassed hospitality. During 
the War I understand he made quite a clean up. And | 
rather imagine that he had to pay most of it back to our 
Esteemed Uncle Samuel in the form of Income Tax though, 
as Twebser never was much good as a _ mathematician. 
And that’s the last one. 

Looking back over the scene, enough pleasant memories 
are recalled to make a book almost. And some day it may 
be written. Who knows? ; : 

Of course, it must not be supposed for an instant that 
every dead Salesman who is resuscitated and resurrected in 
this manner blossoms out into a fifteen or twenty thousand 
dollar a year Manufacturer’s Agent or anything like that. 
Not exactly. But it simply goes to show that when a man 
gets a hold of himseli—when he is once shown his pace- 
when he is shunted on the right track and gently propelled 
along the right of way by steady, helpful, consistent prods 
and sugar-coated or cushioned-booted kicks from the rear, 
he usually comes to life and makes good. Especially if his 
energies are directed by a canny sort of a gentleman who 
has received through reward of merit an engrossed sheep- 
skin Diploma from the University of Hard Knocks—confer- 
ring upon him the Honorable Degree of Doctor of Con- 
structive Mail Sales Management. 
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No. 635-B 





CONRADES 
CHAIRS 


The genuine urge and sales 
appeal of a well built and 
finished office chair is uni- 
versally recognized. 


But, in addition, so thorough- 

ly and skilfully have Con- 

rades craftsmen designed and 
constructed the “‘better built” 
that its extraordinary com- | 
fort-giving qualities are a | 
natural consequence. | 


In answer to your request we will 
be pleased to send our Catalog No. 
022, describing and _ illustrating 
these features. 


Wi ennbes line dur- 
ng ti Jeneary, arts 
ing, 1319 Michigan Ave. 
CONRADES MFG. CO. Chicago, Ill. 
Second and Tyler Streets 
ST. LOUIS, MO. 








No. 637-B 
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TYPEWRITERS 
FACTORY 


REBUILT 











Selected & Super 
GRADES 


Direct from the Factory or our 
nearest Branch Office 


ATLANTA, GA. 
135 oY Arcade 
BOSTON ASS. 
119 Gronktin St. 
conan. ILL. 
So. Dearborn St. 
CINCINNATI, OHIO 
148 E. 4th St. 
CLEVELAND, OHIO 
34 Euclid Arcade 
sara MICH. 
253 Griswold St., 
a Bidg. 
KANSAS CITY, MO. 
905 Grand Ave. 
LOS ANGELES, CAL. 
732 S. Spring St. 


GET OUR LATEST PRICE LIST 





‘ 











MILWAUKEE, Wis. 

127 2nd d St. 
NEW YORK CITY 

321 Broadway 

10 Barclay St. 
OAKLAND, CAL. 

308 12th St. 
PHILADELPHIA, PA. 

802 Chestnut St. 
PITTSBURGH, PA. 

0 Penn Ave. 

ST. LOUIS, MO. 

807 Pine St. 
SAN DIEGO, CAL. 

909 Third St. 
SAN PRANCISCO, CAL. 

506 Market St. 





RUBBER COVERS 


GOOD FULL SIZES, HIGH-GRADE 
MATERIAL. YOUR NAME PRINTED 


FREE OF CHARGE 
IF YOU WILL ORDER ONE HUNDRED 





TRANSFERS, SIZING, ENAMEL, 
OIL, BRUSHES, PADS, ETC. 





American 
Writing Machine Co. 


EXECUTIVE OFFICES AND FACTORY 


Newark, N. J., U:.S. A. 








F. C. Morse Back in Chicago. 


Kk. C. Morse, formerly manager at Chicago tor the 
Royal Typewriter Company, Inc., has been appointed assis 
tant sales manager for the Central district, with headquar 
ters in Chicago. He was transferred from the post in Eng 
land which he assumed after leaving the Chicago office 
Mr. Morse directed Royal sales in England while abroad 


A Somewhat Unusual Order. 


\ short time ago the postman brought to the office 
of the Weldon Roberts Rubber Company at Newark, 
N. J., an envelope bearing the postmark of Laon, France, 
and containing a letter which translated from the French, 
reads as follows: 

“Laon, November 20, 1922 

“Weldon Roberts Rubber Co. 

Se sd New Jersey, U. S. A. 

“Gentiemen: 

“We who are a group of stenographers bought some 

Weldon Roberts typewriter erasers from a stock of Ameri- 
can merchandise which existed at Laon about a year ago 
These erasers were of very fine texture and of a reddish 
color; their dimensions were those of the rough sketch 
which follows: 

(Here was given a sketch of the eraser.) 

“As these erasers were excellent and as we can no longer 
find any here, we would be very grateful if you would have 
the goodness to let us know whether you still have a depot 
in France; and if not, what is the minimum quantity you 
would be able to send us, as well as the cost of sending 
them by mail from America. 

“With our thanks in advance, please let us express our 
high regard. 

(Signed) “A. JUBERT and seven other signatures.) 

“Please reply to the following address 
“Mademioselle Andre Jubert, Ponts et Chaussees, 13 rue du 
Chat, a Laon (Aisne), France.” 


Office Equipment and the Coal Dealer. 


\ few months ago Office Appliances reported the issu 
ance of 35,000 pamphlets by “The Retail Coalman,” of 
Chicago with the co-operation of the National Retail Coal 
Merchants Association, giving a simplified and a complete 
accounting system for retail coal merchants. 

Regional and national meetings of associations in the 
retail coal industry have been held recently and important 
questions covering modern business methods in_ this 
branch of the coal industry have been discussed with some 
thoroughness. Once the retail coal dealer could keep 
books with pen and ink and in the small communities 
sometimes a lead pencil served. Government investiga- 
tion of the retail coal industry, however, is the keynote of 
the present situation and the result when announced will 
probably be a thorough house-cleaning in the affairs of 
every retail coal dealer. Old business habits, slack record 
keeping and arbitrary profits will have to give way to 
modern business methods, modern bookkeeping systems 
and efficient cost accounting. 

The United States Geological Survey, as a branch of 
the department of the interior, has been engaged for the 
last two months in seeking information from retail coal 
merchants regarding their methods of purchasing, storing 
and marketing coal, and some time ago issued its first 
questionnaire. The retail coal business has to do largely 
with charge accounts and it is said that the field of account- 
ing here is in its infancy and should, therefore, be culti- 
vated intensively. 

“The Retail Coalman,” in connection with this govern 
ment survey and investigation of the coal industry, plans 
to handle during 1923 some very special issues covering 
interesting news items illustrated with photographs of 
installations now in actual use in various coal yards 
throughout the country. These will cover card index 
systems, loose leaf ledgers, addressing machine installa- 
tions, machine bookkeeping equipment and the use of add- 
ing and listing machines, adding typewriter equipment and 
calculating and figuring machines which handle the daily 
figure work in many coal yards. 

It is believed that such a series of co-operative articles 
in the field of vocational advertising has never been empha- 
sized by any other coal trade publication. Such co- 
operation on the part of the press of that industry is to be 
commended. 

Finally, with the backing of the National Retail Coal 
Merchants’ Association, the government survey should 
produce the best results for all concerned 
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NO. 1 TELLS WHY YOUR COMPETITOR SELLS 


—thru circulars and letters— where he gets the 
names of your customers—what he mails them 
—uhy it will pay you to do likewise! 


NO. 2 SHOWS HOW YOUR COMPETITOR SAVES 


—profits you are unconsciously wasting. How 
he handles selling, collection, payroll and sim- 
ilar routine for Jess than you are paying. 


‘““ONLY {HALF SELLING WITHOUT IT”’ 


—writes E. S. Jordan, Pres., Jordan Motor Car 
Co., Cleveland. “Without a good mailing list 
and the Addressograph to make it pay, any 
firm is only half selling!” 


“SAVES 3 CLERKS IN PAYROLL WORK!” 


- —advises Canadian-Ingersoll-Rand Co., about 
Addressograph savings in their payroll depart- 
ment. 


“FREE TRIAL PROVES ALL YOU CLAIM!’’ 


testifies Santa Ana Valley Irrigation Co., 
Orange, Calif. “Addressograph comes up to 
our highest expectations ; accomplishes all you 
said we could do with it.” 


So it’s good business to 
mail coupon NOW. 
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TRACE MARR 


Cc PRINTS FROM TYPE P 


903 W. Van Buren St., Chicago 
Factories: Chicago, Brooklyn, London 








Albany Cincinnati Grand Rapids New Orleans San Antonio 
Allentown Clevelan Houston New York San Francisco 
Atlanta Dallas Indianapolis Omaha Seattle 
Baltimore Denver Kansas City Peoria Spokane 
Birmingham Des Moines Los Angeles Philadelphia St. Louis 
Boston Detroit Milwaukee Pittsburgh St. Paul 
Buffalo Duluth Minneapolis Portland ; - ow 
utte ke City 
Chicage El Paso Newark Salt La Washington 
CANADA: 60 W. Front 8t., Toronto 
Vancouver Montreal Winnipeg London 
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From I to 1000 with aia 


Accuracy— Speed— Durability 
Win Confidence for Wales 





N Nov., 1906, F. W. Woolworth Co. purchased their first Wales Machine. 
On October 1, 1922, our records show that 1012 Wales Machines had 


been placed in Woolworth service. 
Doesn’t that speak volumes? fy 


Sixteen years of durability | 
In a business where accuracy is the prime essential, i : \\ 
Where speed is a daily requisite. 1g * ci hid 


This record is just one indication of what is true the 


country over. “wnt 


Where accuracy, speed and durability are recognized bs | al 
as the prime essentials in Adding Machine Operatioa a _ 
—there you will find Wales—in the nation’s leading “ii 
banks, factories, retail stores, mercantile establish- 
ments and in chousands of individual offices. | 


iit im 
iil aud " . 


And for you, no matter what your line of business, AC ja —~ 9), : 
Wales offers the most in Adding Machine value. y js ING 
Prove it, on your own work, in your own office—now. ILI Hill a 
A Wales Model for Every Business Need—$150 and up. = is ) ii” a "Te 
: RTLAAY 


Ry 
WALES ADDING MACHINE Co. eee 
Wilkes-Barre, Pa. 


Branches in all Principal Cities 


A Valuable Booklet ak iN, Le . a 
“Profitable Business Analysis,’’ a booklet alive with facts for every Fr i 


line of business, will be mailed free on request. 


2 = ADDING 
| oO LISTING 
AX CALCULATING 


~ 1) WET 
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Stationery Store Destroyed by Fire. 


The many friends of the Dodd Printing Company, print- 
ers, stationers and office equipment dealers at 621 Second 
street, Fort Madison, la., will regret to learn that the com- 
pany’s store was destroyed by fire on December 6. The 
company states that they will be obliged to buy new goods 
throughout and under these conditions it would be well 
for manufacturers in this field to forward catalogues and 
full information. 

The stock of the Dodd Printing Company invoiced at 
about $40,000 and the fire and water loss was about $18,000 
with a loss in business of between $2,000 and $3,000. The 
company had insurance for $8,300. They state that the net 
business resources which remain are about $27,000 with 
about $12,000 merchandise to sell at a fire sale early in 
January. Immediately after the fire the company opened 
another retail store at 714 Second street in order to save 
part of its holiday trade, and there they have done an excel- 
lent business. They have ordered new steel shelving 
throughout and expect to modernize their old store and 
plant. They state that they are planning to enter the job- 
bing trade at an early date, working within a radius of 
fifty or sixty miles from Fort Madison. A radio outfit will 
be installed that will give reports of the athletic events 
from coast to coast. The center of the store will be so ar- 
ranged that the fans can be seated and get their reports 
and other things, such as grand opera, etc. The company 
expects to be back in its old location in about two weeks. 


Echoff Transferred to Kansas City. 
F. M. Echoff has been transferred from New Orleans, 
La., to Kansas City, Mo. He is in charge of the branch 
office of the L. C. Smith & Bros. Typewriting Company, 





F. M. ECHOFF. 


1009 McGee street. He succeeded E. O. Boe, who is now 
connected with Wallace’s Farmer, Chicago. 

E. B. Coyle is now branch manager at New Orleans for 
the L. C. Smith & Bros. Typewriter Company. A new 
Southern district manager has not yet been appointed. 


Los Angeles Wins Royal Cup. 

George L. Smith, manager at Los Angeles for the Royal 
Typewriter Company, Inc., closed the contest in the West- 
ern division for the president’s cup. He was the first of 
several contestants to achieve the three wins necessary “to 
have and to hold.” Substantiating the old saying that it 
never rains but it pours, Mr. Smith also led the “Blues” in 
a contest for a new cup, and cash prize money. 


“Eddie” Goldblatt “Tigers” Win Royal Chicago 
Contest. 
During the month of November the salesmen of the 


Chicago office of the Royal Typewriter Company held a 
sales contest which was fruitful of most satisfactory re- 
sults. To lend zest to the work two teams were selected 
and told to go to it, the losing team to buy a big dinner 
for the winners. One team was known as “Roberts’ Colts,” 
and the other as “Goldblatt’s Tigers.” The former con- 
sisted of Messrs. Roberts, McGough, Jones, Johnson, Red- 
ding and Fleming. The latter consisted of Messrs. Gold- 
blatt, Larsen, Laborence, Coughlin, Coe and Nuhn. 

The “Tigers” won and await the coming of Wesley 
Stanger from headquarters, when they will invite him to 
the feast at the expense of the “Colts.” 

“Eddie” Goldblatt, captain of the “Tigers,” sold an 
average of four machines a day personally during the con- 
test. He sold machines to fifty different accounts, most of 
which were new. 

As a result of this contest the Chicago office of the Royal 
rolled up a record month for November. 
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Announcing 


A New Feature 
in Safe Deposit 
Box Construction 





‘Operates Like A Vault Door” 


Think of it! 

Four Super locks combined in one pat- 
ented locking device—all operated by a 
turn of the key—all cooperating to build an 
impregnable wall against sledging, lock 
punching, sawing, or prying. 

This is the most revolutionary develop- 
ment in Safe Deposit Box construction ever 
offered. It is as far ahead of all other safe 
deposit boxes as the smooth, powerful, 
modern car is of the old “one-lunger.” 


A Steady, Profitable Repeater 


Invincible boxes are built in standard 
sectional units that can be added as needed. 
Every Invincible Installation you sell auto- 
matically creates a steady sales repeater for 
you. Invincible equipment is backed by a 
known reputation. Capitalize upon it; you 
will get our prompt and able cooperation. 
Write for full information and discounts. 


INVINCIBLE METAL FURNITURE CO, 
Manitowoc, Wisconsin 
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Information Concerning the Activities of the National Association of Stationers and Manufacturers from Month to Month 
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National Headquarters and Its Work. 





A Statement Issued by President Charles L. Mitchell, National 
Association, Describing the Extent and Importance of 
the Work of the Headquarters’ Office. 





As a retail stationer and president of the National Asso- 
ciation of Stationers and Manufacturers, I feel that every 
member of the association and every manufacturer, jobber 
and retailer who may not now be members should have 
full information about the work which is handled daily at 
our headquarters’ office in Chicago. Since I have come in 
closer contact with the work of that office, I have been so 
deeply impressed with the volume of matters handled there 
that I feel it my duty to inform not only our members, but 
every stationer of a part of the effort being put forth by 
our organization to better conditions in the stationery and 
office equipment business. 

Our staff at headquarters consists of the general man- 
ager, the assistant general manager, a bookkeeper, two 
stenographers and two clerks working for the information 
bureau. Our correspondence at times is much more than 
two stenographers can handle, and it is necessary to call in 
extra help at a per diem expense. At times it is necessary 
to have as many as three extra workers in addition to the 
regular force. 

The first delivery of mail to our office averages from 75 
to 100 pieces of first-class, covering nearly every phase of 
association work. Many of these letters require little 
more than acknowledgment. On the other hand, many of 
them demand hours of study and research before they 
can be answered. This average of 75 to 100 letters applies 
to the first mail only, which is naturally the heaviest, but 
there are several other deliveries during the day. 

A great deal of correspondence can be received from a 
membership of 1,300. Visualize, if you can, the amount of 
work which has been necessary during the last few weeks, 
simply notifying some 200 members of the organization of 
their appointment on committees. Each one of such let- 
ters contains not only a list of the members serving on the 
same committee as the one notified, but in case where these 
committees represent commodities a list of the members 
of the committee to represent the other branch of the in- 
dustry is also included. In most cases the members noti- 
fied accept committee appointments with expressions of 
loyalty to the organization and a desire to help in the work. 
However, there are always many who for good reasons 
cannot serve and therefore, it is necessary to make new 
appointments, advising all other members of the committee 
of the change that has been made. 

Members perhaps do not realize that the work on the 
forthcoming issue of the National Association News be- 
gins each month as soon as the last issue is off the press. 


The Information Bureau has catalogues from over three 
thousand manufacturers, the contents of which are card in- 
dexed and cross-indexed so that any line can be found in 
a very short time. Dozens of inquiries are being received 
every day and this service is growing more and more in 
volume as the trade grows in understanding of its value. 

Constant shifting of membership necessitates daily cor- 
rection in the records of the office. The bills for annual 
dues and those for orders filled for the association em- 
blem, the educational bulletins and other services, keep a 
bookkeeper more than busy, particularly as duplicate rec- 
ords are constantly going from headquarters’ office to the 
treasurer, who has charge of the association office and to 
Charles N. Bellman of Toledo, publisher of “Who’s Who 
In the Stationery and Office Equipment World.” 

On account of the many changes in products since the 
close of the war, the association has had practically to re- 
write its records in the information bureau. In building 
up this service letters have to be sent daily to manufac- 
turers requesting catalogues, bulletins, etc. Many times 
more than one letter has to be sent before the manufacturer 
can be made to understand that the information bureau is 
not an advertising proposition designed for revenue, but one 
which is being conducted for his benefit and that of the 
trade free of charge. A personal inspection of one morn- 
ing’s mail discloses the following inquiries: 

“Please furnish us with names of manufacturers of bank 
and office fixtures who sell through the trade.” 

“Please locate for us Lukey’s No. 500 lithographed dup- 
licate receipt books.” 

“Kindly advise the names of the manufacturers making 
Victor and Puritan drinking cups.” 

“Please advise who manufactures a fountain 
printed—Readyfill, Pat. Apr. 24—1905, Chicago.” 

“Can you supply address of manufacturers of Lawton 
duplicator?” 

“Please send me copies of Educational Bulletins No. 2 
and 6, for which I enclose 50 cents in postage.” 

“Please send one bulletin on each of the subjects cov- 
ered by the educational program of your association.” 

“Enclosed herewith is 70 cents, for which please send us 
bulletins No. 1 and 2 on loose leaf.” 

Most of the correspondence is on the subject of trade 
customs, such as manufacturers selling direct to consum- 
ers, manufacturers advertising list prices upon which they 
grant dealers discounts inadequate to cover the cost of do- 
ing business, dealers quoting prices on nationally adver 
tised lines and substituting cheaper products. 


A Word About the General Manager. 

I wish that it were possible for every member of thx 
association to know the general manager better. 

I wonder if our members realize that our general man- 
ager has to have and has a technical knowledge of our 
Federal Trade Laws regarding organization and organiza- 
tion work. Our manufacturers may feel that the Nationa! 
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A thin sheet of dark blue paper 
has saved American business 
men billions of golden minutes 


It has tremendously speeded 
up the world’s work. 

It has advanced the fine art of 
duplicating typewritten forms. 
It has cleverly engineered great 
short-cuts in commercial and 
educational institutions 
throughout the world. 


It has made possible the print- 
ing of five thousand exact 
duplicates of a letter, or other 
typewritten page, in an hour— 
forty thousand a day. 

It has given eraftsman-like skill 
to untutored and inexpensive 
workers. 

It has made practical the easy 
printing of drawings, diagrams, 
etc., on mimeographed pages, 
thereby opening new fields. 








There is downright romance 
in the story of the blue Der- 
matype stencil paper, by which 
the mimeographing process 
has been expanded. 


From high up on the moun- 
tains of old Japan come the 
long and fluffy fibres from 
which it is made. 


And we use bright sunlight 
for transforming them into 
tough and almost indestruc- 
tible stencil sheets. 


Let the A. B. Dick Company, 
makers of the Mimeograph, 
Chicago, send you a sample 
of this paper—also booklet 
“T-1” with information as to 
how the Mimeograph will save 
both time and money for you. 
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Decimal Tabulator is a Part 
of all Silent Models 





The decimal tabulator 1s an inbuilt part 
of all Silent Smiths and is furnished at 
no additional expense. 


The decimal tabulator saves time and 
insures accuracy. As many columns 
can be written on the sheet as are desired. 


The keys are located in the keyboard, 
easily accessible and requiring no 
change of the regular operating position 


of the hands. 


It is invaluable in billing and tabulating. 


Send for free illustrated catalog. 


L. C. Smith & Bros. ‘Typewriter Co. 


Home Office and Factory: SYRACUSE, N. Y. 


Branches in all principal Cities 
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Association should tell our retail members just where to 
“head in” or our retailers may feel that the National Asso- 
ciation should tel! the manufacturing members just what 
is what, but our laws limit such activities, and to use rail- 
road parlance, we cannot open a switch and shove any of 
our members on the house track, unless we have a train 
order from the Federal Trade Commission authorizing the 
opening of the switch. Our general manager must know 
the interpretation of all these laws, for neither individual 
members nor the association as a whole wishes to commit 
any act in violation of the laws of our country. The gen- 
eral manager and the other officers do everything they can 
to adjust all differences and the results obtained during the 
last few years have been most gratifying, clearly showing 
the effect of a closer relation between the manufacturers, 
jobbers and retailers. 

Our general manager of necessity must attend all meet- 
ings and conferences of the executive officers as well as 
the different divisional meetings. Every time a committee 
meeting or conference is held, he is expected to prepare 
copy for the trade papers. A great deal of time is devoted 
to the work of co-ordinating the activities of the local and 
divisional organizations with those of the National Associa- 
tion. For illustration I might mention the efforts recently 
completed to induce some ten local organizations to hold 
their annual meetings and banquets on dates that will en- 
able the National officers to attend them with the least 
expenditure of time and travel; all of which has required 
more or less correspondence, to say nothing of the prepara- 
tion of the messages which will be delivered during these 
functions. 

All of these duties are frequently delayed by the neces- 
sity of attending meetings and conferences and the enter- 
tainmeyt of callers. During the last few weeks Mr. Gibbs 
spent three days with the executive committee and a por- 
tion of each of three more days attending meetings and con- 
ferences. On account of these interruptions, which are all 
necessary and welcome, and in line with the work of the 
organization, the preparation of questionnaires refer- 
endums, matter to advertise the Association’s activities, 
circular letters, etc., necessarily have to be done at times 
outside of business hours, when their preparation can be 
free from interruption. 

I hope that I have succeeded in giving a better under- 
standing of the work of our National Association head- 
quarters. I will admit that it has been a revelation to me 
and I realize that very few of our members have any con- 
ception of the work which is being constantly done by the 
association with a view to straightening out special diff- 
culties, all tending to correct problems which are daily 
faced by both the manufacturers and dealers, I believe that 
with a better understanding among our members of the 
work which is being done by our National headquarters, we 
will have their full sympathy and adequate financial support. 


A Referendum On Exhibitions of Merchandise. 


Letters have been sent out by President Mitchell of 
the National Association from headquarters in Chicago, 
requesting the views of dealers and manufacturers on a 
proposition to hold displays of manufacturers’ products 
at the Des Moines convention next fall. Some few years 
ago Office Appliances had a well developed plan to make 
the convention one big week of business, holding a busi- 
ness show in some suitable place and bringing in all the 
office machines and devices which are allied to the com- 
mercial stationery fields as well as the goods which are 
commonly sold in the stationery stores. Office Appliances’ 
plan was defined in much greater detail than this descrip- 
tion would indicate, and it was felt that if it could be 
put through, it would result in a very. large attendance of 
dealers from all over the United States. We were never 
able, however, to create enough sentiment for this plan 
to ask anyone to sponsor it before the convention. 

The proposition put forth by President Mitchell in the 
letter which is presented below may be a better idea 
than that of a complete business show. Making the exhi- 
bition hall a social center is an excellent idea. This mat- 
ter is covered in the subjoined letter, which is the same to 
dealers and manufacturers except for the last paragraph, 
which is slightly different in the letter sent to the manu- 
facturers. Accompanying this letter is a blank which the 
member is asked to fill out, marking his vote whether 
for or against in the space assigned. The letter sent to 
dealers is as follows: 


“It is reported that on Friday morning, October 13— 
within 30 minutes after the place for holding the 1923 














No. 1066 





Bae 





DESKS 


-for every office use- 


A SUGGESTION FOR 1923 


In the year just closed, more 
dealers took on the Imperial 
Line than in any twelve months 
before. Now their sales are 
bigger, their profits larger and 
their troubles fewer. 


There are many reasons for 
the ever-growing popularity of 
Imperial Desks. They attract 
immediate attention by their 
fine appearance, beauty of 
veneers and careful finish, The 
construction of Imperial Desks 
is in keeping with the appear- 
ance. 





Original and exciusive fea- 
tures of construction insure a 
rigid, long lasting, smooth 
working desk. Modern equi 
ment, carefully planned meth- 
ods and highly trained workmen 
give you prices that bring you 
more sales and larger profits. 


There are a lot of interesting 
things to learn about Imperial 
Products and their possibilities 
for you in 1923. 


Write for catalog 21-J and new price list 


Imperial Desk Company 


Fvansville - Indiana 


No. 1067 
FLAT 
TOP 
DESK 
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convention had been definitely decided upo telegrams, 
like falling leaves, began to flutter into the sanctums ot 
SS SS Des Moines City Stationers, asking tor reservations ot 





show window space for the display of manufacturers 


\ . 
yroducts during the period of the Des Moines Conventior 
THE SIx “BEST EE hes | 
1 


i Display of Manufacturers’ Products 
s In Numbering and 


“The Stationers in that section have not attended many 
of the national conventions, and are unaware of the num 
~ e : 
Dating Machines 
ARE THESE SIX ROBERTS MACHINES 


ber of times that proposals to hold exhibits at annual 

meetings have been voted down. Unhampered, therefore, 

by any such disconcerting precedents, the suggestion has 

been made to the National Executive Committee that at 

; ‘ the Des Moines Convention, instead of attempting to 

And certainly that’s whac the dealer accommodate a few manufacturers with display spaces at 

wants—SALES. Plus PROFITS! Plus widely separated points, an effort be made to provide a 
RAPID TURNOVER! Plus PRES- 
TIGE! Plus REPEATED DEMAND! 

Plus VARIED ASSORTMENT! 

Six Sound, Sensible Statements Sub- 

mitted for the Serious Study of Station- 


convenient, centrally located hall where all manufacturers 
can be accorded equal privileges, and where dealers attend 
ery and Office Supply Dealers! 


ing the convention can enjoy and study the exhibits witl 
out discomfort. 

“In iine with this suggestion, the Des Moines Chamber 
of Commerce offers for the purpose—tree of any charge 
the “Auditorium,” including heat and light. This building 
is within a short distance of headquarters, and has a fine 


1 


hard maple floor sufficiently spacious for all needs 
An Outline of the Proposed Plan 
“The proposed plan contemplates making the Exhibitio1 
Hall a social center where all members and guests—both 
ladies and gentlemen—can assemble each evening of the 
convention and not only be entertained, but, while view 








Model List Prices 
No. 49—Automatic Numbering Machine $7.50 
No. 47—Automatic Dating Machine... 7.50 
No. 37—Lever Numbering Machine.... 7.50 





No. 50—Automatic Numbering Machine 10.00 ing the exhibits, be given an opportunity to intermingle in 
No. 48—Lever Numbering Machine -- yore on be k a ; a 
: . 7 e Auditorium wi ye kept locked until 5. o'clock 

No. 66— ne Au kept | 

” Metal Dating Machine when it will be opened until midnight. 

“The booths for the display of merchandise can be ot 
cheap construction, inexpensively decorated, uniform in 
Assort your design, and built around the walls of the Auditorium, 


leaving the center of the floor open for dancing and enter 
tainment programs. An orchestra would be in attendance 
each evening. Exhibitors of the same class would be 
assigned spaces of the same dimensions, and the only ex 


Order among 
the Models 
Listed 


Get the discount Model 49 pense to any exhibitor would be his pro rata percentage 

. & Automatic of the cost of erecting the booths and the expense of the 
on the varied as- | Numbering orchestra. The rule adopted in the past of allowing no 
sortment. Makea Machine gifts or souvenirs to be given away would be strictly 


larger profit on a enforced 


small assortment. 


7 a - yy — T T — 7, T 7 ¥, 7, v 7, T, 7 4 
—— ee a a a a a a a a ee | ee 


Do You Favor Such a Display? 





° u “The members of the National Executive Committee and 
We Furnish U the officers of the Association have no desire to argue 
Our Dealers i for or against the proposition. They fully realize this 
with Descrip- ; quaion See Dees —os to — conve 4p of the 

2 ° ; Association in the past, and on each occasion the conven 

tive Circulars } tion has gone on record as not being in favor of such 

with their f exhibits. This decision was reached each time because 

names- i of conditions and views prevailing at the moment, and for 
, f many good reasons that no one could questio1 

printed 314752 123456 ‘1 “Recently many of the members, both dealers and man 

thereon. e ~ f ufacturers, have expressed a desire for such an exhibit, 

Styte A Style I f and under the circumstances it is felt that in justice to 

Ask for them. Style G 12345 sen0 " them it should be submitted to a referendum vote of the 

f entire organization. 
“In forming your opinion you should bear in mind that 


Des Moines, Iowa, is the city where the next convention 
is to be held. You should also consider its geographic 
location away from many of the larger cities, in which 
manufacturers are accustomed to center their samples and 
displays. For these reasons it is claimed that the interest 
that such an exhibit would create would not only largely 
increase the attendance at the convention, but furnish an 
incentive for those many dealers—who seldom or never 
visit the markets—to join the Association 

“You are asked, not only to vote, but to signify whether, 
in the event of a majority voting in favor of such exhibit, 
you are of the opinion that such an exhibit will increase 
the attendance at the convention in Des Moines, Iowa, 
October 8-11, 1923. 


The Roberts 
Numbering Machine Co. 


694-710 Jamaica Ave Brooklyn, N. Y. 


Builders of all kinas of Special Numbering Equipments 
Branches and Agencies im principal countries of the world 


ROBERTS 
Numbering and 


Dating Machines 


4 rv 


7. 


+ 


— 
a 


- - 
— = — — a *. 


“Yours very truly 
(Signed) “C. L. MITCHELL, 
“President.” 

The concluding paragraph of the letter sent to manu 
facturers is as follows: 

“You are asked not only to vote, but to signify whether, 
in the event of a majority voting in favor of such exhibit, 
you will take advantage of the opportunity to make a 
display providing the conditions governing same as they 
may be finally submitted meet with your approval. When 
replying, you are invited to express in detail your reasons 

‘for or against such display.” 
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Okor. 


Reg. U. S. Pat. Off. 


FILING SYSTEM SUPPLIES 
VERTICAL FILE GUIDES 
FILING FOLDERS 
INDEX CARDS 














Low freight rates and quick 
service to all parts of the 
country from Brooklyn 











Oxford Filing Supplies, shipped from 
Brooklyn, go forward by low cost - 
water routes direct from Brooklyn or New York to all points on or 
near the coast line of the entire country. Rates to Pacific Coast 
points, via Panama Canal, are especially attractive now. 
Consolidated car shipments leave daily for scores of interior cities, 
all at a saving in rates, and a very pronounced saving 
in time of delivery. 

Your freight charges are an important item 
of expense these days. Why not mail in the 
coupon for further information. 


a 





Mail to Oxford Filing Supply Co., 382 Jefferson St., Brooklyn, N. Y. 





Please send us samples and price list on Oxford Filing Supplies. [J 


Quote freight rate from Brooklyn to this town. as J 


Name Be De re a T eee Se 
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Typewriter men knew this machine was coming! 


The completeness of an office typewriter 
The convenience of a portable typewriter 


é IME DAY .there will be a typewriter 
that is complete without being heavy 

or bulky’”—that is what typewritér 
men have long predicted, and their 
prophecy is fulfilled in the New Corona. 


If you have hesitated about purchas- 
ing a portable typewriter because you 
were afraid it would not really do the 
work of an office machine, or because 
you thought it might not stand up, 
come and see the New Corona. Here 
are just a few of the things you should 
particularly notice: 


Completeness: The New Corona has 
an automatic ribbon reverse, two-color 
ribbon, back spacer, combined line 
space and carriage return lever, margin 
release, etc. Compare it with any 


office machine. You will be surprised 
at its completeness. 


Convenience: The New Corona is 
far more convenient than a standard 
office typewriter, because it weighs less 
than seven pounds and you can fold it 
up, take it with you, typewrite any- 
where. 


Range of work: The New Corona 
has a standard 10-inch carriage (wider 
than any other portable typewriter). It 
takes a No. 10 envelope, with ease. 
Corona writes stencils better than most 
large machines, and does manifolding 
perfectly. 


Durability : Consider that Corona 
has half a million users, more than all 


other portables combined, and that it 
has been giving satisfactory service for 
sixteen consecutive years, a record not 
even approached by any other portable 
typewriter. 


Speed: The New Corona is built for 
swiftness. Its standard portable key- 
board with right and left shift keys is 
the simplest of all typewriter key- 
boards and therefore the easiest to 
memorize and use. The action is sure 
and swift and easy. For the touch 
system, the keyboard is ideal because 
one’s hands never need to leave their 
original ‘‘positioning.”’ 


No increase in price: $50 complete 
with case. (In Canada $69. 


CoROoNA 


The Personal Writing Machine 


REG.U.S.PAT.OFF. 


CORONA TYPEWRITER CO., Inc., Groton, N.Y. 
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Federal Trade Commissioner on Associations. 


Trade associations or groups interested in cost account- 
ing may meet solely for the purpose of the study of custs, 
the detection of errors and the improvements of their 
methods without contravention of law in the opinion of 
Commissioner agg 8 B. Gaskill, of the Federal Trade 
Commission. Mr. Gaskill further believes that it is per- 
fectly legal to make reports of such conferences available 
to absent members, government agencies and other inter- 
ested parties. 

This opinion was expressed unofficially by Mr. Gaskill 
in response to an inquiry from E. W. McCullough, man- 
ager of the fabricated production department of the Cham- 
ber of Commerce of the United States. 

“I have previously expressed my firm belief,’ writes 
Commissioner Gaskill, “that cost accounting is a legitimate 
trade association activity, and subsequent consideration has 
merely strengthened this conviction. Collective analytical 
study of the results of cost accounting furnishes an invalu- 
able supplement to the individual cost accounting work. 
Comparison of results, analysis of results and the study and 
discussion of these results lead to the improvement of 
methods and the increase of efficiency. To prohibit collec- 
tive study of costs for the purpose of their analy sis, the 
detection of errors, and the improvement of methods, is to 
shackle educative progress. 

“Of course the legal situation is confused by reason of 
the decisions in the Hardwood Lumber case and the Lin- 
seed Oil case, and it will be some time probably before this 
confusion will be cleared by any additional authoritative 
decisions. Trade associations must therefore determine as 
accurately as they can the legitimate field of proper en- 
deavor and having so taken counsel, should, without hesi- 
tation, resting upon their legal advice and the clear con- 
sciousness of the propriety of their efforts, proceed without 
fear, willingly inviting the test of the courts’ consideration 
of their conduct 

“T cannot find any reason for believing that the activi- 
ties as defined by your questions are per se illegal. They 
may become so, of course, if coupled with the use of 
other practices directed toward an unlawful end. But it is 
to be observed that a course of conduct lawful in itself 
does not become unlawful merely because it may be used 
to accomplish an unlawful object. A course of conduct 
lawful in itself is judged by its result or by the intent 
with which it is used. Prior to the appearance of an un- 
lawful result the unlawful intent must be so clearly mani- 
fested that the unlawful result is forecast as a natural and 
proximate consequence before the conduct can be con- 
demned. A lawful course of conduct therefore may not 
be condemned by presumption of an unlawful intent 
when an unlawful result must first be presumed in order 
to deduce from it the unlawful quality of the intent which 
guides conduct. 

“A trade association activity conducted strictly in ac- 
cordance with the terms of your questions seems to me 
to stand clearly revealed as a legitimate activity directed to 
a lawful result. My answer to both your questions would 
therefore be in the affirmative.” 


Bauer Helps Organize Hotel. 


Business interests of Lynn, Mass., are organizing to 
erect a modern hotel, which is to cost $3,000,000 when 
completed. Ralph S. Bauer is president of the board of 
trustees of Lynn Shore, Inc., which will erect the hotel! on 
Lynn Shore boulevard. 


Rochester Beats Detroit in Protectograph Fray. 


A contest for points was staged by the Rochester and 
the Detroit offices of the Todd Protectograph Company 
for about two months. At the conclusion the score stood 
36,516 points for Rochester and 22,321 points for Detroit. 


Manco Club Holiday Dinner. 


A committee of employees of the William Mann Com- 
pany, 529 Market street, Philadelphia, Penna., is making 
arrangements for the annual dinner of the Manco Club. 
It will be held January 13 at the Adelphia Hotel. 


Richmond Firm Suffers Fire Loss. 


The Bell Book & Stationery Company, Richmond, Va., 
lost between $40,000 and $50,000 in a fire which damaged 
building and stock at 914 East Main street. 








[mperial 


The Medium Priced Line of Good Quality 


/mperia! Manila Folders are made 
of tough, sulphite tagboard to with- 
stand continued hard usage. They 
combine rare quality and low price to 
a remarkable degree. 


Carried in stock in all sizes, ee 
and tabs. 


Packed 100 to a box. 1000 to a carton. 








Write for samples and quotation today. 


Imperial Methods Co. 


FOREST PARK ILLINOIS 


New York Office: E. L. Sirus, Mgr., 132 Nassau St. 
Pacific Coast: E. P. Gold, Mgr., Angelus Hotel, 
Los Angeles. 
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THE BENTSON LINE 


Moderately priced, attractive 
to every dealer, liberal dis- 
counts, making the line worth 
while. 


GOOD 

SELLER 

WHY? 
BECAUSE 


WE make our 
prices so attrac- 
tive that a dealer 
cannot afford to 
pass it up. 






It will pay you to investigate if 
you have not already done so. 





A Transfer Case 
with Full Steel Sides 


Write for our 
Illustrated folder 





The Bentson Manufacturing Co. 
AURORA ILLINOIS 
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New Book on “Cost Accounting Procedure.” 


The current bibliography of business has recently been 
enriched by a 333-page volume on cost accounting by 
William B. Castenholz, A. B., C. P. A. This book comes 
from the press of the La Salle Extension University, Chi 
cago, and is a valuable contribution to the subject it covers 
The author has achieved distinction in the business world. 
He is director of the department of higher accountancy of 
the LaSalle Extension University, member American Insti- 
tute of Accountants, National Association of Cost Account- 
ants, and of the firm of William Castenholz & Company, 
certified public accountants. A number of valuable charts 
have been contributed by Ennes C. Rayson, A. B., C. P. A., 
member National Association of Cost Accountants, instruc 
tor in cost accounting, LaSalle University, and formerly 
assistant to the treasurer of the Beaver Board Companies 

The book discusses not only the underlying principles 
of cost accounting and their application, but the actual 
methods of keeping cost accounts are presented. Discus 
sions of general accounting principles are avoided, it being 
assumed that these are sufficiently understood by anyone 
interested in a detailed presentation of cost accounting pro- 
cedure. 

The major portion of the work is given over to a single 
plan of cost accounting, namely cost accounting by pro 
duction orders. This plan has been selected because it is 
more universally applicable than others, and because its 
presentation is quite readily comprehended. However, it 
is not intended to convey the idea that this selected plan is 
always the best, and variations therefrom have been indi- 
cated. Every cost system should be an outgrowth of the 
peculiarities of a particular industry, and modifications of 
forms and procedure are thus made necessary almost con 
stantly. Sometimes several different cost systems have 
been found necessary for one plant, in cases where a wide 
variation exists in the product and in production condi- 
tions. A work of this kind, however, must be limited gen 
erally to a discussion of a quite universally accepted plan 
of cost accounting procedure. 

In offering his work to students of accounting and to 
the public, the author acknowledges the constructive work 
and assistance of Mr. Rayson, particularly in connection 
with the chapters dealing with the distribution of factory 
overhead and the procedure to line up the cost data with 
controlling accounts in the general ledger. 

The book is substantially bound in blue cloth with gold 
lettering. 


Wholesalers Active in Propaganda. 


The Wholesale Stationers’ Association of the U. S. A. is 
following out some rather energetic work in presenting the 
side of the wholesaler to the manufacturer and dealers of 
the country. The position of the wholesale trade is clearly 
set forth in a recent circular issued by the association where 
some of the fundamental principles are given consideration 
The claim is made that under the existing scheme of dis- 
tribution, taking into consideration such factors as trans 
portation, the large number of commercial centers, the 
countless number of small concerns in every conceivable 
kind of community both large and small, present day dis 
tribution, especially in the stationery and sundries field is 
best accomplished through the jobber. 

The association also issues a monthly periodical known 
as “The Wholesaler in Stationery and Drug Sundries.” 
In this journal articles appear from time to time pre 
senting the value of the service which the wholesalers do 
for the entire industry. 


Holyoke Business in New Store. 


The Office Equipment Company, Holyoke, Mass., opened 
its new store on Maple street in December. In addition to 
gaining excellent display space, the company now has a 
more central location than the previous store on Main 
street. Office furniture is displayed in suites, giving pros 
pective customers an excellent idea of the way the equip- 


ment will appear and function in their offices. One side of 
the store is devoted to stationery and novelties. The reat 
is given over to filing devices and commercial stationery 


Morris in Illinois Territory for Sundstrand. 


J. B. Morris is now district manager for central Illinois 
for the Sundstrand Adding Machine Compar His head 
quarters are at 420 Liberty street, Peoria Morris for 
merly operated at Cedar Rapids, Towa 
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A New and Better 
Aluminum Sheet Holder 


Here is an aluminum sheet holder which, in de- 
sign, construction, finish, utility and strength, is an 
advance over similar holders now on the market. 


The jaws or clamping members can be spread to a 
point where they positively lock open automatically. 
This permits the use of both hands for the removal, 
insertion or rearrangement of sheets. A slight pres- 
sure on the outside cover closes it and the sheets 
are gripped firmly in the vise-like jaws. A single 
sheet is held as securely as fifty or one hundred. 


Only solid, heavy-gauge, mirror-like aluminum 
which is impervious to moisture is used in making 
the I-P holder. The operating spring is of uniform 
tension, and has no complicated parts. 


The clamping device is as smooth as the back of a 
book. There are no coil springs to collect dust and 
dirt; no rough edges to catch in the clothing. The 
top cover swings smoothly on a full piano hinge. 


The I-P Aluminum Sheet Holder is made to with- 
stand the hard usage to which sheet holders are sub- 
jected on delivery trucks, in warehouses, offices and 
other places where they are in constant daily service. 
I-P quality is evident throughout the construction. 


Made in six stock sizes. Capacity, one-half inch. 





of a book. 
Irving-Pitt Manufacturing Co. 
NEW YORK KANSAS CITY CHICAGO 
London, England Zurich, Switzerland 
The Macey Company, Ltd., Caribonum Société Anonyme, 
65-66 Houndsditch. 29, Schutzengasse 
Paris, France Brussels, Belgium 
Caribonum Société Anonyme, Caribonum Société Anonyme, 


10, rue de Seze 16, rue d’Edinbourg 


Clamping jaws lock 
open automatically. 


Cameing device ay 
no coil springs. 
smooth as the back 
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Greetings of the Season to all A 
of you and best wishes for a 4 
Successful 1923. = 
W. A. Sheaffer Pen Co. | 
E| 
H| 
E wish to thank every Sheaffer dealer for the EI 
° e ° = 
earnest co-operation they have given us during 4| 
the year 1922. : 
Our success has been due in a great measure to the j 
unusual interest our dealers have shown in successfully =| 
| selling our ‘‘Pen Distinctive,’’.the ‘‘Lifetime’’ and our 
“‘Propel-Repel-Expel’’ Pencil which have become ac- 
knowledged Perfection by all users of Fountain Pens 
and Pencils. 
=! 5 
=} Our Advertising and Sales Promotion Plans for 1923 
/ will carry an Advertising Schedule in the two leading Z 
= weekly publications, the Saturday Evening Post and 
= the Literary Digest, also National Monthlies and Met- = 
=| ropolitan Daily Newspapers. 
=| | 
=| We will announce at a later date one of the most lz 
| liberal Window Display Contests ever offered in the = 
: Fountain Pen Industry. Fl 
= | 
5 Our plans in general will be in keeping with Sheaffer : 
= quality and policies and every Sheaffer dealer will be = 
fully advised through our House Organ, the full details = 
| . — 
“1 of our 1923 Policy. = 
E 
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PASSED AWAY 














Earnest Jacobsen. 

A sudden seizure while covering his territory in an auto- 
mobile terminated the terrestial travels of Earnest Jacob- 
sen, for twenty-seven years a traveling salesman for The 
J. K. Gill Company, Portland, Ore. Typical of his custom, 
he showed a fine regard for the safety of others by turning 
off from the road as he sank unconscious at the steering 
wheel. An ambulance brought Mr. Jacobsen home, but he 
never recovered consciousness. 

Earnest Jacobsen was born in Denmark, coming to the 
United States while still in his ’teens. After a short retail 
experience he started traveling, and joined the Gill forces 
in a few years. 

Out in his territory he was known as “Big Jake,” and his 
merchandising sense and sterling, manly qualities endeared 
him to the merchants he served, as well as his fellow travel- 
ing men. The widow, a son, a married daughter and a mar- 
ried stepdaughter survive. 

-* % 
Cyrus Emory Jones. 


Cyrus Emory Jones, a director of the Art Metal Con- 
struction Company, Jamestown, N. Y., passed away at the 
age of fifty-nine. He was active in many industries, and 
prominent among furniture manufacturers. Mr. Jones was 
one of the leaders in the reorganization of the Art Metal 
Construction Company, and had served as president and 
chairman of the board of directors of the Manufacturers’ 
Association of Jamestown. 

i 


James Wilday. 


James Wilday, active in the rubber stamp trade, passed 
away at Elizabeth, N. J., following an acute illness. He 
was treasurer of The Barton Manufacturing Company, 
New York, N. Y., at the time of his demise. Mr. Wilday 
was born in England, coming to the United States with his 
parents as a child. 

x oe © 


Elias Taylor Sills. 


Pneumonia carried away Elias Taylor Sills, widely- 
known as a stationer and bookseller at Meriden, Conn. Mr. 
Sills was born in England, establishing the store at Meri- 
den in 1833. The widow survives, and two sisters, residing 
in England. 

- we & 


C. E. Ferris. 


Clinton E. Ferris, for more than twenty-five years man- 
ager of Grover Brothers’ Stationery Store, 764 Broad 
street, Newark, N. J., and of late with Edward N. Plates, 
passed away at his home in Newark on December 15 after 
a long illness. 

Mr. Ferris was well known to salesmen in this field as 
a buyer and manager. Office Appliances extends sym- 
pathy to his sorrowing family and the many friends 
he had made during a period of more than a quarter of a 
century in the stationery | ee > 


G. H. Halpern. 


G. H. Halpern, a retired business man, passed away, 
aged seventy-six. He was the father of Ralph Halpern, 
239 Fourth avenue, New York, N. Y. 

- - & 


Emil Lein. 


Emil Lein, representative at Madison, Wis., for the L. 
C. Smith & Bros. Typewriter Company, passed away from 
injuries received in a railroad accident. He had driven to 
Portage from Madison, sold a machine, and was returning 
home. About three miles southeast of Portage his car was 
struck by a railroad train. Mr. Lein was hurried to St. 
Saviour’s Hospital, Portage, where he passed away Decem- 
ber 6. He is survived by the widow and one son. Inter- 
ment was at Taylors Falls, Minn. 

Mr. Lein joined the L. C. Smith & Bros. Typewriter 
Company in 1921, taking charge of the sub-office at Madi- 
son, under the jurisdiction of the Milwaukee office. He 
had made fine progress in developing his territory, and had 
excellent prospects. 
















Vertical 
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Bill Size 
Cap Size 
Over Size 
Card Index 
Check 
Document 
Legal Blank 
Cupboard 
Wardrobe 
Roller Shelf 
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Globe-Wernicke 7000 Steel Line 
Sells Quickly Because of 


Greatest Economy of Space. 

Lowest Cost Per Filing Inch. 

Best Side Extension Slide Made. 

Positive Locking Follower Blocks. 

Protection Against Fire. 

Elegant Finish that will never lose its 
beautiful appearance. 

Artistic in Design. 

Drawers that work perfectly. 

Solid Brass Trimmings. 

Substantially built solid steel walls. 

Greatest Strength of Any Uprights Made. 


Write for Catalog 8200 


Tie Globe SWernicke Co 


Cincinnati 
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dhe largest selli ualit 
argest selling Quality 
pencil in the world 


HERE is only 

one BEST in 
pencils. Every pro- 
gressive stationer 
knows it. Every 
pencil user who has 
ever tried a VENUS 
knows it too. Substi- 
tutes never satisfy. 
VENUS pencils 
spell everlasting 
satisfaction—and 


REPEATS. 


17 Black Degrees 
3 Copying 


One or more of these 
black or copying degrees 
will exactly suit your 
customer. Help him 
select the right degree 


Complele VENUS stocks 


are an advantage. 


American 


Lead Pencil Co. 


220 Fifth Avenue 
New York 





No. 3818 VENUS 
ROUND. Soft lead, 
especially suited for 
stenographic and 
other office use. 
Samples on request. 
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Mrs. Arthur L. Cole. 


Mrs. Arthur L. Cole passed away December 1 at het 
home, 50 Prospect street, Methuen, Mass., following a pro 
longed illness. She was born at Clinton, Mass., fifty-six 
years ago. Surviving are her husband, president of the 
Boston Stationers’ Association, a son, William; her father, 
Wiiliam H. Gibbs and two brothers, Earle and Lester 
Gibbs, of Clinton. 

A wide circle of friends extends sympathy to the family 


Miss Ruth Beck. 

Miss Ruth Beck, a young lady of sixteen, lost her life in 
a motor car accident near her home at Larchmont, N. Y 
Her father is Frank Beck, of the Empire Pencil Company 
whose many friends sympathize deeply with him in this 
untimely affliction. + + 

An Appreciation of the Late C. H. Hutchins. 

At a meeting of the Board of Directors of the United 
States Envelope Company held at Springfield, Mass., on 
December 6, the following appreciation of the late Charles 
H. Hutchins, president of the company until his death, was 
adopted: 

“Since our last meeting on October 25, the earthly life 
of our president, Charles H. Hutchins, has been brought to 
a close. From the organization of our company in 1898 he 
has served as its president. 

“Little did we then think that before our next meeting he 
would have passed to the great beyond and would have 
solved the great mystery. 

“He was a splendid example of American opportunity 
well used. With limited opportunities for an education, 
while only a boy he enlisted as a private in the industrial 
army and by successive steps he earned the right to promo 
tion and became one of our captains of industry 

“The contribution which one makes as a citizen is in that 
influence which radiates from his life. It is determined by 
its extent, its wholesomeness, the purity of his life, the 
soundness of his judgment, and its effect upon his neigh- 
bors, with those associated with him in all his civics and 
business duties and in the wider community. 

“Mr. Hutchins was by nature endowed with an attractive 
personality, a lovable disposition and a tactfulness that 
drew men to him, all of which were reflected in the refined 
and beautiful courtesy which marked his intercourse with 
the members of our board. 

“It is a tragedy when some men retire from active busi 
ness, for while they may have much to retire on, they have 
nothing to retire to. They have few interests save those 
which have absorbed their lives. 

“During the years of strain and stress they have often 
looked forward to a period of leisure after the big effort 
of their lives is over, and before the set of sun. They de- 
lude themselves into thinking that after their years of 
strenuous activity, they can turn it all aside and be con 
tent, but few are able so to do. 

“Not so with our friend. He had outside interests which 
were not so-called business interests, which kept him young 
and which rounded out the closing years of his life. 

“Mr. Hutchins was permitted to do what few strong men 
have the force of will to do. Having earned the right to 
leisure in the closing years of his life, he deliberately deter- 
mined to have that leisure and enjoyed is to the full. 

“The Psalmist gives the span of life as three score years 
and 10. It was Mr. Hutchins’ privilege to live six years on 
what might be called borrowed time, and when the last 
chapter of his life closed it found him with all his faculties 
unimpaired. 

“The Rev. John Watson (Ian McLaren) says in one of 
his beautiful essays: ‘Nothing can be more fitting and 
seenly than the departure of one whose work has been well 
finished and who has reached the evening of his day.’ 

“We can appropriate those words as our own 

“Standing before the open grave of the strong, forceful 
man clears the mind of the little things for which we strive 
and which we think are important. It also brings into clear 
relief the real things of life of which true friendships are 


prominent. 
“We will not soon forget the gracious, kindly gentleman 
whose never-failing courtesy endeared him to all who wer 


associated with him in business. 

“Death takes from us some things, but it also leaves with 
us enduring possessions and seals the friendships of years 

“We will miss his genial smile and hearty handclasp, but 
the richness of our fellowship is abiding, and so, grateful 
for the service rendered and the friendship of that service, 
we place upon our records this brief word of appreciation of 
our friend who has worked with us for almost five and 
twenty years.” 
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storaGgE-C.ABINET FILE-—ruinc 


A New Security Steel Product with an Adjustable Interior Arrangement that provides for a 
combination of Storage and Record Filing in a strong steel cabinet covered by doors. 







Storage- CABINET FILE -Fiine 
affords 

INCREASED FILING EQUIPMENT 

MORE STORAGE SPACE 
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at less cost than 
ORDINARY FILING CABINETS 
OR HEAVY CUMBERSOME SAFES 







The Ideal Filing Equipment 
for Every Office 














Write for complete information 
and Direct by Mail Selling Plan 
to increase your Business. 













As many or as few of these filing devices 
as needed can be placed in the Cabinet 
File. The openings are created by spac- 
Cabinet File illustrated with a few filing devices. Interior can be ing of shelves and partitions. 


rearranged and changed without the use of a single tool. Filing devices can be 
installed to take care of the filing needs of any business. 









Litt 





AVENEL, NEW JERSEY 
NEW YORK, N. Y. NEWARK, N. J. BOSTON, MASS. 
Makers of the full line of Security Office Equipment 
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|RISHEL DESKS 


Flat Te | Salesman’s 
: Typewriter Roll Top 
Standing Office Tables 


J. K. Rishel Furniture Company 


Makers of Fine Furniture Since 1867 


WILLIAMSPORT, PENNSYLVANIA 
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“Rosy” Tells the Kiwanians. 

Reginald Rosevear, until recently sales manager at Phia 
delphia for The Oliver Typewriter Company, a 
the Kiwanis Club at Wilmington, Del His topic was 
“Excuses.” 

‘We are all salesmen,” he said, “from the time we entet 
this world until we leave it, and who knows but that we 
shall have to sell ourselves to St. Peter when the time 
comes to pres¢ ourselves at the Golden Gate 

“Salesmen nowadays are full of excuses, and so is the 
business man. It is getting to be one excuse after anoth« 
We excuse ourselves because we overslept in the morning 


e are fretful and we excuse it because of business condi 


ldre ssed 


it 


tions and worries; we get angry and lose our tempers and 
excuse it because it has been a bad day all around. Ex 
euses are the balms that soothe, but they do not heal the 
1 


‘Did vou ever see a down-and-outer that didn’t have an 
excuse for his condition? No one ever failed yet who did 
not have some excuse for it.” 


Omaha Ad-Sellers Hear “Dad” Cooley. 

The Advertising-Selling League of Omaha, Nebr., was 
iddressed by W. W. Cooley, Western advertising manager 
of the Burroughs Adding Machine Company November 27. 
His topic was “Profit’s Perpetual Problems.” Mr. Cooley’s 
talk took his hearers into the realms of purchasing, adver 
tising, merchandising, and collection in an alliterative para 
sraph: “Particular purchasing, popular publicity, pleasing 
presentation, and promises performed combine to develop 
business where proper posting is necessary that the right 
records may be available, and when such records are de- 
pendable, it permits of your procuring peaceful possession 
through collections of the outstanding accounts without 
loss of time This ts in itself the final factor in the solu 
tion of ‘Prefit’s Perpetual Problems’.” 

Mr. Cooley’s presentation was amplified with descriptions 
and demonstrations of the various methods of accounting 


employed since the beginning of tim 


Durbin Represents Bircher at Los Angeles. 

E. F. Durbin has succeeded W. H. Whipple as manager 
for The Bircher Company in the Los Angeles territory. 
Mr. Whipple found it necessary to leave Los Angeles on 
account of climatic conditions. 

Mr. Durbin had formerly been connected with Cun- 
ningham, Curtis & Welch Company, the H. S. Crocker 
Company and other organizations handling office special 
ties. Since early in 1920 he hes been handling office sup 
plies on his own account. Mr. Durbin has two salesmen 
covering Los Angeles and vicinity, with a sub-agency at 
San Diego. He travels the territory from Santa Barbara 
South, including the Imperial valley 

Massachusetts Fraternized with China. 

\rthur D. Prince, of C. G. Prince & Son, Inc., Lowell, 
Mass., has returned from a trip to the Orient, accompanied 
by Mrs. Prince Frank H. Hilton, an officer of the Ma 
sonic grand lodge of Massachusetts, was with them when 
they left Lowell in August, going to the Pacific coast via 
he Canadian Rockies and Vancouver. 

[he Masonic duties were to visit the six Masonic lodges 
established in China under the charter of the Massachusetts 
grand lodge The party was welcomed cordially by repre- 
sentatives of the China Masons. It is felt that the visits 
accomplished much in strengthening friendships between 


the mother lodge and those abroad 


Strathmor2 Athletic Association Dance. 

The annual ball of the Strathmore Athletic Association 
was held at the Mittincague Y. M. C. A. December 15. In- 
cluded in the attendance were workers from the Strath 
more mills at Mittineague and Woronoco. The profits from 
the dance were devoted to the activities of the athletic 


association. 


Office Specialties Co. Opens at Grand Forks. 

A branch office has been opened in the Clifford build- 
ing, Grand Forks, N. Dak., by the Office Specialties Com- 
pany. R. J. Ridley is manager. The office will handle Co- 
rona and Royal typewriters, and a line of typewriter sup- 
ple s 


Underwood Has Arcade Store at Pittsfield. 
The Underwood Typewriter Company leased an arcade 
store on the second floor of the Miller building, Pittsfield, 
Mass. Possession was taken December 1. 
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“ALL 
THE 
WORLD 
LOVES 
A 
WINNER”’ 


INDICATOR 


on wet nasil avid La ada 


694321 
Impression of Figures 


THE AMERICAN VISIBLE (the only 
visible) is the modern, “up-to-the-minute” 
numbering machine. 

In addition to its visibility, it has NO EQUAL 
AT ANY PRICE in smoothness of operation, 
speed, accuracy and durability. 

Its sales have grown faster than those of any 
other numbering machine. 

More are being sold to-day than ever before. 


DEALERS: Are You Sharing In 


Our Success? 


Have you singled out this machine as a leader? 

Do you know that large corporations all over 
the country are discarding the old style blind ma- 
chines and replacing them with American 
Visibles? 

Our folders imprinted with your name bring 
orders. 


PRICE: Model 41—three movements....... roy 
Model 2i—nine movements... 


AMERICAN NUMBERING MACHINE ¢ CO. 


220-230 SHEPHERD AVE., BROOKLYN, N. Y. 


CHICAGO ~~ y~ 0 one pees Street 
ranc 
VICTORY-KIDDER PRINTING MACHINE CO., LTD. 
66 Houndsditch - London 
CARIBONUM SOCIETE Aone aes 
10 Rue de 
RICHARD WEINIGER™ 
Singel 276 - Amsterdam 








YOR 


¥ Here is a Machine 
‘ That Sells : 
y¥ ona Single Demonstration 5 





The ELLIOTT 


¢ Envelope Sealer 


U Made to appeal to the 
4 man who has bought 
4 afew envelope sealers 
~ that turned out to be 
% mechanical failures. 


x Its simplicity attracts 
ti attention. 


Y Its sureness causes 
Sy amazement. 


‘ Its speed actually 
‘ thrills you. 


wt Agents Wanted Everywhere 


U Made by 


¥ The Elliott Company 
Ni 150 Albany Street 

Y Cambridge, Mass. 

ys Makers of the Famous 

% ELLIOTT ADDRESSING SYSTEM 
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How to Write Good Show Cards. 


Extracts from a Series Written for The 
Coach, by Ross F. George, Seattle, Wash., 
Inventor of the dinncgemeall Pen. 


RITING good show cards is not a gift. With the 
WV introduction of special pens, the art of lettering has 
been robbed of the mystery which formerly sur- 
rounded it. It has become one of our simplest crafts. In 


fact, some of the best letterers today are the poorest of 
scribes. 

One of the chief difficulties in show card lettering is the 
production of clean-cut elementary strokes of uniform 


Classificationof letter Styles - 


Our extensive: 
assortment of, from these all our modern 
alphabe 


‘Let us supply 
ts are constructed 


ABCDEFGHIJK Wri 
abcdGothicefghi Necessities 
ABCDEFGHIJ 


joffersta wide’ 








selection off A@bc-Roman-def — oUF Stock is 
plain and fancy complete 
Box Papers ABCDEFGH// and our 
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Envelgpesand) = BC Itilic~ael fm 


eCards. 
__#_. ABOPEFEGRR 
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ese: inbe pencil | FE Fe! 
HERE ARE A FEW ELEMENTARY STROKES FOR PRACTICE 
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ELEMENTARY PRINCIPLES OF ALL LETTERS WJ w_ S cO 
NOTE OVERLAPPING OF CIRCULAR ELEMENTS... ~ 


(Oe Strokes are numbered jr consecutive ¢ 


abedefghijkimnop. 
arstu 23156780 VWXYZ 


ABCDEFGHIJKLMN& 
OPQRSTUVWXYZG6 


“his alphabet is primarily constructed on the same principal as the Gothic 
in appearance is effected by the adding of the plug fi finish or serifs. 


siedete hi jjkKlmnopqrstuvwxyyz& 
ABCDEFGHIJKLMNOPQRS TUVWAYZ’ 


SPECIMENS OF LETTERING USED BY SHOW CARD 
W RITERS.—Including Some of the Strokes Used in Forming 
Letters. The Specimens of Complete Show Cards in the Upper 
Corners Show How Matter is Grouped About the Opticai Cen- 
ters, Indicated by ‘“A.’’ [Cut Shown by Courtesy of the C. 
Howard Hunt Pen Company. Copyright by Ross F. George 








& 


width. This is especially noticeable when using the media 
heretofore available—ordinary pens and brushes. Either 
of these requires considerable natural skill, or much care- 
ful and intelligent practice under the instruction of experts. 

Bru shes are doubly difficult, due mainly to the absence 
of the “feel” of contact with the marking surface. This 
results in a wavering uncertainty of stroke and a lack of 
uniformity, necessitating much subsequent patching up. 
Also, it takes considerable experience to become familiar 
with the handling of a brush—to learn how much paint it 
will or will not carry without splitting or puddling, and 
spoiling the sharp finish that characterizes good lettering. 

If the reader will learn a few principles that govern the 
pong ag of our alphabets, and around which all styles 
are built, he will agree that show card lettering is’ an ex 
tremely simple acquirement. 

Classification of Letters. 


\ll lettering is divided into four groups—Gothic, Roman, 
Italic and text. From these all our modern alphabets are 
constructed, the difference being in the added finishes. The 
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’ Remington Portable 


SS 


is the most complete portable typewriter—everywhere 
known and recognized as such. 


It has the complete standard keyboard; it has the 
): automatic ribbon reverse; it has other operating 
features which give it an efficiency comparable only 


Z. with that of the big typewriters. 

j And it is the crowning triumph of the Remington 
Portable that all of these efficiencies are compacted 

& in a machine so small that it fits in a case only four 

thi inches high. 

oe No wonder that it has established its leadership 

DZ —in sales and popularity—among portable machines. 

ARD 

Dper The Remington Portable “moves” so readily that 

eC. already, in the United States alone, 2600 dealers 

adia are actively engaged in its sale. 

ther 

oo We have still some open territory which will 

this give any active dealer a chance for the profits which 

pus quick sales always yield. Address us or our nearest 

ci branch office. 

ind 

ing. 

= REMINGTON TYPEWRITER COMPANY 

_ 374 Broadway, New York City 


ian, Branches Everywhere 


























104 


OFFICE APPLIANCES 
































—from the Italian 
Polychrome suite 


A Line Without Even a Rival 


Almost every office is a good prospect for Macey Matched Office 
Suites, either entire suites or individual pieces. Selling at the approxi- 
mate price of good commercial peg-leg furniture, this new line with its 
five handsome period designs has no rival. Let us tell you of the 
wonderful success that dealers are having with it. 





Macey Files Meet All Needs 


Concentrate upon Macey steel and wood files, filing accessories, 
and filing supplies. The price range is wide. Every need is met. There 
are upright, horizontal and counterheight filing units, with a variety 
of interchangeable drawers. This line is well and favorably known, 
and easy to sell. Investigate! 


Write for the latest Macey catalog and prices. The 
Authorized Macey Dealership is a franchise of con- 
tinually increasing value. Particulars on request. 


THE LINE 





Steel Files, Wood Files, Filing Supplies, Steel Safes, Office 
Desks, Matched Office Suites, Sectional Bookcases 


THE MACEY COMPANY, Grand Rapids, Mich. 
Made in Canada at Woodstock, Ont. European Office at London 
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xamples taken from the “Speedball” text-book shown in 
the illustration demonstrate this. 

Che fundamentals are best learned with the pen I invent 
ed, because the difficulty of controlling the flow of letter- 
ge inks is automatically taken care of by the patented 
double feeder. First practice the elementary strokes, se- 
lecting the pen style suited to preliminary work. Rule three 
euide lines for each line of lettering, using a hard pencil. 
Dip the pen deep into the ink, and shake off or wipe off 
the surplus ink on the edge of the bottle. Hold the pen 
like a pencil and work with a free arm stroke, keeping the 
of the pen in full contact with the paper at all times. 
When making straight elements, start the stroke on the 
top guide line and complete it on the bottom guide, pausing 

instant before lifting the pen off the cardboard. This will 
eliminate retouching, as it insures a clean-cut finish. In 
urved letters note that strokes are overlapped when join 
all circular or oval elements 
Layout of Show Cards. 


The headline of the show card must stand out clearly 
rom the rest the copy. If a price is used it is custom- 
to make it prominent. Sometimes the price of an arti 
will turn the sale. If it is a “special” it is obvious that 


the price should be the most conspicuous thing on the card 

the merchandise is not a “sale” item, and it is desired to 
call attention to the talking points or features of some 
particular brand, it is not necessary to use the price on the 
ird. In all cases it is well to keep the copy brief and to 
the point. Make the lettering as clean and legible as pos- 
sible. Remember that the majority of people who pass a 
store are prospective customers; but a small percentage of 
the passers-by have time to stop and read a long-winded 
sales argument 

With this thought in mind, arrange your copy in easy- 
reading, well-balanced groups, with but one headline. The 
beginner’s chief difficulty is in chosing the right headline, 
and in subordinating the rest of the copy to it. The ten- 
dency is to kill the heading by over-emphasizing the argu- 
ment. This fault can be overcome by first analyzing the 
copy. Pick out the introduction, then the headline, next the 
argument or description, and then the price or conclusion 
whichever is used 

Note from the illustrations that the copy is arranged in 
groups or “blocks,” and that it is balanced upon an optical 
center which is slightly above the mathematical center ot 
the card. Draw a light, horizontal pencil line through this 
yptical center, also a vertical center line. Allot a certain 
space on the card for each block. Draw a rectangle to 1n- 
dicate this space and then sketch in your copy with a hard 
pencil. In this way the various parts of the copy will be 
given their relative degree of prominence, and the blocks 
will balance each other. By keeping this form of layout 
in m’nd the beginner will find it a simple matter to write 
effective show card copy. 


Foreign Trade Convention at New Orleans in April. 

The tenth annual convention of the National Foreign 
Trade Council will be held at New Orleans April 25-27. In 
1916 the third annual convention was also held at New Or 
leans. In the years which have passed since the third con- 
vention, the port of New Orleans has made remarkable 
progress in the development of its shipping facilities. Much 
of the American trade with the West Indies, Central Amer- 
ica, Mexico, South America and Asia is carried through the 
port. Delegates to the convention to be held in April will 
note the improvement in the facilities of New Orleans to 
handle this important traffic. 

It is expected that leading foreign traders from every 
line of industry and all parts of the United States will be 
in attendance. A considerable number of business men 
trom foreign countries are to be present. 


Dennison Opens Marlboro Factory. 


The new factory of the Dennison Manufacturing Com 
pany at Marlboro, Mass., was opened recently, with a big 
demonstration. A special committee was chosen to repre 
sent the Marlboro Board of Trade in welcoming the execu- 
tives of the new factory. Following the reception and ad 
] 41 


dresses, the new factory was inspected. 


Monroe Harvest Moon Dance. 

The annual harvest moon dance was held in the assemb!y 
room of the Monroe Calculating Machine Company’s new 
factory building at Orange, N. J. This is a function held 
for the benefit of the Monroe Benevolent Society. 


Ghe 
PETERS 


A NEW—COMPLETE—COMPACT 
DURABLE—PORTABLE 


Adding Machine 


Weight—35 Pounds 
Capacit y —$99,999,999.99 













THE PETERS 


Adding and Listing Machine 


Combines with large capacity the desirable 
features of compactness and portability. 
It lends itself equally well to the require- 
ments of big banks—large corporations 
or small merchants. It was, in fact, 
particularly designed to fill the need of 
all banks for a superior machine of small 
dimensions, large capacity and selling at an 
attractive price. 


Maximum visibility is secured by including 
in a small angle of vision the keyboard- 
number wheels and printing line. The 
Total— Sub-total—Non-Add and Repeat 
levers are so located with respect to the 
path of the operating handle that the ma- 
chine can be worked at high speed by the 
use of the right hand exclusively. The 
quality of workmanship—beauty of appear- 
ance and elegance of finish are excelled by 
none. 


PETERS-MORSE MBG. CorRP. 


GENERAL SALES OFFICE AND FACTORY: 
ITHACA, N. Y. 


New York Office: 30 Church Street 
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The Acme Stapler is made in four 
models, completely covering every 
possible requirement of modern of- 


fice practice. The usual office or- 
ganization is such that one or more 
of each size can be sold to a large 
office. The staple sales are auto- 
matic, and should yield a good an- 
nual volume of business for every 
stapling machine sold. 


The Acme Family 


The Acme No. 1—For heavy duty. A 
powerful toggle forces the heavy staple 
through thick documents, carpet sam- 
ples, roofing, etc. Holds 100 staples. 


The Acme No. 2—A utility machine for 
general purposes. Drives a broad, flat 
staple through thick, tough stock, yet 
binds thin paper without mutilating it. 
Holds 50 staples. 


The Sure Shot—An old favorite, reliable 
even when used by everyone around the 
office. It is the most economical ma- 
chine for permanently fastening papers, 
etc. Holds 100 staples. 


The Midget Binder—Takes but little 
room on the desk, and serves a wide va- 
riety of purposes. Sell one for every 
active desk in an office. Holds 100 staples. 


If you don’t realize the wide field of 
utility and sales possibilities of Acme 
Staplers, write us for information. 


Acme Staple Co., Ltd. 


1643-47 Haddon Avenue 
Camden, N. J. 


LONDON: Kado Ltd., Atlantic House, 
born Viaduct. 

CANADA: Ernest J. Scott & Co., 59 St. Peter 
8t., Montreal 

SCANDINAVIA & FINLAND: Foreign Trade 
& Export Co., 206 Broadway, New York 

HOLLAND: Richard Weiniger, Singel 276, 
Amsterdam 

AUSTRALIA & NEW ZEALAND: Excelsior 
Supply Co., Ltd., Sydney, N. 8S. W., and 
Wellington, N. Z. 


Hol- 
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Secretary Hoover’s Report. 


(Extracts from the forthcoming annual report of the 
of Commerce for the fiscal year 1921-22.) 


Secretary 


Reorganization of Foreign-Trade Service.—Early in the fiscal 
year conferences were held with some 150 representatives of 
commerce and industry upon the need for reorganization of the 
department’s foreign trade service to make effective co-opera- 
tion with the commercial community. It was determined that 
the Bureau of Foreign and Domestic Commerce should include 
divisions representing the more important commodity and spe- 
cialty lines, and upon the approval of Congress divisions were 
established covering foodstuffs, cotton, agricultural implements, 
automotive products, coal, electrical equipment, hides and 
leather, industrial machinery, iron and steel, paper, petroleum, 
lumber, rubber, shoes and leather manufactures, specialties 
(including office appliances), textiles, transportation and com- 
munication, foreign tariffs and foreign commercial law. Per- 
manent committees from the trades were created for co- 
operation with the department, and through these committees 
the expert heads of the different divisions were selected. These 
committees have kept in constant touch with the department, 
and the devotion which the business community has shown to 
this committee work, and the thorough reorganization which 
the foreign service of the department has undergone has been 
a distinct factor in preventing the demoralization of our foreign 
trade to the extent that has been reached by all other trading 
nations. An index of the appreciation of the service which this 
reorganization rendered is found in the increase of inquiries to 
the department for assistance to a total of 589,533 during the 
fiscal year, or about double those during the previous fiscal 
year. 

These conferences with the principal trade groups and firms 
interested in foreign trade led to an entire revision of the char- 
acter of information sought from foreign countries, in broaden- 
ing its economic character and in rendering more specific its 
values to the different industries. More particularly it has been 
sought to develop systematic and regular information on for- 
eign situations which have direct reflex upon our domestic 
commerce—for instance, surveys of world stocks and consump- 
tion of cotton, wool, wheat, rice and some other commodities, 
together with the currents in manufactured goods between 
other countries than our own in their relation to American 
markets. The small daily bulletin previously published was 
consolidated into a weekly publication, the paid circulation of 
which has more than doubled. By the issuance of advance 
proofs, full-page publication of these reports is carried once a 
week by over 200 daily newspapers and periodicals, reaching a 
circulation in excess of ten millions of people weekly. 

Revision of Commercial Statistics.—Another direction in 
which the voluntary co-operation of the commercial community 
was sought was in the revision of commercial! statistics bearing 
on manufactures, distribution, etc. Through the manufacturers’ 
associations, committees were created in the principal indus- 
tries, and upon their advice the work of the Bureau of the 
Census in this important direction has been reorganized and 
simplified. Co-operation was also established with various 
trade associations for the proper publication of current statis- 
tics bearing on production and distribution, and the monthly 
publication entitled “Survey of Current Business’’ was in- 
augurated by the department with your approval, and has been 
greatly welcomed by the business community. 

Elimination of Waste Effected. 

Scientific Assistance in Industrial Processes and Methods.— 
Congress authorized the use and support of the great physical 
laboratories erected under the Bureau of Standards for war 
purposes in national service. In order that the services of this 
bureau would be best applied, committees of manufacturers’ 
representatives in different trades have been established and 
are earnestly co-operating with the bureau on various problems 
of scientific investigation into methods of manufacture and the 
elimination of waste. The accomplishments in this direction 
are set out fully in the director’s report. An extension of the 
bureau’s work was undertaken in co-operation with many 
industries in the establishment of a division of simplified prac- 
tice. Committees acting in co-operation with the experts of 
the department during the fiscal year have completed the 
simplification of dimensions in paving brick and certain articles 
of furniture with preliminary work in lumber, farming imple- 
ments, automobile parts, paints, hardware, etc. It would be 
difficult to estimate the annual value to industry and to the 
public at large of such simplifications, but it would not be 
an overstatement that their values run into many millions per 
annum. Scientific and co-operative work of this character, 
which in no way infringes upon invention or novelty, has be- 
come absolutely vital to our Nation, if we are to maintain our 
high-wage levels and high standards of living in the face of 
world competition. 

Voluntary Establishment of Grades and Qualities.—Agitation 
has been current for many years for the extension of the Fed- 
eral laws to the establishment of grades and qualities of 
different commodities. The lack of such established grades 
and standards of quality adds very largely to the cost of dis- 
tribution because of the necessity of buying and selling upon 
sample or otherwise, and because of the risk of fraud and mis- 
representation, and consequently the larger margins in trading. 
It was considered by the department, however, that it would 
be infinitely better if such grades and qualities could be estab- 
lished voluntarily in the trades themselves instead of by 
legislation, and policed by trade associations as is the case 
in several old established trades. To this end a number of 
conferences have been held in different branches of the lumber, 
textile, paper, and other trades. The service of the department 
has been to bring the different branches of the trade, the 
manufacturers, wholesalers, retailers, and representatives of 
larger consumers’ associations together and to develop com- 
mittees of different branches of trades. The plan has been 
generally welcomed and applications have been received from 
many trades for such assistance. The expert services of the 
Bureau of Standards, Bureau of Foreign and Domestic Com- 
merce, and the other bureaus of the department have been 
brought into service for technical advice in these matters, 
and results of important bearing upon the improvement of 
business ethics and cheapening of distribution have been at- 
tained. 
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the shortest distance between two points is a straight line 





The big point in 
Almost every day it is brought home to thisletteris this: 


fa The Multigraph is 
us, with forcefulness, that the one big reason why ee ow <epbuneant Prose 
people do not make a wider use of the Multigraph is that ese rere , rte Le LES 
sen yreve dis. 


it is too simple! The theory seems to be that the only 
things that will succeed are the complicated things, the things that 
are hard to understand, hard to utilize, and harder still to show profit 
with. 


It is difficult for us to be patient when 
we come into collision with this idea. Particularly 
because we know how much the Multigraph Idea, admit- 
tedly simple and almost elementary, is doing to create and 
to extend business for the thousands who utilize it. Its simplicity, 
its soundness, and its flexibility are the things that its users write us 
cheering letters about! Less work on a given job and more business— 
with profits—this is the story that users tell in all its variations. 


Once more we urge you to simplify your This is the New Multigraph, This ie the Mulligraph 
selling! Realize for yourself the benefits that will “Zhattion une” iene 
follow the desertion of the circle for the straight line! for the ae 


Find out, with our help if you will, that the shortest 
route between you and your market is the most profitable route, 
and that the Multigraph will put you on it. , 


This message is for all business men. 


For retailers, wholesalers, manufacturers, and all 
others who have anything to sell. 


You know what the Multigraph is, of a 
course. The simplest, most efficient and effective <h 


device that business knows for getting messages of any ot:¥esbelers 
kind in quantity to those who ought to get them. So 

uncomplicated that anyone can use it; so effective that everyone E et 

ought to use it; so efficient and productive that it pays its own way, on as . erms 
making no tax on the present income of your business. O 





r 
=~ CAS 
The coupon in the lower corner, at the P15 O + 


right, is there for this, the opportune, moment! Price tw Conades 60450 dauas ames die eae 


“MULIILGAHAPL 
will sell ANY THING 


The American Multigra h Sales Co., 
1830 East 40th Street, Cleveland, Ohio. 

I would like to have someone show me, without any 
obligation, the New Multigraph and explain its possi- 
bilities in the business. 


€ The Shortest Distance, as we said (Be sure You menlion your business) 


Name__ 


before, is a Straight Line Set. 


City State Off. App.-Jan. 
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Here’s A Good Service 


Line for the Customer 
And A Good Profit 


Line for You— 

















Economy 


Steel Files 








If you are seeking a broad sectional 
line built of steel standard construc- 
tion, then you should investigate the 
Invincible Kkconomy Steel File line. 


For flexibility—for working con- 
venience—for sturdiness of construc- 
tion—tor downright office practicality 
—you cannot match the Economy line. 
And remember, too, that the prices 
are on a basis that means quick turn 
over and good profits for you. 

Frankly, if we were a dealer, we 
would sit right down now and write 
to Manitowoc for all the details. They 
are certainly well worth getting. 


INVINCIBLE 


Metal Furniture Co. 
Come in Mahogaiy, e ye ° 
Olive Green and Cal Manitowoc, Wisconsin 


Finishes. 
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The Restraint of Trade Acts.—The country has now had 
many years’ experience with these acts; they have received 
constant interpretation by the courts, and the working results 
in our economic fabric in some directions are out of tune with 
our economic development. No one would contend that there 
be relaxation in the restraints against undue capital combina- 
tions, monopoly, price fixing, domination, unfair practices, and 
the whole category of collective action damaging to public 
interest. There has been, however, a profound growth of 
understanding of the need and possibilities of co-operative 
action in business that is in the interest of public welfare 
Some parts of these co-operative efforts are inhibited by law 
today. but, of much wider result, many are stifled out of fear 
or shackled from uncertainty of the law. The two latter factors 
are far more widespread than can be appreciated except 
through wide contact with economic activities, and they 
definitely impede our national progress upon right lines Re- 
laxation of the acts has already been given by legislation in 
favor of the farmer and trades-unions, but the farmer and 
laborer are being being even more greatly injured by these 
destructive shackles upon business in many directions, which 
produce instability of employment and increase distribution 
costs, than they were by the direct influence of these acts upon 
their own affairs 


Economic Conditions Have Changed. 


At the time the Sherman Act was passed, the country was 
in the throes of growing consolidations of capital. These were 
consolidations of actual ownership, and the country was alive 
with deserved complaint of domination in business, in attempts 
to erush competitors with unfair practices and destructive 
competition. Collective action in its sense of benefit to public 
interest was much less known and, at any rate, was probably 
not contemplated as coming within the meaning of the act In 
any event there is a wide difference between the whole social 
conception of capital combinations against publie interest and 
co-operative action between individuals which may be pro- 
foundly in the public interest. The former extinguishes in- 
dividualism through domination; the latter greatly advances it 
and protects it Co-operative action has, however, struggled 
for development through the growth of chambers of commerce, 
trade associations, and conferences of one kind and another in 
an effort to meet various sorts of crises, to improve business 
standards, and to eliminate waste in production and distri- 
bution. 

It is true that some minority of such activities has been used 
as a cloak for action against public interest, but it is also true 
that a vast amount of action in public interest has been lost 
and even great national calamities brought upon us by lack of 
co-operative action. A case in point is that the instability of 
the bituminous coal industry and the disintegration of its em- 
ployers’ associations by pressure under the restraint of trade 
acts contributed directly to the prolongation of the coal strike 
as no adequate organization of operators existed which could 
meet and bargain with the workers who were free from all 
restraint. The whole movement toward co-operative action 
arises from a fundamental need to which we must give heed. 
Where the objectives of co-operation are to eliminate waste 
in production and distribution, to increase education as to 
better methods of business, to expand research in processes of 
production, to take collective action in policing business ethics, 
to maintain standards of quality, to secure adequate repre- 
sentation of problems before the Government and other eco- 
nomic groups and to improve conditions of labor, to negotiate 
collectively with highly organized groups of labor, to prevent 
unemployment, to supply information equally to members and 
to the public, upon which better judgment may be formulated 
in the conduct of business; then these activities are working 
in public interest There are some twenty-odd different func- 
tions of co-operative action which are at the same time in the 
interest of the different trades and the community at large 
Any collective activity can be used as a cloak for conspiracy 
against public interest, as can any meeting of men engaged 
in business, but it does not follow, because bricks have been 
used for murder, that we should prohibit bricks There is, 
moreover, a very wide differentiation between co-operative 
action open to an entire trade or region of a trade and capital 
combinations, because the former may be dissolved instantly 
without any disturbance of capital or production and does not 
represent increasing domination of a group of individuals in a 
trade, but the democratic development of a whole industry 

It has often been argued that the original intent of the re- 
straint of trade acts was not to inhibit any sort of economic 
collective action which was in interest of public welfare, and 
that the time has come when the act should be limited so as 
to leave free all such action. Without entering upon debate 
as to the difficulties of such a course it is possible to consider 
a narrowed field of liberalization of law: that is, for the law 
to be liberalized to the extent that co-operative organizations 
generally, as distinguished from capital consolidations, should 
be permitted to file with some appropriate governmental agency 
the plan of their operations, the functions they proposed to 
carry on, and the objectives they proposed to reach; that upon 
approval such of these functions as did not apparently contra- 
vene public interest might be proceeded with; that upon com- 
plaint, however, either of individuals or the law officers of the 
Government that these functions had reacted against public 
interest. then after a hearing before some suitable tribunal 
the right to continue these particular functions should, if the 
complaints are justified. be suspended If thereafter these 
functions were continued, or if it should be proved that the 
activities had been extended beyond the functions in the orig- 
inal proposals, the organization should be likewise subject to 
prosecution under the present acts Parties who did not wish 
to avail themselves of this privilege could continue in the 
present status 


Proposed Legistation Would Protect Small Business. 


\ll who know the situation in such matters will realize that 
the problems of co-operative action are mainly the concern of 
the smaller businesses. Such a measure as that suggested 
above would serve actually to protect small business and thus 
to maintain competition. Big business takes care of itself. 
Legitimate trade associations and other forms of business co- 
operation would be greatiy stimulated along lines of public 
welfare if such a plan were adopted. 
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When you make a sale of a Chair it 
might mean anything. But when it’s a 





it denotes everything—Quality, Durabil- 
ity, Workmanship and all that our 79 
years of experience in Chair-making has 
taught us. 


Why not capitalize on our long experi- 
ence and do what many of the leading 
Office Chair Dealers throughout the coun- 
E try are now doing very profitably— 
namely, featuring Derby Office Chairs 
on their floor. Watch the result. 








Have you our 1922 Catalogue? If not 
= may we send it to you. 


| P. Derby & Co.,Ine. 


GARDNER, MASS. 


SALES ROOMS: 
215 W. 35th St., New York 
90 Canal St., Boston 
1319 Michigan Ave., Chicago 





Chair Makers for 79 Years 
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Good Health, Happiness 
and Prosperity be yours 
during the coming year. 


6 


Old Hampshire 
Stationery 


contribute to your 
Prosperity by its 
attractive profit, to 
your Happiness by 
its increased sales, 
to your Good 
Health because 
prosperity and hap- 
piness are import- 
ant factors toward 


producing good 
health. 


Fine Stationery Department 


Hampshire Paper 
Company 


So. Hadley Falls Mass. 
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It appears to me that the time has come when we should 

take cognizance of these necessities if we are to have a pro- 
gressive economic system. Its growing complexity, its shift 
of objective and service, require a determination based upon a 
proper sense of maintenance of long-view competition, initia- 
tive, business stability, and public interest. 
_ Under the provisions of the organic act and at your sugges- 
tion from time to time, the department has made investigation 
and study of various important economic problems confronting 
the country. The reorganization of the departmental staff and 
the co-operation of the business community in advancing in- 
formation have contributed to make the undertaking of such 
investigations possible. The war, the post-war boom, and the 
unparalleled depression arising therefrom have displayed both 
strength and weaknesses in many of our economic institutions 
and in governmental relationships to commerce and industry. 
These experiences warrant deep consideration of remedies 
which may be applied in gain to our economic progress. 

The Business Situation.—The outstanding feature of the fiscal 
year (July, 1921, to July, 1922) was that it marked the low 
point in the most violent commodity slump in our history 
The liquidation and deflation precipitated the commercial com- 
munity into all the losses and unemployment that flow from 
such occasions. It was inevitable that we, in common with the 
rest of the world, should readjust ourselves not only from the 
inflated levels of the war but also from the still higher levels 
of the wasteful post-war boom. During the twelve months 
prior to the year under review both prices and manufacturing 
production outside of foodstuffs fell by, roughly, forty per cent, 
and in consequence some 4,000,000 to 5,000,000 people were un- 
employed and business stagnated. The only marked exception 
to this ratio of decreased activities was the quantitative volume 
of foreign trade. 

Our recovery has been marvelously rapid, for within sixteen 
months following the bottom of the slump unemployment was 
practically extinguished and production was proceeding up to 
between eighty-five and ninety-five per cent of our normal 
We have entered into a period of lower and more stable prices 
with its consequent much sounder and more stable business. 
The tremendous shock of the slump together with the after- 
math of the war will require some time yet for complete 
recovery, and speculation is in no way justified 

Readjustments Not Completed. 

The readjustments are still unequal in price levels between 
various commodities and between wage earners and farmers 
Nevertheless the outlook is so improved over a year ago as to 
be scarcely comparable. 

Credit System.—The most distinguishing feature of this 
slump was that for the first time a major commodity crisis— 
the greatest we have ever faced—was passed without financial 
panic. That our recovery from depression has been more 
rapid than ever before is to be attributed to the fact that we 
were not compelled in relief from financial panic to repair the 
vast destruction from bankruptcy that has inevitably followed 
on such occasions. This fact was in the main due to the 
Federal reserve system, which here successfully stood the 
severest test than can ever be applied to it. The measures 
taken by the administration in the reduction of Government 
expenditures and taxes, in the handling of Government finance, 
in voluntary co-operation with many industries to meet their 
special crises, and in the provision of direct finance to the agri- 
cultural community—all contributed to a successful outcome. 


The reduced financial strength of Europe, in the diminution 
of her ability to purchase our agricultural produce in advance 
of her need, demanded slower marketing and more credit in 
some parts of the agricultural community. Furthermore, the 
increased mechanization of the agricultural industry and its 
enlarged productivity per man have increased its credit neces- 
sities. Under the strain there also developed the fact that the 
demand deposits of the country, limited in their use, as they 
must be to short credits, cannot supply the need for the nine to 
thirty-six months’ credits required in some parts of this indus- 
try, or assure the credits needed in finance of the farm co- 
operatives. Some sort of mobilization of investment capital 
for agriculture is required to supply this need, which lies mid- 
way between those supplied by the Farm Loan Board and by 
the Federal reserve system. 

The Railways.-—Our transportation facilities have lagged far 
behind the necessities of the country. Progress has been made 
in their restoration from the demoralization of war but our 
rolling stock, our trackage, and many of our terminals are 
unequal to our needs. Some increases in equipment have been 
made during the past year; yet they are entirely insufficient 
as the result of long-continued financial starvation. The de- 
ficiency in transportation finds its visible expression in car 
shortage; and while the recent strike has temporarily agegra- 
vated the situation, the trouble is far more deep-seated. Ex- 
cept during periods of business depression or strikes there has 
to some degree been continuous car shortage for the last six 
years. Furthermore, car shortage reaches its most acute stage 
during the four or five months of peak load in the fall and 
early winter. 

Railway cars are the red blood corpuscles of commerce, and 
we suffer from commercial anaemia every year, because they 
are starved. The losses through short transportation are a 
tax upon the community greater than the cost of our Govern- 
ment, because such a shortage not only stifles the progress of 
production and introduces speculation into distribution, but it 
also seriously affects price levels. No better instance exists 
than the lift in the price of coal by over 300 per cent in 1920 
when there was no strike, and over sixty per cent in 1922, after 
production following the strike had been resumed In both 
cases the mines could have produced thirty per cent more coal 
and if the railways could have transported even twenty per 
cent more, then prices would have been normal. Furthermore, 
this very shortage is one of the most deep-seated causes of the 
instability in the bituminous industry and its recurrent strikes. 
The car shortage also directly affects our farmers, because in 
every car-shortage period a price differential on grain below 
the Liverpool price (and yet in excess of the railway rates and 
handling costs) sets in of from five to fifteen cents per bushel. 
The losses to live-stock growers are very great because of the 
necessity to feed stock beyond the: fattened stage. And there 
are regularly great losses in fruit and vegetables because of the 
lack of refrigerator cars. 
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System Service 





N the De Luxe Loose Leaf advertising now 
appearing in the leading business publications 
we say to the public in substance—“Look to 

your stationer for advice and service on your office 
and accounting needs. New time-and-money- 
saving devices and plans are being introduced thru 
stationers. Your stationer can help you to improve 
your office and accounting methods.” 


Many De Luxe dealers are now prepared to 
render very efficient system-service. To back up 
this national advertising campaign effectively for 
the special benefit of those who are not so pre- 
pared we operate a System-Service Department 
in our General Offices at Chicago. 


The satisfactory work that this department 
has already done for many dealers leads us to 
invite De Luxe dealers everywhere to avail them- 
selves of its assistance. 


WILSON-JONES LOOSE LEAF Co. 


CHICAGO ss sanFRANciseo 


Frank L.Severance,Vice-President and General Manager 
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GREETINGS: To our old 














friends, loyal and true; to 
our new friends—and to 
those whose friendship we 
strive to deserve—we heartily 
wish unmeasured prosperity 
and good fortune through- 
out the coming years. 


With grateful appreciation 
for that priceless though 
intangible asset, your good 
will, which we prize beyond 
measure, we seek to merit 
your continued confidence 
in the Sengbusch Office 
Specialties Line, and aim to 
serve you helpfully a/ways. 







Sengbusch 
Self-Closing 
Inkstand Co. 


400 Stroh Bldg. 
Milwaukee, Wis. 
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The management of our principal iilways today, by all the 
tests of administration, of load factors, of mechanical effi 
ciency, etc., is the most efficient transportation machine in the 
world in so far as it is not limited by causes beyond the man- 
agers’ control 


The situation has been contributed to by the war, but also 
fundamentally by the cumulation of experiments in public 
relations to the railways, both National and state. We hay 


tried uncontrolled operation; we have tried negative regulation 
in the prevention of discrimination: we have tried nationaliza- 


tion; we are now trying positive regulation Nationalization 
would be a social and economic disaster; free operation would 
reconstruct the vicious practices of thirty years ago Regula- 


tion in some rorm S necessary, but constructive deve lopment 
of this regulation—to preserve the initiative and responsibility 
of our railway executives, to secure the fine values of pvivat: 
operation, and at the same time to secure public protection 


and assure adequate service—is absolutely vital and not neces 
irily incompatible The present transportation act posse :ses 
many constructive features and some weakness It was the 
result of compromises in many particulars, and these very 
compromises ar some of its weakest points 

If the cause of financial starvation were solely a question of 
war and of hard times, we could afford to wait for a natural 
soiution, but they are not. The transportation act of 1920 


affirmatively declared that the rates should yield a fair return 
on the aggregate real value of the railway properties (as de 

termined by the Interstate Commerce Commission) used in 
public service and operated under honest, efficient, and eco 
nomical management It provided that the fair return during 
the first two years should be at the rate of 5% per cent on the 
railways as a whole,.or in each of the major groups in which 
the country might be divided in the administration of the law, 


and that during this period there might be added 11. per cent 
for rehabilitatior At the expiration of this two-year period 
the Interstate Commerce Commission placed the fair return at 
the rate of 5% per cent per annum, or six per cent less one- 
fourth per cent to cover income taxation The law, however 
further provided that any particular carrier which earns in 

x ss of six per cent per annum shall hand over one-half 


of that excess into a contingent fund to be administered by 
of the 


the Interstate Commerce Commission “in furtherance  ¢ 
public nterest in railway transportation,’ either by loans to 
carriers or by the purchase of transportation equipment and 
facilities antl the leasing of the same to the carriers The 
carriers have never earned these amounts and the failure of 
earnings without charge on the Government is complete 4d 
proof of the current fiction that earnings are “guaranteed.” 
Furthermore I mmediate effect of this recapture provision 
ild be that vhereas the trong and fortunately situated 
railways are able o earn in excess of six per cent, and are 
therefore able to secure finance for betterments, the very fact 
that they did ear n excess of the average would mean that 
the weaker roads were unable to earn up to the average It 
may be accepted as a general proposition that carriers earning 
materially below the 5°, per cent return are not in a position 
o command the confidence of investors which is necessary for 
expansion to meet the public demand The contingent fund 
makes available money which such carriers may borrow, pro- 
vided, however, that they are able to give the necessary 
security for repayment. It is easy to comprehend that such a 


contingent fund may serve the purpose of bridging carriers ove! 
temporary difficulties, but it is more difficult to understand 
how a carrier which, though it may be very essential to its part 
of the country, is financially a chronic weakling is to be mad« 
strong and capable by becoming more deeply involved. If thers 
s any merit in this device, it seems not to extend to those 
inaemiec carriers that are unable to give the Government the 
color of assurance of repayment. This device also carries a 


certain liability to the Government in that carriers that borrow 
from the fund and fail to pay are likely to become Government 
railways through their financial difficulties It would seen 


that the first of the two uses to which moneys of the con- 
tingent fund may be put holds out better promise of further- 


ance of the public welfare. However, the creation of such a 
national reserve if transportation equipment has not beer 
seriously undertaken It would seem that our dire distress in 


time of car shortage and, at times, motive-power shortage 
rgue for the creation of such reserves Rolling 


would strongly arg 
stock for limited use during sixty to ninety days is probably 
unprofitable to any railroad, and certainly the stronger railroads 


ra 
in not. and should not, be expected to provide t for the 


weaker ones 


Consolidations to Strengthen Country’s Transportation. 


The present act contemplated the solution of the problem of 
tl weak roads through voluntary consolidation of the weaker 
ind stronger roads into larger systems to be definitely indicated 
by the Interstate Commerce Commission. There is no doubt 
that such consolidation would be a large advance in solution 
of the whole problem As the Nation has resolved to control 


rates, and thus to depend no longer on competition as a means 
of rate regulation t should secure the manifest advantages of 
ger systems The economies in operation through standard- 
zation and better employment of rolling stock would be con- 
structive themselves, but of vastly more importance would be 
the strengthening of the foundations for the financing of 
betterments and for more intelligent handling of rate regula- 
tion. The part of the act providing for consolidations has not 
been advanced very much so far, although a tentative plan of 
grouping has been issued to serve as a basis for investigation, 
and hearings have been begun. When the permissible consoli- 
dations are once enunciated it is possible that some railways 
can arrange terms among themselves for such consolidations 





low far such voluntary action would solve the problem _is 
uncertain, but compulsory consolidation leads into many un- 
tenable premises It might be that there could be invented 
some inducements to consolidate into the proposed systems, 
or to lease for consolidated operation, or some form of co- 
operative operation If the recaptured profits principle is to be 
maintained and if it can be enforced by the Interstate Com- 
merce Commission, the assured application of such recaptured 
profits within such enunciated groups in some form might at 
least be worth discussion as an inducement to consolidate. 
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BYRON WESTON CO. 


Papers cover a wide range of territory in 
the fine writing paper field, yet each prod- 
uct is made and marketed to conform to 
certain definite requirements. 


WESTON LINEN RECORD: For municipal, coun- 
ty and state records. For the accounting of large 
corporations and financial institutions. 


WESTON DEFIANCE BOND: For commercial 
correspondence. For policies, bonds, deeds and all 
documents necessitating printing and writing. 


WESTON FLEXO LEDGER: For flat-opening 
loose leaf ledgers. Made with a hinge in the 


paper. 


WESTON TYPOCOUNT: For the particular re- 
quirements developed by machine bookkeeping. 


WAVERLY LEDGER: For general commercial 
requirements. A splendid writing and printing 


paper at a medium price. 


State your writing or ledger paper needs 
and we will send you interesting exhibits 
for test and examination. 





BYRON WESTON CO. 
DALTON, MASS. 
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The desk that has no competition 


ITH most desks it’s just 
a question of price. The 
first thing a dealer thinks of 


other desk that will take its 
place once a firm has used it. 


It is a desk and file combined 





in selecting a desk line is 
“How will it meet competi- 
tion?” 


—a thoroughly practical com- 
bination which is displacing 
the old-fashioned desk in hun- 
dreds of offices. 


eee 


“ 


You can forget competition 
when you have secured the 
agency for The “Y and E” 
Efficiency Desk. There is no 
other desk like it, there is ne 


YAWMAN 4» FRBE MEG.(0. 
eT 
ROCHESTER, N. Y. 
EXPORT DEPARTMENT 
Section 155 368 Broadway, New York, N. Y., U. S. A. 


Cable Address: ‘‘YAWMANERBE" New York 
Codes: Western Union, A. B.,C. 5th Edition Improved and Bentley's 


When we say it is “Y and E” 
quality throughout, we need 
say no more about its construc- 
tion, appearance and durability. 


A Oe ot ee 








155 St. Paul Street 
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Ewablished SHIPMAN-WARD MFG. CO. ™ 3!" 


1892 “Typewriter Emporium” Underwood 
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W.H.N. SHIPMAN 
Sec'y and Trea 
E. W.S. SHIPMAN 


rece. Let Us Pay You a Salary 


No Investment—No Additional Capital Required 


You BUY nothing! There are no strings to this offer! We mean just what we say! You can easily earn a splendid 
personal salary from our commission fund each month and thus add more profit to your business, all without a 
single cent investment or any additional capital. Here’s how you do it— 

First, send for our wonderful installment proposition on Shipman-Ward Rebuilt Underwood Typewriters, and 
learn how you can take orders for these machines on deferred payments. We carry all installment accounts, do the 
collecting and pay you real money besides. 


_ _ Let us tell you of the demand in your town—in every town—for these standard Underwoods, all the late models, rebuilt in our own 
big factory. Then you will readily understand just why our dealers earn thousands of dollars in cash commissions every month. 


Remember This— You— Rebuilding 








We ship direct to customer. Don’t invest a cent. Ye, — ey peey Sypery iters for 

: ‘ eaiers. oen or our specia eaier re- 
We do the collecting. = Merely send us the orders building price and full particulars. Every 
We do the national advertising. And get full commission. machine fully rebuilt in our own factory the 


We furnish selling helps— signs, | Quick action means cashing in on this ormest typewriter, rewuiiding plant in the 
: “ ° - : 2 0 ° erebDuli nderwoods only ret 
window cards, newspaper adver- ready business in your town. the full facts now, or call on us when in 


tisements, etc. | DO IT NOW— Chicago and see for yourself. 








A New Department — 

Do you have any problems in connection with rebuilding Under- 
woods which you have been unable tosolve? Writeus. Our ex- 

perience is at your service. “ 

Are you unable to obtain certain parts used in rebuilding? We 
can be of assistance. 

V’e can furnish two-color scales, key rings, key glasses, thumb 
knobs, space bars, etc., in any quantity at prices less than you 
obtain them for elsewhere. 

We can refinish paper tables, front plates and small parts at a 
minimum cost. 






for the 
Typewriter Dealer 


1771 Shipman Bidg., Montrose and Ravenswood Aves., Chicago 
( Take Ravenswood Elevated to Montrose. Plant is one block East) 
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The alternative of repealing the miscalled guaranty clauses 
of the act does not fundamentally assist the expansion of the 
weaker roads, for so long as rates are controlled by forty-nine 
different commissions, it is unlikely that the rates would or 
could be made discriminatory in favor of the weaker roads, 
and thus the basis for the financing of betterments by these 
roads would not be materially improved. The suggestion that 
ali rate control should be repealed except control against dis- 
crimination or preference would not meet the situation of the 
weaker roads, because the restoration of competitive rates 
would enable the stronger roads again to drive the weaker 
roads nearer to the wall 

Another vivid question in this connection is that of the 
rates themselves. In an era of wide disparity between farmers’ 
nceome and that i ind of industry, the transportation rates 
have proven to be a heavy burden on agriculture. On the 
other hand, under present conditions railway earnings are 
obviously not large enough to assure railway expansion. Some 
relief both to the railways and the farmer may be obtained by 
thorough reorganization of the rate structure Some classes 
and areas of traffic are carried at actual loss: others are car- 
ried at lower rates than the relative value of the commodities 
warrant; and a series of scientific upward readjustments 
should be made in some cases in order to give the railways 
and the shippers of primary commodities and agricultural 
produce some relief The recent reduction of ten per cent in 


rates on luxuries as well as on primary goods contributed 
nothing to commerce and impoverished the railways just that 
much. The tangled skein of rates seems a mesh in which 


there is so persistent a resistance against every constructive 
proposal, that we are incapable of rescue except by some com- 
plete departure in courage. 

Labor Situation Unsatisfactory. 

Another phase of present regulation is the machinery of 
wage control and strike prevention, which is unsatisfactory 
The legislation embraces the important principle of the public’s 
right to secure continuity of service and it carries the obliga- 
tion of the public to secure just wages to the employes. The 
Railway Labor Board has performed large services to the 
employes, to the railways, and to the public The difficulties 
arise from the tripartite structure of the board under the act, 
from its detachment from the rate-making body, and espe- 
cially from the fact that the act did not originally contemplate 


that the Government would be a universal wage fixer. It was 
the assumption that the Labor Board would only function in 
case of a major threat of stoppage in service. The failure of 


the local adjustment boards for direct contact between em- 
ployes and employers has thrust all disputes on the labor 
board; and in result we have practically governmental fixing 
of all wages and conditions of labor with a large destruction 
of personal contacts 

There can be no question that action in some direction is 
imperative, if industry and commerce are not to be strangled 
further by a shortage in transportation. Whatever may have 
been the sins of railway finance in the last generation, we are 
not only suffering from them, but we have mafmtained an 
attitude of bitterness in our public relationship to our railways 
for which we pay thrice over in prevention of their proper 
development 

We must have increased transportation, if we are to main- 
tain our growing productivity. We must therefore find a way 
out of the cycle of systematic starvation of a large part of our 
mileage and the denudation of our railway managers of their 
responsibilities and initiative. 


tener Furniture Market. 


Exhibitors at the Grand Rapids Furnfture Market this 
month have heen listed. Manufacturers of office desks, 
chairs and tables are noted below, indicating the location 
of the exhibits at Grand Rapids. 

Continental Desk Company, Rockford, Ill—Furniture 
Temple. 

P. Derby & Company, Gardner, Mass.—Klingman build- 
ing 

Grand Rapids Office Chair Company, Grand Rapids, 
Mich.—Blodgett building, and Rindge Furniture Exposi- 
tion building. 

W. H. Gunlocke Chair Company, Wayland, N. Y 
Klingman building 

The Gunn Furniture Company, Grand Rapids, Mich. 
Blodgett building. 

Langslow-Fowler Company, Rochester, N. Y.—Kling- 
man building. 

The Macey Company, Grand Rapids, Mich.—Keeler Fur- 
niture Exhibition building. 

Montgomery Table & Desk Works, Montgomery, Penna. 

Klingman building 

Mutschler Bros. Company, Nappanee, Ind.—Keeler Fur- 
niture Exhibition building. 

Nichols & Stone Company, Gardner, Mass.—Furniture 
Temple 

Rockford Desk Company, Rockford, Il—Klingman 
buildin 

St. John’s Table Company, Cadillac, Mich—Klingman 
buildin; 

The Sikes ( ompan Philadelphia, Penna.—Keeler Furni- 
ture Exhibition buile ‘Aa 

Tisch, Reim Corporation, Keeler Furniture Exhibition 
building. 

Valley City Desk Company, Grand Rapids, Mich.—Blod- 
gett building 

Gardner Chair Company, Gardner, Mass.—Furniture 


Temple. 
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Ghe MOSTEEL 


EXPANDED METAL 


WASTE BASKET 


Here’s a waste basket that sells on 
sight—and stays sold on service. 


Unlike the ordinary waste basket, the 
MOSTEEL is not an eyesore. It 1s 
really handsome and graceful—looks 
well anywhere—need not be hidden 
under the desk or in a dark corner. 
Has a universal market in the home 
as well as in the office, factory, store, ! 
hotel or hospital. Half the weight of 
the ordinary metal waste basket, yet 
sturdy enough to stand the hardest 
usage. Made of expanded metal—not 
wire—with solid steel bottom and re- 
inforcing ribs that give added strength 
and beauty. Furnished in two sizes 
and five finishes—Olive Green, Ma- 
hogany, Ivory Enamel, Black and Cop- 
per Buffed. 





The MOSTEEL Waste Basket offers 
you an phn 0 profit-making oppor- 
tunity because it is right in construc- 
tion, appearance and price. 


Write for Descriptive Folder 
and Dealer Discounts 





THE MOTORS SHEET STEEL CO. 


BEACH CITY, OHIO 
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How Much? 


The first thing to tell your customer 
is not how much money, but how 
much value. 





DESKS 





| FNGLEWOOD 











Englewood Desk value is no mystery 
—you can demonstrate it quickly and 
convincingly. Operation of the mov- 
able parts, construction of tops, panels 
and drawers, fittings and finish—these 
and other features show the value. 


Let us send you our catalog with par- 
ticulars and terms. The last “how 
much” also will interest you. 


Englewood Desk Co. 


5816 Lowe Avenue Chicago, Ill. 
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Better Support for Consuls and Diplomats. 


Enactment of legislation to modernize and strengthen 
the consular and diplomatic services along the lines of the 
pending Rogers bills is advocated by the Chamber of Com- 
merce of the United States. 

In a statement sent out to member organizations, the 
National Chamber states that “our consular and diplomatic 
service remain largely on a pre-war basis, and are no longer 
adequate to meet the pressing requirements for represen- 
tation of the United States government.” 

As pointed out by the chamber, “compensation and pros 
pects insufficient to secure and hold men of ability other 
than those of independent income have hampered the de- 
velopment of the service. From the ranks of ambassadors 
and ministers down through the lowest grades of secre- 
taries, our diplomatic representatives abroad are grossly 
underpaid. Not only have our inadequate provisions made 
it necessary to fill the high positions of ambassadors and 
ministers with men of considerable means, appointed from 
private life or other branches of public life; even ous dip- 
lomatic secretaries have had to be recruited from the ranks 
of young men with independent means who are able and 
willing to a considerable extent to pay their own way 
Trained and adequate staffs of recognized ability are indis 
pensable even to distinguished and able men appointed to 
the high posts of ambassadors and ministers. Because of 
the lack of such staff high diplomatic officers have more 
than once been seriously hampered in their usefulness, no 
matter how great their own ability. The younger men of 
the service should be assured that conspicuous ability and 
fidelity will be appropriately recognized. 

“It has been carefully estimated,,” according to the state- 
ment, “that the benefits which the bill proposes, including 
the necessary increases in salary retirement provision and 
the representation allowances and all other expenses will 
mean a net increase over present expenditures of not to 
exceed $350,000.” 

As set forth by the chamber here are some of the things 
which the Rogers bills (H. R. 10,213 and H. R. 12,543) 
will do: 

“Reclassify the consular service on a better organization 
basis. 

“Reclassify the service of diplomatic secretaries, includ- 
ing those assigned to the important duties of counsellors 
of embassies and legations, on a better basis of organiza- 
tion, and on a basis of salaries comparable to those paid in 
the consular branch. 

“Break down the water-tight compartments of the con- 
sular and diplomatic services, which will enable the Secre- 
tary of State to use the good men in either branch of the 
foreign service as events may make advisable, and will 
open up broader careers to men in the service. 

“Open up the career of diplomatic secretary to men other 
than those of independent means. 

“Enact retirement legislation for the career men both 
in the diplomatic and consular services, thus providing for 
the retirement of men grown old in the service, retaining 
good men, and attracting men who cannot afford to enter 
the services under the present system. 

“Give recognition in basic law to needed post expense al- 
lowances, including necessary expenses or so-called repre- 
sentational allowances for officers in the foreign service of 
the United States in direct connection with their official 
duties.” 


Postal Parley Between Canada and U. S. 


In December a postal conference was held at Ottawa, 
Ontario, Canada, by representatives of the post office de- 
partments of Canada and the United States. The sub- 
jects scheduled for discussion were: 

1. Limit of weight for merchandise between Canada and 
United States; 2. Rate on merchandise passing by post 
between Canada and United States; 3. Insurance of par- 
cels passing by post between Canada and United States; 
4. Special delivery service between Canada and United 
States; 5. (a) More direct handling of routine inquiries re- 
lating to missing matter; (b) Increase in maximum in- 
demnity for loss of registered articles. 

6. Co-operation between railway post offices of Canada 
and United States; 7. Money order service between Can- 
ada and United States, and C. O. D. service; 8. Money or- 
der forms between Canada and United States; 9. Cus- 
toms declarations on parcels passing by post between Can- 
ada and United States; 10. Sealed mails between Canada 
and United States. 
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An Opportunity for Dealers 


The new line of advertised G. F. Allsteel 
Safes—each bearing the Underwriters’ Class A 
Label—is proving to be a quick money maker 
for dealers. 


New territory is to be allotted in January. 


Better write or wire today for particulars. 


The General Fireproofing Company 
Youngstown, Ohio 


Branches: New York, Chicago, Boston, Philadelphia, Atlanta, 
Minneapolis, St. Louis, San Francisco, Newark 


Export Dept.: 438 Broadway, New York—Cable Address “‘Genfire’’ 


= 40 tool Safe 


With Underwriters’ Class A Label 
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T-e-n-S--0-n 
Mail Containers 


are used in every line of business and they 
cover the mailing needs of any and all of 
your customers. 


The TENSION line includes open-end 
tension envelopes, double metal - clasp 
envelopes, single metal-clasp envelopes, 
metal -flap clasp envelopes, document 
envelopes, photo-mailing envelopes, filing 
envelopes, folders, mailing boxes, etc., etc. 


You will be especially interested, perhaps, 
5 in the Open-End Tension Envelope you’ve 
seen everywhere and the Metal - Clasp 
Envelopes, one type of which is illustrated. 


Our book, “‘Envelope Specialties,”’ is in itself 
an education in mail containers. Send 
for acopy. It’s yours for the asking. 


i The Tension Envelope Co., Inc. 
Bush Terminal—33 to 87 34th St., Brooklyn, New York 


Telephone Sunset 6000 
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1] Dutiable matter passing between the two countries: 
12. Advertising matter in second-class publications pass 
ing between Canada and United States; 13. Rates on 
prints, samples and commercial papers passing by post be 
tween Canada and United States; 13. Rates on prints, 
samples and commercial papers passing by post between 
Canada and United States; 14. “Outside” mail passing be- 
tween Canada and United States; 15. Address of sender 
on parcel mail between the two countries. 

16. Exchange of mails between Windsor and Detroit 
suggested joint arrangements for conveyance of mail both 


ways: 17. Transit of United States mails through Can 
ada; 18 Reciprocal exchange of postal equipment between 
Canada ind United States; 19. Direct corre spondence De 
tween postmasters in Canada and United States, includ 
ing registry tracers and general communications: 20 
Transportation of parcel post from Canada to Argentina 
Cuba, etc., via United States. 

21. Distribution of postcards mailed in Canada for Unit 


ed States, prepaid with United States postage stamps; 22 


The compulsory payment of one full rate on letters and 
postcards passing between Canada and United States; 23. 
insufficiently prepaid correspondence passing between the 
two countries to be subject to double the deficiency in a 
cordance with Postal Union procedure, instead of single 
deficiency as at present; 24. Extending United States 
railway mail clerks’ runs to points in Canada. 

25. Routing United States second-class mail matter 
through Canadian territory; 26. Facilitating co-operation 
between post office inspectors in Canada and United States 


n cases of theft, depredations, etc.; 27. Simplified meth 


od of exchanging dead matter between the two countries; 
28. Certified invor and marking goods with name of 
country or origin; 29. Distribution of ordinary paper mail 
and parcel post for each country to be confined to making 
ame up in state sacks. (Articles lhable to customs duty to 
be sent to designated exchange office); 30. Acceptance ot 


single volumes of printed books regardless of weight. The 


present limit of weight for books for Canada is ten pounds: 
31. Closer co-operation between Canada and United States 
in handling of fraud work 


Baled Paper Exchanged for Inked Ribbons. 


When a PB wants a Burroughs but doesn’t think he can 
afford it, ask him what he would do if he lived in Austria 
where it takes a month’s wages to buy a ribbon for a But 
roughs machine, and yet they have these machines. 

Incidentally, a salesman who thinks he is having a tough 
time making his quota will realize how fortunate he is liv 
ing in the United States where a dollar is 100 cents yes 
terday, today and forever, amen. 


Austria, like so many other European countries, has 
money to burn—and that’s about all it 1s good for. Fron 
F. L. Zimmerman, European service manager, we have 
received a price list on ribbons for Burroughs machines, 
the quotations being in Austrian kronen. The Austrian 


kroner rates at 70,000 to the American dollar, so the pric¢ 
list reads like this: Style 1X, K400,000; Style XI, K450,000; 
Style XIII, K500,000; Style XV, K570,000; Style XVII 
K640,000. Prices are “per daz.” 

Sounds like a price list on shale land in the oil country 


Imagine selling a Burroughs “A” machine to an Austrian 
and having to send a ten-ton truck after the first install 
ment It’s a great life if the paper supply doesn’t run 
out The Burroughs Bulletin. 


Chicago Pioneer Firms Honored at Dinner. 


On page 169 of the December issue was printed an item 
enumerating a number ef Chicago firms which had been in 
business fifty vears or longer. They were honored at a 
dinner given December 5 by the Chicago Association of 
Commerce: Since our list was published the additional 
names have been included. The complete roster, and date 
of the inception of business in Chicago, follows 

\. H. Andrews Company, 1865; Barnhart Bros. & Spind 
ler, 1868; The Barrett Company, 1853; Bryant & Stratton 
Business College, 1856; Cameron, Amberg & Company 
1870; S. D. Childs & Company, 1837; Dennison Manufac 
turing Company, 1868; Diebo!d Safe & Lock Company, 
1859; Eberhard Faber, 1849; A. C. McClurg & Company, 
1844: The Prang Company, 1856; Sanford Manufacturing 
Company, 1862; Shea Smith & Company, 1871. 

\ number of exhibits were made by pioneer firms, inter- 
esting in a historical and craftsmanship way. Among the 
contributors to the displays were S. D. Childs & Company 
and A. C. McClurg & Company. 


Stability 
has been built-in 
BETTCHER Chair Irons 


TABILITY—the element upon 


which success and satisfaction of 
a chair iron depends. ‘The Bettcher 
method of producing and maintaining 
lasting strength and comfort assures 
every Bettcher equipped chair a longer 
and more satisfactory service. 


Among the many Bettcher features, aside 
from the new and scientifically correct 
design, are: a positive locking device 
providing easy adjustment for height, pre- 
venting swivel action from affecting height 
adjustment; the adjustment screw is very 
long; plates stamped from the best open 
hearth steel; oil tempered springs are 
combined in a device that resists sudden 
weight or strain. 


A Bettcher equipped chair needs no other 
guarantee of stability—a satisfactory sale. 





THE BETTCHER STAMPING 
AND MANUFACTURING CO. 


3106 West Sixty-First Street 
CLEVELAND, OHIO 






STENOGRAPHER’S 
CHAIR IRON 


Patents Pending 
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Budget Facts Graphically Revealed. 

Included among twenty-five forms presented in a treatise 
on budgeting as a means of business control, issued by the 
fabricated production department of the Chamber of Com 
merce of the United States, is a novel clock arrangement 
by which the small manufacturer can tell at a glance the 
daily state of his business. 

Clocks, or dials, are devised for each of the principal 
activities of the business. Each clock has two hands, a 
red one, pointed at the budget allowance, which remains 
stationary for the entire month, and a black hand, which 
is daily set at the amount of money spent by each depart 
ment. The dials are arranged so that they can be con 
veniently contained in a flat box 2 inches deep, 24 inches 
wide and 50 inches long, designed for hanging on the 
wall. 


ni i 2 
mae 


<i 


c] 


—- 


The idea was conceived and put into operation by a man 
ufacturer of optical goods, who found that his organization 
could be conveniently divided into the following five groups 
Material, factory, administration, sales and advertising. 
The five executives at the head of these departments are 
placed into a business of their own and are told what the 
results of their next month’s activities should be, together 
with the amount of money they may spend to produce these 
results. The sales manager is told how much in orders he 
is expected to get to keep the factory running; the factory 
superintendent, how much goods he must get out and how 
much accounts receivable he must create to provide the 
funds necessary in the following month; the purchasing 
agent, how much material is necessary to keep a well bal 
anced inventory and to take care of the plans of the sales 
department; the advertising department and administration, 
how much money they may spend in carrying out these 
plans. 

The optical manufacturer describes his experience with 
this budget as follows: 

“T secure a fairly complete picture—almost a daily profit 
and loss statement of my business. This arrangement has 
the bigger advantage of giving me a picture in place of fig 
ures. It warns me much faster than my monthly operating 
statement of danger ahead, or irregularities in our business, 
and violent fluctuations. We set our clocks once a day, 
about 11:30 a. m., for the prior day. This helps in keeping 
everybody interested—on their toes. We give our budget 
its share of the credit for having made a profit in 1921.” 

A copy of the pamphlet, “Budgeting for Business Con- 
trol,” may be secured by writing direct to the fabricated 
production department, Chamber of Commerce of the Unit 
ed States, Washington, D. C. 
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A most comprehensive 
line of superior Loose Leaf 
Merchandise manufac- 
tured with the same dis- 
criminating care that has 


distinguished B & P Prod- 


ucts for almost a century. 
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Expert Advice on Export Subjects. 

The organization of a trade adviser service to act through- 
out the year as a medium for the interchange of experience 
on foreign trade problems, has been announced by the 
National Foreign Trade Council, India House, New York 
“This service,” says O. K. Davis, secretary of the council, 
“is intended to provide foreign traders with a confidential 
answer to those intimate, personal, or unusual problems 
which cannot be handled in a satisfactory manner through 
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All numbers in stock for 


: : : existing Governmental or private agencies. It will be of 

{ immediate delivery. very practical assistance to foreign traders in improving 

the technique of export organization, sales methods, foreign 

‘ Sold only through dealers. advertising, commercial credits, traffic management and 
other similar practical matters. 

“More than a hundred leading foreign trade executives 

@ from all parts of the United States, and many lines of in 

dustry have agreed to co-operate in this work, and to 

draw upon their own successful experience in order to 


help other foreign traders solve their problems. 

“The trade adviser service of the Foreign Trade Council 
will enable the manufacturer entering the export field to 
obtain invaluable advice from those of more mature ex 
perience. It will also provide the experienced manufac 
turr with an opportunity to check up his policies and meth 
ods with those of others equally or perhaps even more 
experienced in the same field. 

“This advisory service is rendered without obligation to 
the inquirer and without remuneration to the adviser, solely 
with the bigger and broader point in view of assisting in 
the development of American foreign trade. 

“To secure the benefits of this service, the inquirer should 
submit his problem in writing to the trade adviser secre 
tary of the National Foreign Trade Council, 1 Hanover 
square, New York, giving sufficient details and background 
to enable the advisers to visualize the problem in full. The 
inquiry will then be considered from all angles, and the 
reply will contain a digest of the advice of some of the 
best brains in American foreign trade.” 
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This advertisement 
appears in— 


Literary Digest 
American Magazine 
Collier’s 

System 

MacLean’s Magazine 


No. 788 EA 
The penwith “% 
the perfect 
oval point 
Send 15c 

for the 12 most 
eepeter gene in 


The Esterbrook Pen Manufacturing Co., Camden, N. J. 
Canadian Agents: The Brown Bros., Ltd., Toronto 


Always a FRESH 


SterteouR 














EVERAL million pen-buyers are be- 

ing reminded each month that clean 
pens make for better writing and sweet- 
er tempers, whether in the post-office, 
the bank, the business office, or the 
home. 
“Always a FRESH Esterbrook” is a 
suggestion that will make sales for ev- 
ery stationer who displays his Ester- 


The Esterbrook brook Pens conveniently and attrac- 
Display Case! tively, in an Esterbrook Display Case. 
N Esterbrook Dis- “Always a FRESH Esterbrook” will 
play Case is of profit most the dealer who sells more 
great convenience to than good steel pens—who sells his cus- 


customer and salesman tomers this zdea: that clean pens are so 
both. Takes up little 


space; increases pen important and Esterbrooks so inexpen- 
sales. If you haven't sive that the only place for a dirty pen 
one, please write. is in the waste-basket. 


The Esterbrook Pen Manufacturing Co. 
80-100 Delaware Avenue Camden, New Jersey 


Canadian Agents—The Brown Bros. Limited, Toronto, Canada 
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The Work Bench 





Yclo. 


The ONLY metal wast 
basket with rubber cushion 


corners. Ask us about :hi 
popular seller. 


of Success 
The STEELCASE Desk 


HIS beautiful piece of business equipment symbolizes success in 

thousands of offices the country over. Everywhere across its 
bronze bound battle-ship linoleum top, business—big business 
successful business is transacted. Yet its durability and perma 
nence make it at once the most economical and practical desk for 
general office work. 


This Steelcase Desk was not selected by so many successful 
men without careful comparison with other makes. No other desk 
combines so well the beauty of natural wood and the strength and 
rigidity of steel. Drawers slide with silky smoothness at the 
lightest touch. Every unseen joint is fused with minutest accu 
racy. Handsome brushed bronze fittings of chaste design enrich 
the mellow finish, distinguishable from natural wood only by) 
closest examination. 


What does all this mean to you? Simply this: 


The merchant who sells the Steelcase desk automatically and without 
question becomes a winner in the eyes of his patronage and in the columns 
of his own ledger. He knows that his competitors can never offer a fine 
desk at an appreciably lower price. His position is secure because it is 
based on a quality standard at a price that is fair to his customer and 
fair to himself. 

Our present prices for Steelcase Desks will interest you. A _ letter 
brings the facts. 


METAL OFFICE FURNITURE CO. 


Grand Rapids, Michigan 











—-found where business succeeds 
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The general chairman of the trade adviser service is E 

P. Thomas, president, United States Steel Products Com 

pany. A. E. Ashburner, The American Multigraph Sales 


Company, is vice-chairman; and C. J. Warren, Remingto1 
Typewriter Company, Inc., is executive chairman. 

The personnel of this service includes representativ: 
foreign traders in al! parts of the United States, from such 
firms as The Carter's Ink Company, The National Cash 
Register Company, California Packing Corp., Eastman Ko 
dak Company, Hupp Motor Car Company, United States 
Rubber Export Company, Henry Disston & Sons, West 
ern Wholesale Drug Company, Lawrence & Company, The 
Sherwin-Williams Company, International Harvester Com 
pany, Waltham Watch Company, W. H. Knox & Ccmpaay, 
Pillsbury Flour Mills Company, Barber Asphalt Company, 
H. Lindenberg Manufactory, Oregon Export-Import Com 
pany, American Pitch Pine Export Company, Brown Shoge 
Company, Pfister & Vogel Leather Company, and Amer 


ican Tool Works 
L., S. & B. Mutual Relief Association. 


\t the annual election of the Logan, Swift & Brigham 
Mutual Relief Association, Worcester, Mass., the follow 
ing officers were elected: H. L. Seger, president; John 
Dermody. vice president; Roland Frodigh, secretary; Ed- 
ward L. Hall, treasurer; executive committee—Louis Par 
ker, Clarence Stevens and George Alger. Membership in 
this association comes from manufacturing divisions of the 
United States Envelope Company. The report of the treas- 
urer showed that during the year $342.16 was paid out for 
sick benefits. The balance on hand at the end of the asso- 
ciation’s fiscal vear, October 1, 1922, was $673.04 Che 
previous year the balance was $342.04. 


House Organ Philosophy. 
It's a weak chin that’s always wagging.—Diamond Just 
(Hall Lithographing Company.) 


The sooner you start, the sooner you arrive The Web 
ster Wavy (F. S. Webster Company.) 


Toot your own horn, but be sure you're on the key 
Scrits (Strathmore Paper Company.) 


The surest road to popularity is the highway of service. 
lips and Nibs (The Wahl Company.) 


\ law that cannot be enforced is infinitely worse than 
no law The Stencil (A. B. Dick Company.) 
* 


Don’t think because a man has one foot in the grave that 
1e isn’t able to do a lot of kicking.—The Hub Guide Post. 


Put off until tomorrow only the things you should not 


do at all—-What Next? (Dennison Manufacturing Com 
pany 

When a man loses his watch he advertises for it; when he 
loses his head he stops advertising.—Tips and Nibs (Th¢ 


Wahl Company.) 
* 
The man who sits back and waits for better days is likely 
to witness some bitter days.—The Strathmorean (Strath 
more Paper Company.) 


* 

There's a wide difference between investments that sound 
good and good sound investments.—The Office Cat (The 
Richmond & Backus Company.) 

* * 
The greatest mistake we can make in life is to be con 


tinualiy fearing that we will make one.—Gluey Gleanings 
(The Commercial Paste Company.) 


The man who gets and holds business is the one who 
treats his customers in the right way and gives them 100 
per cent value in return for their money.—The Wales Visi- 


ble. 


No matter how foolish the customer’s complaint may 
seem to you, remember it is a serious matter with the cus 
tomer.—Globe-Wernicke Doings (The Globe-Wernicke 
Compat VY.) 

* 

The ship needs a good pilot most during a storm. Busi 
ness needs good salesmen more when industrial skies are 
stormy.—Burroughs Bulletin (Burroughs Adding Machine 
Company.) 





“ Allen 


Strength Beauty Utility 





Carries every essential element 
of a $100 machine, 87 char- 
acters, back spacer, black and 
red ribbon, tabulator, weight 
11 pounds. 


THE EXPERT in typewriting ma- 
chines will recognize the following 
functions to be so unique and sim- 
ple that he marvels to find them 
in a machine, the size of the 
“ALLEN.” 


ROTARY ESCAPEMENT—POSITIVE. 


BACK SPACER—DIRECT AND POSI- 
TIVE — OPERATED BY EITHER 
THUMB. 


RIBBON REVERSE—BETTER THAN 
AN AUTOMATIC. 


SHIFT LEVERS AND LOCK—POSITIVE. 


TYPE BAR AND SEGMENT—BEATS 
THE $100 MACHINE. 


RED AND BLACK RIBBON REVER- 
SER—COLOR POSITIVE. 


BALL BEARING CARRIAGE—SMOOTH 
AND NOISELESS. 


AS WELL AS MANY OTHER FEATURES. 


THE “ALLEN” is reliable and sim- 
ple so that the amateur can easily 
repair it, it contains less than one 
fourth of the number of parts of 
the big machine, for this reason it 
will keep in good repair much 
longer. 


AGENTS invited to accept territory 
for this sturdy $50 machine which 
sells easily to offices and homes. 


Allen Typewriter Mfg. Co. 


901 Hamilton St., Allentown, Pa. 
New York Office, 93 Nassau Street 
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Safeguarding Business Records 
For 45 Years 


In 1878 the first Cary Safe was 
made to guard the valuable records 
of American business, from fire and 
theft. In all the years since, Cary 
Safes have been true to their trust. 


In its forty-five years’ service to 
business, the Cary Safe Company 
has been constantly doing its 
utmost to build better safes. The 
result is apparent in the unusual 
product which Cary offers you to- 
day. 


Cary Safes are uniformly strong. 
The Cary lock, has a mechanical 
dog, positive in action, which forces 
the trigger into place, when any 
attempt is made to drive the com- 
bination spindle through. Thieves 
are baffled. The door is built with 
extra thickness so that, with the 
lock installed, protection is as great 
at this point as in the side walls. 


Go after the business afforded by 
the Cary Safe. Write today for spe- 
cial literature showing how to in- 
crease your income. 


Cary Safe Company 


Dept. O-13 Buffalo, N. Y. 
“Growing Great Since Seventy Eight’’ 


Cable Address: ‘‘Carysafe,’’ Buffalo 
—all codes 


AFES “7he Safe Investment” 
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Genius—and the Typewriter. 


Ours is a day of typewriters, and with the coming of that 
instrument of torment we have witnessed the passing of 
the giants of the pen. A few seeming exceptions to the 
contrary notwithstanding, masterpieces cannot be thumped 
out on typewriters. Some of our sincere workers realize 
this. 

Arthur Machen did not tap out “Far Off Things” on a 
typewriter, any more than De Quincey produced his “Con- 
fessions” in that way. One does not write a book of the 
heart to the clatter of keys and the shifting of gears; it is 
written somewhere in private, with a pen, in the midst of 
a terrible stillness—Vincent Starrett, in the New York 
Tribune. 

* * * 


Which prompted Riq, commander-in-chief of Pillar to 

Post (Chicago Evening Post) to philosophize further. 
* * * 

Apropos of gear-shifting, you may remember our note 
in this space a year or so ago calling attention to the curi- 
ous fact that the really best literature in the world’s his- 
tory—that of the so-called ancient Greeks—was written be- 
fore even punctuation was invented. 

x * * 

It is curious, is it not, that only after the Hellenes had 
put everything worth while uttering into immortal song, did 
their decadent descendants in Alexandria, for lack of higher 
occupation, assemble a system of capital letters and small 
letters, commas and periods and colons and marks of in- 
terrogation. 

ok * ~ 

And we have always had a sneaking suspicion, too, that 
the profoundest poesy of all is that which defies altogether 
the expedients of language. Come to think of it, as we 
push our eager typewriter-carriage along its easy-sliding 
rail, Keats penned that sentiment long ago in rarer, finer 
words. 


Modern “Magic” in Business. 

A prosperous and efficient business man of large affairs 
in the year 1860, for instance, might well have suspected the 
employment of supernatural agencies if he had been sud- 
denly transported to a well-equipped business office of the 
present day. The telephone and its incalculable saving of 
steps and of letter-writing, would have excited his special 
wonder. But it is only one of many marvels which inven- 
tive genius has produced in the past sixty years. 

At New York’s recent business show were exhibited not 
only typewriters, which have displaced pen and ink in cor- 
respondence, but bookkeeping machines, which make en- 
tries, add, subtract, keep books in proper balance with each 
transaction recorded, and even multiply and divide when 
called on to do so. If that is not human intelligence put 
into inanimate machinery, what is it? 

And there’s the cash register and the computing scales, 
and automatic registers for stockkeeping and inventories, 
and time machines——all unknown to the man of 1860, and 
all tinged with the magic of human genius for the facilita- 
tion of business and business records. We no longer have 
time to stamp letters by hand or even by machinery in big 
business. An automatic device registers the numbers of 
letters we mail and we pay the postage without the waste 
of postage stamps, mucilage, licking and cancelling. We do 
our weighing and measuring (both liquid and lineal) by 
machines of which the business man of 1860 never dreamed. 

Chicago Journal of Commerce (Editorial), December 
11, 1922. 


“Old Hampshire” Display Contest. 

Winners in the various display contest arranged by the 
Hampshire Paper Company have been announced. The 
window trims were shown in September. Photographs of 
the displays were submitted to the George Batten Com- 
pany, New York, N. Y., an advertising agency, for judg- 
ment. 

The Thorp & Martin Company, Boston, Mass., won first 
prize; the Kelly News Company, Marietta, Ohio, second 
prize; B. W. Scott Book & Art Company, Geneva, N. Y., 
third prize; Providence Paper Company, Providence, R. L., 
fourth prize. The display of Vars Brothers, Westerly, R. I., 
was tied for fourth prize on the first ballot. 

Honorable mention was accorded to The Tuttle Com- 
pany, Rutland, Vt.; Twin City Printing Company, Cham- 
paign, Ill.; Buntell-Roth Company, Dayton, Ohio; Barn- 
hart Book & Piano Store, Huntington, Ind. 
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“A necessity in every business”. 





L sin dentinal 


Announcing Another New 
Bates Numbering Machine 


—The Multiple-Four Movement 
It will do 90% of all numbering work 


To fill a long felt need for a four movement machine including 
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consecutive, repeat and any two other movements, The Bates Manu- 
facturing Co. has designed the new Bates Multiple-four Machine. 


This machine is of the same high quality that has characterized 
Bates Numbering Machines for the past thirty-one years. A genera- 
tion of manufacturing experience is back of it 


It is essentially the same in construction as the Bates Automatic 
Regular Movement Machine (three movement). It has all the 
distinctive Bates features that make these machines so superior. 
But this model gives your customer an extra movement—whatever 
one he needs—and it will do 90% of all the numbering now done 
with seven or more movements—at a /ower price. 





It will prove to be the most popular model in years io come. 


In addition to giving consecutive and repeat the multiple-four gives 
any two other movements of the following: duplicate, triplicate, 
quadruplicate, quintriplicate, sextuplicate or duodecuplicate (twelve- 
times). You should have this multiple-four model in stock. 





A New 


Bates Product 
THE BATES MANUFACTURING COMPANY We shall be glad to give 
Factory: Sales Offices: you complete information 
Orange, N. 3. 50 Church Street, N. Y. about the convenient and 


attractive 





Bates 
Telephone Index 


Ask us ahout it 


The Bates Manufacturing Company 
$0 Church Street, New York City 











Gentlemen :—Please send full information about the new Bates machines. 


Bates Multiple-Four Movement Machine Bates Rotary Telephone Index 
<<« Check Here »—> 
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More sales in 1923 with the 


most complete line of safes— 


The year 1923 will be a prosperous twelve months—stimulated 
activity, renewed confidence, a rising market. Business con- 
ditions will show a decided improvement. 


Don’t take our word for this—consult your banker; scrutinize 
the financial reports; study the business forecasts, like Bab- 
son’s, Brookmires, etc. You'll see that 1923 is going to be 
a prosperous year. 


Are you ready to make 1923 your profit year? 


The dealer who sells Schwab safes is prepared. Because he 
has at his command the most complete line of safes on the 
market. He can meet all conditions, all hazards and all 
pocket-books with the Schwab line. He need never lose a sale. 


And he makes more sales by having a bigger market. He 
is not confined to one or two or half-a-dozen styles with the 
Schwab line. He has the most complete line, the widest 
variety, of safes on the market today. That’s just one reason 
~and a BIG reason—why the dealer profits with Schwab. 


Why don’t you? Investigate now. Your territory may still 
be open. And there’s no obligation. It doesn’t cost anything 
to find out how you can profit with Schwab. Write now for 
proof that Schwab does make the biggest line of safes for you 
to increase your business. 


Make 1923 your prosperous year. Write: 


The Schwab Safe Co. 


Lafayette, Ind. 
U.S.A. 
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War Risk Premiums May Be Collectible. 

There is a possibility that American shippers of merchan 
dise to Europe during the war may be reimbursed for their 
payments of war risk insurance. The Department of State 
made a ruling recently which is interpreted in some quar- 
ters as permitting American shippers to claim damages 
against Germany tor the premiums on the war risk insut 
ance made necessary by the submarine war. This assump 
tion is based on the thought that such shippers may be pro 
tected just as claimants of personal damages due to the 


sinking of the Lusitania. The satisfaction of these claims 
depends upon the ability of the Department of State to real 
ize on the property held by the Alien Property Custodian 
If these claims cannot be collected in this manner, they 
must rest on the general reparations settlement, which is 
proble tic 

The sums expended for war risk insurance bulked large 
1 the cost of transportation. In many instances the prem 
ums on war risk insurance exceeded the actual value of the 
merchant vessels in service 


Vessel Movements at American Ports. 
Che Bureau of Research of the United States Shippin; 
Board has tabulated the inward and outward movement of 


cargoes through leading parts of the United States. The 
period covered is the fiscal year ending June 30, 1922. That 
period showed the ports in the following order. 1—New 
York, 2—New Orleans, 3—Philadelphia, 4—Galveston, 5 
Baltimore, 6—Boston, 7—San Francisco, 8—Portland, Or 
9—Los Angeles, 10—Seattle, 11—Savannah, 12—Portland, 


Me 

In the fiscal year ending June 30, 1921, American ports 
ranked as follows in their records of cargoes cleared and 
entered. 1—New York, 2—New Orleans, 3—Baltimore, 4 
Philadelphia, 5—Galveston, 6—Boston, 7—San Francisco, 
8 Portland, Ore., 9—Charleston, 10—Los Angeles, 11 
Savannah, 12—Seattle. 


Uncle Sam Needs Multigraph Operators. 

Open competitive examinations for multigraph operators 
will be held by the United States Civil Service Commis- 
sion January 10 at various local offices. There is a vacancy 
in the office of the Secretary of the Interior, Washington, 
D. C., at $720 a year, plus bonus. The list of eligibles 
created by this examination will also be used to fill future 
vacancies in the Governmental service, at salaries ranging 
from $1,000 to $1,200 a year. Applicants must have had 
six months’ experience. The subjects and ratings accorded 
aré Spelling, 15; letter writing on a subject connected 
with multigraph operating, 20; checking and correcting mul- 
tigraph work, 25; education, training and experience, 40. 
Applications can be filed with the local secretary of th 
United States Civil Service Commissicn. 

“System” Described Elliott-Fisher Meeting. 

The January issue of System printed an article by M. S 
Eylar, vice president in charge of sales, Elliott-Fisher Com- 
pany. In “Why We Held Our Convention Away from the 
City.” Mr. Eyiar described the camp and’ convention held 
in Westminster park, Wellesly Island, Thousand Islands, 
N. Y., which was featured in the August issue of Office Ap- 
pliances. In the System article Mr. Eylar showed how the 
meeting was planned to intermingle the men, giving splen 
did opportunities for developing personal contact. The 
rules of conduct governing the camp were printed in full, 
and may well form models for other sales organizations 
which adopt the Eliott-Fisher plan for their own sales con- 
ferences 


Commissary Profits Buy Lunch Room Equipment. 


The lunch room equipment of the National Envelope 
Company, Waukegan, Ill, has been equipped with nine- 
teen “Sani Onyx” tables. The installation represents an 
investment of approximately $1,000, which was financed by 
profits from the sale of candies and groceries carried by 
the lunch room for the convenience of National employes 
The merchandise is sold at a slight margin above cost. 
The profits from two years’ operation were necessary to 
pay for the installation of new tables 





Consular Request for Catalogues. 
American manufacturers are requested to mail recent is 
sues of catalogues, bulletins and booklets to the American 
Consul, Stoke-on-Trent, England. He is perfecting his files 
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ALL MAKES 


TYPEWRITERS 


OF SUPERIOR 
QUALITY 


SELECT 
OUGH OR 


STANDARD 


EBUILT 


PRICE-LIST 152 
(NEW) ON REQUEST 


General 
Typewriter Exchange 


INCORPORATED 


30 Main Street, Brooklyn, New York, N. Y. 


(GENT YPE) 
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FOR THE DESK 


ADJUSTABLE 
APPLIANCES 


Hib) 


Adjustable 
in - and - out 
up-and-down 







Three lengths, 
28, 32, 38 inches 


A Burns Bracket adjusts the telephone instantly, 
no papers or articles on the desk are disturbed, 
and there are no interruptions due to interfer- 
ence. The best mechanical means for increasing 
the efficiency of the telephone. 


Regular 


Purns 


Adjustable 
in-and-out 
Five lengths 











CORRESPONDENCE TRAYS 


Keep the correspondence right at hand, off the 
desk, and out of the way. Attach anywhere. 


a = 
Two, three and —= 
four Trays 





Adjustable and 
Easily ae fi 
Detached rx 








A SUGGESTION 


Burns Adjustable Appliances can be presented as 
Christmas Gifts with assurance as to their appro- 
priateness and practicability. The wide-awake 
salesman can assist his customers by recommending 
the selection of these practical and expressive gifts. 


State and 64th Streets 
CHICAGO, U.S. A. 
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Business Show at Jefferson City. 


A new branch store will be opened this month at Jeffer- 
son City, Mo., by the Hugh Stephens Printing & Station- 
ery Company. In connection with the opening the com- 
pany has invited manufacturers of office equipment and sta- 
tionery supplies to exhibit their products. The Missouri 
state legislature will be in session at the time of the open- 
ing. In addition, the company will circularize every bus- 
iness and professional man within 100 miles of Jefferson 
City. 

(Word came at the time of going to press that the con- 
templated opening of the new store the first of this month 
would be delayed on account of the fact that it has been 
impossible to advance construction as rapidly as was ex- 
pected. It is hoped to have the store in readiness for the 
opening and business show later in the month.) 


Commercial Arbitration Agreement Spreads. 


The Chamber of Commerce of Bogota, Colombia, has 
signed a commercial arbitration agreement with the Cham- 
ber of Commerce of the United States. This arbitration is 
wholly voluntary, and when undertaken permits the adjudi- 
cation of disputes without the necessity of litigation. There 
are now eight such agreements, facilitating the adjustment 
of disputes in commercial transactions. In addition to Co- 
lombia, commercial arbitration agreements are in effect 
with Brazil, Ecuador, Argentina, Paraguay, Uruguay, 
Venezuela and Panama. 





Important Atlanta ‘Contracts by Allen-Marshall. 


The Ivan Allen-Marshall Company, Atlanta, Ga., has 
completed its contract with the Atlanta Trust Company. 
That institution had the ground floor of its building re- 
modeled and completely equipped. The Ivan Allen-Mar- 
shall Company furnished Italian polychrome desks, chairs, 
tables and all wood furniture of special design. 

The Federal Reserve Bank awarded contract for addi- 
tional vaults to the Ivan Allen-Marshall Company, Georgia 
agents for the York Safe & Lock Company, York, Penna. 


Printers Urged to Carry Commercial Stationery. 


The Inland Printer for December contained an article by 
Robert F. Salade on “Commercial Stationery that Printers 
Can Sell.” He pointed out the possibility of printers 
located on the ground floor, with show windows, to retail 
commercial stationery stocks to advantage. Citing a num- 
ber of printers in Philadelphia who have stationery stores, 
Mr. Salade says that two of them also sell office furniture. 


Howard’s Chicago Paper Directory. 

Howard’s Quarterly Directory of Chicago paper houses 
and current price list has appeared, including prices of No- 
vember 15, 1922. It lists the different lines of stocks car- 
ried in Chicago, giving prices and naming the distributors 
handling the various brands. Paper stocks are classified 
under bonds, flats, ledgers, linen, cover, book, blotting and 
miscellaneous thin papers. 








Basketball Season Opened at Mittineague. 

The first basketball game of the season was held by the 
Strathmore Basketball team at the Springfield College 
Y. M. C. A., the Strathmore team meeting the Milton Brad- 
ley aggregation. Other teams in the league are the United 
States Armory, Springfield Athletic Club, Gilbert & Bar- 
ker, Memorial Church, Winchester Athletic Club. 


Tanner Stationery Company Moves. 

The Tanner Stationery Company, formerly at 93 East 
Houston street, New York, N. Y., is now located in more 
commodious quarters at 487 Broadway. The company 
does a stationery, printing and rubber stamp business. 











Wilson Joins Frautschi at Madison 


Oscar M. Wilson has taken charge of the office and bank 
department of C. Frautschi & Sons, Madison, Wis. Pre- 
vious to this connection Mr. Wilson had been with Curtis 
1000 St. Paul, Inc., St. Paul, Minn. Mr. Wilson has had 
five years’ experience in bank and office work. 





Last Hall Party for Year. 


The House of Hall’s, Topeka, Kans., held the farewell 
dancing party for the year at Woodmen Hall December 
30. Diversions in the way of “specials” contributed by Hall 
talent, and refreshments, rounded out the dancing program. 
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Your copy of the New Supply Catalog in colors 
is ready. The New Price List is interesting too 
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A Wedding on Shipboard. 


A schoolday romance reached a happy culmination on 
Saturday evening, November 11, on the good ship “Ecua- 
dor,” when Godfrey John Huber, a prominent member of 
the American colony at San Salvador, was married to Miss 
Helen Dickerson Hitch. The wedding was solemnized on 
the high seas between San Jose, Gautemala, and La 
Libertad. ; 

The ceremony took place in the main dining room of the 
steamer. The room was beautifully and appropriately dec- 
orated for the occasion, all of the passengers vieing with 
each other in suggesting novel and ingenious features 
Captain Thomas Fleming officiated, and although this was 
the first marriage ceremony he had ever been called upon 
to perform, he handled the affair with grace, dignity and 
solemnity. Miss Harriet Hollingshead of Chicago, who ac- 
companied Miss Hitch from the United States, acted as 
bridesmaid. R. J. Sharp acted as best man. The bride was 
“given away” by the Hon. William Jennings Bryan, who 
knew the fathers of the bride and groom and happened to 
be a passenger on the boat. Colone] Bryan entered with 
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MR. AND MRS. G. J. HUBER, BRIDE AND 
GROOM, WITH THE HON. W. J. BRYAN, 
WHO “GAVE AWAY” THE BRIDE.—Photo 
loaned by Toledo Metal Furniture Company. 


zest into the spirit of the occasion, and, in congratulating 
the newlyweds, expressed the hope that the union would be 
as fruitful of happiness as that of Mrs. Bryan and himself 
had been. Colonel Bryan and the Hon. Boas W. Long, 
formerly United States minister to Salvador, signed the 
ship’s log as witnesses to the marriage. 

All of the officers and passengers of the “Ecuador” were 
guests at the wedding and after the ceremony celebrated 
the event and “Armistice Night” with a merry party which 
continued until the early morning. Colonel Bryan faceti- 
ously announced that if there were any other young couples 
on board who contemplated getting married, he and Cap- 
tain Fleming were ready to do their part toward helping 
them on their way. 

The groom is a son of Dr. and Mrs. Charles Huber of 
Cincinnati, O., and a partner in the firm of E. E. Huber 
& Co., San Salvador and Tegucigalpa, who represent Amer- 
ican Office furniture and other lines. The bride is the 
daughter of Mr. and Mrs. H. G. Hitch of Terre Haute, 
Indiana. 

The young couple spent their honeymoon at Lake Coate- 
peque. They returned to San Salvador December 1, where 
they will make their home 


You cannot drive a nail with a sponge no matter how 
hard you soak it—Common Sense (Corliss, Macy & Com- 
pany, Inc.). 











JOHN H.GIBSON 
of the Gibson & Petin 
Company, Stationers, 
Printers and Engravers 
Office Equippers 
Cincinnati, Ohio::::::::: 








has just returned from 
Chicago, where he at- 
tended meetings of the 
Executive Committee 
of the 


NATIONAL 
ASSOCIATION 


STATIONERS 
MANUFACTURERS 


What he says is worth 
listening to: 


“Like many other members 
who have not given close at- 
tention to the work done in the 
General Manager’s office, and 
by the Officers of the National 
Association, I had no concep- 
tion of the immense amount of 
work that is performed by the 
Association Officers for the 
members at large. 


“The sacrifice of time and 
money made by the Officers 
and Committees, aided by the 
General Manager, in the past, 
and which are being made now 
for improvement of conditions 
in our business, cannot fail to 
have an accumulative effect.” 


News of your trade nation- 
ally, educational work in 
selling and merchandising 
methods, contact with the 
other members of the sta- 
tionery trade—all are 
brought about by the 
National Association. 





Be an active member and 
get other members into our 
Association. This journal 
will be glad to sign your 
application and the appli- 
cations of any one in the 
stationery business. 
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} The Magic of Modern Business. 
\ The Outlook for the 29th of November presented an in 
h teresting article under the above caption. This article said 
t that we lived in the age of machine. Practically everything 
. we use is the product of machinery. The following picture 
mM of a counting room of Dickens’ day is doubtless accurate 
B “Picture the counting-room of Charles Dickens’ day, with 
its ancient gray haired bookkeeper, perched on a high stool, 
( laboriously making entries in a huge dog-e ared ledger with 
| a quill pen. Picture him again adding up long columns of 
figures over and over to arrive finally at the correct result 
Once again, picture the junior apprentice busily transcrib 
ing copies of the office correspondence into an antiquated 
letter press which gradually grew fat and unwieldly with 
old age. The efficient office manager of today smiles at 
these visions of a bygone business age and asks how any- 
thing was ever accomplished under such conditions. Mod 
ern business demands speed and accuracy. T develo 
ment of business machines has not only met, but has antic 
ipated, these demands and has completely revolutionized ' 
accounting and office management.” 
The article then went on to mention the business show 
in New York which offered a demonstration of the new 
methods, where not only had we the typewriter in its most 
advanced form, but machines that are a whole bookkee} 
ing staff in themselves. Portable typewriters were m 
tioned. Various styles of calculating machines, addr 
machines, folding machines, mailing permit machi 
licating and printing machines, cash registers and other 
device Ss. 
In conclusion The Outlook says that “in plant manag 
ment and cost accounting machines now have their pla 
as well. 
“Automatic registers are employed in stockkeeping 
perpetual inventory systems; cost systems, produ 
trol systems; planning, routine and despatch syste 
checks and tool inventory systems; and for | 
forms of records in manufacturing plants. 
“Time recorders are used for making proper time studi 
in manufacturing operations. The starting time, pil 
time and actual elapsed time of an operation is thus 
for detailed study. The use of the ordinary time « k 
familiar to every one. Time records are empl 
many purposes, particularly in checking clerical and factory 
time work. Recording door locks are made which show 
the day, hour and minute a door is opened or locked 
Time machines can control factory costs in the process 
of manufacturing. 
“We might describe many other new methods for s 
plifying and rendering more efficient the work of the bus 
iness Office. Manufacturers of office appliances have al 
developed the ‘service idea’ to a high degree. Thi ' 
tain staffs of experts who are prepared to study the e ' 
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ment needs of a business and to then specify the 
machine in their line which will best accomplis 
work. An investigation of present develop: 
equipment will frequently result in tre 
savings in time, labor, and general all-around eff 


sired 


susimness 


Cleveland House Distributes Ten Thousand Christ- 
mas Booklets. 

Off ce Ap pliance s has received from The Bu ws B 
ers Company of Cleveland a copy of a Ch 3 





/ 
Sets alll nteieenaitetiateme nen nano ieeeeanet eee 


entitled “Burrows for Gifts,” ten thousand of w 

sent out to customers and prospective customers this sea 
son. This booklet is handsomely printed and c ins 
world of Christmas suggestions, including books of fictio1 
travel, biography, special editions in handsome bindings 
children’s books, religious books, rare and old books, et 
Suggestions are made for Christmas gifts and stationery 
fountain pens, pencils, cards and games, cameras, art mat 
rial, etc., etc., not forgetting desk sets, book ends and othe1 


novelties. Some considerable expense was attache 
piling and sending out these booklets, but their quality 
is so striking that they are bound to receive the carefu 
attention of all who handle them. The suggestions aré 
really practical, and the store is to be commended for its 
enterprise in sending out so excellent a piece of wor! 


Aladdin Lamp People Add Radio Parts to Line. 


The Aladdin Manufacturing Company of Muncie, Ind 
has recently commenced the manufacture of radio parts 
under the Aladdin trade mark. This new feature of the bus 


iness will not in any way interfere with the production of 
the company’s lamps, with which the trade is familiar. 

One of the company’s recent radio parts circulars lists 
a vario-meter, 180 degree vario-coupler, variable condensers. 
etc. 
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' Rainbow Division of the Safeguard Method of Filing and Finding Papers 
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Above, graphically portrayed, is the most efficient, accurate, and simplest system for Filing and Finding papers ever arranged in a 
Vertical File Drawer. évery possible mechanical safeguard to prevent misplacement of papers is provided. Accuracy and speed are 
inevitable because of simplicity. 


THIS FILING SYSTEM is the BEST. Therefore SELL THE BEST, Mr. Dealer. 
Send for the above in ten colors, size 19” x 25” and a book which goes into details. 


: The Globe=Wernicke Co, cincinnati 
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The Finer the Office 
The Greater the Need 


Beauty is as beauty serves. 


Search the finest offices in America— 
the offices where high ideals prevail, 
where unusual thinking is the usual 
practice; where rugged accomplishment 
is clothed in rich surroundings, and 
there you will find Steelcase Filing 
Equipment either in vertical or hori- 
zontal sectional units, or both. 


Steelcase Filing Equipment is qual- 
ity equipment-—the ace of the industry. 
[t sells readily to a quality market. It 
carries dealer prestige wherever it goes, 
and profits that measure up to its qual- 
ity standard. 


There is a real profit story in the 


Steelcase line—a story that a growing 


number of keen dealers appreciate. Let 
us suggest that you write for it. No ob- 
ligation imposed—but a profit possibil- 
ity exposed. 


Metal Office 


Furniture Co. 
Grand Rapids, Michigan 





A Complete Sectional Line 
To Meet Every Growing Need 
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Believes Stamps’ Era Nearly Over. 


PUA ULL LL 
Acting Postmaster Grant B. Miller of Cleveland, in a 
speech recently before the Cleveland Engineering Society, 
predicted that before long stamps will be largely supplanted 
by metered mail. Mr. Miller is quoted by one of the Cleve- 
land papers as saying: 
“The postoffice department is always on the alert for 


“Universal” 
improvements that will obviate loss of time and money,” he =z 
said yesterday. 
“Under the metered mail system, which has been ap- / he / erfect / a 


proved by the department, the business man who has a 
large volume of mail will buy impressions from a sealed ma- 
chine already in use by the federal reserve bank here and Made to refill any standard = 
a half dozen other Cleveland firms. base specified 

“This device affixes—at the rate of 600 a minute—an im- 
pression which passes for a stamp, its cancellation, date, 
hour and postoffice—all in one operation. The machine 
saves money in clerk hire, saves time both in his office and 
at the postoffice, and removes the temptation of employes 
to ‘borrow’ stamps.” 

This is but one innovation made necessary by the de- 
mand for a speedy mail, Mr. Miller said. 

Two Million Daily. 

‘The volume of this city’s postofhce business can be 

faintly visualized when one remembers that we have reached 
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the point where we must handle a million pieces of in- 
coming first-class mail and as many outgoing daily,” he = 
continued. “Each of these pieces must be handled by at 


least five individuals 

“Six to twelve railroad cars of parcels post matter are = 
loaded daily and as many unloaded and the parcels de 
livered. 

“This tremendous volume of mail could not be handled 
with the expedition to which you are accustomed if every- 
one in the service did not do his work faithfully and well. 


Every person who sends or receives mail has an obligation 

to these workers which he should always bear in mind. 

That is to include m the address the proper street and Tr ea er 
number. e 


“More time is lost through failure of patrons to heed this 
first essential of co-operation than all other remissions put 
together.” 


How the Christmas rush will be handled at the postoffice * i in- 
this year was outlined by Mr. Miller as follows: “A long Our 1924 line in 
table will be constructed in the west corridor of the main cludes the “Univer- 
yl< - i i 
plan sal” 3-in-1 Combina- 


floor and clerks will dispose of packages on the ‘assembling’ 
“The first will mark the weight, the next will figure the 


rate and mark the charge on the package, and the third = tion and our new 
9 


will take the money for postage. Another clerk will affix 


the stamps and still another will take the parcel to its = 66 9 
proper place on the mailing floor.” = S uccess Metal 


on : Upright Stand. 


Lehigh Corporation Makes Changes and 
Promotions. 

F. A. Hosack has been appointed manager of the New Get our 1924 an- 
York district by the Lehigh Corporation. He was formerly 
district manager in New York City for a widely known nouncement now! 
adding machine company. Another new appointment is 
that of D. J. Kilbourne, who will manage the Cleveland Our salesmen are 
district. Mr. Kilbourne has had an interesting experience 
in the adding machine field, for just prior to his present on the way to you. 
appointment he was Cleveland manager for a well known js 
eastern adding machine. He started with a big adding Wait for them. 
machine manufacturing company in the middle west, and 
then became sales instructor for another widely known 
adding machine manufacturer. He has spent many years 7 
in the business and knows it from every angle. 79) 

John B. Ward, an experienced adding machine man, is It wt | pay Jou 
handling the Lehigh in the Boston district, while D. A. 
Hills, another man well known in the business, is manag- 
ing the Philadelphia district. C. A. Ferriman, formerly 
connected with the Cleveland office of another eastern add- | NI V ER AL 
ing machine, has taken over the Baltimore territory for 
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= 
= 
the Lehigh. 2 
It is stated that production of the Lehigh machines now — : O k FIC E D E I E S = 
permits the opening up of additional territory in the cen- = 
tral and western states. COMP NY = 
dt 

A = 

= 





nnyiey 
HT 





Suit for Alleged Patent Infringement. 
The Gunn Furniture Company of Grand Rapids, Mich., 60 East Superior Street 
state that they have retained Messrs. Kenyon & Kenyon, 
patent attorneys of New York City, as counsel in their CHICAGO 
suit against the Central Manufacturing Company of Chi- 
cago for alleged infringement of their United States patent 


on method and construction of desk tops ‘a i LPN. 11H 
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ATTENTION 


The time worn state- 
ment of our competi- 
tors “That their safes 
are just as good as 
the Hall’s Safe Com- 
pany’s Safes” is con- 
clusive proof of the 
superiority of Hall’s 
Safes. 


Dealers Solicited 


The Hall’s Safe Co. 


Spring Grove Avenue 
Post Office Box 846 
CINCINNATI, OHIO 
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Some Recent Books 


A Capital Book on Paper. 

“Handbook of Quality-Standard Papers” is the title of a 
handsome and useful volume of nearly 400 pages just pub 
lished by the American Writing Paper Company of Hol 
yoke, Mass. The work is a valuable reference book on 
paper. Marginal thumb indices give instant access to each 
subject. The book is substantially bound in dark leather 


cloth, grained, and the lettering is in gold. The frontis 
piece consists of a large folded picture, which when opened 
discloses a view of the company’s twenty-six mills and 
other units. A key to the picture, with a diagram on the 
reverse side of the sheet still further emphasizes the mam 


moth size of this institution, whose mills are found 


achusetts, Connecticut, Ohio and Wisconsin 

The following titles will give the reader an idea of the 
range of subjects discussed: Standardization; Paper Sele« 
tion; Selecting Page Sizes; Sheet Sizes; Substance Weight; 
Colored Papers; Finish Formation; Impress; Postag« 
Rates; Envelopes; Making Orders; Bulking; Bonds; Lin 
ens; Ledgers; Writings; Books; Offsets; Covers; Bristols; 
Weddings and Paps.; Mimeographs; Announcement Line; 
Stationery Cabinets; Typewriter Papers; Writing Tablets; 
Special Papers; Eagle-A Line; Planning Selling; Planning 
Stationery; Freight Rates; Trade Customs; Paper Brands 
How Paper is Made; Stocking Paper; Glossary; Reference 
Guide; Index. 

Among the features of the book is an interesting chaptet 
on “How Paper is Made; A Journey Through the World’s 
Largest Paper Making Institution.” The different steps 
in the process are illustrated by half tone plates showing 
the whole process from a bale of rags to the finished paper 
Then follow some remarks on the maintenance of quality 
and illustrations and text picturing and describing the vari 
ous testing machines in daily use. 

The glossary, which defines all the technical terms used 
in the book is but one of many useful features. There is 
a table of contents and a most complete classified index in 
addition to the marginal index above mentioned. The book 
is not a price list, but is a handbook of paper, as its title 
states. 

The American Writing Paper Company deserves much 
praise for producing so valuable a contribution to the cur- 
rent literature of paper making. 


New Book by Walter F. Wyman. 


“Export Merchandising” is the title of a new book by 
Walter F. Wyman of Boston, just published by the Mc 
Graw-Hill Company, Inc., of New York. It is a book of 
compelling interest, authorative, practical and helpful. “Ex 
port Merchandising” is a volume of some four hundred 
pages devoted to the selling end of exporting. Mr. Wy 
man outlines for the exporter every step in overseas mer 
chandising from the organization of the export depart 
ment to selling and training salesmen for the field. The 
story is told, too, from the planning of the selling cam 
paign to the collection of money for the goods sold \ 
noted export executive who examined the book, said: “In 
to this volume Wyman has filtered drop by drop the double 
distilled essence of experience—the dearly purchased ex 
perience of America’s best foreign traders, gained in that 
decade and a half wherein they have at last found then 
selves and made their place secure.” 

The bottom has not dropped out of the export trade, 
for the leaders in the field who know how to sell are seil 
ing their goods freely and in good volume, following out 
consciously or unconsciously the principles laid down by 
Mr. Wyman in “Export Merchandising.” 


Mass 


Booklet on Direct Advertising. 

“Direct Advertising—An Analysis,” is the title of a hand 
some booklet bound in board by James F. Newcomb of 
James F. Newcomb & Company, Inc., 441 Pearl street, 
New York. The booklet was created, planned and pro 
duced by the Newcomb organization. The copy was writ 
ten by Robert E. Ramsay and James F. Newcomb. There 
are contributions by Robert L. Blanchard and Clinton F. 
Wilding. The groupings are by John A. Priest and Ches 
ter H. Turner; the layouts by M. O’Connor and E. H. AI- 
len; pencil illustrations by H. E. Cressingham and decora- 
tions by Stacy H. Wood. 

The book is intended as an example of how to catalogue 
in an interesting and effective way an intangible service 
The volume is dedicated to the great and growing list of 
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New Features increase 
Dealers’ Profit 


Added to the Dornette qualities of solid construction, select materials and 
attractive design are new improvements which augment the value of the 
line for both dealer and user. 


When the desks are first placed on display or after years of service, the 
moving parts are easy to manipulate. Stops are provided which prevent 
drawers pulling out and dropping to the floor. A new, convenient method 
of locking pedestal drawers facilitates reference to their contents, and our 
improved packing system securely protects against marring the finish dur- 
ing transit. 


DORNETTE DESKS give best value for the money. We shall be glad to 
help establish them in your furniture department. Write for full particulars. 


MAKERS OF FINE OFFICE DESKS FOR OVER FORTY YEARS 


THE J. DORNETTE & BRO. CO. 
JOHN DORNETTE, Sr., President and Founder 
Barnard St. and Harrison Ave , CINCINNATI, OHIO 


NEW YORK OFFICE MINNEAPOLIS OFFICE 
H. Hermann Furniture Co., 368 Broome St. 605 Lumber Exchange 
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Eastern Representative, 
Wm iH. 
Stationery Specialties, 
377 Broadway, New 
York, N. Y. 


Western Representative, 


ifornia St., San Fran- 


Every phase of commerce and 
every form of industry can profit- 
ably build up its records with 
ADAMS Loose Leaf Binders. 
Every stage of record-keeping is 
provided for—from the sten- 
ographer’s original notes to the 
bound volumes in the vault— 
from the professional man’s hasty 
memo to the most confidential volume in his private 
safe. 
Interchangeable binders offer a great variety of adaptations, 
as the same set of loose leaves can be held together loosely by 
rings, later impaled on U-shaped flexible posts, which can be 
turned down flat for filing, or bound by screw post binders 
which stack without waste of space. 

There is money in the Adams’ line for you because it meets 
the demand for something good at a popular price—and be- 
cause there’s a greater percentage of profit in every sale. 


Write for catalog 


Bassinger, 


jus Adams, 433 Cal- 


isco, Calif. 













































































The simplest and most economical 
transfer binder ever offered. Posts 
are U-shaped flat 
washers hold cover down snugly. 


Telephone Register 


_ Flexible press board covers, fine 
for transfer binders. Flat wire 
parts turn down and hold securely, 


permitting closer stacking. 
Rubber are 


Also fitted 


wire. firmly and 
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A very sim- 


ple and neat 
register for 
numbers often 
called. Both 
sides finished 
alike, on sub- 
stantial bind- 


ers board, 
with rust proof 
eyelet at top. 
Size 5x10 in. 
Put them 
whereyour 
customers see 
them and 





Daily Desk Reminder 


This is a device that makes it easy for clerks 
to report telephone calls received while the 
“boss” is out. Also very handy for memos, 
large or small. The one shown closes like a 
book, a feature that users find a great con- 
venience. A smaller one has only the left band 
half. They are good sellers because they sug- 
gest such a practica) way of handling telephone 





you'll sella lot. calls and other memoranda. 











with 
Various lengths as ordered. Sheets 


compactly 





screw posts. 


held. 


Screw heads countersunk. Binders 
pile with accuracy. 





In-and-Out 
Clock 

Figures are 
clear and dis 
tinct. Hands will 
not slip. Made 
with easel back, 
or with eyelet 
only. Back is 
our handsome 


cloudy special 
press board 
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users of this basic form of sales promotion with the hope 
that it will serve to make more general the appreciation of 
the value of planned direct advertising campaigns. , 

Mr. Newcomb leads off with the first article, which 1s 
short and to the point. Mr. Blanchard then contributes an 
article “From Plan to Postoffice as the Client Sees It.” 
Then Robert Ramsay gives his reason for becoming part 
of the Newcomb organization in which he covers the per- 
sonnel of that company. Clinton F. Wilding then con 
tributes a chapter on “Why We Chose James F. Newcomb 
& Company.” Then there is an article on direct advertis 
ing pictorially presented and finally a holiday picture of the 
Newcomb organization with two pages at the end of the 
book devoted to an appreciation, in which James F. New- 
comb & Company extend their thanks and acknowledg- 
ments to the large number of corporations, organizations 
and individuals whom they have served during the last 
twelve months. The illustrations in the book show some 
capital exampies of direct advertising in black and white 
and in color. Portraits of the members of the Newcomb 
ganization are given. 


Byron Typewriter Cabinet Company Adopts New 


Name. 
\s a result of the adoption of several new types of desks, 
the Byron Typewriter Cabinet Company of Louisville, Ky., 
has changed its name to the Byron Desk Company. A de 


scription of the new lines added, which brought about the 
change of name, is given in the department of New Ma 
chines and Devices in this issue. 

It is understood that the personnel of the company will 
remain the same as heretofore, and that there will be no 
hange of policy other than the expansion which will neces- 
sarily result from the addition of five new types of desks 
to the company’s lin 


To Avoid Confusion. 

The house of Moore Bros., Pittsburg, Kas., states that 
there has been some confusion regarding the correct way 
in which to bill and ship goods to them, and that salesmen 
have been unable to locate them. The reason for the con- 
fusion is that Moore Bros. as a firm are the publishers of 
the Pittsburg Daily Headlight, a leading daily newspaper 
in southeastern Kansas. When their office equipment de- 
partment was opened, they decided to sell under the name 
of the Pittsburg Headlight. However, they must buy un- 
der the firm name of Moore Bros. as owners of the Pitts- 
burg Headlight. Residents of southeastern Kansas know 
them as the Daily Headlight, but they should be on the 
books of the manufacturers as Moore Bros. and salesmen 
should have both names. 


An Office Appliance Exhibit in Pittsburgh. 

The Office Appliance Managers’ Association of Pitts 
burgh, Penna., on Tuesday, February 6, and continuing the 
remainder of the week, will hold an office appliance ex- 
hibit in the department store of the Joseph Horne Com- 
pany, Pittsburgh, one of the oldest stores in the city, and 
with their new building, one of the largest department 
stores in the United States. 

The membership of the association covers most of the 
better known office appliances, and members of the organ- 
ization believe that a most satisfactory little business show 
will result. 


Froehlich and Grobark in New Work. 


A. B. Froehlich and John G. Grobark, for some time 
with the Manufacturers’ Typewriter Clearing House, Inc., 
of Chicago, as manager and superintendent respectively, 
severed their connection with that company on December 
10. 

They state that their plans for the future are now in 
the making and will mature and be announced within a 
few weeks. 


New Stationery House in New York. 

The Arista Office Appliance Company is the name of a 
new house who have gone into the stationery and printing 
business at 309-311 Fifth avenue, New York. The company 
is prepared to handle every branch of commercial station- 
ery and office equipment, as well as commercial printing. 


New Incorporation. 


Tannebaum, Stationer, Manhattan, capital, $20,000, J. 
Tanenbaum, W. Roseman and B. Kalvinsky incorporators. 














TO ENDURE 


Upright Wood Units 


EACH UNIT COMPLETE IN ITSELF 
Complete Lines of Wood Upright Filing 
Cabinets Both with Open Sides for 
Attachable Panels and with 
Closed Permanent Sides 





Made in light Antique Oak Finish, also medium dark 
Imitation Mahogany. 

Files work on G-W Roller-bearing steel side exten- 
sion slides, which are the strongest made, work the 
smoothest and are noiseless. 

G-W Catalogue No. 8200 explains all the various lines 
of filing cabinets the Globe-Wernicke Company makes, 


The Globe=“Wernicke Co. 


Cincinnati 
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“pui-uP" 6 doz. No. 70 Barbee 
T) Wire Letter Trays, 
TRAYS standard size. 











2 doz. No. 701% 
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= - Barbee Wire Letter 

’ ww om Trays, railroad size. 
HASTE PAPER cme asa LETTER 3 doz. Barbee “Build 














BASKETS LIMAX” TRAYS Up” Wire Trays, 
ear! standard size. 

e3z) WIRE tae 3 doz. No. 93% Bar- 

‘ —— “ie bee Waste Paper 

Baskets, standard 

















size. 

doz. No. 94% Bar- 

bee Waste Paper 

Bas*cets, standard 

size. 

And a full supply of 
Display Cards and 
Folders. 
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Barbee’s Famous 


Standard Assortment 
of Wire Desk Trays and Waste Baskets 


makes it easy to stock just the right 
items for quick selling and clean 
selling. You don’t have to bother 


selecting them —we’ve 
done thatverycarefully. 
Nor is a large invest- 
ment required. 





_ 


The Folders 


Self-Selling, Too! 
Effective Folders and Display Cards 


are 


included—a full supply with 
eachassortment. Color- 
ful, well illustrated, 
snappy, these advertis- 
ing helps goalong ways 
toward making the 
Standard Assortment 
self-selling. 

Ready to ship—just tell us 
to send the Standard As- 
sortment and it will come right along, 
complete with the advertising materials 
and priced right. 


Barbee Wire & Iron Works 


440 Conway Building Chicago, Illinois 


Factories at La Fayette, Indiana 
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MEETINGS AND DINNERS 
ee 


Montreal Stationers Meet. 

The annual meeting of the Stationers’ Association of 
Montreal was held on the evening of December 6 at the 
Reform Club, 32 Sherbrooke street, West. Present at the 
meeting was a representative gathering of stationers and 
merchants of Montreal and the surrounding dis 














paper mercnants ot Montreal and the surrounding 
tricts. 

Ernest Latter, retiring president of the association, pro 
posed a toast to the King after which he gave a short re 


sume of the birth and progress of the association, em- 
phasizing the credit that is due to the co-operative efforts 
of its members. He concluded his remarks with expres- 
sions of appreciation for the able assistance given him by 
all the members during his term of office. 

The speaker of the evening was J. J. Robson, who gave 
a sound talk on business conditions and principles. Charles 
F. Dawson proposed a toast to the guests of the associa 
tion. This was responded to by George Savoy of St 
Johns, Que. On behalf of all the members, Mr. Crites 
spoke a few words of appreciation and proposed a vote of 
thanks to the retiring officers which was given with hearty 
applause. 

The annual election then took place, resulting in the 
choice of the following officers to serve the association for 
the ensuing year: President, Thomas Y. Bell, Thomas V. 
Bell, Ltd.; vice president, Robert Fortier, Joseph Fortier, 
Ltd.; secretary-treasurer, James K. Thompson, Thomas V. 
Bell, Ltd. Executive committee: Ernest Latter, Latter 
Bros., Ltd.; Paul Granger, Granger Freres Ltee; A. Vali- 
quette, Librairie Beauchemin Ltee; W. P. Crites, Crites & 
Riddell; J. Sutherland, Charles F. Dawson, Ltd.; O. H 
Manning, O. H. Manning & Company. 


Good News from New Orleans. 

The Stationers’ Association of New Orleans is in a 
healthy and active condition. In the city there are thirteen 
retail and two wholesale stationers; and the membership of 
the association includes eleven retailers and one whole- 
saler. The meetings of the organization are held on the 
second Tuesday of each month and the attendance is 
usually one hundred per cent. The annual dinner of the 
association was held on November 4 at the Sazerac restau 
rant. Practically every concern in New Orleans was rep 
resented, including wholesale paper dealers and direct rep- 
resentatives of manufacturers. The evening was most suc- 
cessful, and it was suggested that a general get-together 
meeting be held every three months. A rising vote of 
thanks was extended to Albert Marschal, J. J. Flotte and 
W. L. Rothermel, the committee in charge of the dinner 

The members of the organization are much interested in 
the educational work so heartily endorsed by the past pres 
ident of the National Association, J. Ogden Pierson, who 
is an enthusiastic member of the local organization. Com 
mittees have been appointed to carry on the work locally 
The members of the New Orleans Association work to 
gether for the good of all regardless of size, and there is 
a spirit of co-operation among the members that exists in 
very few cities. The last regular meeting of the Associa 
tion was held in the Sazerac restaurant on Tuesday evening, 
December 12. 








Rubber Stamp Men Have Convention. 


“We had a good convention,” said S. Pels, the other day 
Mr. Pels is governor of the eighth zone of the International 
Stamp Manufacturers’ Association, and presiding officer ot 
the convention held in the Palace Hotel, San Francisco, 
Calif., November 23-25. “The attendance was beyond all 
expectations. There were delegates from Vancouver, Seat 
tle, Portland, Sacramento, San Francisco, Fresno, Los An 
geles and San Diego.” Entertainment features of the con 
vention to which the visiting ladies were also invited, in 
cluded automobile drives around San Francisco and vicinity 
and a dinner at the Cliff House, that famous old hostelry 
perched high on the rocks overlooking the Pacific ocean 
The program of the convention was conducted along edu- 
cational and business lines. Valuable addresses were given, 
each of which was followed by a general round table dis 
cussion. “Do We Know How to Figure Profits?” was 
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New Line of Flat-Top and 
Drop-Head Desks—Character- 
istic Byron Principle Applied 


The Byron Flat-Top Desk is the executives that we have consid- 
most convenient executive’s desk ered it advisable to adopt it for 
built. It is a substantial, good the executive’s own desk. 


looking desk made in _ standard Everything on Top 


sizes and finishes, with outward 

appearance much the same as that Anyone who has searched 
of all desks found in well fur- through desk drawers for buried 
nished offices. But those whe use it papers or forms will appreciate 
know how different it is. the convenience of the Byron 


‘ — hinged, subdivided drawer in which 
Hinged Subdivided Drawer everything is always on top. All 
The secret of its convenience is 








important papers and frequently 
the construction of the right hand 


pedestal. Instead of the usual 
three drawers, or the ordinary 
clumsy, deep drawer, in which 
papers and forms must be stacked, 
there is a hinged drawer that drops 
forward at an easy pull, presenting 
to the executive all of his impor- 
tant papers and forms arranged in 
seven convenient compartments. 


A Tested Time-Saver 


This hinged drawer is a distinct- 
ive Byron characteristic. It is the 
application of one of the features 
of the Byron Typewriter Cabinet 
which has appealed so strongly to 


BYRON 


used forms may be kept in this 
drawer (each in its allotted com- 
partment) where the executive can 
lay his hand on them in a flash. 


The Byron Drop-Head Desk 


The Byron Drop-Head Type- 
writer Desk is also equipped with 
the hinged, subdivided drawer, 
characteristic of all Byron desks. 
The ‘seven convenient compart- 
ments provide places for the ma- 
terials the stenorapher needs in 
a hurry. Stenographic work is 
hastened by this arrangement and 
relieved of its nerve-racking strain. 
DEALERS: Write for catalog and proposition 


DESK COMPANY 


(Formerly Byron Typewriter Cabinet Co.) 


Woodland 





Louisville, Ky. 


a 
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The Byron Typewriter Cabinet, 
from which the principle of the 
hinged, subdivided drawer has 
been adopted for use in Byron 
Flat-Top and Drop-Head Desks. 
The Byron Typewriter Cabinet 
will be manufactured as before. 
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Today it is the commercial grade 
file that sells. And it is the 
dealer who is best able to supply 
his customers’ needs who enjoys 
the greatest turnover. To many 
dealers, therefore, the above 
statement will be of interest. 
For the recently extended Berloy 
**600”’ and ‘‘1600”’ Lines will en- 
able any dealer to supply all 
commercial grade filing equip- 
ment needs. 





The Berloy ‘‘600’’ Line now em- 
braces eleven styles. The ‘'1600”’ 
Counter Height Line includes 
nine styles. These additions are 
of the same construction as the 
original ‘‘600’’ Line Cases, which 
have been on the market for eight 
years. Real value is represented— 
the price is reasonable. Each sale 
represents a good profit for the 
dealer.Write for‘‘600”’ Line folder 


just off press. Address Dept.H-48. 


THE BERGER MANUFACTURING CO., CANTON, OHIO 


Boston New York 
Chicago St. Louis 
Dallas Roanoke 


Minneapolis San Francisco 
Philadelphia Kansas City 
Jacksonville Los Angeles 


January, 1923. 
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Most extensive commercial grade line 
market 














January, 1923. OFFICE APPLIANCES 


H. D. Dye’s subject. Other talks of interest included 
“Abuses of the Stamp Industry,” by S. Pels, and “Profits, 
the Difference Between Carefulness and Carelessness,” by 
Clarke Dennington. It was voted to hold the March, 1923, 
convention in Seattle 


Connecticut Valley Stationers to Hold Annual 
Meeting. 

[he annual meeting of the Connecticut Valley Station 
ers’ Association will be held at Springfield, Mass., on Feb- 
ruary 4. Officers will be elected at this meeting. 

The January meeting will take place in Hartford on the 
tenth 


Meeting Dates Changed. 

At the December meeting of the Stationers’ and Publish 
ers’ Board of Trade, of New York, a resolution was passed 
changing the date of the annual meeting to the month of 
January and of the monthly meetings to the third Wednes- 
day of each month 


Southeastern Stationers to Meet in New Orleans. 


The next meeting of the Southeastern Division of the 
National Association of Stationers and Manufacturers will 
be held in New Orleans during the month of April, 1923 


Dallas Stationers to Resume Meetings in January. 

\t a recent meeting of the Dallas Stationers’ Association 
it was decided to discontinue the regular meetings until 
about the second week in January. This was thought to 
be necessary on account of the large Christmas trade and 
also because of the fact that practically all the members 
inventory their stocks the first of the year. 


Erie Specialties Reduced in Price. 

The Erie Art Metal Company, manufacturers of the 
Dan-Dee line of pressed steel specialties, has announced a 
decided reduction in the prices of this line of products. 
Since the organization of the company in 1908, it has been 
manufacturing products under the above trade name, 
ichieving a very wide distribution so that Dan-Dee goods 
are found in all parts of the world. They state that over 
90 per cent of all the stationers in the United States handle 
the lines, either wholly or in part. From the outset, it 
has been the company’s policy to produce goods of quality 
it prices consistent with intrinsic values. Recently the 
company has been able to secure favorable contracts on 
raw materials and has achieved a reduction of overhead by 
increased production and the most modern methods of 
manufacture. Thus they are able, despite the rising cost 
of steel and labor, to make the reduction announced. 

It is stated that the Erie Art Metal Company was the 
rst concern in the country to manufacture stamped steel 
vaste baskets, hampers, towel and ticker baskets, and 
cash boxes. 


Douglas Smith Weds. 

Douglas Smith, son of Ralph T. Smith, secretary and 
treasurer of the J. K. Rishel Furniture Company, was 
married on Monday, December 4, at Baltimore, Md., to 
Mrs. Margaret Rankin of Atlanta, Ga. The ceremony was 
performed at the home of the bride’s brother. 

Mr. and Mrs. Smith sailed on December 5 for Italy, 
where they will spend two months, part of the time visit- 
ing points where Mr. Smith served during the world war. 
On their return they will reside at Williamsport, Pa., where 
Mr. Smith is sales manager of the J. K. Rishel Furniture 
Company. 


Multistamp Opens Chicago Office. 


‘he Multistamp Company of Illinois has opened an of- 
fice at 175 West Jackson boulevard, Chicago. This office 
will be headquarters for the distribution of the Multistamp 
tor the state. The company is desirous of securing live 
agents and dealers throughout Illinois. 


Change in M. B. P. Company’s Cleveland Office. 


The Miller-Bryant Pierce Company, manufacturers of 
inked ribbons and carbon papers, Aurora, IIl., recently made 
1 change in their Cleveland office, placing Earl H. Miller 
n charge of that branch as manager. 
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Munson 
Concave Keys 


Sell on sight. Display 
them. They eliminate 
the glare from the metal 
and glass keys, fit the 
fingers snugly and in- 
crease machine operating 
satisfaction. 


Write or wire today for 
a trial set. 


MUNSON EompaAny 
Oldest and largest exclusive manufacturers 
of rubber keys in the world 


23 City Hall Place Dept.D NEW YORK, U.S.A. 


BRANCHES 
Boston St. Louis Los Angeles 
Bafale Reveland San Francisco Somers ws 
cago e Montreal, Can, hiladeiphia 
Pittsburgh Toronto, Can, 
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THE SAMSON 


LINE 


IS THE LINE 


OF LEAST 
RESISTANCE 






OVER 200,000 
SAMPSON TABLES IN USE 











Samson Tables are built to endure 
and finished to live. They are known 
because the message. of Samson merit 
has been and is being told without pause. 

Dealers who handle Samson Tables 
experience practically no sales resist- 
ance. The prospect is half sold when 
he enters the store and the attractive 
price closes the deal. The result is an 
easy sale. An easy sale multiplied by 
more easy sales spells turnover and 
Right-hand legsections profit, because each Samson Table af- 


weak leg construc- . 
pons phate nae ip er fords a handsome profit to the dealer. 


_. Be. _B Samson Tables are distributed through 
stock. Left-hand leg reliable merchants in 1,000 American 
sections show Samson niato wy are , ec , , 
Strona lege resulting cities. They are advertised locally by 
from “taper-miter- a complete and convincing system of selling 
joint-boxed" methodof = helps which are supplied absolutely Free. 
securing Samson uni- ; ri. ' 
form thickness of stock. Liv? dealers everywhere should be acquainted with thi 
fastest selling line. 


SAMSON TABLE No. 335 
Illustrating 48 x 120” size. Sizes 42 x 96”, 48 x 120”, 
48 x 144”. Selected American Walnut 134” 5 plywood tops 
on all lengths. Center column on 120” and 144” lengths. 
Stretcher feet are made of built up stock covered with % 
veneer. Shelf is built of 1” solid stock with sides “Inter- 
lock Reenforced” to 2”. Under top is finished and re- 
enforced with Cleat Construction. Standard Walnut Dull 
Rubbed finish. Special finishes at extra cost. Note: This 
same table is also furnished in Mahogany as No. 332. 


Send today for full details of the Samson ad- 
vertising and selling helps, catalogs, ete. You 
place yourself under no obligation whatever. 


MUTSCHLER BROTHERS CO. 


Since 1896 Makers of Fine Tables at 
NAPPANEE, INDIANA, U. S. A. 























James Logan Heads U. S. Envelope Company. 


The Hon. James Logan, for many years vice-president 
and general manager of the United States Envelope Com- 
pany, was elected president of that organization at a spe- 
cial meeting of the Board of Directors held at Springfield, 
Mass., on Wednesday, December 6. Mr. Logan succeeds 
the late C. Henry Hutchins of Worcester, who served as 
president of the company from the date of its organization 
in 1898 until the time of his death on November 15 last. 


No man in the envelope business is more widely known 


among stationers or enjoys a greater measure of their 
respect, confidence and affection than James Logan. He 
has had occasion to travel extensively throughout the 
United States in the fulfillment of his duties as general 


manager of his company and has made himself personally 
acquainted with members of the trade in all sections. He 
has always been active in association work and his wit, 
wisdom and eloquence have graced many interesting occa- 
sions. He is held in high honor and esteem in his own 
home town of Worcester, Mass., where his fellow citizens 
kept him in the office of mayor for so many terms that he 


was finally obliged to decline the office again and devote 
more time to his private affairs. 

Mr. Logan is a fine type of American. He is a man of 
the highest ideals which he puts in practice in the nduct 
of his daily life, yet he is by no means austere, for he fla 
vors his daily conversation with broad sympathies and 
with a remarkably shrewd humor compounded of keen wit 
and uncommon common sense. He is in demand as a 
speaker on public occasions, and to obtain his consent to 
act as toastmaster at a dinner is a guarantee of the success 
of the occasion. Nobody ever cornered James Logan not 
left him second best in a contest of repartee. Soi f his 
dry remarks have become almost classic in this industry 
At the convention in Philadelphia when the chairman of 
the convention committee had finished reading t report 
of the attendance, which showed that an unusua imber 
of ladies were present, Mr. Logan remarked: “Mr. Presi 
dent, it would appear from the report just read t 
ladies are getting wise!” Again at the convention it 
Springfield, Mass., he was addressing the annual dinner of 
the National Association of Stationers and Manufacturers 
pointing out the many advantages of the locality, particu 
larly those of an educational character. Concluding thx 
reference to this feature, he remarked that it had always 
been one of the regrets of his life that he had been unabl 
to matriculate at Smith College. For the benefit read 
ers abroad who may not be familiar with American educa 
tional institutions, it may be explained that Smith Colleg« 
is one of the leading colleges for women in this country 

Mr. Logan’s many friends throughout the United States 
will rejoice to learn that his associates have made him the 
executive head of the company he has so long faithfully 
served and trust that he will remain with us many years 
to give inspiration by his presence and his sturdy character 

At the meeting of the Board of Directors at which M1 
Logan was made president of the company, Robert W: Day 
of Springfield, Louis H. Buckley of Worcester and James 
M. Plimpton of Hartford were made vice-presidents. Mr 


Buckley was chosen chairman of the executive « mittes 


Lehigh Corporation Makes Good Progress. 


Joseph Gooch, Jr., president of the Lehigh Cor itiol 
states that there has been an interesting sales response o1 
the new Lehigh calculating machine, which is simple in 
operation and is essentially for multiplying and dividins 
The company’s factory is at Newark, N. J., and productio1 
has now reached a point where it will take car: the im- 


mediate sales commitments of the company 


In Difficulties. 

John E. Gallagher, trading as P. J. Gallagher, 45 Rose 
street, New York, failed some weeks ago, and Samuel 
Korn, 50 Court street, Brooklyn, was appointed receiver 
For the last forty years the house of Gallagher has bee: 
manufacturing glass specialties for stationers. Their pri: 
cipal product has been glass ink bases. 


Receivers Appointed. 


Judge Mack has appointed Helen Williams as receiver 
for Harry Pine, doing business as the American Station- 
ers’ Manufacturing House at 269% Pearl street, New York. 

ss 8 


James Shea, Inc., dealing in stationery at 136 Fulton 


street, New York, has made an assignment to Gordon. 


Cameron of 99 Nassau street. 


ee ny Nn see 
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Simple as it Looks 


Stenographers like the Demountable at 
once—it’s so easy to clean. By drawing out 
a single clamp in the rear, the frame of the 
typewriter may be lifted off, leaving the 
type exposed and readily accessible. Plat- 
ens and feed rolls may also be removed for 
cleaning after stencil-cutting. 


c 


QM 


ERFECT work month after month and year after 

year! Such is the result made possible by the re- 

markable features of the new Demountable Type- 
writer. 


J 





With this exceptional machine there is never an excuse 
for dirty type or a dirty typewriter, even after stencil 
cutting. Eraser dust need not collect to cause unneces- 
sary wear on inaccessible parts. For the Demountable 
has no inaccessible parts. 

Any stenographer can remove the frame from the action 
unit, take off the carriage or take out the feed rolls, with 
nee a dozen simple movements. Hence, thorough clean- 
ing is very easy to do. All parts are interchangeable so 
ake n repairs are needed no time is lost. 

No other typewriter can match the economy of the De- 
mountable. Only the action unit and rubber parts of a 
typewriter wear out..On the Demountable, after years 
of service these parts may be replaced and the original 


Excels in Writing Quality omen iency of ae mac hine is maint: ained. And the costs. ot 
able is unsurpassed. It makes ten a new aaiine. 


clear carbon copies with ease. Op- 
erators find its touch a pleasant re- 
lief, its light-running, ball-bearing 
carriage far less fatiguing. They 


Additional information concerning the Demountable 
will be supplied gladly to interested typewriter 
distributors, dealers and wusers, upon request. 


like the convenience of its rear 
tabulator stops and forward-swing- DEMOUNTABLE TYPEWRITER COMPANY 
ing paper table. Fond du Lac, Wisconsin 


BAHAMUT 


Typewriter 
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“The Better 
Envelopes’”’ 


Quality is the foundation of good business. 
Fair prices follow naturally. Give your 
customers what they really desire and 
sales increases will follow as surely as 
night follows day. 


It’s safe to sell 






SAA APAOAPOL PAT LDAS ptr L i AOLLPOMGTIINP ATT 
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wherever true quality is the factor. 
They are dependable, durable, practical, 
economical. A device for every purpose— 
mailing, filing, carrying. 





Test and judge FIBERSTOK. Let 


us send you a selected number of 









































































































































































































































FREE SAMPLES with prices and a 




















special selling plan. 







































































NATIONAL FIBERSTOK 
ENVELOPE CO. 















































: 429-447 Moyer Street 
PHILADELPHIA 





















































3 21 Park*Row o ° New York 
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(New Machines.—Continued from page 70.) 
Automatic Dater With Visible Feature. 


The American Numbering Machine Company, 220-30 
Shepherd avenue, Brooklyn, N. Y., has produced a num- 
bering machine which is virtually a daily calendar. The 
date set is always before the user of this device. The daily 
change of date is effected by lifting a lever at the left side 
of the front plate. Automatic inking is afforded by a thick 


fels pad which requires a drop or two of ink about every 
printing 


two weeks. The line is accurately located by 





JAN 25 1925 


Impression of Figures 


AMERICAN VISIBLE DATER 

means of the gauge plate. Model 81 visible dater is made 
of steel throughout, except the dating wheels, which are 
nickeled bronze. These wheels are engraved, producing 
sharp, clear impressions. The machine has a dating ca- 
pacity of twenty years. 


Electrically-Operated Monroe Calculator. 


The Monroe Calculating Machine Company, Woolworth 
building, New York, N. Y., has produced a portable, auto- 
matic calculating machine for use on either desk or stand. 
It is driven by a light, compact electric motor, mounted at 
the left of the machine, under the overhang of the’ carriage. 
There are two operating bars at the right of the keyboard, 
plainly marked. To add, the plus bar is touched. The 
minus bar actuates the subtracting mechanism. The ma- 
chine may be used for manual operation by inserting the 
operating crank. It is equipped with safety devices which 
prevent locking or damaging the machine, and safeguard- 
ing it against operating abuse. 

Monroe automatic calculating machines are built for op- 
eration on either direct current or alternating current cir- 
cuits. Two sizes are made, 20-place and 16-place. These 
machines perform addition, subtraction, multiplication and 
division, employing the flexible Monroe keyboard and the 
instantaneous dual clearout. The unique construction of 
this calculator permits the use of an exceptionally fast 
drive. 


Doctor Invents Tiny Typewriter. 

The Chicago Tribune publishes the following dispatch 

Cambridge, Mass., Dec. 28.—A typewriter weighing one 
ounce and fitting in a vest pocket was brought by Dr. H. 
E. Wetherell, of Philadelphia, to the meetings of the 
American Association for the Advancement of Science. 
He devised it for his own use. Held between the fingers 
and upon the paper, the machine writes by means of a 
wheel equipped with rubber letters, which special devices 
bring in contact with the paper. Dr. Wetherell said that 
operation of the typewriter was slow in the hands of a 
beginner, but an experienced writer could attain a speed 
of seventeen words a minute. It is almost noiseless. 


Penholders of Processed Milk. 


The Export Underwriters’ Corporation, 13 East Sixteenth 
street, New York, N. Y., is offering a line of penholders 
in various colors, made of galalith. These are manufac- 
tured by Koch, Weber & Company, Heidelberg, Germany. 
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| MEN 
The Ault & Wiborg organization is 
composed of men experienced in 
the painstaking, scientific business 
of producing high grade typewriter 
ribbons and carbon papers,—prac- 
tical men who know how to select 
materials to fit requirements,— 
scientific men who know mate- 
rials and how to treat them by 
proven formulae, and skilled men 
who apply this expert knowledge, 
—experienced men who know how 
to conduct efficiently a modern 
| manufacturing plant. 


| AND 
METHODS 


Our research and 
laboratories — the 





experimenting 
manufacturing 
plants—and our 
and sales depart- 
ments are all conducted and oper- 
ated according to the most modern 
and proven methods. 


and production 


merchandising 


GET 
RESULTS 


This combination of 
methods 


men and 
has gained for Ault & 
Wiborg ribbons and carbons a rep- 
utation for longer and more per- 
fect performance—for furnishing 
what you want when you want it 


—for their aid in actual selling. 


CINCINNATI, 














This is Ault & Wiborg superiority. 


C Othe AULT &? 
IWIBORG (Company 


OHIO, U.S.A. 
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A Little More Than a Year Ago 





Made Its Bow to the Public. 


Prior to that time there was only one way for 
you to get a stamp—order it from your stamp 
maker, then wait until he produced it—maybe a 
day—usually much longer. 








All human minds the necessary 
are full of orig- tools to develop 
inal ideas, but them _ without 
few ever mate- delay. 


MULTISTAMP 
will help put 
ideas into action. 


rialize, due to 
procrastination or 
the lack of 





Now, you can save all these expensive delays and loss- 


es with—MULTISTAMP 


Take a MULTISTAMP stencil (cost 2c), moisten it, and 
write your message either on typewriter or by hand with 
stylus pen—place on MULTISTAMP and there you are, all 
ready for use—no time wasted, but a wonderful amount 
saved, and time saved is money saved—working capital. 


-here’s the way you do it: 


Very often your shipping department needs a number of 
tags or labels for a shipment and the minutes count, or your 
credit department needs a “thank you” or other original col- 
lection appeal, a special endorsement stamp, or your sales 
department needs to imprint some advertising matter for a 
customer or dealer—some price changes—a receiving stamp 
for the mail—a department or special closing notice, or you 
need your signature—your autograph for signing a quantity 
of letters, etc., or—well; just anything that stamps are handy 
for, the fountain inked MULTISTAMP—the MASTER stamp 
will do and it’s on the job in less than a minute for two cents 


Order yours today, it will start paying you tomorrow and 
the dividends will be very gratifying. 

No. 1 Outfit—capacity 5 No. 3 Outfit—Capacity— 

typewritten lines 3 inches (full postal card—3%%4x5% 


long—with full equipment inches) with full equip- 


for 25 different stamps ment for 24 different jobs— 
postpaid anywhere in U. 8. postpaid anywhere in 
A., Cash or C. O. D., $7.50 U. 8. J Cash or C.O.D., $15. 


Write for specimens of work and if you are a dealer, write 
for our quantity discounts—there’s money in MULTISTAMP 
for you—and service for your customers. 


The Multistamp Company 


Norfolk, Va., U. 8. (Cable “MULTISTAMP”) 


Distributed in Great Britain and on the Continent by 
Robert W. Wright, 114-116 Southampton Row, London 


(Mention Office Appliance) 
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Improved Model Line-A-Time Copy Holder. 
The Line-a-Time Manufacturing Company, Inc., Roches 
ter, N. Y., has improved its luminous model by the addition 
of a shield or apron, which permits the operator to confine 
the work being copied to a single line when desired. There 
is a magnifying lens which permits the transcription ol 
small type with ease. The lens may be removed when 
desired to illuminate the entire copy, as when transcribing 
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HOLDER.—The 
Illuminating 


LUMINOUS LENS LINE-A-TIMB COPY 
Enlarged View in the Circle Shows Details of the 
Device and Color Filter. 
shorthand notes or printed copy done in large type. In- 
cluded is a color filter which eliminates the red rays in 
artificial light which are tiring and otherwise injurious to 
the eye. 


Steel Storage Cabinet for Varied Uses. 


The Steel Equiment Corporation, Avenel, N. J., is feat- 
uring its double door steel storage cabinet for miscellaneous 
office purposes. It embodies metal office furniture con- 
struction throughout, and is not built like a locker. The 
cabinet is seventy-two inches high, thirty-six inches wide, 


and eighteen inches deep. It may be provided with shelves, 





“SECURITY” STORAGE CABINET 


adjustable for height, or with adjustable shelf and coat 
rods, permitting its use as a locker. The cabinet is welded, 
and fitted with three-way locking device, controlled by a 
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All written, computed and 


\\ THIS- 
‘i, "A 





proved at one operation 


—and in less time than is pos- 
sible by any other method. 
The economy of Elliott- 
Fisher is effected by its 
ability to assimilate various 
accounting tasks with no 
more effort than would be re- 


quired to perform any one of 


them. 

In addition, it proves the 
work simultaneously, without 
extra labor on the part of the 
operator. 

The proof of this economy 
lies in the fact that hundreds 
of present users are constantly 
purchasing new Elliott-Fisher 


equipment to meet their in- 
creasing needs. 

No previous experience is re- 
quired to learn to operate the 
machine. Any clerk of aver- 
age intelligence can quickly 
become an Elliott-Fisher op- 
erator. 

There is an Elliott-Fisher 
representative in your vicinity 
who will be glad to discuss 
your accounting problems and 
prove to you how Elliott- 
Fisher will solve them. 

The burden of proof is upon 
us. Why not investigate at 
once? Address: 


ELLIOTT-FISHER CO. 


342 Madison Avenue, New York, N. Y. 
Offices in all Large Cities 


Elliott- 


isher 












— he ~~ 
LLIOTT-FISHER IDE 


Elliott-Fisher best meets the re- 
quirements of modern accounting 
by furnishing: 
INSTANT PROOF OF ACCU 

RACY 

Witout extra work or effort. 
MAXIMUM PRODUCTION 

The Flat Writing Surface makes 

possible the writing of many 

records at one operation. 
PERFECT LEGIBILITY 

On original and required copies. 
COMPLETE DETAILS— Written 

description as well as figures. 
CURRENT INFORMATION 

Facts and figures readily obtain- 
able. A quarter-century of study 
and research has de- 
veloped the Universal 
accounting machine — 
ELLIOTT-FISHER. 

There is one which 
fits your business. 





E 



























A list of concerns using Elliott-Fishers reads like a 
“Who's Who” of American business in every field. 


The total exceeds 15,000 firms and covers more than 
400 differentlines of business. 


Accounting and Writing Machines: Flat Writing Surface 
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WHAT YOU PAY 























WHAT YOU GET 


RIVAL LEDGER OUTFIT 


Sheet Size 7124x1034 inches 


" ae ws 
300% of the minimum 
is the maximum 
capacity of this binder. 


REMOVAL or INSER 
TION of leaves made easy 


Operated by a key. by enormous expansion 


Expands to full capacity Heavy crossed toggle 





without any buckling or arms insure stability at 
‘ndi noes all capacities. 
binding. BINDER 
Gives firm  screw-com- Full Black Duraleather, 200 D. E. Ledger Leaves. A new standard of ledger 
ey . : A to Z Index . 
pression of leaves. values established. 





WHO MAKES IT 











STATIONERS LOOSE LEAF Co. 
MILWAUKEE 
New York Chicago 
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substantial lock. The standard finish is a rich, dark green 
enamel, baked. Hand-grained oak and mahogany may be 


had on a special order. 


Mailometer Perfects Permit Machine. 
The Mailometer Company, 3455 Jefferson averiue, Detroit, 
Mich., has placed its new model “M” permit mailer for 


metered mail on the market. This machine handles all 
standard envelopes up to 8x12 inches, imprinting the permit 





MODEL “M"” MAILOMETER 
indicia, sealing the envelopes and metering the mail at one 
operation. The correspondence is prepared for the post 
office at a speed of 320 a minute. 

A postage meter is furnished with the machine. This is 
set by the local postoffice for any required amount, which 





POSTAGE METER OF MAILOMETER 


is prepaid by the user. When the designated number of 
impressions has been run, the meter stops automatically, 
and no more envelopes can be imprinted until the meter 
has been taken to the post office and reset. The meter does 
not register unless an envelope is imprinted. The permit 
Mailometer is sold outright; meters are rented, a separate 
meter being provided for each denomination of postage 
required by the user. 

















: Fox & 
Company, 319 West Ohio Street, Chicago, lll. This was De- 


‘“*l’-Need-Me"’ Calendar Desk Pad, Made by Geo. E. 


scribed on Page 112 of our November issue It Combines Desk 
Pad, Calendar, Memo Pad and Telephone Index. This Item 
may be Had in Fabrikoid or Genuine Leather 
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VENUS 
THIN LEADS No. 38 





7 degrees 








—~> 

xo 
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Z HB-Soft Medium 











ITH the VENUS THIN LEADS No. 38 

the dealer can sell his customers the same 
perfect quality lead, for mechanical pencils, 
which has made VENUS DRAWING PEN- 
CILS the largest selling quality pencil in the 
world. In seven degrees, as illustrated. For 
Venus Everpointed and all other thin lead 
refill pencils. 


Write for samples and prices 


American Lead Pencil Co. 
220 Fifth Avenue, New York 
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Perhaps the one 
thing that has made 
and assured paper 
products and filing 
specialties of their 
position in the com- 





mercial stationery 
field is their adapt- 
ability. Paper is 


easily and readily 
convertible into all 
classes and fields of 
endeavor—and very 
inexpensive. 








The problem, then, that confronts the stationer 
is to purchase those products which offer the best 
assurance of real paper value—and variety. to 
meet the great and wide variance in demand. 





Diemer Products have been chosen by many year 

in and year out—and because of these things. 

| The wide variety of products and the real, in- 

| herent character of the products themselves have 

an appeal that the business man readily recog- 
nizes. 


The Diemer catalog is more than a list of the 
various products incorporated into the entire line. 
It is an exposition of what determined and con- 
centrated effort can accomplish with the use of 
the highest grade of materials. We will gladly 
mail a copy to you on request. 


Vertical File Pockets 
Compartment Envelopes 
Panel Envelopes 


Metal End Filing Boxes 
Letter and Legal Envelopes 
| Vertical File Envelopes 


Manilla Flat Envelopes Reversibles—Jute 
Expanding Envelopes Card Index Cabinets 
Box Envelopes Shelf Boxes 


Letter and Legal Folders Pressboard Cabinets 


_ THE ‘ - 
| JOHN F. DIEMER CO. 


107-109 Lafayette Street 


| NEW YORK,N. Y. 
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Rotherick Pushing Indoor Golf. 


The Putt-Putt Company, 32 South Clinton street, Chi- 
cago, Ill., is marketing a novel indoor golf game. H. W. 
Rotherick, of Newton & Rotherick Manufacturing Com- 
pany, is interested in this enterprise. Putt-Putt utilizes 
standard golf balls and putter. It comprises a two-ply 
felt putting green six feet in diameter, with a fairway six 
feet long and one foot wide. There are nine tees, and a 
Putt-Putt cup, of metal, nickel plated, scientifically-de- 
signed. Playing rules and score cards are furnished with 
the game. It is said to teach correct balance, develops a 
fine putting touch and an accurate sense of direction. 


Stationers’ Wholesale Supply Adds Utilities. 

The Stationers’ Wholesale Supply Company, 508-15 South 
Wabash avenue, Chicago, IIl., has added typewriter ribbons 
to its lines. They are marketed under the ‘““Worthmore 
Brand.” 

“Worthmore” typewriter ribbons are manufactured for 
all makes of typewriters, in the usual colors and combina- 
tions of colors. The end sought has been to provide max- 
imum value at a low price. 





Fiberstok Pocket Files. 


The National Fiberstok Envelope Company, 429-447 
Moyer street, Philadelphia, Penna., has produced a new 
line of pocket files, to retail at ten cents. This file is made 
up in envelope style, with three pockets. A calendar, iden- 
tification card and seven-inch rule are included. 














FOLDING PORTABLE HAMMOND TYPEWRITER 

A description of the variable spacing feature of the Ham- 
mond typewriter was printed on page 53 of our December issue. 
It was not specifically stated that this variable spacing mechan- 
ism can be embodied in the portable folding Hammond It is 
supplied with the folding as well as the standard correspond- 
ence Hammond for office use. As applied to the folding port- 
able Hammond the variable spacer permits condensing work in 
the field. This makes it possible to prepare salesmen’s notes, 
manuals and other information, condensing it to from one-half, 
one-third or one-fourth the usual space, depending on the type 
and spacing used. 








“S-W” Commercial Grade Files Improved. 
The Shaw-Walker Company, Muskegon, Mich., has 
adopted brass hardware throughout for its commercial 
grade files, Nos. 2070 and 2071. The new label holders are 
of brass, matching the handles. Heretofore the label holders 
were of steel, enameled green. The new feature does not 
add to the price of these files. 


“Asco” Bond Boxes. 
The Art Steel Company, 313 East Twenty-second street, 
New York, N. Y., makes a line of office boxes, cash and 
bond boxes, retailing at low prices. 


William A. Condon Passes Away. 

William A. Condon, president of Condon & Company, 
Inc., 110 West Fortieth street, New York, N. Y., manufac- 
turers’ representatives, passed away on November 7 at the 
Homeopathic Hospital in New York. Mr. Condon died as 
a result of an operation for appendicitis. He leaves a wife 
and three children. 


Astoria Safes Showed Efficiency. 


A safe expert from Portland, Ore., who inspected the 
safes involved in the fire at Astoria, Ore., December 8, re- 
ported that approximately 80 per cent preserved their con- 
tents intact. There were 150 safes in the fire 
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“3100 


STANDARD 
ADDING MACHDI 


Sold by Dealers Everywhere 


VICTOR ADDING MACHINE COMPANY 
39°49 CARROLL AVENUE - CHICAGO 



















Easy 
Monthly 





This advertisement appears in 
Saturday Evening Posi, February 3rd. 
System Magazine, February Issue. 

* Literary Digest, February 17th. 


A Great Story— 


told in a few words 
FOR VICTOR DEALERS 
First get this straight. Victor Adding Machines are Mail This Coupon 


made to sell through retail dealers—and in no other 
way. This is not a temporary plan to serve until other 
selling plans develop. Dealers may take on the Victor l 
with the assurance that the time and effort they put | 
into it, is building a permanent business that will grow | 
bigger and more profitable every year. 7 
| 
| 
| 








Victor Adding Machine Company, 
319 N. Albany Ave., 
Dept. 5871, Chicago, IIl. 


Check in one of these squares. 
The national advertising we are doing is spreading the “VICTOR 
—$100” story for the benefit of the retail office appliance dealer 
in every community. There are business men in YOUR com- 
munity who will want to be served. Are YOU going to add to 


! 

| 

| 

I 

| 

Please send me full information | 
about the Victor and your plan 

for an adding machine department 

in the office supply store. 

| 

| 

I 

I 


your volume and profit by getting this business? | 
Ris ak ocean iat ' | | You may send me a Victor on 
If you want to know more—SEND I HE COL E ON. ; ret started | approval, with full information 
NOW. Get the benefit of this February advertising. | about your agency proposition. 
| 
V; e 7 § Plmeme .....ccedcceececcumeeeeeee | 
ictor Adding Machine Co. | 
1 Address ....... 004 etnies aandieele I 


319 No. Albany Ave., Dept. 5871 CHICAGO | ET —— 
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The Masters Line of Office Chairs 











{ * r 
\ — Do - ot y 
> : : ; : ; , , 
No. 1196 N. 1196 
Nos. 1198 (4 foot) and 1199 (6 foot) 
(f ; 
| For Quality Busi 
Ros i The marked demand for suite chairs to 
— “- t 
fn 4 4 match desks and tables has opened a qx 
| ; . a 
=i} a real opportunity for the dealer to se- or mat 
H cure high grade executive business. . . 
No, 1197 Our new 1100 line has been specially de- No. 119714 
signed to fulfill this purpose. Even to 
minor details of design and trimmings, 
it matches the Paneled Colonial suites 
— of the leading desk manufacturers. 
With this series and your regular desks 
and tables you can assemble matched up 
. “~ suites right from stock. 
\ meee © Due to economies effected by standard- { 
ie 4 ization, the prices are lower than usu- “Sa 
™ ally obtain for chairs of this quality. ‘ 
& To dealers interested a handsome port- 
No. 1156 folio of sketches will be furnished with- No. 115 
out charge, on request. 
Bedford Ohio 
, N 
a 


“No. 1155 No. 1178 No. 1155 











sees ere 


a 








January, 1923. OFFICE APPLIANCES 159 


New Remington Vice President and Sales Director. 


Walter J. Pickering Elected to this Office on January | 

W. J. Pickering has been elected vice president and sales 
director of the Remington Typewriter Company, and en- 
tered upon his new duties on January 1. It is announced 
that Mr. Pickering will assume complete charge of both 
the domestic and foreign sales departments of the company, 
which are thus united under one direct head. 

Mr. Pickering’s election to this highly important office 
is a well deserved reward for long and exceptionally meri 
torious service in the Remington organization. During this 
time he has worked his way up through successive promo- 
tions, and he brings to his new duties not only a recog- 
nized ability, but also an intimate familiarity with the 
duties and responsibilities which go with all the different 
positions in the Remington sales organization. 

Mr. Pickering began selling typewriters for the Smith 
Premier Typewriter Company twenty years ago in Omaha, 
ind in 1904 was transferred to the Kansas City branch of 
the Smith Premier Typewriter Company, where he re- 
mained as salesman until 1910, thus securing the ground- 
work of six years’ experience as a typewriter salesman. 

the latter year he took charge of the Smith Premier 
office at Des Moines, and on March 1, 1912, on the con- 
solidation of the Remington, Smith Premier and Monarch 
sales organizations, was appointed manager of the branch 
office of the Greater Remington Company at Omaha 

In 1914 he was promoted to the managership of the 
Remington branch in Kansas City, where he remained 
until 1917, thus completing seven years’ experience as a 
Remington typewriter manager. In the latter year he be 
‘ame district sales manager of the western district of the 
Remington Typewriter Company, with headquarters in 
San Francisco. Four years later, in September, 1921, came 
the great opportunity. The Remington Typewriter Com- 
pany at that time was about to place on the market their 
new portable typewriter, and Mr. Pickering was appointed 
sales manager for this new machine in both the domestic 
and the foreign field. Mr. Pickering’s great success in 
this latter position is a matter of recent typewriter history. 
The Remington portable has won a distinguished place in 
a very short time, achieving a very large distribution. Mr. 
Pickering deserves his full share of the credit for this 
achievement. His activities during this period  in- 
cluded a four months’ trip to Europe, where the Reming- 
ton portable is now winning the same position of promi- 
nence it already enjoys on the domestic market. 

Such a record of achievement promises well for Mr. 
Pickering’s success in his new and even more responsible 
duties. Mr. Pickering brings to these duties not only a 
capacity which time and opportunity have thoroughly 
tested, but also a tremendous faith in the future of the 
Remington Typewriter Company and its product. It is 
his firm conviction that the new Remington No. 12 is about 
to achieve a success and prominence among office machines 
comparable to that of the Remington portable in its own 
field, and that the improved Remington accounting ma- 
chine and every other item of the Remington line is 
marked for a similar destiny. 

That Pickering himself will contribute much to this re- 
sult is the conviction of all who know him. On the per- 
sonal side it is enough to say that his friends are legion, 
and, one and-all, they predict for him a notable career as 
Remington sales director. 


A Mimeographed House Organ. 

The holidays number of “Truth” for the winter of 1922 
published by Reed Brothers of Etowah, Tenn., reached 
Office Appliances the other day and suggests vividly what 
may be done by means of the Mimeograph and the Mim- 


eoscope. Mention of this clever house organ has been 
made in a previous issue. The present number is even 
more artistic than the one we have already noted. The 


drawings are exceptional, the cover design of the present 
number being particularly graceful and well executed in 
colors. The reading matter is in panels with line borders 
surrounded by appropriate sketches of Christmas candles, 
Pilgrim scenes, etc. The opening article is entitled “When 
the Holidays Come to Etowah.” The other pages are sim- 
ilarly arranged, but are used to illustrate clothing styles, 
merchandise, etc. The ninth page is the editorial, follow- 
ing which men’s and children’s goods are described and 
illustrated. The illustrations on the front and back covers 
and the two ornaments at the top, right and left on the 
editorial page were adapted by permission from illustrations 
appearing in recent issues of Harper’s Bazaar. 
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Counter Height 
Steel Uprights 






With 
Linoleum 
Tops and 
Finished 
Permanent 


Side Walls 


Can be used side by side as a counter and 
at the same time as filing cabinets. Lino- 
leum top is detachable and is not absolutely 
necessary. Top is made of best grade Bat- 
tleship linoleum—very heavy and durable 
and never curls at the edges. 

In selling these Counter Height Sections 
you offer your customer 

Greatest economy of space. 





Lowest cost per filing inch. 

Roller bearings cut from solid steel bars. 
Elegant Finishes. 

Beautiful Backs. 

Smooth Surfaces. 

Highest Quality. 

Lowest Prices. 


Particulars given in Catalogue 8200 


The Globe“Wernicke Co 


Cincinnati 
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Service--Plus 


q Are you experiencing difficulty 
in obtaining deliveries — either 
stock or special binders? 


{ The facilities and equipment of 
the CESCO factory enable us 
to satisfy the most exacting 
requirements. 


| Stock Binders and Forms are 
shipped the same day. 


{Special Binders with stock 
metals are shipped in 6 days. 
Special Metal Parts 10 days. 


{ Where quicker delivery is re- 
quired than the above schedule 
our Special Service Department 
is eager and willing to help you. 


{| Catalog and dealers’ discounts 
on request. Also full details of 
our Group Buying Plan—a plan 
that is saving the larger dealers 
25% to 33 1/3% on their Loose 
Leaf requirements. 


LOOSE LC hCOY LEAF 
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Cutting Down Office Waste. 
Short Cuts to Stationery Economy as Nar- 
rated in The Office Economist (Art Metal 

Construction Company). 


an office? Not the time waste, which is considerable, 

but the thoughtless waste of stationery and the like. 
It was really surprising to learn from a chief clerk the 
proportions such waste assumes. He told the following 
incidents: 

“The branch manager had been away from the office for 
some days and there was quite an accumulation of mail 
upon his return. As I had been making a study of office 
waste, with the object of reduction, I was naturally alive 
to the subject. I noticed that my superior in going over 
the mail threw practically every pin, clip, and rubber band, 
used in holding the papers together, into the waste basket. 

“If the manager made a practice of throwing such ar- 
ticles away, what could he expect from his employes? One 
thing certain, they followed the example set by the boss. 


D:= you ever consider the waste that takes place in 


Even though trays were conveniently placed upon the 
desks, many of the pins, clips, and bands found their way 
to the floor or into the waste baskets. 

“How did I break up the practice? Simply by picking 
up every useful article and placing it in the tray nearest 
at hand. It wasn’t long before every clerk followed my 
lead. Not only in saving pins, clips, and bands, but in cov- 
ering their inkwells when not in use, thereby keeping the 
ink cleaner, and in being more careful in the use of all sta- 
tionery. 

“Office waste is an item which only those who keep check 
on the supplies used fully appreciate. Individually, the 


items have so little value that it is difficult to call such 
waste to the attention of the employes. And then, too, 
the heads of departments are generally wasteful of such 
items, which makes it doubly difficult to handle.” 

A branch office of one of the large milling concerns was 
forced to employ a new head clerk due to the war draft. 
The two young men who were drafted and who were in 
charge of the clerical work received their business train- 
ing in that office; consequently their experience was limited. 
When the new man assumed control of the clerical end he 
found waste in all directions. Time waste and material 
waste were actually shameful. But let the clerk tell it. 

“I found them using blank statements printed in two 
colors for scratch paper. They would requisition at one 
time enough blank forms to last two or three years, and 
keep them exposed to dust and dirt. Printed matter would 
be sent to the salesmen under first-class postage—an order 
book which could have been sent for two cents was sent 
with six cents affixed. Advertising and other similar matter 
was not weighed when forwarding, but the amount of 


postage required was guessed at. In fact there were no 
scales for weighing such parcels. 
“One of the first things I did was to procure scales for 


weighing packages and I stayed with the mailing clerk until 
I was convinced that she handled all mail matter prop- 
erly. Afterwards, I checked up the postage used on all 
classes of mail matter at frequent intervals. 

Stopping Paper Waste. 

“T stopped the use of blank forms for scratch paper, and 
had the stenographers save all the letter paper they spoiled 
so that is could be used for scratch paper. This not only 
reduced the waste of blank forms and provided good 
scratch paper, but it reduced the amount of letter paper 
wasted. When the stenographers saw the amount of letter 
paper they spoiled each day, they actually became more 
careful. Furthermore, to reduce the waste of envelopes, 
the stenographers were required to turn in their spoiled 
envelopes each evening. It, too, had the desired effect. 

“IT found we were using too many pens, pencils, and 
erasers. Pencils and erasers were carried away, as were 
also pens. Erasers were dropped to the floor and left lying. 
Pencils were half used and thrown into the waste baskets. 
Requiring each employe to ask for such items, and keep- 
ing a record of the individual amounts issued, had the 
effect of reducing the number used. We purchased an in- 
expensive pencil holder for each employe, and that further 
reduced our pencil account. 

“Perhaps one of the worst features to overcome was 
the use of the company’s postage for private mail matter. 
I was taught that to use another’s postage stamps was the 
same as using another’s money. It was different in that 
office and the local manager set the example. He used the 
company’s stamps for not only his own private corres- 
pondence but for that of his family. While I could not 
stup the manager’s use of company stamps, I did stop much 
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Gifts for Christmas— 
but tools for the year’s work 


peepee: PENCILS have changed the Feast and Famine 
gift pencil business by giving you an all-the-year-’round 
seller at an all-the-year-’round price. 


Ingersoll Pencils represent everything for which the name 
Ingersoll has stood for so many years—simplicity—relia- 
bility —volume business at popular prices— and year- 
’round sales. 


To get buyers into your store in January—to buy, not the 
high priced gift pencil of December but the Half Dollar 
and Dollar writing tool of every day,—we send you a 


complete selling plan and all the equipment to carry it 
out—-FREE. 


REE Memo Books and 
Display Material 
A sales idea that sells pencils by suggesting a use for pencils. A 
72 page memo book, attractively bound, printed on good paper 
with twenty pages of useful information—postal rates, calendars 
for 1923 and 1924, population of principal cities and 50 blank 
pages ruled for memoranda. One to give each customer who 
buys an Ingersoll Pencil. An attractive Window Display to fea- 


ture this free offer. All the material to enable you to turn over 
something besides inventory sheets in January. 





These Aluminum 
Models Retail for 


Ingersoll pencils sell the second day of January—the third—and 
every day in the year. Profit producers all the year ’round. Do 
you want your share? Write today for full information of our 
first-of-the-year assortment and the sales helps that move it. 
Don’t pass up profit. Act NOW. Use the coupon. 


Ing 


ersoll Pencils 
LE 


, Loony 50¢ 4 $7 and up 














These Rolled ee eee 
ae as 4 Ingersoll Redipoint Co., 
for , 461 Fourth Avenue, N. Y. City. 
3] each We are interested in first-of-the-year pen- 
cil business. Please send us your FREE memo 
book pl 
y book plan. 
it 
; . Name__ 
INGERSOLL REDIPOINT COMPANY, Inc. @\ i 
Wm. H. Ingersoll, President di," ‘ 
461 Fourth Avenue New York City 5 Address — 
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Still-“A Year and a Half Ahead” 


Our new two thousand line in every way 
answers the demand for dependable Commer- 
cial Grade Steel Uprights. 


The same dimensions; the same design; 
the same recessed end panels, and the famous 
“four-angle” method of construction, which 
have forged Browne-Morse steel products “A 
Year and a Half Ahead,” are built into this 
new line. Beauty of design and strength, com- 


bined with rigid drawer construction; one mo- 


tion positive lock compressors and life-time pro- 
gressive suspensions, make up serviceable, sat- 
isfactory files. 


“We sell only to dealers” 
This, coupled, with the quality of our 


merchandise,—the completeness of our line of 
filing cabinets and filing cabinet supplies, makes 
Browne-Morse products unquestionably the 
best investment for the Dealer. 


Browne-Morse Company 
Builders of Quality Filing Equipment and Supplies 
MUSKEGON, MICHIGAN 








XY 




















January, 1923. OFFICE APPLIANCES 


of the clerks’ and salesmen’s use by issuing small lots daily. 
Before my assuming charge of that office, there would be 
from twenty to thirty dollars worth of stamps placed 
promiscuously in a box, available for any and every one; 
whereas I made available not more than three dollars’ 
worth at a time. And it was imperative that the one and 
two-cent stamps be kept separate from the larger denom 
inations, so that stamps of large denominations would not 
be affixed to mail matter requiring two cents. The small 
number of stamps available had the effect desired—quantity 
begets carelessness. 

“By making requisitions for three-months’ supply, we 
soon cut down our loss on blank forms. There were less 
forms wasted by becoming soiled and we had fewer forms 
to destroy when a change was made. As forms are fre 
quently changed, it is necessary to discard those on hand. 
For that reason alone, branch offices, especially, will find 
it more economical to carry small quantities of forms.” 

It is really surprising how much waste there is about an 
office; and this is especially true in the large offices of some 
corporations, of railroads, and in those of the government 
(Federal, state, and municipal). The component parts of 
the waste are so small compared with other parts of the 
business, that no one interests himself seriously in the 
matter. But in the aggregate, material waste in an office 
is an item which should be and can be greatly reduced, 
if not wholly eliminated. 


Wisconsin Products Exposition. 
Manufacturers of Wisconsin co-operated in a demonstra- 
tion of the state’s products at the Wisconsin Products Ex- 
position, held at the Auditorium, Milwaukee, Wis., De- 
cember 14-20. Several manufacturers in this field showed 
their products. 
The Amity Leather Products Company, West Bend, Wis., 


displayed its lines of pocketbooks and other personal leath- 


erware. The booth was draped with gray corduroy velvet 
and copenhagen blue fabric. Mahogany furniture was 
used, with an oriental rug matching the furniture. Vis- 


itors were presented coupons which enabled them to buy 
an Amity pigskin pocketbook, listed at $2.50, for $1.00. 
Dealers were instructed to redeem these coupons, receiv- 
ing pocketbooks in replacement. Baltus Rolfe, of the fac- 
tory organization was in charge, assisted by Carl Husting, 
Wisconsin representative, and Miss Alma Lamke. 

The Automatic File & Index Company, Green Bay, Wis., 
showed its “Afico”’ lines. 

The Enger-Kress Pocket Book Company, West Bend, 
Ind., displayed its leather lines. 

The Demountable Typewriter Company, Fond du Lac, 
Wis., decorated its booth in red, white and blue draperies, 
producing an effective display. The three main units of the 
Demountable were shown in the background. Five ma- 
chines in the foreground were used for demonstrating pur- 
poses. Free stenographic service was rendered to the ex- 
hibitors at the show. The company’s representatives were 
kept busy constantly demonstrating the Demountable to 
visitors. The company was represented by J. E. Russell, 
R. B. Moody, A. J. Collard, Miss Leona Whitty and Miss 
Gertrude V. Stafford. 

The Heinn Company, Milwaukee, Wis., displayed the 
“Badger” line of loose leaf devices and catalogue covers 

The Parker Pen Company, Janesville, Wis., made an 
impressive display of two gross of Parker products, in- 
cluding the “Duofold” and other Parker pens, “Duette” sets 
and pencils. Despite the Christmas rush, many stationers 
took time to visit the booth. An index of the attendance 
is the fact that 10,000 circulars were distributed with good 
effect. Nothing was sold at the Parker booth, but the de- 
mand from Milwaukee dealers showed that the display was 
attracting buyers rather than curiosity-seekers. “Duofold” 
came in for much favorable comment. G. A. Anders, Mil- 
waukee manager, was in charge. He also represents the 
Parker Pen Company in St. Paul, Minneapolis, Des Moines 
and Omaha. Mr. Anders was assisted by L. A. Millar, 
Wisconsin representative. 

J. W. Fitzpatrick to Open Store at Detroit. 

John W. Fitzpatrick, 5031 Lincoln avenue, Detroit, Mich., 
is arranging to open a stationery store. While he has not 
yet selected its location, Mr. Fitzpatrick is arranging for 
his stocks. 


G. G. Carr at Providence for “Elsie.” 


G. G. Carr has been made manager at Providence, R. I., 
by the L. C. Smith & Bros. Typewriter Company. 


will de 
the work of 


50 


typists 






Speed Up Sales! 


You can speed up sales now and do it at very little expense if 
you use a Rotospeed Stencil Duplicator. You can get new 
business and increase the volume of old business easily, quick- 
ly and cheaply, by means of effective and inexpensive direct 
mail advertising, sales letters, announcements and bulletins, 
price lists, collection letters, illustrated folders—you can get 
all of these out quickly and easily in your own office. They 
are the surest means of business building at this time. 


ROTOSPEE 


STENCIL DUPLICATOR 


Here is a machine that prints form letters for 20 cents a 
thousand,—good clean-cut letters with all the power of type- 
written originals. Any operator can turn them out at the 
rate of 75 a minute—enough for a large mailing list in an hour. 


Simply write, typewrite, draw or rule on the Rotospeed stencil 
—attach stencil to machine, and turn the handle—that's all. 


Cheapest and Easiest Printing 


Anyone can operate a Rotospeed machine. Even illustrated 
folders are easy to print with Rotospeed, and the cost of such 
printing—only 20 cents a thousand copies—is so low that 

| you will find your printing bills greatly reduced. Rotospeed 
will’save more than half your present printing bills, and wil: 
do more work than you now do. 


Free Trial—Easy Payments 


We want to teli you how you can have the Rotospeed in your office on trial. 
You can use it as if you owned it. You can demonstrate its worth before 
you buy it. And then you can pay for it in small menthly payments if you 
prefer. Just sign and mail the coupon. You assume no expense or obligation, 























The Rotospeed Company 
933 E. Third St. [Dayton, Ohio 


Cut Out and Mail Today 


THE ROTOSPEED CoO., 933 E. Third St., Dayton, Ohio 


O Please send samples of work, booklet and details‘of your Free Trial 
Offer and Easy Payment Plan. This does not obligate me in any way. 
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Crane’s 
Linen Lawn 


Neighborhood Trade 


You know how much busi- 
ness you get because your 
store is conveniently locat- 
ed. We have selected our 
warehouses with a view of 
obtaining your “neighbor- 
hood trade.” Wherever you 
may be, we are your neigh- 
bor. You need never go out 
of your way to refresh your 
stocks of Eaton, Crane & 
Pike papeteries. 


Standardized Ream Goods’ 
W eddings 
Visiting Cards 


EATON’S 


IGHLAND 


LINEN 
Eaton, Crane & Pike Co. 


Sponsors for Correctness 
in Correspondence 


225 Fifth Avenue, New York 
Pittsfield, Mass. 


BRANCHES: 
BOSTON, MASS. PHILADELPHIA, PA. 
633 Washington St. 1024 Filbert St. 
CHICAGO, ILL. SAN FRANCISCO, CAL. 
363-371 West Erie St. 770 Mission St. 
TORONTO, CANADA 


SERVICE STATIONS: 
MINNEAPOLIS 
KANSAS CITY 
ATLANTA 


SEATTLE 
LOS ANGELES 


DENVER 
DALLAS 
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Chicago Stationery Credit Men Meet. 

The first annual ladies’ night given by the stationers’ and 
printers’ division of the Chicago Association of Credit Men 
at the Hamilton Club Wednesday, December 20, was a 
great success. This division was formed in July, 1921, with 
a charter membership of six representatives. It has grown 
to a membership of approximately forty and is now re- 
garded as the “live wire” sub-division of the credit men’s 
association. Business at this particular session was dis- 
pensed with, all efforts being bent toward giving the wives 
and families of the members an evening long to be remem- 
bered. 

The following officers were elected: L. C. Beaudry (P. 
F. Pettibone & Company), chairman; R. H. Pratt (George 
E. Cole & Company), vice chairman; Guy Scharfenburg 
(P. F. Pettibone & Company), secretary; E. P. Robbins 
(E. P. Robbins & Company), treasurer. 

The gathering listened to several mighty good talks on 
association work by Sy Whitlock, Jim Cox and Robert J. 
Kane. 

Attractive souvenirs were presented to the ladies and a 
number of valuable articles, donated by stationery houses 
of the city, were raffled off. Music and entertainment en- 
livened the evening at intervals. 

This new association is doing much to promote good 
fellowship and close co-operation in the stationery line 
and any, not members, should avail themselves of this op- 
portunity and join the movement. 

Among those present were: Mr. and Mrs. Geo. M. Row- 
ley, Mr. and Mrs. E. W. Dehnstaedt, Mr. and Mrs. Chas. 
Hamburger, Mr. and Mrs. L. C. Beaudry, Mr. and Mrs. 
Chas. Ziesk, Jr., Mr. and Mrs. R. H. Pratt, Mr. and Mrs. 
Robt. J. Kane, Mr. and Mrs. W. A. Farr, Mr. and Mrs. 
E. P. Robbins, Mr. and Mrs. J. B. Lynch, Mr. and Mrs. 
K. E. Wallace, Mr. and Mrs. E. M. Judson, Miss Jane 
Hogan, Secretary O’Keefe. Messrs. Whitlock, Jim Cox, 
Nordwall, Dudley, Gallagher, Gust. Meyer. 





Sealing Wax from Old Dry Cells. 

How a railroad salvages dry cells is explained in Tele- 
phone Facts (Kellogg Switchboard & Supply Company). 
The Southern Pacific Railroad has a special machine which 
breaks up the discarded batteries, recovering $53.90 from 
every thousand cells. The sealing wax which covers the top 
is saved, among other elements. 

The old dry cells are broken down by a specially-built 
stripping machine. This machine has a capacity of 700 
batteries per hour, and from these dry cells are obtained 
three different classes of scrap: 

1. The outside shell is removed and melted and used to 
harden other metal. 

2. Brass screw caps are removed and sold as scrap brass. 

3. Red sealing wax removed and reconditioned and 
moulded and used for sealing letters. 

From one thousand batteries are obtained twenty pounds 
scrap brass, 226 pounds zinc and 140 pounds sealing wax, 
total value of the salvage $64.90. The cost to dismantle one 
thousand and recondition the scrap is $11.00, making a 
saving of $53.90 for each one thousand cells dismantled. 

It is not probable that even so extensive a system as the 
Southern Pacific secures a fraction of its requirements for 
sealing wax from these operations. The item is interesting 
as indicating the possibilities of salvage from what appears 
to be unredeemable waste. 


German Typewriters in Cuba. 


German typewriters are being sold in Cuba in consider- 
able quantities, largely because the agent for a German 
manufacturer is selling on the deferred payment plan, al- 
though charging more for the typewriter than is charged 
for American machines of a similar grade, writes Acting 
Commercial Attache Paul L. Edwards, from Havana. The 
leading German typewriter on the Cuban market is the 
Wanderer. It is sold for $150—$30 down and $10 a month. 
The typewriter is no better than, and probably inferior to, 
oe standard makes now selling in Cuba for about 
$130. 


American Concerns in Greece. 
A list of foreign concerns with established branches or 
local representatives in Greece has been compiled by the 
Ministry of National Economy. Local agents or repre- 





sentatives are in a large majority. These are classified by 
nationalities, showing that in 1921 there were 243 American, 
206 British, eighty-four French, thirty-one Swiss, four- 
teen Belgian, thirteen Swedish, thirteen Italian and five 
Danish. 














January, 1923. OFFICE APPLIANCES 165 


Autographs of Great Men 
appear January 11thin 


THE SATURDAY EVENING POST 





ELBERT H. GARY, Chairman WARREN S. STONE, Grand Chief SAMUEL GOMPERS, President 
U. S. Steel Corporation Brotherhood Locomotive Engineers American Federation of Labor 
DANIEL WILLARD, President WILLIAM H. FINLEY, President B. M. JEWELL, President W. G. LEE, President 
The B. & O. Railroad Co. C. & N. W. Ry. Co. Ry. Employes’ Dept. A. F. of L. Brotherhood R. R. Trainmen 
JOHN L. LEWIS, President H. G. WELLS CHARLES M. SCHWAB, Chairman CHAS. G. DAWES, Brig.-Gen. 
United Mine Workers Author of Executives’ Committee Former Director 
of America “The Outline of History” Bethlehem Steel Company Bureau of Budget, U. S. Gov't 


Write us for handsome, large, 2-color reproduétion of this page and 
Put it in your January pen window 


People will crowd around to study these auto- Here is a miniature of it in black and white—the 
graphs, seeking in the handwriting the reason for ' original will be in black and lacquer-red—the 
each great man’s success. Don’t miss this sensa- Duofold colors. Remember it first appears in The 
tional display. Write us today for card of auto- Saturday Evening Post, January 11th. Send for 
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Capital, Labor and Management 
sign with the 


belt Duofold 


The Over-size Pen no writing can distort 








THE PARKER PEN COMPANY + JANESVILLE, WISCONSIN 
NEW TORK MICcAcO Manufacterers alse of Parker “Lucky Lock” Pencits SAN FRANCIECO 
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THE PARKER PEN COMPANY : JANESVILLE, WISCONSIN 
NEW YORK - CHICAGO Manufacturers also of Parker “Lucky Lock” Pencils SAN FRANCISCO 


Canadian Distributors : Buntin, Gillies & Company, Limited, Hamilton, Ontario 
Distributors for Great Britain: W. E. Knight, 2 and 3 Norfolk Street, Strand, London, W. C, 2, England. 
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How To Take All the Waste Out 
of Your Filing Department 


We have prepared an instructive paper on this subject. It 
will appeal strongly to every Office Manager and Business 
Executive, and will be sent 
FREE to those requesting — ———.—— 
it officially. | The Acco Way of filing 

| takes ALL the waste out 


“How To Take All the of your filing department 


Waste Out of Your Filing Seal 
et . 
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Department,” tells you 
HOW in three thousand 
words. It is neatly bound 
in an ACCO Folder, which 
will be found useful after 
it has served its purpose of 
demonstration. 
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Same number and hind of papers ¥ 
filed in each of these cases 


Remember it is free to Of- 
fice Managers and Busi- 
ness Executives. Write 
your request on your offi- 
cial letter head and mail to 
us today. No obligations. 


—_a —" ) ie SS 


THE AMERICANCICLIP COMPANY 


Beehe Ave and Willian. St, LIC NEW YORK.NY. 


In England: Acco Manufacturers, Lid., 130, Queen Victoria Street, London, E. C. 4. 
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Finger Printing Urged for Checks. 
Walter C. S. Crosskey Suggested in The 
Banker and Financier that Strangers Pre- 
senting Checks for Cashing Use Finger 

Print Endorsement. 


ID you ever consider the time that is spent in the 
course of a year in preparing to establish or prove 


identity? Did you ever have occasion to establish 
your own identity in a strange town where you were un- 
known? If so, you will remember the many little vexa- 


tions that have cropped up because people would not accept 
you as being yourself upon your word alone. 

Business men have been victimized so many times by 
persons supplied with what, at first sight, looked like 
authentic documents stating the bearer’s identity, that they 
no longer place implicit confidence in the regular letters of 
introduction, etc., but demand that a stranger be person- 
ally introduced by someone acquainted with both parties. 
This, the personal introduction, is very often impossible. 
So a lot of time has been spent in thought in ascertaining 
what would be the most effective, quickest, and scientific 
medium to establish identity. After twenty-four years of 
practical use, during which the acid test of utility has been 
applied; the answer is supplied in two words—Finger 
Prints. But we no longer need to use the plural, finger 
prints. It is now possible, as well as easy to establish 
your, or any other person’s identity by means of a single 
finger impression—a finger print! Forgery is one of the 
easiest things that may be practiced. Ask any handwriting 
expert. A fictitious name is quickly assumed, and as read- 
ily discarded without leaving any trace of the individual. 
But once a finger impression is on the paper it is a matter 
of record, that is ready to use as evidence of just what 
particular individual out of the earth’s millions consum- 
mated that transaction. 

If it was an honest, straight-forward deal, the finger 
print was only a necessary precaution that stands as a mute 
witness of its owner’s identity. 

But on the other hand, if the transaction resulted in some- 
one being left holding a piece of worthless paper instead 
of a valuable document as expected; the finger print upon 
it will eventually lead to the individual who perpetrated 
the fraud, and will also secure certain conviction if prose- 
cuted by law for the offence. 

Negotiable Papers Subject to Fraud. 

Business is the exchange of various commodities of a 
fluctuating value under the gold standard. For mutual 
advantage, negotiable papers are used to cover the trans- 
action—mostly bank checks. Millions of dollars are an- 
nually spent in order to try to protect these papers from 
fraudulent use. Yet fraud is still practiced through and be- 
cause, of the narrow-minded wisdom that continues to allow 
the written signature to be the only dependable evidence 
of the sincerity of the drawer in issuing the document. 

Commercial firms are paying huge sums annually for 
protection from fraud that does not start to be insurance 
from anything. There are scores of so-called “protective 
agencies” whose business is bolstering up the confidence 
ot merchants so that the merchant has the necessary cour- 
age to take a chance with strangers. These so-called “Pro- 
tective Agencies” simply compile data that is really a po- 
lice department’s work. When a merchant employing the 
agency reports that some worthless paper has been left 
upon his hands, the “agency” looks through its files and 


guesses that “Jimmy Valentine, alias Jim the Penman,” 


pulled the job. They then look around to find “Jimmy.” 
If he is located and jailed, nine times out of ten it is im- 
possible to convict him. The merchant is out his money 
that was paid as an insurance to “protect.” He is out the 
money he was defrauded of. He has wasted his own time 
and his clerks’ time in attending court proceedings. In fact, 
the merchant is out of pocket all around just because the 
“Protective Agency” could not fulfill its obligation and 
protect him from the fraud it was paid to do. 

Let us go a little further into the subject. For at times 
these agencies do manage to secure the conviction of some 
poor “simp” who did not know better than try to break 
into a game not understood by him. About one-third of 
the men and women in prisons are being maintained at 
public expense because of the ease with which negotiable 
paper may be forged and passed. 

These people are sent to prison as an object lesson to 
others who might try to follow their example, on the 
theory that their imprisonment will act as a deterrent to 
others. But the fact that exists that more and more people 
are being committed to prison daily for passing fraudulent 











MIAMI BRAND CARDS 


A NEW card of real merit 
made to sell ata 
VERY low price 


Send for Samples 


Here is an amazing value in low priced, 
horizontal ruled, 3x5 cards. These are 
not to be mistaken with the “cheap” va- 
riety now flooding the market. Miami 
3rand Cards are real cards that will 
stand the most rigid writing and erasing 
tests. They are regularly stocked—not 
a job lot—and bear the “Supreme Qual- 
ity Filing Supplies” trademark—a guar- 
antee of fine value. 

These are sold only in lots of 10,000 or multiples 
thereof Packed and shipped 10,000 to a box as 
shown above Orders for less than full box not ac- 
cepted One weight—one style—one size (3x5) uni- 
form package. Do not ask for variations as the low 
price of these cards prohibits special orders. Only 
through our standardized, mass production and the 
elimination of frills can such quality be put into 


cards at this price, Send for further information, 


price and samples today 


The Wabash Cabinet Co. 
Desk 5, Dept. B. Wabash, Ind. 
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The Best Chance 


for Success 


WHEN YOU put a man on your payroll, 
you naturally consider his health, initiative, 
optimism and courage, and select the man 
whoaverageshigh- 
est. The doubtful 
weakling would be 
harmful and ex- 
pensive to your 
business. 
The same condi- 
tionsless apparent 
but equally as im- 
portant, obtain in 
your supplies de- 
partment. Consider typewriter ribbons, 
some of them coming through manufac- 
turing processes that crush out the life of 
the fibres, roughen the edges and leave lint 
in the weave that fills the type. The mi- 
croscopic view on the left shows the result 
of such a process—a rough saw edge, wear- 
ing on itself, typewriter and operator— 
crushed fibres already worn by the manu- 
facturing process and unable properly to 
absorb and re-distribute ink. Below 
on the right, is an 
enlarged view of 
of a Storms edge, 
smooth and even, 
properly cut and 
inked, the fibres 
round and full of 
strength for long, 
good service. 

SELL the Storms Typewriter Ribbon and‘make permanent 


customers. In addition to the better profit, you get the higher 
prestige that means steady, established trade. Write for 


STORMS 


H. M. 
COMPANY 


New York City 
DEPT. C 


Office 
World Bldg. 

553 Grand Ave. 
Brooklyn, N. Y. 












TRADE MARK 




















paper, so there must be something wrong with this theory 
as statistics prove it is not a detrimental at all. 

Who pays for the upkeep of the prisons? Is is not 
the general public, and are not you, reader, one of the sup- 
porters who contribute a due share to that needless ex- 
pense? We talk of lowering public expenses. Not only are 
we out the money to support these people in prison, but 
we are also out the economic earning power of these people, 
as they are kept uselessly in prison. 

Effective Remedy Is Available. 

Here is where we may apply the axe at the root of an 
enormous sum of public money that is paid in taxes yearly. 
It will be an effective remedy if applied. That simple, 
effective axe takes the form of a preventative to this particu- 
lar form of crime, and will save a sum of money that com- 
mands respectful attention. 

That axe may be applied at the root of this useless ex- 
pense by insisting that a single finger impression be placed 
upon all negotiable paper that is presented by strangers, or 
near strangers. 

Anyone with criminal intent wil! not willingly record 
a finger print on anything, because it is well known that a 
finger print is direct evidence that will secure conviction 
in any court. 

An honest person has absolutely nothing to fear from 
placing a finger print record—unless he may believe that his 
impression may be fraudulently imitated; which fear may 
be speedily removed as it is not at all difficult to immedi- 
ately detect fraud in finger prints. For the texture of the 
skin does not readily lend itself to fraudulent imitation, so 
that fear is quickly eliminated. Aside from this objection, 
anyone afraid to place a finger print on record must have 
something to hide—they will bear watching; or perhaps, 
as one well-known authority said: “They are crooks at 
heart waiting for opportunity to serve them.” 

When the subject of finger prints was discussed in course 
of a conversation with a prominent man recently, he told 
me, “The public is against finger prints.” My reply was, 
“The public is not against anything that is constructive or 
that which will save a waste of money from its pocket- 
book.” 

There are between twenty and thirty thousand people di- 
rectly interested in finger prints in the United States alone 
Each and every one of these men and women fully under- 
stand the real value that finger prints may be to society if 
properly utilized, so they are boosters for, and on behalf 
of finger prints. 

These people are conducting a campaign that is national 
in its scope for the larger use, and wider application of 
finger prints. Life is running on high gear today, and it is 
a social necessity that everyone be properly registered so 
that we all possess an established identity. 

Finger Print Identification Is Positive. 

It is finger prints alone that will give us an identity that 
cannot be concealed, or changed. Once succeed in edu- 
cating the public to the full utility of finger prints and 
they will be demanded as a social need. 

The human tendency is ever toward quicker and easier 
ways of doing things. The old way of using a signature 
by itself has proven unsafe and expensive, so why cannot 
we adopt the new way, the better way; the method that 
will bear a scientific test and act as a preventive to fraud, 
and also, at the same time, allow us to retain all these 
unnecessary expenses in our pocketbooks? 

We know that “there are no two finger prints alike.” 
That being the case, why not insist on one finger print 
being placed on all negotiable documents. We will then 
know for certain just who issued, or who handled these 
papers, and the full responsibility may then be placed and 
a lot of unnecessary expense saved to everyone. 

The single finger print on valuable papers would have 
been adopted a long while ago, but there was no means 
by which the thousands of millions of impressions could 
be handled so as to segregate one imprint from another. 
Now this difficulty has been swept away by the single 
finger print system, and as many as ten million single 
digits or more, may be permanently registered on the 
charts of this system so that any single finger of the ten 
millions may be separated in a few moments from the other 
9,999,999. Thus does science lend aid to establish a sci- 
entific, permanent identity for every man, woman and 
child, which is now a social necessity. 


B. G. Henn on Eastern Trip. 
B. G. Henn, manager of the Hedman Manufacturing 
Company, Chicago, Ill, made a short business trip to 
Eastern points in December. 
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RAND Special Die Cut Sinelde 











Boost Your Sales 


\ Handy Sales Help for every Dealer. It is a combined sales manual and 
price list ;—twenty-nine pages of definite information and interesting facts 
to help boost your profits through the sale of 


RAND 





INDEX TABS 


‘“ATENTED 


It shows your customers exactly what Fa — 





they can do with Makurown Index Tabs. 
This Sales Manual gives the complete in- 
formation,—shows actual samples in all 
widths and colors and graphically illus- 
trates how Makurowns can be cut to 
any desired lengththe very informa- 
tion your customers want. 











Write for this free Book today. Ask for 
our special plan for boosting Dealer profits. 
If you haven’t our Big Free Display (in 
colors) ask for that, too. Address, 


Rand Company, Inc., 
1201 Rand Bldg. No. Tonawanda, N. Y. 





VISIBLE CARD SYSTEMS 


ASK ANY BANK OR BUSINESS CONCERN ABOUT BAND 


RAND COMPANY. INC.. NORTH TONAWANDA, N. Y.. U. 
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ONE-HALF MILLION DAN-DEES for 1923 
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DAN-DEE 


WASTE BASKETS 
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TO MAKE OUR GOAL FIRST in 1908 

POSSIBLE WE ARE FOREMOST ever since 
MAKING There are many imitations 

Wf ~AY but this is the original. Wf 


% A TREMENDOUS REDUCTION IN PRICES 








By greatly increasing our output and thereby lowering overhead ‘expenses; 
improved methods of manufacturing and finishing; and the securing of favor- 
able contracts on raw materials, we are enabled for a limited time to make a 
reduction in our prices that seems impossible in view of the steadily rising steel 
market and advancing labor costs. You probably will never see these low 
prices again, for we undoubtedly will be compelled to raise them before long, 
so get your order in for your full requirements at once. 

















Ask us for your copy of the new DAN-DEE catalogue with the great price 
reducing and special discount supplement which is just off the press. 


Do not delay placing your order until it is too late to secure these famous 
products at the price of the cheaper and far inferior makes. Mail it af once. 


| Thousands of dealers will reap handsome profits with these new prices—Will 
you be one of them? 




















ERIE ART METAL CO. 


ERIE, PENNSYLVANIA, U.S.A. 
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“Selling” Your Foreign Representatives. 


Commerce Reports Stressed the Importance 

of Equipping the Salesman Abroad with the 

Skill and Information Necessary to Serve 
Customers. 


sold in the United States by men 
salesmanship and whose qualifications 
are a minute knowledge of and a deep confidence in the 
particular products they represent. In the foreign field 
American goods cannot sell themselves, nor can they attain 
a full measure of merited through the haphazard 
efforts of men who are poorly prepared for the work they 
undertake. 

Some years ago—not a great many, 


American goods are 


, 
whose protession 1s 


sales 


at that—a salesman 


tee a broad line of American goods called upon buyers 
in Australia. Among his lines was a rather complicated 
type of carburetor. The salesman knew very little about 
cabarets: except that he had to sell them to people 
who wanted to put them on gasoline motor cars W oe 
buyers asked embarrassing questions as to the why of this 
or that adjustment, he would counter with “How long have 
you been in the motor trade?’ When the buyer replied, 


“Four years,” “Six years,” or whatever his experience might 


be, the salesman would rebuke him with “And still you 
ask me why we have this adjustment?” It was reported 
that he was able to cover up his ignorance fairly well by 
this method: but it is not on record that he made a second 


trip—with that carburetor. 

That type of traveling representative, fortunately, 
being sent out as freely now as in the past. 
have begun to realize that a good knowledge of the lan- 
guage of a foreign market will not make up entirely for 
hopeless ignorance about their products. Therefore, sales 
men going out from the United States are better equipped 
than formerly, as a rule; but it is not at all uncommon still 
to find abroad local firms who have the representation for 
American products which apparently they do not in the 
least understand. Not long ago, such a local manufactur 
er’s agent in South Africa called upon an American consul 
with the catalogue of one of our important manufacturers 
in his hand. He stated that he was the representative in 


is not 
Manutacturers 


South Africa for that line and wanted to know what a 
certain piece of machinery illustrated in his catalogue was 
used for. To the credit of the American consular service, 


it may be said that the consul was able 
pose 
When a manuf 


this country any 


to explain its pur 


acturer decides to put on the market in 
device that involves novel ideas or new 
possibilities, he knows that one of the things he must do 
first of all is to instruct his sales force fully in the merits 
and underlying principles of the new product. In addi- 
tion, he must use his national advertising to help prepare 
the buyer for the article and thereby make the work of 
the salesman less arduous. But when the manufacturer en- 
ters a foreign field, his product, as a rule, does not have this 
latter advantage and he must rely solely on the publicity 
and educational work that is carried on by his representa- 
tives 


Representatives Must Know Their Lines. 

It is clear, therefore, that while the first step in arrang- 
ing for foreign representation is to negotiate with a firm 
that has the necessary qualifications as regards character 
and ability, there is a second step that must be taken if a 
nent and sound business is to be developed. The second 
step consists in placing that agency upon a really efficient 
basis by educating the agent regarding his products. This 
is especially important in the case of apparatus that has 
unique technical features or in the case of special app yliances 
that experience has shown can have a volume of sale de- 
veloped only through certain selling methods. 

If the purely technical advantages only 
oughly impressed upon the representative, 
so difficult, provided the right kind of representative has 
been selected in the first place who can readily appreciate 
the engineering features involved and can digest the useful 
data that has usually been worked up by the manufacturer 
to facilitate the sale of the apparatus. The engineering ex- 
perience necessary to make suitable applications of the ap- 
paratus is supposedly one of the qualifications upon which 
the manufacturer has based his selection of the agent. In 
the matter of placing before representatives a complete 
technical knowledge of the product which they were selling, 
German manufacturers have always been very thorough. 
In many lines, not only have they prepared exhaustive 
treatises on their own products, but they have outlined 


must be thor- 
the matter is not 
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- Typewriter Ribbons 
Durability 
Strength 
: Cleanliness 
5 Brilliancy 


Bear This Name 
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writing quality of a ribbon is 
largely to the fabric used, as 
hoa , i) 
determined by the caliper and & 
thread count. The standard ribbon 
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fabric which we adopted, calipers 
and the thread 
We have also stand- 


.0055 in thickness, 
count is 280. 
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*% ardized on a fabric that has a 
# = =twirled yarn, which, when woven, 


gives a soft texture, and has excep- 
tional absorbing qualities. 


We obtain brilliancy of color by the 
use of the best dyes to be obtained. 
Our ribbons are made right and sell 
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% at the right price to the consumer, 
" and satisfy the most critical typist. 
é 

E A trial order will help to convince 
& you. Send us your order for sample 
% now. 


Stationers Wholesale Supply Co. 


E. E. BLANKEMEYER, President 


WHOLESALE COMMERCIAL STATIONERS 
LOOSE LEAF SPECIALISTS 
MAKERS OF THE ODD SIZES OF GUIDES 


511-515 So. Wabash Ave. 
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MADE OnLy ay 





Generalization has been superseded 
by specialization in every walk of 
life. The village store with its widely 





diversified stock of merchandise—has 
found the competition of the special- 
ized institution too great and has 
withdrawn from the field. 


The old expression, “Good for all 
purposes,” is obsolete or practically 
so and has been replaced by the pop- 
ular slogan “made for the purpose.” 


So, in inks, duplicating inks are a 
specialized product made for dupli- 
cating machines. 


Canode inks are highly recom- 
mended for Stencil duplicators, stamp 
pads, multicolor presses, check pro- 
tectors, addressing and numbering 
machines, etc. They always retain 
their original properties under the 
most trying conditions. They refuse 
to “gum up” or “dry up”—practically 
eliminating clogging of machinery 
parts—and always hold their color. 


Make your next order “Canode.” 


AGENTS: Some excellent territory is not 
yet assigned and is open to live representa- 
tives who expect a good remunerative yield. 


Rotary Dupucaning 


(anode nk, {i Pmparys 











CANODE INK COMPANY 


3015 Carroll Ave. 
CHICAGO, ILL. 
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salient points of competing lines. The latter, however, as 
a rule, was destructive rather than constructive criticism. 

In the case of special appliances and devices, however, a 
broad knowledge of application possibilities, performance, 
and merchandising methods are the more important fac- 
tors; and in these matters the best of oversea firms need 
guidance. They must be shown what the appliance can 
do, they must be helped to analyze local conditions that 
are to be met, and they must be taught merchandising 
methods that ogee has shown to be efficient for that 
appliance—modified, need be, for local conditions 

Every commodity & its own problems, and every ar- 
ticle in a commodity class has its individual merchandising 
angle. Only the broad factors can be outlined here. But 
from the biggest items to the smallest, from bridges and 
locomotives to spark piugs and radiator valves, there is one 
common fundamental truth, namely, that all successful 
salesmen must know—and believe in—their lines from the 
time these are in process of manufacture to the time they 
are ready to be scrapped. Manufacturers recognize this in 
the domestic field; they must apply it to their foreign mar- 
keting. They must “sell” their foreign agents before they 
can sell to others. 


Wise Use of the Dollar. 


From the Savings Division of the Treasury Department 
comes the following sage advice by the Honorable John 
Barton Payne, Chairman of the American Red Cross 

“Man is so constituted that he has a recurring series of 
wants. For instance, however much food he may have on 
hand, he cannot eat enough in one day to satisfy his hunger 
even for a week. So with our income, it must be constant 
and continuous, and the individual or nation that consumes 
daily or yearly all it produces can never make progress; 
like the squirrel, we must lay something by. ‘Where there 
is no vision the people perish.’ Vision means thrift. 

“Money means the ability to meet our needs. In this we 
have first, the pay envelope, i. e., the daily income; next, 
the wise use of the dollars thus received, having in mind 
future as well as present needs, saving something for the 
day of need instead of spending everything for today. The 
foolish person thinks only of the present and makes no 
provision for disaster or future needs; the wise man thinks 
of the morrow, when sickness, unemployment, the educa- 
tion of children, old age or the like, will come upon him, 
and lays in a store for such needs. This is easy when the 
habit is formed. 

“The thrifty man saves regularly some share of his in- 
come, invests these savings in something certain and se- 
cure, even though the interest rate is low. If he tries the 
hazard of a high rate of interest or income, all may be lost. 
An honest business rarely justifies high rates of interest 
speculation and hazard always go with high rates of in 
terest. 

“Thrift soon becomes a habit, and becomes a real pleas 
ure in itself. The Government can render the people no 
greater service than to lead them into habits of thrift by 
affording them opportunity to invest small sums safely, 
with a reasonable income.” 


Reservations for British Industries Fair. 


Late reports from London indicate the following, among 
a large number of exhibitors who have arranged for space 
at the British Industries Fair: British Stationer, Bur- 
roughs, Ltd., Cumberland Pencil Company, Ltd., The 
Eagle Pencil Company, D. Gestetner, Ltd., Imperial Type 
writer Company, Ltd., Jasco Loose Leaf, Ltd., Karbonax, 
Ltd., Paper Fasteners, Eyelets & Metal Smallwares, Ltd 
Pencarbon Company, Ltd., Royal Sovereign Pencil Com- 
pany, Ltd., Wyvern Fountain Pen Company. 

The British Industries Fair will be held at London and 
at Birmingham, February 19-March 2. 


Sadden Now “Y sed —” Manager at Philadelphia. 


A. W. Sadden has become manager at Philadelpma for 
the Yawman and Erbe Manufacturing Company, succeed- 
ing Leo L. Schroedel. Mr. Sadden formerly represented 
the Kardex Company in Philadelphia; Mr. Schroedel has 
gone into the automobile business at Camden, N. J. 





Harry A. Smith Joins “Elsie” Oganization. 


Harry A. Smith, recently with the Annell Typewriter 
Company, Chicago, IIl., has joined the L. C. Smith & Bros. 
Typewriter Company. Mr. Smith will do considerable 
traveling in connection with the exchange machine depart- 
ment, under George A. Hill. 
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Proud to be a Shaw-Walker Dealer 
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June 12, 1922. 





Shaw-Walker Co., 
Muskegon, Mich. 





Gentlemen 


We are certainly glai tc have Shaw-Walker to do business 





with. To emamerate all of the valuable things I can think of 
relative to Shaw-Walker would be too long to put in ordinary busi- 
ness letter, however, here ere a few. 


Pirst, Shaw-Walker "Built Like a Skyscraper" is consid- 
ered not only by ourselves but our customers as being the utmost 
in steel] filing equipment. When one mentions the nam of “Built 
Like a Skyscraper", the quality is instantly mow. 





Second, tho service is of the best, not only from the 
3 dy elivery of goods, but the correspondence from the 
service domrtment. It is, indeed, a pleasure to do business with 
service departme 


Third, and last but not least, the advertising help, 
atalogs, etc., are the finest that the writer has ever looked over 
nd are invaluable to the salesmen in assisting them to got their 

orders. 


There is one thing which is particularly hard to explain 
in a letter and that is that the entire correspondence eminat ing 
from the Shaw-Walker campany seems to breathe the spirit of pep, 
good fellowship, good will and broad mindedness. 


To sum it all up, we are exceedingly proud to be known 
as Shaw-Walker dealers. 


Yours very truly, 
BIXBY OFFICE SUPPLY CO. 


le 


JRM: MDV Treas. — Mgr. 


R. MORRILL speaks of high quality of 

merchandise; service that is the best; real 
advertising help; and the spirit of pep and good 
fellowship eminating from Shaw-Walker. He 
sums it all up in ‘exceedingly proud to be 
known as Shaw-Walker dealers.”’ 


Shaw-Walker dealers everywhere realize that in 
handling the Shaw-Walker line they are build- 
ing permanently and profitably—backed to the 
utmost by full factory co-operation. 


In those cities where they are not now aggres- 
sively represented Shaw-Walker wants new 
dealers. Write today for full information. 


SHAW-WALKER 


MUSKEGON, MICHIGAN 


STEEL 
wooD 
SUPPLIES 
SAFES 
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SAFE-CABINET 











N December 14th, 1921, fire de- 
stroyed a three-story brick 
business block in Lexington, Ky. 
The loss was estimated at $350,000. 
The offices of the Superior Oil 
Company were located on the second 
and third floors of this building 
and their records were housed in 








This SAFE-CABINET Dropped 40 feet 
in a Raging Furnace 


BUT THE RECORDS WERE SAVED! 





six SAFE-CABINETS. All these 
safes protected their contents. 

This picture shows THE SAFE- 
CABINET No. 53 housing can- 
celed checks, check registers and 
oil well records of the Superior Oil 
Corporation. The safe fell forty 
feet to the basement. 











What a Product this is 


for the Master Salesman 


HE man who sells a safe is under a 

heavy responsibility. After a fire he 
must be prepared to face the purchaser 
and answer for the performance of the 
product he sold. 


For the sale of a safe represents more 
than the mere exchange of money for a 
record container. 


A safe that is to house valuable rec- 
ords should be a container providing the 
maximum, most permanent protection. 
It should be more than merely a device 
for filing or housing records. 

The man who sells THE SAFE- 


CABINET has the satisfaction of know- 
ing that he is providing business men 


with a safe that will actually protect 
records if any safe will—protect them 
beyond the point where the average safe 
would produce nothing but charred 
remains. 


As a basis for assurance on this point 
he has the evidence of SAFE-CABINET 
performance in furnace tests that are 
demonstrably more severe than those by 
which other safes are tested. 


We have territories open for men who 
desire to specialize exclusively on the 
sale of THE SAFE-CABINET. Let us 
send you the most convincing proof of 
the unusual protection given by THE 
SAFE-CABINET. 


THE SAFE-CABINET COMPANY 
501 Green Street, Marietta, Ohio 


Originator and Sole Manufacturer of THE SAFE-CABINET 
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Questionnaire Shows Washington Business Good. 


\ questionnaire sent out recently by the Washington 
State Retailers’ Association from the Seattle headquarters 
solicited from merchants statements which offer an accurate 
analysis cf business conditions in that state and the Pacific 
Northwest in general. The queries and responses follow 

©. Is the buying power of your community better than 
a year ago? 

Sixty per cent of the retailers in shoes, furniture, hard 
ware, lumber and automobiles answered “Yes”; 55 per cent 
of the clothing, dry goods, jeweiry, grocery, meat, drugs, 
fuel and general stores replied “No.” 

©. Do your customers display opposition to current 
prices? 

Some merchants reported customers satisfied with prices 
in their own lines but not in other lines. Foodstuff prices 
came in for the least criticism. A majority of furniture 
dealers stated there was no price opposition. The majority 
of clothing, dry goods, jewelry, shoe and hardware mer- 
chants reported consumer price criticism. 

©. Is the consumer satisfied with wages in his par- 
ticular line? 

Druggists, dry goods, fuel, furniture and grocery men r« 
ported Yes”; clothing, shoe, hardware and jewelry mer 
chants reported “No.” Analysis shows that given the op- 
portunity, as when buying articles of personal nature, the 
customers were apt to unburden themselves, revealing dis- 
satisfaction with wages. 

QO. Is the consumer satisfied with current prices on 
products he raises? 

An overwhelming majority of merchants in all lines 
answered “No.” 

Q. Give comparison, in percentage, of your 1922 busi- 
ness with that of the previous year. 

Dealers in clothing 102 per cent, drugs 96, dry goods 94, 
fuel 106, furniture 124, general stores 93, lumber 115, meat 
86, shoes 94, groceries 94, automobiles 112, miscellaneous 
92. 

©. What was your average net profit in per cent? 

Dealers in clothing 6 per cent, drugs 8, dry goods 5, 
fuel 5, furniture 7, general stores 6, lumber 8, meat 8, 
shoes 7, hardware 6, jewelry 7, groceries 5, automobiles 6, 
miscellaneous 6 

©. Can you give in percentage how money for adver- 
tising was spent—newspapers, direct mail, billboards (in- 
cluding window displays)? 

sillboards, 


Newspapers. Direct mail etc 

Per cent. Per cent. Per cent. 
Department stores wii Te § 28 
Clothiers Tr TTT TT 70 14 16 
Drugs Redvae ine. Sa ae 20 8 
Dry goods ua 80 10 10 
Fuel Pee eo 7 8 
Furniture .. 1 ee ne 68 25 7 
General stores ee ey. 36 Q 
Lumbet brea be oe eee 75 8 17 
Shoes loll shite ae 19 7 
Hardware . uc 29 7 
Jewelry Ka eee 75 20 5 
Gro eries oe ‘eens 70 26 4 
Automobiles é anata 18 22 

©. Have newspapers reduced advertising rates during 


the last year? 
Out of 400 retailers only two or three reported any re 


duction in the cost of newspaper advertising. 

©. Have you reduced wages of your employes in the 
last year: 

Merchants reducing wages 10 to 25 per cent were De- 


partment stores 28 per cent, clothiers 20, dry goods 25, 
shoes 60, drufs 30, fuel 50, furniture 10, general mer- 
chandise 30, groceries 25, hardware 15, automobiles 40, 
jewelry 10, lumber 10 and miscellaneous 10. 

@. Have you reduced the number of your employes in 
the last year? 

The following answered “No”: Clothiers 60 per cent, 
dry goods 50, fuel 70, furniture 90, general merchandise 55, 
groceries 65, hardware 55, jewelry 90, lumber 100, meat 
70, shoes 85, automobiles 55 and drugs 25 


Franklin Centennary at Philadelphia. 

The two hundredth anniversary of Benjamin Franklin 
will be observed January 17 by the Poor Richard Club, 
Philadelphia. The famous Franklin epitaph, in Franklin’s 
own handwriting, is to be reproduced in bronze. The tab- 
let will be placed on or by Benjamin Franklin’s grave at 
Fifth and Arch streets, Philadelphia. It is expected that 
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Guaranteed 
Construction 


\ FURNITURE 
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Karpen 
Office Chair 


HE clerk as well as the executive 
should be provided with a chair 
that is built for efficiency—not only in 
its capacity as a lasting piece of seat- 
ing furniture, but as a means of min- 
imizing physical strain during the day's 
work. 
Karpen office chairs are scientifically 
designed to fit the body and made in 
such a variety of styles that every 
individual may be suited. 


Write for 
Photographs and Prices 


S. KARPEN & BROS. 


CHICAGO NEW YORK 
636-676 W. 22nd St 37th and Broadway 
MICHIGAN CITY, IND. 
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“Falcon” 





CLIP ann ARCH 
Striped Wood Boards 


MOUNTED “falcon” CLIP 
BOARDS 


BOARDS FOR “falcon” AND 
SHANNON ARCHES 


WRITE FOR INFORMATION 


S 


Rulers 


School and Commercial 


Display Boxes 
For School Rulers 


Striped Wood File 
Boards 


Clip and Arch 
Card Index Boxes 
Letter Trays 
Desk Files a 
Ledger Arm Rests 
Meter Sticks 
Yardsticks 
Pencil Boxes 
Blotter Rulers 
Toys 

Bow & Arrow 


Cricket or Noisemaker 


AMERICAN MFG. CONCERN 


FALCONER, N. Y. 


New York - - - - 200 Fifth Avenue 
Chicago - - - - 117 S. Dearborn St. 
Boston - - - - - 170 Summer St. 
San Francisco - - - - 444 Market St. 
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the Poor Richard Club will be reinforced by about 100 
members of the Ad Club, of New York, who will travel! to 
Philadelphia for the anniversary. 

The Associated Advertising Clubs of the World, at the 
Milwaukee convention last year, voted to celebrate the 
Franklin birthday, as well as the anniversary of his humble 
arrival at Philadelphia, and the founding of the New Eng- 
land Courant by Franklin February 11, 1723, then a boy 
of seventeen. 





News of the Typewriter Speedsters. 


Miss Louise Ordway, a graduate of the Amesbury High 
School, Amesbury, Mass., was awarded a Remington port- 
able typewriter for her performance in writing at the rate 
of more than sixty words a minute for ten minutes with 
less than five errors. She is said to be the first to qualify 
in this competition since the Remington Typewriter Com- 
pany announced the prize. Miss Ordway is a student at 
the Salem Commercial School. In 1921 twenty-four stu- 
dents of this school won the Remington medal. Thirteen 
gold medals were awarded to Salem students for the first 
nine months of 1922. 

Kenneth R. Willard, winner of second place in the inter 
national novice typewriting contest at New York last year, 
will enter Columbia University next month. He resides 
at Nunda, N. Y. 

Albert Tangora, of the Underwood speed staff, thrilled 
students at the Logansport High School, Logansport, Ind., 
by demonstrating speed with accuracy before them. 

Proficiency certificates awarded by the Royal Type- 
writer Company, Inc., were earned by four students at 
the Waltham High School, Waltham, Mass. In a ten- 
minute test, with penalties for more than five errors, the 
following records were made: Miss Jeannette Colburn, 
fifty words net; Miss Mildred Battye, forty-eight words 
net; Miss Gladys Healey and Miss Alice Hitchcock, forty 
words net. 


Woodbridge Arranging Ad Convention. 

C. K. Woodbridge, vice president and sales manager of 
The Dictaphone, is chairman of the national program com- 
mittee of the Associated Advertising Clubs of the World. 
Mr. Woodbridge was elected president of the Advertising 
Club of New York in May, 1922. He has invited sugges- 
tions on the character of the program to be arranged for 
the annual convention of the Associated Advertising Clubs 
of the World at Atlantic City in June. 

A Big Advertising Campaign. 

The F. S. Webster Company, Inc., of Boston, Mass., an- 
nounces a big advertising campaign for 1923 on “Multi- 
Kopy” carbon papers and “Star” brand typewriter ribbons. 
Enclosed with a folder recently sent out is a proof sheet 
of an advertisement which will appear in the Saturday 
Evening Post of January 6. They state that in the present 
month over four million people will see this copy and that 
fifty million pairs of eyes will see the advertising during 
1923. In every ad will appear the suggestion, “Ask Your 
Stationer.” 





Atlanta Stationers Elect New Officers. 

The official personnel of the Atlanta Stationers’ Club of 
Atlanta, Ga., is now as follows: John Miller, Miller Book 
Store, president; R. L. Webb, of the Webb & Vary Com- 
pany, vice-president; J. P. Swann, Lester Book & Station- 
ery Company, secretary and treasurer. 


January Conventions and Meetings at Chicago. 


Conventions scheduled for Chicago during January in- 
clude the following: Furniture Exhibition, 1414 South 
Wabash avenue, January 2-31; The Goodrich Rubber Com- 
pany, Hotel Sherman, January 1; Meyercord Company, 
Hotel LaSalle, January 3-5; National School Supply As- 
sociation, Hotel LaSalle, January 24-26. 


Demise of Youngstown Stationer. 


J. Howard Edwards, formerly a member of the station- 
ery firm of Edwards & Franklin, passed away at New 
York in December. Previous to organizing the stationery 
firm Mr. Edwards had been a newspaper publisher. Sev- 
eral years ago he retired from the stationery business and 
moved to New York. He was fifty-five years old; a close 
friend of President Harding. Surviving are the widow and 
two daughters—Mrs. Alfred Newberry and Miss Alice 
Edwards. 














January, 1923. OFFICE APPLIANCES 177 


SATISFACTION IN 


TYPEWRITER 


EQUIPMENT 


requires different service and expense for different individuals. That is why we handle all 
makes and equip with any size of type, language or keyboard. Recognizing further the ad- 
vantage of giving the dealer complete service, we have developed three distinct qualities 
of merchandise, here offered for your consideration: 


MASTER GRADE The highest quality used typewriter on the market. Careful inspections and 
REMANUFACTURED scientifically accurate adjustments characteristic of the manufacturers’ 


TYPEWRITERS methods, are features of this thorough rebuilding process. 
TRADE Disassembling, cleaning and replacing of worn parts make this grade a good 
REBUILT value, the equal of any on the market except MASTER GRADE, selling at a 
TYPEWRITERS price that means business. 
USED A full stock of makes, keyboards, type styles and serial ranges to meet any 
TYPEWRITERS requirement. Some remarkably good values at prices that make money 


IN THE ROUGH for you. 


Ample stocks and large warehouse, shop and shipping facilities afford prompt and accu- 
rate service. It will pay you to deal with us. Send us your order or write for price-list. 


WHOLESALE TYPEWRITER CO. 


326-330 Broadway ae New York, N. Y., U.S. A. 
CABLE: “SALETYPE” 








A real line for Live Dealers in six grades, Oak, 
Mahogany and Walnut. Agencies in a few cities 


are available for desirable connections. 
Write for Catalog 
CUTLER DESK CO. 
Established 1824 20-62 Churchill St. BUFFALO, N. Y. G E S @ 
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Fox de luxe Desk Pad convinces every user that it is an indispensable 
co-operator in desk work efficiency. 


Geo. E. Fox & Co. 


319-325 W. Ohio St. . Chicago, Illinois 


Manufacturers and Designers of 


HIGH GRADE OFFICE SPECIALTIES 


Detailed information regarding the varied assortment of Standardized (U-Need-Me) Office Accesso 
ries may be obtained from the main office, Chicago or Manufacturers Representatives. 


Calendar Desk Pad 


Manufacturers Representatives: 





C. H. Fox, 337 Broadway, A. E. Peterson, Drexel 
New York City Bldg., Phila. 


Volleau Bros., 101 3rd Ave., Geo. Skeels, 5315 Monte 
Minneapolis, PAinn. Vista, Los Angeles, Cal. 





A “Three in One” combination :—desk pad, years cal- 
endar and a perforated memo pad. A combination of 
office utilities essential to every business house or 
shop. The pad is 17x30 in. with calendar attachment 
on the left. 
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Leading Vulcanized Fibre Concerns Merge. 


Consolidation of the oldest manufacturer of vulcanized 
fibre in the world, the American Vulcanized Fibre Com 
pany, of Wiimington, Del., with the National Fibre & In 
sulation Company and the Keystone Fibre Company, of 
Yorklyn, Del., is announced. The merger was effective 
January 1. The consolidated concern is known as the Na 
tional Vulcanized Fibre Company. 

J. Warren Marshall, former president of the National 
Fibre & Insulation Company, is the president of the new 
company, and will have charge of the production end of 
the business. Claude W. Sutton, who was president of 
the American Vulcanized Fibre Company, is vice-president 


and in charge of selling. 

The American Vulcanized Fibre Company was formed BIRCHER 
in 1873, only four years after the process of vulcanizing 
fibre was discovered, and was responsible for the first MAILING SYSTEMS 
commercial production of this commodity, and for its 


adaptation to many uses. The National Fibre & Insula 





tion Company came into existence in 1904, and the Key Skill and brains in solving business prob- 
stone Fibre Company two years later. ° ° ° 
The consolidation was brought about by an outright pur- lems punctuality and preciseness in 
chase of the assets of the American Vulcanized Fibre Com meeting these situations are not to be 
pany by the shareholders of the National Fibre & Insula h a + d d li 
tion Company. The Keystone Fibre Company was a ampere y elaye and negligent 
selling agency only, operated by the National Fibre & In- handling of mail. And, every institution 
sulation Company ° oge one ° 
The new line-up of manufacturing resources, including has its own specified mailing require- 
factories at Wilmington, Yorklyn, and Newark, Del., places ments that necessitate diversified 
the National Vulcanized Fibre Company in a position of . 
leadership in practically all branches of vulcanized fibre analyzation. 
production. For instance, thin fibre, for trunk making and : 
similar usés, was not covered strongly by the American Bircher systems are created to meet these 
Vulcanized Fibre Company, but was a specialty of the : ~ 
National Fibre & Insulation Company. The consolidation needs, Analyzed systems materially aid 
will round out production in this particular branch. The and secure the safe and rapid opening and 
production of one factory will be complemented similarly E asticasl : : " 
by that of the others throughout the vulcanized fibre field. distributing of mail that greatly acceler 
Economies of management and a notable strengthening ate the handling and mailing of the day Ss 
of marketing service will also be effected by a joining of accumulation. 


facilities, it is expected 


[he central offices of the National Vulcanized Fibr 
Company are located at Wilmington. Truly, these systems are built around 


— the standard Bircher mailing machines 


“Addressator” Envelope Feeder. the Lightning letter opener and sealer, 

\ device for feeding envelopes into typewriters for the model P mailing machine, etc They 
speedy addressing is made by Theodore Claus, Hamburg : . 
Langenhorn, Germany. The device may be attached to any are the backbone of the system. But the 
typewriter. Envelopes are inserted in a magazine, and fed very nature of their construction makes 
into the platen by means of rollers which are synchronized ‘ ‘ : 
with the rolling of the platen. When not in use the “Ad- possible a variety of adaptations. 
dressator” may be detached to permit the use of the type 
writer on correspondence work. 


Widely Known Traveler Passes Away. 

William A. Faunce, seventy-nine years of age, and for 
many years widely known among stationers as the repre- 
sentative of the Kiggins & Tooker Company, died early 
Wednesday morning, December 27, as a result of burns and 
suffocation sustained in the destruction by fire of the Del- 
Mar Apartments on Monroe street, Toledo, O., on the 
night of December 26. At the time of his death, Mr. 
Faunce was manager of the Eastern Mortgage and Realty 
Company. His death occurred in Mercy Hospital. He 
W " a widower and a ~~ sons, who wy in — BIRCHER COMPANY, Inc. 

‘or many years Mr. Faunce traveled trom the east 
throughout the middle west, calling on the stationery trade ROCHESTER, N. Y. 

Of late years he had given up the road and devoted him- 
self to personal interests in Toledo. 

In addition to his connection with the bond and mortgage 
house above mentioned, he was interested in the produc 
tion of Pierce’s traveler’s expense book, which is exten- 
sively sold by stationery houses. Mr. Faunce was a good 
business man and is said to have spent his declining years 
in very comfortable circumstances. His tragic death will 
be a shock to the many friends whom he visited in his 
earlier and more vigorous years, and will be a source of 


profound regret 


Bircher agents located in many of the commercial centers have 
found our selling proposition extremely interesting and re- 
munerative. If you are a successful salesman with executite 
ability, we have some very desirable territories still open—we 
will welcome the opportunity to hear from you. 








Death of Steven Roberts. 

Steven Roberts, president of the Philadelphia Paste 
Company, succumbed to a long illness at Long Island 
Hospital. He was eighty-one years old. Mr. Roberts was 
born in England, and served in the British army. He had 
retired from active business a few years ago, and made 
his home at Flatbush, New York, with his sister. 
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ERASERS! 


A profitable item 


Profit by the mistakes of others. 

Your customers make mistakes at times and need erasers. 
Eberhard Faber manufactures erasers for every purpose. 
If you don’t handle these items now, we suggest you get 
in touch with your jobber, or write direct to us for further 


information. 
For Artists 


The “Van Dyke” 6000 is a soft, 
pliable, pencil eraser that “cleans 
as it erases.” With it the artist, 
architect or draftsmen can erase 
on drawing board, tracing cloth 
or thin paper without tearing 
or smudging. 





For Bookkeepers 


“Emerald” and “Ruby” are 
popular in business offices, 
particularly with bookkeep- 
ers, accountants and cashiers. 
They are made of soft rub- 
ber and do their work thor- 
oughly without leaving tell- 
tale marks. 





With this eraser it is pos- 
sible for your stenograph- 
er to erase the original 
copy of a letter while in 


the typewriter, without 
smudging the carbon 
copy. 








The 1085 “Clamp” is a new item, but in the short time it 
has been on the market it has enjoyed great popularity. 
One end is equipped with a soft pencil eraser, the other 
with an ink eraser. These can be removed from the metal 
holder and lengthened or changed as they wear down. 


Write us for samples. 


EBERHARD FABER 


“The Oldest Pencil Factory in America” 
NEW YORK 
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Export Trade Directory. 

The American Exporter of New York announces the 
1921-1922 edition of the Export Trade Directory, which 
has been published since 1909. The contents include Ex- 
port Merchants in the United States; Manufacturers’ Ex- 
port Agents; Managers of Export Departments and Ex- 
port Brokers; Leading Bankers Engaged in Foreign Ex- 
change Business; Foreign Exchange Brokers; Marine In- 
surance Companies in New York City; Foreign Freight 
Forwarders; Export Trucking and Packing Concerns in 
New York; Steam Ship Services to Foreign Ports; How to 
Ship to Foreign Markets; Consuls of Foreign Countries 
in the United States; American Consular and Commercial 
Representatives Abroad; Organizations for Promotion of 
Export Trade. 

The book contains 1,036 pages and is a highly valuable 
reference work for exporters. 


Addressing Machine Operators Wanted. 

The United States Civil Service Commission will hold 
examinations throughout the United States January 24 
for operators of Graphotypes, automatic 3-A Addresso- 
graph and F-1 Addressograph. Examinations are open to 
men and women possessing the qualifications. Application 
blanks can be obtained from local secretaries of the United 
States Civil Service Commission in the principal cities of 
the country. 

The entrance salaries of Graphotype operators are from 
$660 to $1,200 a year. Addressograph operators enter the 
service at from $900 to $1,500 a year. In both employments 
the salary is augmented by a bonus of $20.00 a month 
granted by Congress. 


A Couple of Useful Calendars. 

Office Appliances acknowledges the receipt of a large 
and sightly wall calendar from C. R. Gibson & Company, 
of New York, manufacturers of notes and drafts, books for 
weddings, special days, etc. 

Another calendar just received is also intended for wall 
use. This comes from The Shallcross Company, of Phila- 
delphia, manufacturers of inked ribbons, carbon papers, 
etc. This is a useful calendar because it gives not only the 
current month in large figures, but the month preceding 
and the one following on each sheet. There are thirteen 
sheets in all, the last sheet giving the entire year’s calendar. 





Pittsburgh Stationers to Dine. 

The stationers of Pittsburgh, Penna., will hold their an- 
nual dinner at the Union Club, Friday evening, January 19. 
President Charles L. Mitchell and General Manager 
Fletcher B. Gibbs of the National Association of Stationers 
and Manufacturers are scheduled to be present and address 
the members of the Pittsburgh Stationers’ Club. 

The members of the club hope that the information here 
contained will reach a large number of the traveling men 
in the trade and that the Pittsburghers will be favored 
with the presence of many visitors on the occasion of this 
dinner. 


Illinois Leads Country in Cashed Money Orders. 


More money orders were cashed in Illinois during the 
last year than in any other state, postoffice officials an- 
nounce. Illinois postoffices issued $73,219,404 in money 


orders, and cashed money orders for $218,820,474. New 
York issued $145,313,841 and cashed $215,901,094. Penn- 
sylvania issued $97,492,485, and cashed $97,288,657. Cali- 
fornia issued $64,478,260 and cashed $55,335,369. Ohio is- 


sued $60,104,087, and cashed $58,268,465. 


Instruction for Blind in Berlin. 


An institution in Berlin, Germany, giving instruction to 
the blind, is enrolling large numbers of students in courses 
of typewriting, shorthand and dictating machine transcrip- 
tion. 


Dalton General Manager Visits Chicago. 

Charles L. Dalton, general manager of The Dalton Add- 
ing Machine Company, visited Chicago in December. He 
showed a new touch system for the Dalton keyboard 

Simple Operation. 

“So you believe in thought transference, do you. 
you give me a convincing demonstration?” 

“Certainly. Wait till I fix this typewriter and I'll show 
you how I transfer a thought from my mind to a sheet of 
paper.”—Boston Evening Transcript. 





Could 
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Lincoln Rubber Key Products 


A New and Superior Rubber Key 


An Unusually Live Rubber CUSHION FOOT. 
A Two Flange TWIRLER RING. 








wi ¢ L } 
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Te CO Soo” 








Secure the most desirable rubber key proposition 
for the new year. We have the best rubber key 
proposition on the market for you. Let us prove 
it. Write for dealer’s proposition now. 


Lincoln Rubber Key Co., 27 Thames St. 


NEW YORK, N. Y. 




















Your Carbon 
and Ribbon 
Business 








is always subject to competition—cheap, 
so-called “cut-price” goods attack on one 
side, high pressure sales talk from “direct- | 
by-mail” manufacturers on the other. 
MILO Typewriter Ribbons and Carbon 


THE FURNITURE 


FOR SUCCESSFUL BUSINESS 





Papers will help you beat this competition. 
Our location permits operating at less 
overhead and less labor cost, which advan- 
tage is passed on to you.. MILO products 
have been proven time and again quality 
goods. Put up in our artistically engraved 
boxes and carrying your own imprint, they 
give you a splendid opportunity to cash in 
on the personality of your business. Write 
us today. 


MILO EAREGN CORPORATION 
PENN YAN, N. Y. 























The dealer’s profit on a complete equipment for the 
average office of this style National Desks amounts 
to a considerable figure, yet the entire cost to the user is not 
near as much as one of the executives of that office would spend 
for his household furniture. 


It is just as important to have good furniture in the 
office as to have it in the home. The appearance 
of the office has a strong effect on the visitors but it has 
even a stronger one on members of the staff, whose optimism 
and initiative are built up or wasted by their environment. 


Beautifully figured wood and artistic carving of 
National Desks produce an attractive appearance; 
extra time and effort expended on the joining and cabinet work 
make the desks unusually serviceable. The office equipment 
dealer successful in other lines will do well to study National 


Desks. Write today to National Desk Company, Herkimer,N.Y_ - 


NATIONAL DESKS 
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Bentley & Gerwig 


designed, constructed and sold their first desk with the 


sole idea of offering more service. It has always been the 
Bentley & Gerwig contention that a desk built for service 
will ultimately supersede all others. Each succeeding 
model produced from our factory has been originated and 
marketed because it gave a greater degree of service. 

Today Bentley & Gerwig desks are purchased because 
of this superior service—a service that sells itself and 
keeps itself sold. 


Your request for more detailed information will meet 
with prompt attention. 





IANCES Januar: 
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BENTLEY & -GERWIG 


FURNITURE COMPANY 
Parkersburg, W. Va 
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js CROCKER 
| CHAIRS 


cA chair for every purpose 


SHOWN PERMANENTLY AT 
Furniture Exchange Building GRAND RAPIDS 
1414 South Wabash Avenue CHICAGO 


San Francisco Furniture Exchange 
SAN FRANCISCO 


601 First Avenue N. E. MINNEAPOLIS 


Chair Company 
SHEBOYGAN - WISCONSIN 


BRANCHES: CHICAGO NEW YORK 
MINNEAPOLIS~ - OAKLAND 
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House Organs—Do They Pay! 





Harry Botsford Appraised House Organs in 

The Nation’s Business. They Have an Honor- 

able Antiquity, and Good Publications of This 
Type Are Successful. 


. IS a far cry from Poor Richard's Almanac, which, per- 

haps, was the first American house organ, to the modern 

house organ. The present-day house organ constitutes 
an unsung literature that is typically American in style, 
purpose and achievement. It is business literature, and no 
other appellation fits quite so well. 

It is rather surprising to know that the total circulation 
of all house organs printed exceeds the combined total cir- 
culation of any six nationally known literary periodicals. 
One house organ in particular has a circulation of five 
millions! 

One prominent authority on the subject alleges that in 
effect Addison’s Spectator was a house organ. If this is 
the truth, the house organ has been some years in reach 
ing its present development. The oldest house organ now 
being published in the United States was established in 
1847 by a firm of wood-workers in New York. It is still 
a healthy publication. 

This, then—putting aside the fact the first real house or 
gan in the United States was printed by Ben Franklin as 
a house organ for his print shop—was the beginning of a 
new literature, a new type of magazine in American indus 
trial life that has grown to such an extent that today over 
2,000 house organs are printed at an anual cost of over 
$10,000,000. Rather a large printing bill! 

3ut what, inquires the uninitiated, is a house organ? 
Probably the best definition ever given states that a house 
organ is any periodical issued by a person, any particular 
class or group of people, either for promoting good will, 
increasing sales, inducing better efforts or developing 
greater returns on any form of investment. 

Functions of House Organs. 

House organs might, very properly, be divided into four 
general classes according to the functions which they per- 
form or are designed to perform. In the first class one 
might place the house organ which goes to salesmen and 
agents; the second class would comprise those which are 
sent to dealers only; the third class would be what is 
known as the internal house organ and is a periodical de 
signed to be read by employees, while the fourth class is 
that which is known as consumer or user house organs 

What does a house organ look like? What is there about 
its physical appearance to set it apart and to warrant its 
being given a place in American literature? Study house 
organs as I have and you will find that a large percentage 
of them, regardless of the function they are designed to 
fill, are well printed on paper of excellent quality and with 
a style of typography that might be the envy of any strictly 
literary journal. 

Further, one will find, almost without exception, that the 
text matter is well written along thoughtful and intelligent 
lines. Let me say this about the text matter; the firms 
behind house organs are almost unanimous in their sincere 
assertions that their house organ does fulfill its definite 
purpose. Business organizations today are coldly prac 
tical when it comes to spending money, and it is only rea 
sonable to assume that if house organs failed in their pur 
pose they would be removed from the payroll with no 
hesitation. 

In proof of this contention let me cite two or three ex- 
amples of work that has been accomplished by house or 
gans—these from hundreds of cases. 

In the middle west there is a manufacturer who, twelve 
years ago, started to make metal beds. For six years the 
business wabbled on an erratic course, making a decent 
profit one year and the next dipping deep into the red 
ink. Analysis of the situation failed to bring to light any 
startling facts or to indicate the cause of all the trouble. 
At the end of the sixth year a desperate advertising man- 
ager decided to try out a house organ in an effort to bring 
the large sales force to a point where orders would out- 


number alibis A keen young house-organ editor was 
hired and within six months sales began to show a steady 
increase. Just how that house-organ editor stimulated 


energy and sales ability among a large sales organization is 
a story by itself. Sufficient to say that results have been 
cumulative and last year gross sales ran around $5,000,000 
and that the force of salesmen had been reduced thirty- 
four per cent. The head of this organization frankly admits 
the little house organ is responsible for the steady and sat 
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tructural Streng 


Safes 


WITH UNDERWRITER’S LABEL 
Best Record Safe Made 


This is but one of many sizes. 


They combine the Old-Line standard of Strength 
with Perfected Features of Easy Portability and 
Heat Resistance. 


Write for Catalogue 9660 


The Globe =Wernicke Co. 


Cincinnati 
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Think Ahead 


Two Months— 


At that time a book, that will be the year’s 
sensation in the trade, will be published. 


It is a manual of information covering Makes 
and Models—their functions, age, serials, 
dealer prices and illustrations of all kinds of 
store and office machines, including a Direc- 
tory of Dealers and Exchanges, and Concerns 
furnishing parts and supplies. 


Try to realize your state of mind when you 
see it— 


Will you feel a distinct loss in not having identi 
fied your business with it—not having it carry 
your name along with others who make up your 
industry ? 


Or, will you be glad when you open it, to see 
the result of your foresight—your name a part of 
it—a distinctive member of the trade? And as 
you see your name, so will thousands of others 
see it—people who will do business with you. 
Your business interests come before anything 


else. Fill in the form below—it is the most 
important thing for you to do today. 
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isfactory growth of the business. Today the house-organ 
editor is sales manager of that company, but he still edits 
every line in the house organ. 

There is a certain eastern manufacturer who can tell 
you a mighty interesting story about house organs. He 
had been having trouble with his dealers. Dealers would 
place one order for the firm’s product and then, not being 
familiar with it, would not be able to successfully merchan- 
dize it. Salesmen would call in high hopes of receiving a 
healthy repeat order and would, as one salesman expressed 
it, get two orders—one to get out and the other to stay out. 
Sales dropped off at an alarming rate and the main office 
worried and fumed and fretted. Salesmen were hired and 
fired, but the situation remained the same. 


It was decided at a conference that a dealer house organ 
might accomplish what seemed to be impossible. An ex- 
perienced house-organ editor was consulted and hired. He 
was told to go ahead and hang the expense! Before tak- 
ing any definite action the editor constituted himself a one- 
man investigating committee. The firm manufactured a 
motor washer. After investigating the field the editor found 
what would have to be corrected. A rather peculiar con- 
dition of affairs existed; in fact, a veritable complication of 
business ills came to light. 

In the first place a motor washer is a difficult thing for 
a dealer properly to display in a show window; in the sec- 
ond place dealers did not know how properly to advertise 
the product. Dealer salesmen did not know how to sell 
motor washers because they were more or less unfamiliar 
with their working. In addition to all of these facts, motor 
washers, no matter how well made, did balk once in a 
while, and because the dealer was not familiar with the 
mechanical operation of the washer more than one indig- 
nant housewife took her patronage away from the dealer 
who would not or could not fix the washer. No wonder 
sales were few and repeat orders were unknown! 

The dealer house organ developed by the young editor 
was designed to remedy every trouble with the sales end 
of the business. In the first place he began to offer 
monthly prizes for the most attractive windows featuring 
motor washers. Photographs poured in and dealers began 
to take keen pride in winning the prize and, in doing so, 
of course attracted customers to their stores 

Advertising Counsel to Dealers. 

A department in the house organ told how to advertise 
the motor washer with free cuts and copy service offered. 
The demand for this service was very satisfactory. Still 
another feature gave new selling points and arguments 
for dealer salesmen, and another monthly prize was given 
to salesmen who sold the largest number of washers. 

In addition to this a regular feature of the house organ 
was conducted by the engineering department in which 
the mechanism was clearly explained and how simple re- 
pairs could be made when a washer balked. 

What happened? Everything! Once dealers know how 
to dress their windows, how to advertise, and once their 
sales people knew how to sell the washer, sales begin to 
increase in a highly satisfactory manner. Repeat orders 
were the rule, and when a dealer had a complaint of a 
balky washer one of the sales people could always remedy 
the trouble. Complaints due to the ignorance of seller and 
buyer were completely eliminated 

The internal house organ which is printed for the em- 
ployees is, in the opinion of many, the most important of 
all house organs. Such a house organ “sells the job” to 
the worker, and in doing this work it has a function of 
great importance. Make, as has been done, an analysis of 
a hundred large organizations over a period of two years. 
Examine the record of those organizations who publish a 
plant paper and you will find a low turnover and a high 
labor morale. 

The right kind of an internal plant paper gives the work- 
man in printed form what he cannot secure elsewhere. It 
keeps him informed on what his fellow-workmen are doing; 
he reads that Jim Reed in the foundry has bought a new 
car, and he reads other little intimate notes about the other 
men with whom he works. He reads about himself—and 
he likes it! 

That’s one side of the plant paper; the other side is 
diplomatic editorial squibs against radicalism, items that 
will show every worker the importanc_ of his individual job 
to the finished product and where that product goes and 
what it does when it gets there. 

Meet the average house-organ editor as I have and you 
will find him to be a keen, bright and intelligent chap who 
believes in his job and who believes it is the biggest and 
most important job in the world. He deserves a high place 
in modern industrial life and even a place in literature. 
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THE LINE OF LOWEST ULTIMATE COST 
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tive in chemical products like Carbon Paper and 

Typewriter Ribbons. Go deeper, and you will 

find the intrinsic value of our products mani- 
fested in their efficient performance and plodding con- 
sistency at all times and under all conditions; a value 
further enhanced by unsurpassed facilities with the true 
spirit of service back of them. 


SF wns appearances are particularly decep- 


You will discover that inherent element, that character- 
istic difference in both goods and service that counts so 
much in making -hem in the final analysis truly ‘‘The 
Line of Lowest Ultimate Cost.’’ 








NEIDICH PROCESS COMPANY 
BURLINGTON, N. J. 
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Here’s a Desk That’s Its Own Salesman 
Marketed Solely on Its Merits 


To the business man long irritated 
G U N N D E S K by the seeming necessity of for- 
ever enduring scarred mahogany, a 
dingy, protecting blotter, or heavy 


with Patented and fully Guaranteed _piate’ glass, soon nicked and 
in scratched, its appeal is instant. 
INLAID §§NO” WRITING TOP 






“LINO” top does not scar, scratch 
or soil. [t has its own color, 
nature’s restful green, upon which 
drops of ink, mucilage or water 
have no permanent effect. It is 
smooth, an ideal writing surface. 
It is firm, though soft and noise- 
less. It is inlaid, because it is cal- 
culated to last a lifetime. Its first 
cost is its only cost. 

We are as pleased to receive an 
order for one as for a dozen. The 
one will sell the dozen—and in 
time, many more. 


MR. DEALER: 


Try one of these desks your- 
self. You will be ot the = 
fi = —_ day and your enthusiasm w 

Like Iron better enable you to take ad- 
Restfil to the eye antage of our national ad- 
vertising of the “LINO.” Ask 
us about our cooperative pub- 
licity plan. 


The Gunn Furniture Company, wyCcutcAaN 


30 Years Builders of Office Desks and Sectional Bookcases 
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JAMESTOWN & Be METAL DESK Co 
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Here’s a desk that shouts 
“BETTER BUSINESS” 


EEN buyers of office equipment seldom go further when their eyes 

light upon this special steel corporation desk. If they do, they 
come back to it, because nowhere will they find such value for the 
money. 


Electric spot and acetylene gas welding instead of rivets, bolts and nuts 
Finished to represent perfectly hand finished wood grains. Drawers 
that slide at a touch. Battleship linoleum top. Knock down construc- 
tion for convenience and economy in shipping, handling, etc. Add to 
these many merits a ridiculously low price 
and you have a trade-winner you can’t afford 
to overlook. 









Send for details of our proposition. 


Jamestown Metal Desk Co., Inc. 
Jamestown, New York 














THE LINE FOR THE STATIONER 
POLAR 40 PRACTICAL OFFICE ARTICLES 


The Polar Line completes your staple stock. In it there are many items for which you have 
regular demands. The line is so extensive that you can place an order large enough to mini- 
mize transportation cost and at the same time avoid 
overstocking any item. 











THE ORIGINAL NON-SHINE 
CHAIR PAD 


IS ONE OF THE FIRST NUMBERS OF 
THE LINE and one of the most popular at 
this season of the year. Three grades give 
your customer his choice of qualities; sizes 
to fit all chairs are in stock. If your stock 
is low, better re-order. If you don’t handle 
the pads, lose no time—send a trial order 


today. 








The Polar Manufacturing Co. 


101-107 N. Marshall Street, Philadelphia, Pa. 
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Paper Trade Nomenclature Before Trade Body. 

Arbitrary designation as to “legitimate” or “illegitimate” 
dealers and the same adjectives applied to the channels 
through which their trade flows are among the factors in- 
volved in a complaint issued by the Federal Trade Com- 
mission against the Pacific States Paper Trade Associa- 
tion, its officers and members. 

The association, through its membership comprising a 
number of “local associations,” the complaint states, <m- 
braces practically all the wholesale dealers in paper and 
paper products throughout the states of Oregon, Wash- 
ington and California. Other states affected in great part 
by the activities of the association are Idaho, Nevada, Ari- 
zona, Montana, New Mexico, and the territory of Alaska. 

Averments by the commission are to the effect that by 
concerted agreement, adherence of members of local asso- 
ciations to the maintenance of enforced schedule prices, is 
consummated. It is further alleged that to the end that 
such schedule prices may be maintained and price compe- 
tition eliminated throughout the Pacific states, the members ED 
notity their local associations and the Pacific States Paper GUARANTE 
Trade Association of infractions of the agreement to main- 
tain standard prices, and these various associations bring 














pressure to bear upon the offending member to cease such \ ’ ia? WY 
att a Columbia s Assurance Z 

The respondents named in the complaint and who are of Service never hides be- = 
directed to make answer before the case goes to trial are: 4 - ; song? ‘6 9] NS 
Pacific States Paper Trade Association, B. N. Coffman, hind an “if” or a “but’! N 
secretary; Seattle-Tacoma Paper Trade Conference, J. Y. y 
C. Kellogg, secretary; Spokane Paper Dealers, W. B. Gil- HERE’S only one way, as Co- M4 
bert, secretary; Portland Paper Trade Association, Chriss lumbia sees it. to manufacture = 
A. Bell, secretary; Paper Trade Conference of San Fran- : and market good Typewriter Rib- = 
cisco, B. N. Coffman, secretary; and Los Angeles Whole- : hens and good Carbon Papers— N\ 
sale Paper Jobbers, J. R. Coffman, secretary. Guarantee Them ' =) 
The companies composing the above association are: Amer- SY 
ican Paper Company; J. W. Fales Paper Company; Mutual Every sheet and spool leaving = 
Paper Company; Washington Pulp & Paper Corporation; the Columbia factories embody a = 
Paper Warehouse Company, Inc.; and The Seattle Paper Yi stamped guarantee of service and \y 


Company, all of Seattle, Wash.; Standard Paper Company 
and Tacoma Paper & Stationery Company, of Tacoma, 
Wash.; Zellerbach Paper Company; Blake, Moffitt & 
Towne; Bonestell & Company and Pacific Coast Paper Co., 
all of San Francisco, Calif.; John W. Graham & Company; 
Spokane Paper & Stationery Company; B. G. Ewing Pa- 
per Company and American Type Founders Company, all 
of Spokane, Wash.; Rogers Paper Company of Salem, 


satisfaction—and if they do not de- 
liver the best performance possible 
Columbia will make good! . . 
without an “if” or a “but.” 


Wh 
— 


NU, 


AU/ALLIAN 


\ 


Columbia Carbon Papers and 
Typewriter Ribbons comprise many 





NI 


Ore.; Blake-McFall Paper Company; J. W. P. McFall; units, each designed expressly to Z 
Endicott Paper Company, and R. L. Brackett and Chas. efficiently serve particular business = 
L. Frazier, partners, all of Portland, Ore.; Union Paper : needs ... . each grade is worthy \ 
Company, of Oakland, Calif.; San Jose Paper Company and of your investigation,—Columbia’s = 
Delmas Paper Company, San Jose, Calif.; Richardson-Case dealer plans, too, are helpful in =) 
Paper Company and Eastman Gibbons Paper Company, of building even bigger sales 


Sacramento, Calif.; and Pioneer Paper Company; Stan- Write today! 
dard Woodenware Company; R. L. Craig Company and 
Sierra Paper Company, all of Los Angeles, Calif. 





Columbia Ribbon & Carbon Mfg. Co. 
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Dr. Klein s Report. DIXON - HOLMES - DIXON 
[he annual report of Julius Klein, director of the Bu- 
reau of Foreign- and Domestic Commerce, was released 69-71 WOOSTER STREET 
last month. It covers in detail much of the ground spanned NEW YORK, N. Y. 





by the annual report of Secretary Hoover, which appears 
on page 106. 

The office equipment field is particularly interested in 
the specialties division, which includes a number of com- 
modities. In this connection it is of interest to note that, 
judging by the space devoted to office appliances in the 
published reports of the specialties division, our field needs 
the least stimulation to promote export activities. This 
may be due largely to the fact that the office machinery 
industry has been brought to perfection in the United 
States, and its products are not sold under the relentless 
competition which commodities merely merchandise have 
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Branches Throughout United States and Abroad 
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to survive. s The service obtain 
The Bureau of Foreign and Domestic Commerce is so ane. pus able at this branch ig 
organized that any part of it has access to the records and nes in itself g 


receives the co-operation of any and all other parts. The 
exporter of office machinery has his channel of approach 
through the specialties division. This commodity section 
is fed through the commercial intelligence division, the 
transportation division, the regional divisions (grouped un- 
der the grand geographical areas), the commercial law 
division, the statistical division, the foreign tariff division 
and the various district and co-operative offices in the 
United States. 
Reconciling Exporter and Customs. 

A representative instance of service is quoted under the 

work of the division of foreign tariffs. 
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GOOD FRIENDS— 
PENEX PRODUCTS and 
THE PENEX DEALER 


HEN you consider the very marked affection 

which Penex dealers have for Penex products 
and the fact that many of them push the Penex line 
by preference, you realize that there must be some 
good reason for such popularity. There is !—Sev- 
eral of them. 


In the first place, Penex Pencils are all carefully 
graded as to lead and style of finish, and each grade 
is standard—from Two-in-One, the beginner’s 
pencil, to Semi-Hex, the famous commercial pencil. 


Secondly, Penex dealers are sure of uniformly high 
quality in Penex Products because they are made 
in modern Penex factories by men of long experi- 
ence and high ideals. 


Thirdly, Penex Products satisfy customers and 
bring repeat sales because they write smoothly, 
and last long. 


Finally, Penex dealers are assured prompt and 
courteous service, not only in routine business but 
frequently in unusual ways. For instance, you 
sometimes want a special kind of pencil, obtainable 
nowhere else. Perhaps we can make it for you. 
If we can we will—for it is the Penex policy to be 
of the utmost help to Penex dealers. 


If you will write us for samples and prices of 














New leads ° . 

—; 4 = ‘enex Pencils we will be glad to tell you more 
oa “Peocl Ex. about the Penex proposition and its advantages 
ebeage belps eng Ask particularly about Penex Thin 

MAKERS OF LEAD PENCILS 





FOR THREE GENERATIONS~ 


JERSEY CITY,N.J. U.S.A. 
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“3. A shipment by a Minnesota concern of novelty sil- 
ver pencils to England was held up by the customs author 
ities for not complying exactly with the requirements of 
the British marking-of-origin law. Had the literal customs 
requirements been insisted upon, the delay in re-marking 
would have kept the goods from reaching the English dis- 
tributers in time for the Christmas trade. Upon cabled in- 
structions, Commercial Attache Tower at London took 
the matter up directly with the customs authorities and 
secured a satisfactory adjustment and immediate release 
of the goods to the consignees. The question of prompt 
delivery made all the difference between making and losing 
the sale, as well as the loss of the shipping costs, and the 
company was highly appreciative of the bureau’s service. 

“While the customs requirements of foreign countries 
are definite, and need to be complied with before foreign 
goods will be admitted, our foreign representatives are 
often in a position to assist in avoiding long delays in cus- 
toms clearance of shipments and, through informal media- 
tion, can often clear up cases of misunderstanding on the 
part of the merchant as to the Government’s requirements, 
and on the part of the government as to the American mer- 
chant’s intentions and good faith.” 

The division of commercial laws served 381 individuals, 
firms and institutions in the fiscal year ending June 30. 
Of these four were listed under typewriters. Trade bodies 
to the number of thirty-one appealed to this division. 

The report of the specialties division is quoted in full, 
so that its Genesis and scope may be appreciated 

Specialties Division. 

The specialties division was organized in October, 1921, 
with Carl H. Green as chief, to promote foreign trade in 
tools and hardware, office appliances, fixtures and suppiies, 
musical instruments, jewelry, scientific instruments, opti- 
cal and photographic goods, and sporting goods. Later, 
ceramics, glass and glassware, plumbers’ supplies, nove!ties, 
theater and school equipment, domestic furniture, and other 
lines were added. 

Mr. Green resigned on December 15, 1921. R. A. Lund- 
quist, chief of the electrical-equipment division, took charge 
of the division and acted as its head until the close of the 
fiscal year. H. H. Morse, export manager of a leading 
Boston manufacturing concern, has been appointed chief, 
taking up his duties July 1. 

At the suggestion of the division, national associations 
representing various industries, such as the Music Indus- 
tries Chamber of Commerce, the National Association of 
Office Appliance Manufacturers, and the Sanitary Potters’ 
Association, organized foreign-trade committees to work 
in co-operation with the specialties division. The contacts 
established with these organizations have proved to be of 
much mutual benefit and have been invaluable in enabling 
the industries to obtain foreign-market information most 
needed. 

The division has also been in close touch with associa- 
tions representing motion pictures, hardware, jewelry, and 
other industries not having special co-operative arrange- 
ments. In all cases the result of these contacts have been 
very gratifying. 

Certain detailed preliminary statistical studies have been 
made covering various commodities, in co-operation with 
these organizations, and all possible information that might 
possibly be of help in the sale of American specialties in 
oversea markets has been placed before American manu- 
facturers. 

A survey of the international trade in sporting guns is 
practically completed, and the results will be made avail- 
able to all the small-arms manufacturers, most of whom 
were helpful in furnishing recent production and other 
data not elsewhere available. Besides this, the division has 
been able to render assistance of various types to indi- 
vidual manufacturers. In one case the department’s com- 
mercial attache in Spain obtained authorization from the 
Spanish Government, through the King of Spain, for an 


official test of a new instrument that an American firm 
wished to sell abroad. Bureau representatives in other 
countries also enlisted the aid of Government officials 


and put American firms in touch with a number of forcign 
concerns and individuals that would be in a position to 
act as representatives. 

Another instance where the bureau was of assistance 
was in the case of a manufacturing concern in Massachu- 
setts which had sold a large bill of goods to a Scandinavian 
distributer. The distributer, because of the depression in 
business, was unable to meet his indebtedness when it ma- 
tured, and the Massachusetts manufacturer allowed him a 
generous extension of time, payments to be made at cer- 
tain stated periods. After a small portion of this indebt- 
edness had been liquidated, the manufacturer received an 
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THE MASTER KEY 


Greatest Qa, No Rubber 
Improvement | To 


Ever Made 
Wear Out 


In 
Typewriter Keys 








A TYPEWRITER 
CUSHION KEY 
THAT IS DIFFERENT. 


CLEAN, SANITARY, 
DURABLE. 
GUARANTEED 3 YEARS. 





The MASTER KEY is a spring cushion key, with a celluloid top over the letters, protecting them from contact with the 
operators’ fingers. This construction gives THE MOST DURABLE key with even greater resilien fter touch— 
lighter action. The letters cannot wear off, nor become soiled. Washing is Un-necessary. Average life of this key is 5$ 
years. Business Organizations buy the Master Key because of its economy and greater satisfaction. Users include Stand- 
- Oil Company, American Surety Co., Bethlehem Steel Co., and hundreds of others of similar size and calibre. Thousands 
of sets 1n use. 

This is really a “SUPER KEY’’—Better than you ever imagined could be made. You'll realize it when you receive 


samples. Send for them today. 
DEALERS WANTED! 
Speed Key Manufacturing Co., Inc., 33 Columbus Place, Brooklyn, N. Y. 
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THE CLIMAX LINE DATER and Pa ye A SERIES of CLIMAXES 
NAME PLATE DATER can also be The Greatest TIME SAVERS on the MARKET 
furnished with Wheels for all lan- 
guages. THE TRAUT & HINE 
M’F’G CO. also make thumb tacks, 
pencil clips and the well-known 
“Kon Kave Kut” Pencil Sharpener. 


These Machines are ALL METAL (with the ex- 
ception of the Rosewood handle) with metal 
type and figures, giving neat, clear-cut impres- 
sions. They are self-inking, dust and rust 
proof, absolutely accurate, compact, neat and 
of exceptional appearance. The Climax ma- 
chines do identically the same work and in 
just as satisfactory a manner as the highest 
priced. Our guarantee is given with every 
machine. Prompt deliveries. 


CLIMAX NUMBERING MACHINE 
Patented, other patents pending CLIMAX LINE DATER 


Patented, other Pateats Pendtag 

















Six Wheels 

1 to 999,999 Our proposition fer dealers 
Three and agents in all countries 
Movements: of the world is an attractive 
Consecutive, ANSWERED one. Write for our illus- 
ae JUL 1 5'20 trated catalog. 














Facsimile of Imprint 


Gx 


THE TRAUT @ HINE M’F’G CO. 


123456 1 UNION SQUARE, NEW YORK CITY, U. S. A. 
FACTORY, NEW BRITAIN, CONN., U. S. A. JUL 15'20 


Facsimile of Imprint Export Department for Europe and the British Empire, 9 and 10 Cheapside, London, E. C. Facsimile of Imprint 
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The Birth of a New Typewriter 


Announcing the New 
Shilling Bros. 


Typewriter 


A new creation, exclusive and different. 
Writes all languages, and has standard key 
board, also standard specifications: Two 
color ribbon, Back spacer, Tabulator, Card 
Device, Type guide, Automatic ribbon re 
verse, Stencil device, Line lock, Type pro 
tection, Strictly visible, and takes an 11” 
sheet of paper, also has a great number of 
entirely new exclusive features. Highest 


QUALITY, Lower PRICED. 








Desirable territory open, including counties, 
cities, states, also part of Canada and old 
Mexico. This is your opportunity to secure 
the exclusive representation of the newest 
typewriter on the market. Write or Wire 
us at once. 


SHILLING BROTHERS TYPEWRITER COMPANY 
428 Fourth Avenue Pittsburgh, Pa. 





























STAMPS AND ACCESSORIES 


Rubber Type - Stencils - Seals - Numbering Machines 


Sole Distributors and Manufacturers 








“Standard” and “‘Justrite”’ Inks and Pads “Superb” Type Band Daters “Flexc’’ Hand Band Daters 
for Rubber Stamps “Economy” Band Daters “Colonial” Hand Band Daters 
‘‘Advance”’ Self-inking Stamps ‘Industrial’ Band Daters “Superb” Time Stamps 
‘Quality’ Dating and Numbering Stamps “Best” Dating and Numbering Stamps “Economo” Time Stamps 
We Carry in stock a complete line of Automatic Numbering Machines 
LOUIS MELIND COMPANY CONSOLIDATED STAMP MFG. CO. 


362 W. CHICAGO AVE., CHICAGO 87 MAIDEN LANE, NEW YORK 
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inquiry from another distributer in the same. city, who 
wished to place an immediate order for a large quantity 
of goods on the basis that he be granted exclusive selling 
rights for the article from that time on. The manufacturer 
was in doubt about the ability of the new firm to market 
his goods satisfactorily, and likewise in doubt about his 
ability to collect.from the old firm in case he decided to 
grant the new firm the exclusive agency. He communi- 
cated with the Bureau of Foreign and Domestic Com- 
merce, which, through one of its foreign representatives, 
arranged for the payment in full of the old bill, investi- 
gated the new applicant for the line and found him to be 
superior to the old one, and assisted the manufacturer in 
closing the contract with the new firm. 


Bad Account Cleared Up. 


Another New England manufacturer made a shipment 
by parcel post to an importer in Colombia. The importer 
was unable to meet his draft and demanded both an ex- 
tension and a thirty-three per cent discount. One of the 


bureau’s representatives had just returned from Colom- and 
bia; the matter was taken up with him and, through the 


bureau, telegrams were sent to the American consul. The 
importer was approached, and the consul discovered that 
he had used some of the goods while claiming that he had 
not tampered with the shipment. The consul had an accu- 
rate count made of goods on hand and had them rewrapped, 


the old wrapping was pasted on the outside, and the mer- 
chandise was brought back, after it was discovered that the 
customer could not pay. The only expense to the manu- 


facturer was the cablegram. 

These are only a few examples of the kind of service 
rendered to American manufacturers. In other cases steps 
have been taken to have authorities in certain foreign 
countries change or modify existing regulations that dis- 
criminate against American products, and other work along 
this line has been carried on to promote the sale of Amer- 
ican specialties abroad. A large number of studies were 
made, at the request of individual firms, on the market for 
various lines of specialties, and, through the bureau’s repre- 
sentatives in the field, very satisfactory trade connections 
were established. 

The work of the division has covered an unusually broad 
field, special researches and statistical compilations cover- 
ing miscellaneous products from pins to merry-go-rounds. 
Eight confidential circulars and hundreds of specific trade 
opportunities were disseminated directly to the trade from 
the bureau and through its district and co-operative offices. 

From October 29, 1921, to the close of the fiscal year 
1,509 inquiries were answered by letter, 701 memorandums 
were prepared, 391 trade opportunities for the sale of spe- 
cialties in foreign trade letters from consular officers and 
bureau representatives were reviewed. Some of the infor- 
mation obtained in these letters was prepared for publica 
tion, and a large number were indexed and filed for future 
use. The rapidly increasing number of inquiries from man- 
ufacturers indicates the importance of the work that the 
specialties division is doing and shows a gratifying willing- 
ness to co-operate on the part of those industries that the 
division was created to serve. 








Col. Pelouze on St. Lawrence Waterway. 


Extracts from an Address Before the Illinois Experience in Manufacture 
Manufacturers’ Association at Chicago, . ‘ 
December 14. Quality in Product 
lhe great importance of the Great Lakes-St. Lawrence Co-operation with Dealers 


deep waterway to the interior states was brought out in a 
talk by Col. William Nelson Pelouze, chairman of the IIli- 
nois deep waterway commission. Col. Pelouze sketched the 
progress of negotiations, and in addition said in part: 
“The completion of the St. Lawrence route to the ocean THE 


will relieve railway congestion, will stimulate food produc- 
tion, will reduce the cost of transportation, and prove a BUCKEYE RIBBON & CARBON 
very important feature in the reduction of the cost of liv- COMPANY 


ing. 
“The strongest argument for the Great Lakes-St. Law- ; 
rence Waterway is found in the railroad situation that con- Factory and * vecutive Offices 
fronted the farmers of the West and Middle-Western states 
this fall. Shippers have been short 60,000 box cars, of the CLEVELAND, OrilO 


number necessary to meet immediate needs in the trans- 
portation of farm products. Railroad officials declare that 
the shortage has been due to their inability to get their 
cars back from the East. Western roads sent loaded cars 
East, but the eastern system is so blocked by traffic that 
the cars are not returned. 
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ARE YOU? 


Are you interested in 
trade doings in Great 
Britain? 





If so, there is only 
one way of keeping 
abreast of the times 
and that is by the 
regular monthly re- 
ceipt and perusal of 


“THE BRITISH STATIONER” 


Adopted as Official Organ of the Stationers’ 
Association of the United Kingdom 


Our editorial pages are 
unique for news, instruc- 
tion, originality and general 
interest. The following are 
among the many popular 
features: 


The Art of Window Dressing 
(illustrated) 


The Art of Advertising 
(illustrated) 


Bookkeeping for Stationers 
(illustrated) 


How to Sell System Goods 
The Complete Stationer 
Trade Topics Talked About 
Etc., Etc. 


iLiad | 
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“If anyone had any doubt about the need of a better 
yutlet for the agricultural products of the Northwestern 
states, that doubt ought to have been removed by our ex 


perience this fall, when lack of cars in these states and 
congestion upon the lines east of Chicago has tied up trans- 
portation, delaying the marketing of our products and 
caused a loss to our farmers running into millions of dol- 
lars. 

“With terminals at our lake ports, these western cars 
could be sent directly to the ports, their loads turned over 
to the waterway with unlimited transportation facilities, 
and the cars returned ready for more loads. Blockading of 
traffic lines and holding of cars would be eliminated and 
the biggest handicap to the extension of the farmers’ mar- 
ket would be removed. 

“The barge canal and the railroads between Buffalo and 
New York have been swamped in their efforts to handle 
the grain coming by boat to Buffalo, from whence it must 
be portaged to New York and again be loaded into boats 
for Europe. With the completion of the Great Lakes-St 
Lawrence route the boats could go through to the various 
ports in Europe and relieve the congestion referred to 
Freight rates would be reduced and grain carried to its des 
tination without loss or delay. 

“The states in the upper Mississippi valley form the 
greatest food producing region in the world. We can mul- 
tiply our production several times over as demand grows 
But it is futile to increase production until we have ade 
quate transportation facilities. 


Welland Canal Being Improved. 


“The new Welland canal is an integral part of the lakes- 
to-the-sea undertaking. The Canadian government has al- 
ready expended twenty-five million dollars on the new 
canal, and this vast expenditure is practically an assurance 
that Canada will go through with its part of the compre 
hensive project. 

“The work to be accomplished in order to provide the 
deep waterway to connect the Great Lakes with the At- 
iantic ocean actually covers only thirty-three miles of canal 
with seven locks, lying between Lake Ontario and the 
ocean. In the distance of 182 miles between Lake Ontario 
and Montreal, 149 miles is open and practically unre- 
stricted navigation. In the thirty-three miles of canal, ves- 
sels which normally make ten miles an hour in open water, 
which is about the speed of the most economical freight 
carriers would be restricted to about five miles an hour. 
The retardation of the canal passage would amount to be- 
tween five and six hours. The delay for lockage will be 
perhaps three hours more. Experience at Panama and at 
the Soo canal shows that one-half hour per lock is ample 
allowance. The total retardation in the passage of the St. 
Lawrence river between Lake Ontario and the ocean, due 
to restricted and confined channels, would therefore amount 
to no more than nine hours, so that between the upper 
lakes and the ocean, 2,000 miles of lake and river and gulf, 
a ten-knot ship would be held back by lecks and canals 
not more than fifteen hours. 

“In the international séction of the river the head of 
water created by the dam will develop 1,464,000 horsepower 
The plans are so drawn that the crest of the dam may be 
raised later, giving a substantial increase in the power de- 
velopment. The engineers recommend that this power be 
developed by the installation of fifty-nine hydro-electric 
units of an aggregate capacity of 1,940,000 horsepower 
The estimate of 1,464,000 horsepower is the minimum 
net continuous energy that can be generated, transformed, 
and put on the switchboard. The engineers were directed 
to consider the various schemes for improving the river. 
They found no workable plan for developing navigation in 
this section of the river in any better or more economical 
way than by this lock-and-dam method, so that this enor- 
mous power development can be made literally as an in- 
cident to the improvement of the river for navigation. 

“In the second division the potential power development 
offers a minimum net of 1,560,000 horsepower. In the last 
section there is a potential power of about 1,000,000 horse- 
power. The estimates made by the official engineers are 
that this work can be carried out from Lake Ontario to 
Montreal with minimum channel depths of twenty-five feet, 
with thirty-foot depths in all permanent construction, and 
with ample width of artificial channels for $252,728,200, in- 
cluding installation of turbines and apparatus for delivery 
of electric power at the switchboard for distribution. 

“Whenever it is desirable to establish channels with min- 
imum depths of thirty feet, the necessary deepening of 
channels can be accomplished for $17,986,180 
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Built to Serve Your Individual Need 


NELSON SUPER DUTY 


MODEL 5 EQUIPMENT 


With all these features: 


1 DIE CUTTING bed size 12x 24 and sufficient power to handle 
any class of label or envelope work. 


ADJUSTABLE ECCENTRIC which may be set instantly to op- 
erate the cross head with a stroke of 1% inches. 


PERFORATING attachment 25 inches wide of adjustable round 
pin hole type, easily takes 24-inch sheet manifold or checks. 


PUNCHING members include every size or shape known with 
all bookkeeping forms, Elliott Fisher, Kalamazoo, etc. 


ROUND CORNERING attachment allows for ofsuatante knives, 
renewable cutting base and capacity of 1% inches. 


TAB CUTTING with dies adjustable in length of tab for letter 
guide folders, card indexes or cut-out blank book. 


DUAL-USE letterheads are trimmed with full size or corner 
knives usually in full ream lots, cutting two er more corners. 


EMBOSSING AND STAMPING with electrically heated chase and 
unit give big production in making of leather or celluloid novelties. 


eee See 


ADAPTER PLATES allow for interchangeability of all parts or 
dies for No. 4 or other models. 


Catalog on request. 


C. R. & W. A. NELSON, Inc. 


225 N. Michigan Ave., Chicago, III. 











Use These Appliances in Your Office 


They can be used for cutting and trimming paper, cardboard, wood veneer, thin leather, cloth, 
canvas and rubber fabric and for making up discarded stationery into handy scratch pads. 

Any one or all of these appliances will effect an added economy or convenience in the office, 
shop or factory. 


THE GOLDING HAND 
LEVER PAPER CUTTER 


THE GOLDING 
TABLET PRESS 


illustrated below will cut stock 
up to three inches in thickness 
at one operation. It is made in 
sizes having cutting widths of 


seen below will help save the 
waste paper by making it up 
into useful scratch pads. There 





are two sizes. Well made. At- 
tractive. Useful 


26 and 30 inches. Well made. 
Durable. Nicely finished. 





THE BOSTON CUTTER 


is the most complete and best made single 
sheet cutter on the market. Every office needs 
one for cutting and trimming invoices, state- 
ments, record sheets, carbon paper, price tags, 
signs, photographs, inserts, booklets and fold- 
ers. Four sizes. All complete with gauges. 
Broadly guaranteed. 


Write for prices and detailed information 


Golding Manufacturing Co. 


Franklin, Mass. 


We also manufacture Golding Art Jobber, Golding 
Jobber, Pearl Press, Golding Power Paper Cutters, 
Pearl Hand Lever Paper Cutter, Official Card Cutter, 
and Official Hand Press. 
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Vv AURORA. ILL. U.S.A. 





Some people have an idea that the U. S. Mint is the only place that 
Money is made. 


is real money made in the turn-over. 


We are not counterfeiters but we sure can make money for you 
if you wili let us; this NEW 700 LINE will turn your store into a 
Regular Sub-Treasury. 


Better look into this opportunity. A line from you will bring de- 
scription and prices. 


This 700 Line is the lowest Priced Four Drawer Upright manu- 
factured having finished sides and FULL PROGRESSIVE SLIDES. 


“It's a better file, if made by’’ 


Aurora METALCABINETWorKS 
AURORA, ILLINOIS, U.S. A 


Eastern Representative Western Representative 
A. H. DENNY, INC E. P. GOLD, 





562 Park Place, Angelus Hotel, 
New York City Los Angeles, Calif. 





To YOU, MR. DEALER, we say that the easiest money is made 
by stocking our NEW 700 LINE of Steel Filing Cabinets; there 














Just a Word to the Mid-West Dealer! 


Get acquainted with your western manufacturer of 


STATIONERS ENVELOPES, FILE 
POCKETS, FOLDERS, ETC. 


Our thoroughly modern factory offers you an endless variety of Stock Goods and 
Sizes which will enable you io fill all orders promptly. 


Our central location guarantees 
prompt service with quick delivery 
at one-half the Eastern Freight 


oa Rates. 


Write for Our Latest 
CATALOGUE 

| and 

DISCOUNT SHEET 


NORTHWESTERN PAPER GOODS CO. 


MIDWAY - SAINT PAUL - MINNESOTA 












































We maintain complete stocks for local distribution in the following cities: 
LOS ANGELES, CALIF. CHICAGO, ILL. NEW YORK, N. Y. 








— 
— 
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STAM P PAD 


It is not a felt 
pad, but a 
self-inking 
ribbon device 


‘The power development is capable of reduction to more 
precise terms. The potential energy of the St. Lawrence 
river, to be developed as soon as the market is ready to 
absorb it, will be 4,100,000 horsepower. This may be 
translated into an annual output of 26,000,000,000 kilowatt 
hours at the bus b: ur, and more than 24,000,000,000 kilowatt 
hours after transmission to the point of application. This 
is equal to the energy which can be produced from 24,000,- 
000 tons of coal burned in the most modern steam plant, or 
36,000,000 tons burned under the boilers of an average mill. 

“The St. Lawrence project should finance itself through 
the sale of this power generated at the canal locks. 








‘The greatness of the scheme as a whole lies in its im- 
portance to the entire Middle West, embracing as it does 
more than a third of the area, population and wealth of our 
country, all of which will be benefited tremendously by 
improved and cheapened transportation, and to the north- 
eastern portion of our country, embracing practically all of 
New York State and New England, which will reap the 
benefits of ample and cheap hydro-electric power. In- 
deed, it can confidently be said that the whole country will 
be greatly benefited because of the added prosperity that 
will come so directly to these two great and important 
regions. 

“There is more involved than the saving in freight rates. 
New opportunities will be opened by the new line of com- 
munication. It will afford to the manufacturers of the 
Middle West a road to markets that are now closed to 
them; it will form an avenue by which they may draw raw 





Because of its radically different style of con- 
struction (patented) it will not flood the type 
of your rubber stamp, it will not dry out, or 
become soggy in moist weather, therefore cut- 
ting your stamp expense in half. The “SOLO” 


materials from all parts of the world which are now in- Stamp Pad Ink has no disgusting odors and 
accessible to them. The benefits can be indicated, but can be used on any stamp pad. 

they are beyond calculation. Its value will be inestimable “It makes a rubber stamp print right” 

to the industrial and agricultural interests of the Central 

West.” AND THEY COST NO MORE 





a THAN THE FELT PADS 
Ethics in Business. 


Uncomplicated as the problem appears at first sight, PE E R I E fey — 
simple as the statement that two and two make four, CARBON & RIBBON MFG. CO Inc 
° . . *s . 


nevertheless there has been an almost unceasing conflict as 
to whether this or that trade practice is right or wrong. 118 WEST BROADWAY NEW YORE o 


It must be remembered, says the Chamber of Commerce 
of the United States, in considering this question, that, 
while most important trade rules are intended to define 
and protect individual rights of property these same rights 
of property depend upon the accumulated effects of usage 
or are created by statute law and trade practices must 
change as the laws change. This makes it difficult some- Tacks 
times in commercial dealings to apply strictly the injunc- 
tion “Thou shalt not steal.” 

Is it stealing the money of a customer to procure the 
sale of a commodity by urging only its desirable qualities 
and concealing its defects? Is it even lying to do this? 
Caveat emptor is a legal maxim more ancient than honor- 
able, which means “Let the buyer beware,” or, in o‘her 
words, “At the buyer’s risk.” Perhaps it has been neces- 
sary to protect the vendors of a commodity against ex- 
aggerated claims of damage or loss on the part of pur- 
chasers; but the maxim has formed a cloak which by con- 
tinued patching and additions could be warranted in all 


weather as a protection against the results of many kinds Pencil Sharpeners raf feo 
‘ Gre co Glass 


of misrepresentation. Fortunately for us, many evils, like 


many diseases, contain within themselves the seeds of their 

own destruction and the mass of unethical but not strictly 

illegal practices became so heavy that it is flattening out 

through a lack of cohesive qualities precisely as a wall or 

a building or a dam fails because of an insufficient support. 

It would be a pleasant task to enumerate here all of the Each it , 

spots in which this weakness is exhibited but it is im- ach item a time 

practicable not only because of their number but because and labor saver, a 

the list increases so rapidly. In New York City a special promoter of office 

tribunal has been established to take cognizance of trade efficiency, and a Glass Push Piz 
fruitful source of re- 
peat orders, good 

will, and profits for 

you. Write us sure- 

ly today for a rat- 

tling good offer. 











You Will Make 


MONEY 


selling these useful 





Screw Knobs 





infractions which a few years ago would have been re- 
garded as practically immune from attack in the criminal 
courts. These are fair examples of the present widespread 
interest in and efforts toward more ethical methods in 
distribution. 

Trade associations, advertising associations, clubs of 
buyers, groups of merchants and of manufacturers and 
combinations of these groups are displaying an active 
interest in the subject not only for the purpose of simplify- Index Tabs 
ing and clarifying their mutu:z al relations, but to assure the 
public at large that they may be trusted to do their own 


house-cleaning. Not only are such groups as these inter- ‘ : ff U d ood C 
ested in promoting the adoption of codes of ethics, but ra ~ naerw 7 


the American Bar Association has placed itself strongly 18 B 
, ees ; + eacon mervi ton 42, ° 
behind an effort to eliminate chicanery from the practice St, Se ille, Bos Mass 


of law. 
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FREE TRIAL 
SAVE TIME,STAMPS, MONEY 


N°? mussy sponge or “licking.” No stamps spoiled, 
lost, misused. Affixes stamps to any kind of 
mail 4 times as fast as by hand. Keeps stamps 
locked, in rolls, in one place. Enables keeping ac- 
curate records of all stamps used as you do petty 
cash. Pays for itself quickly in time and money saved. 


MULTIPOST 


Stamp Affixer and Recorder 
Oldest and most successful on the market. No wicks 
to gum up. Can’t leak water. Guaranteed against 
defect and breakage, irrespective of cause, for one 
year. Various models for different requirements, 
from $10 up. Over 50,000 in use! 

PARCEL POST STAMP MACHINE 


Keeps all denominations of stamps locked up in one place. 
Provides quick, clean method of getting and affixing exact 
stamps wanted. Automatically keeps accurate records 
of stamps used. Built sectional; can add _ sections 


as desired. 
Sent on FREE TRIAL 
No money in advance. Write for catalog B. 


Multipost Co., 
Rochester, N. Y. 
CANADIAN BRANCH: 67 Richmond 


Multipost 
Stamping 
Machine 


Parcel 
Post 
Stamp 
Machine 
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Canton, Ohio.—Klingstedt Brothers Company is erat 
ing a rubber stamp department at the uptown ofthc 


addition to this line, the office handles stationery supplies 
loose leaf devices, etc. The manufacturing plant is located 
on Schroyer avenue. 

Chicago, Ill—The Multistamp Company has op A! 
office at 175 West Jackson boulevard. 

Chicago, Ill—The Chicago branch of the American Num 
bering Machine Company has stocked the new Model 8&1 


visible “calendar” dater. 

Chicago, Ill—A large delegation from Chicago was in 
attendance at each of the meetings of the International 
Stamp Manufacturers’ Association at Detroit, St. louis 
and Omaha. 

East Nashville, Tenn.—G. A. Pickup & Sons, formerly 
at West Nashville, are now occupying the building at Ca 
hill and Scott avenues. 

New York, N. Y.—The Tanner Stationery Company has 
moved from 93 East Houston street to 487 Broadway 

New York, N. Y.—Geo. H. Fuller & Son Company has 
opened a branch office at 7 Maiden Lane, in charge of Wm 
L. Little. 

New York, N. Y.—Recent additions to the membership 
of the Merchants’ Association of New York include M. 
McNamara Stamp & Stencil Works, 85 Nassau street 

New York, N. Y.—Harry Hine, of the Century Rubber 
Stamp Works, was in an automobile accident with his wife. 
She suffered a broken arm; Mr. Hine was badly shaken up. 

Oakland, Calif—vThe factory and store of the Oakland 
Stamp Company have been improved. 

Pittsburgh, Penna.—The Pittsburgh Stencil & Tool 
Company, formerly at 40 Water street, is now located at 
405 Pennsylvania avenue. 

Portland, Ore.—The P. D. Cunningham Company will 
secure increased factory and store space in moving to 246 
Washington street. 

San Francisco, Calif-——H. M. Nutter and H. O. Raether 
have associated themselves under the name of Nutter & 
Raether for the manufacture of rubber stamps and brass 
signs The plant is located at 7-9 Downey street, San 
Francisco. Mr. Nutter was formerly with the Moise-Klink 
ner organization. 


Rubber Stamp Trademarks Apples. 


Che rubber stamp, abetted by Mother Nature and Old 
Sol, et al., was used to trade mark an apple crop in Wash- 
ington. A chain of hotels wanted apples bearing the trade 
mark. A suitable rubber stamp was made. When the ap- 
ples had attained mature size, before coloring, the stamp 
was printed with blue ink on the green side of the apple 
After the fruit was fully colored and ripened on the trees, 
it was picked. The ink was then washed off, and the de- 
sign appeared in pale, yellowish-green outline on the apple 


Census Figures on Paper and Wood Pulp. 

In 1919 the United States produced fine papers valued 
at $87,740,806. These figures appear in the “Paper and 
Wood Pulp” section of the manufactures division, four- 
teenth census of the United States. The production that 
year was 325,183 tons of 2,000 pounds each, which includes 
the output of ledger and other high grade stocks, pole- 
dried, air-dried, machine-dried, sulphie bond and all orher 
papers of this class. The pre-eminease of Massachussetts 
in the production of high grade paper is indicated by a 
total value of $7,512,822 of ledgers, etc., against $4,742,145 
manufactured by all other states. The total produetion 
under the “fine” papers in previous census periods was: 
(1914) 247.728 tons: (1909) 198.213 tons. Values for these 
years are not stated in the tabulations. 


Questionnaire on D. M. A. Convention. 


\ questionnaire has been submitted to members of the 
Direct Mail Advertising Association concerning the loca 
tion of the 1923 convention. The place will be selected at 
a meeting of the board of directors at Washington, D C., 
January & The cities under consideration are Atlantic 
Citv, Buffalo, Pittsburgh and St. Louts 
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Meilink Safes 
Balk Thieves 


Cracksmen failed to open this Mei- 
link-made business safe in an Indian- 
apolis automobile sales establishment. 
They tried everything they knew and 
finally gave it up. Again and again 
has the generous measure of theft- 
protection built into every Meilink 
safe protected the valuables entrusted 
to it. 


Meilink-made safes have the necessary 
structural strength to withstand the 
severest hazards of fire and theft 
which every real safe must be pre- 
pared to meet. Meilink Safes can 
show a greater measure of fire and 
theft protection than can be obtained 
in any other line. 


OHOOOOODODOOOOOOOOOoOoOoOoOo 


5, ty ¥. f 


Write for our dealer proposition. 
The Meilink Steel Safe Co. 
Toledo, Ohio, U. S. A. ioe att : Ox ae ea ea 
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KOHLHAAS 
FOR MORE PROFITS 


| Dealers handling the Kohlhaas line have been exceed- 
THE ingly gratified by their success. Since the ring of the 
KOHLHAAS LINE cash register is the ultimate test of success they have 


learned to associate the name Kohlhaas with more profits. 





includes sortin levices for ever T . : — : ait sas 

surpass femn mashing boanibainr Not a startling fact when the quality and utility of all Kohlhaas 

racks to care indenen Kohlhaas products are compared with their purchase price. There is a 

ee ee ees definite reason when the backing of a strong and well-known 
Pay Roll Checks concern is held in such high esteem by the trade. 


Bills of Lading 
Cancelled Checks 


| a TG EL Literature and dealers’ discounts upon request. 
| Orders Checks 


pemttinpoes a THE KOHLHAAS COMPANY 


Back Orders tae” 183 N. Dearborn St. CHICAGO, ILL. 
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The Famous “Emerson” Type 








*‘Multiple” Type for Pamphlets 





No Punching or Mutilation 


The Barrett Bindery Co., 1328 Monroe St., Chicago, Ill. 





Only As Thick As Its Contents 


Special Binders 


FOR ALL PURPOSES 


Catalog covers are an ever increas- 
ing field for the loose leaf binder. 


The Stationery Store can handle 
this business easily no matter how 
special the order, and each order 
is always of considerable volume. 


Send us a copy of the catalog your 
customer is using now and we will 
submit a sample binder made es- 
pecially for it, so complete, so indi- 
vidual and so attractive, that your 
customer is bound to be pleased. 


We will tell you what it will cost 
you in any quantity you say— 


All you have to do is take the order 





ya 


Hinged Covers 


& 





Inexpensive Ring Metals 





“Congressional” Type 
One Sheet or a Thousand 








ORPIN 
TYPE- 
WRITER 
DESKS 


PERMANENT GOOD SERVICE 


There are some interesting features about the build and operation of this desk. The 
typewriter platform is balanced for easy operation when carrying its load, yet it stands 
firm in place until moved—there are no violent disappearances on its part. Carefully 
fitted and finished, the desk is excellent value for the money. 


display room. Ask us for further particulars. 


ORPIN DESK COMPANY 


It should be in your 


9 CHARLESTOWN, MASS. 





121 Medford Street 
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Chicago, Ill.—J. J. Means, manager here for The Sam’l 
C. Tatum Company, will attend a general sales conference 
at Cincinnati, January 3. At its conclusion he will spend 
about four weeks in a swing through his territory. 

New York, N. Y.—Lefax, Inc., has opened a branch at 
409 Broadway, in charge of T. E. Verona. 

New York, N. Y.—Recent additions to the membership 
of the Merchants’ Association of New York include: Clark 
Loose Leaf Manufacturing Company, 65 Duane street; 
Davis Loose Leaf Form Manufacturing Company, 170 
Fifth avenue; Proudfit Sales Corporation, 1511 Woolworth 
building. 

San Francisco, Calif—Hart Palmer, of Boorum & Pease, 
covered the local trade in December. 

San Francisco, Calif—N. L. Zeagler, carrying the lines 
of the Trussell Manufacturing Company, Alex. B. Irwin 
Company and the American Vulcanized Fiber Company, 
called on the San Francisco trade in December. 


Uncle Sam Needs a Typewriter Repairman. 

The United States Civil Service Commission will hold 
examinations for typewriter repair men to fill vacancies in 
the departmental service at Washington, D. C. Applica- 
tions will be received until January 30. Blanks may be 
obtained from the commission at Washington, D. C., or 
from local secretaries in the principal cities of the United 
States. The entrance salaries range from $900 to $1,800, 
plus the congressional bonus of $20 a month. Training 
and experience rate sixty per cent; physical ability, forty 
per cent. 


Association Functions Clearly Shown. 


lhe National Association of Stationers and Manufactur- 
ers has circulated a booklet, “You and Your Association.” 
[ts sixteen pages take up the activities of the Association 
in logical order, showing what the National Association of 
Stationers and Manufacturers accomplishes for its mem- 
hers. The aims of the organization are set forth in a 
manner which enables the member to refresh his mind 
on his rights and privileges—and to remind him to enjoy 
them. 


Underwood Typewriter Company Buys Buildings. 


\ series of six factory buildings, and the fee, have been 
icquired at Hartford, Conn., by the Underwood Type- 
writer Company. A power plant is included. The build- 
ings contain approximately 92,000 square feet of floor area. 
[he consideration is said to have been $125,000. The 
premises had been the property of the Johns-Pratt 
Company. 


F. N. Carle Joins Elliott-Fisher. 


FN. Carle has become manager of the publicity division 
of the Elliott-Fisher Company, in charge of national and 
direct mail advertising. He has had a varied advertising 
experience, previous connections including the Franklin P. 
Shumway Company, Boston, Mass.; General Vehicle Com- 
pany, New York, N. Y.; Standard Steel Car Company, 
Pittsburgh, Penna. 


Amity Excursion to Cuba. 


Some time in February a number of Southern business 
men from various cities will make a tour of Cuba, to de- 
velop closer relationships between the commercial inter- 
ests of that country and the United States. It is expected 
that W. O. Foote, of Foote & Davies, Atlanta, Ga., will 
head the delegation from that city. 


Cogswell Completes Western Trip. 


John F. Cogswell, sales manager of the Moore Push 
Pin Company, Boston, Mass., returned in December from 
a trip which took him as far West as Iowa. He found 
dealers receptive, and came in contact with a number of 
his salesmen. 














Low Prices Make Quick Sales 
Rapid Turnover More Profit 


Our new price-list is based on low manufac- 
turing costs and special sources of raw ma- 
terial; we believe our quality and prices 
will compare favorably with any proposi- 
tion you may have. Let us send you sam- 
ples and price-list. Write for it today. 


HANO-WEINKRANTZ CO. Inc. 


Manufacturers of Index Cards, Guides, Folders, 

Loose Leaf Sheets, Analysis Pads, Receipt Books, 

Order and Inventory Blanks and hundreds 
of other items. 


133 Mulberry St. NEW YORK 


























The Indication of Quality 


The indication of quality is repeat orders. 
High grade materials backed by the facilities 
of an intelligent and energetic organization 
has made a name for our products: 


Carbenized rolls fer billing and adding machines 
Od soluble pencil carben papers 
Typewriter ribbens and carbon papers 


The trade has judged American Manifold’s 
Multigraph ribbons as unequalled. Write for 
samples and other particulars. 


American Manifold Products Corp. 
General Offices and Factory: 
2900 Darwin Terrace CHICAGO 
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The 
Standard 


Stamp 
Affixer 


The Standard Stamp A ffixer. 
Known as the simplest, 
lightest and speediest on 
the market. Saves time and money. It 
is a portable safe for your postage stamps. 
Endorsed by thousands of well-known 
users, including: 


Standard Oil Co. 

Bell Telephone System 
United Shoe Machine Co. 
Western Electric Co. 
Bauer and Black 
Willard Storage Battery Co. 
Eastman Kodak Co. 


and other prominent houses. 





DEALERS—We have an interesting proposition to make you 
which does not involve any outlay. 


STANDARD STAMP AFFIXER Co. 
Revere Boulevard EVERETT, MASS. 

















has a proposition for a live wire sales 
representative in each city and com- 
munity, which we will gladly explain 
to responsible inquirers. 


Our products are of very excellent 
quality and cover every requirement 
in ribbons and carbons and a very 
wide range of competitive conditions. 








APPLIANCES January, 1923. 


FURNITURE 





Boston, Mass.—The Kardex Sales Company is increas 
ing its sales force. 

Boston, Mass.—The Thorp & Martin Company, 66 Frank- 
lin street, has secured distribution of the lines of the Metal 
Office Furniture Company. The manufacturer has discon 
tinued the Boston sales office. Frederick P. Flanagan, for 
merly manager of the Metal Office Furniture Company, 
has moved to Pasadena, Calif. 

Chicago, I1L—The Johnson Chair Company has increased 
its capital stock from $400,000 to $800,000. 

Chicago, Ill—The A. H. Andrews Company has in 
creased its capital stock from $250,000 to $1,000,000. 

Chicago, Il.—L. B. Cooley, of The Van Dorn Iron 
Works Company, motored to his new Ohio territory just 
before Christmas. 

Chicago, Ill—L. R. Carroll, of the local sales staff of 
The Shaw-Walker Company, spent the Christmas holiday 
at Kirksville, Mo. 

Chicago, Ill—C. R. Stith, branch manager here for The 
Shaw-Walker Company, visited the factory at Muskegon, 
Mich., in December. 

Chicago, Ill—F. H. Lapham, in charge here for The 
Van Dorn Iron Works Company, has opened an office at 
311 Chamber of Commerce building. 

Chicago, Ill—E. M. Hawes, director of the educational 
department of The Safe-Cabinet Company, spent a few 
days at the Chicago office in January. 

Chicago, IlL—The local office of the Penn Art Steel 
Works, Robert McW. Lee, has been moved from 229 West 
Randolph street to the Marine building, La Salle and Lake 
streets. 

Chicago, Ill—A. H. Stringe, o: the Commercial Furni- 
ture Company, is a member of the furniture subdivision, 
Ways and Means Committee of the Chicago Association of 
Commerce. 

Chicago, Ill.—The General Fireproofing Company has 
established a record survey department for users of “A” 
and “B” label safes. Joseph Murphy, who has spent the 
past ten years in the sale of record protection equipment, is 
in charge of the local department.—A_ special service 
for users of “G-F” allsteel shelving for the automotive 
industries is an innovation in the Chicago office. It will 
render shelving service to all branches of the motor indus- 
try. The work is in charge of R. P. Wright, who was for 
many years a material salesman catering to the automotive 
industry. 

Grand Rapids, Mich.—C. B. Van Dyke, treasurer of The 
Shaw-Walker Company, has returned from a three-months’ 
course of treatment at Battle Creek. 

Holyoke, Mass.—The Office Equipment Company moved 
into its new store on Maple street in December. 

Kansas City, Mo.—P. F. Apgar has been assigned terri- 
tory in this section by the Yawman and Erbe Manufactur- 
ing Company. He travels Eastern Montana, Kansas, New 
Mexico and Western Texas, making headquarters here. 

Madison, Wis.—F. D. Browne, who recently joined the 
Parker Company, had been with the Cantwell Printing 
Company many years. He has purchased an interest in The 
Parker Company. 

Madison, Wis.—Oscar M. Wilson, formerly with the 
Curtis Stationery Supply House, St. Paul, Minn., has taken 
charge of the bank and office department of C. Frautschi 
& Sons, 215-21 King street. 

New York, N. Y.—Recent additions to the membership 
of the Merchants’ Association of New York include: AI- 
war Desk Company, Inc., 39 West Forty-fifth street; 
Steel Equipment Corporation, 25 West Forty-fifth street 

Philadelphia, Penna.—Marcus & Company is now occu 
pying the entire building at 28 North Twelfth street 

Philadelphia, Penna.—M. W. Montgomery, of The Li- 
brary Bureau, addressed a December meeting of the File 
Executives’ Association. He is an honorary member of 
that organization. 

Philadelphia, Penna.—Charles P. Harrison & Company 
is now operating at 132 South Fifteenth street. The three- 
story building at that address was remodeled to accommo- 
date the company’s office equipment, stationery and printing 
business. Charles R. Harrison.is located at the new store. 
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MARKET TIME _ 


To the many office furniture dealers 
who will attend the furniture market in 
Chicago and Grand Rapids we extend a 
cordial invitation to visit the Clemco fac- 
tory and see the actual process of manu- 
facture which produces the Clemco line 
of leaders in the large family of office desks. 





























A **2in 1’’ 
Clemco 
and the 
plant in 
which it 
was pro- 


duced. 





You will be particularly interested in 
the mechanism used in the ‘“‘2-in-1”’ Clemco 
desk, the best typewriter desk ever invent- 
ed. It is a perfect clerica! desk anda per- 
fect typewriter desk at the same 
time. 

If you‘are not in a position to 
visit our plant just drop us a 
line and we shall send you our 
new, fully illustrated catalog 


which will be ready about Janu- 
ary 15th, 1923. 


THE CLEMETSEN CO. 


Manufacturers of Clemco Desks 
3401-61 W. Division St. CHICAGO, ILL. 




















psnutgungrsreet inst MO 


Imperial Steel Cabinet Co. 


2130-2152 Fulton St. Chicago 


Frequently you have opportunity to bid on 
special equipment for courthouses, banks 
or other public institutions. Your 
special knowledge of local conditions 
and acquaintance with local authorities 
are valuable to us—our special knowl- 
edge of construction and installation of 
equipment can be of immense value to 
you, 


The next time a public building is to be 
erected in your territory, send us parti- 
culars at once and we will furnish you 
blueprints and quotations on the equip- 
ment. We have been making special 
order courthouse and bank furniture 
for the past eighteen years and we are 
prepared to give first-class service. 


Our catalog shows a few of the many differ- 
ent products of our plant. It is neces- 
sarily restricted in space while our 
service covers every possible steel fur- 
niture need. However it gives a very 
good introduction to our service and 
we shall be glad to send you a copy. 
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Built for 


Service 





OT the limitations of material but the ac- 
4 complishments of practical science are 
the foundation of 


Western Desk Quality 


Be the material ever so sound, the rule-o-thumb 
worker fashions an awkward, unreliable structure, 
short-lived and expensive, while the same lumber 
handled by a real craftsman is properly seasoned, 
formed and joined to become a solid, permanent 
piece of furniture, giving service and economy. 
Western Builders know how. Let us tell you about 
them. It will help you sell. 


Western Furniture Co. 


Blair Avenue and Palm Street St. Louis, Mo. 


OFFICE APPLIANCES 





—— Tie PM. Loose Loop Line— 


PLAIN 
TAB 
GUIDES 











PRODUCED UNDER THE SAME 
QUALITY SPECIFICATIONS AS THE 
FAMOUS P&M METAL TIP GUIDES 








STANDARD SUBDIVISIONS 
CARRIED IN STOCK IN 
LETTER AND LEGAL SIZES 








The Plew & Motter Department of 


The Workman Manufacturing Co. 


Capital and Surplus over $350,000.00 
1200 W. MONROE ST. CHICAGO ILL. 
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The old retail store at 1309 Sansom street is continued, 
under the management of Joseph A. Johnson. 

Portland, Ore.—The J. K. Gill Company will be 
settled in its new store this month. 

San Francisco, Calif.—J. Louis Burgoyne is back in San 
Francisco for a Christmas at home. With this in mind, he 
has chosen the last two weeks of December to call on the 
local trade in the interest of Globe-Wernicke lines. 

Seattle, Wash.—The Pliny L. Allen Company displayed 
“G-W” products at a booth during the third annual Pacific 
Northwest Fruit Exposition. 

Seattle, Wash.—About March 1 the Lowman & Han- 
ford Company will open a new store at 1512-16 Third ave- 
nue. This will be a complete store in itself, and not in any 
sense a branch of the store at First avenue and Cherry 
street. The building, which is to be remodeled, is three 
stories and basement. The walls were designed to carry 
five stories. providing for additional space when necessary 


fully 





Chicago Furniture Mart on Lake Shore. 

Several months ago a project for a large furniture ex- 
hibition building on the North Side, Chicago, was an- 
nounced, At that time a site in the North Central district 
was under consideration. At a luncheon of furniture man- 
ufacturers in Chicago last month, the banking interests 
sponsoring the new construction stated that a site on the 
lake shore had been selected. The option covers a lot 55x 
300 feet facing the Lake Shore Drive, between Huron and 
Erie streets. The site is accessible to street car transpor- 
tation, and well-paved streets connect with North Michi- 
gan boulevard. The building will front 250 feet on the 
drive, 367 feet on Huron street, and 466 feet on Erie. The 
site allows for additional construction in the future. Con- 
struction is to start early this year, with a view to having 
the building ready for occupancy for the January furni- 
ture market in 1924. The building will be sixteen stories 
high, and will cost, with the site, about $8,000,000. 


Milo Corporation Expands Facilities. 


The Milo Ribbon & Carbon Corporation, Penn Yan., 
N. Y., has increased its manufacturing facilities. A new 
location has been provided in a two-story building 120x30 
feet, with two wings 100x30 feet. The upper floor is de- 
voted entirely to the manufacture of typewriter ribbons. 
It is equipped with modern machinery for making inked 
ribbons of all kinds 

The main floor is given over to the manufacture of car- 
bon paper. The various modern accessories for the pro- 
duction of high grade carbon papers are installed. One of 
the wings contains the offices, etc., and the other is occu- 
pied by the shipping and storage departments. 

The Milo Ribbon & Carbon Corporation is in its fourth 
year. The output has been doubled each succeeding year. 
The present factory will provide for the increases of the 
year past, and allow for future expansion. 








Work of Commerce Bureau. 


The annual report of the Secretary of Commerce has 
been published by the Government Printing Office. It de- 
tails the work of the department for the fiscal year ending 
June 31, 1922. Copies may be purchased from the Super- 
intendent of Public Documents, Washington, D. C., for 
twenty-five cents. 


Direct Mail Studied at Chicago. 

The Advertising Council of the Chicago Association of 
Commerce held a three-day exhibition last month showing 
direct mail advertising. Among the exhibitors were the 
Addressograph Company, Multicolor Sales Company and 
the Faithorn Printing & Stationery Company. Luncheons 
were given each day, at which the speakers were W. Brad- 
ley Tyrrell, vice-president and sales manager of the Brad- 
ley Knitting Company, Delevan, Wis.; G. A. Mann, vice- 
president of the Wirthlin-Mann Company, 
Ohio; E. G. Wier, Dowagiac, Mich. 


Cincinnati, 


Changes in Royal Sales Organization. 


Three important changes were recorded in the selling or- 
ganization of the Royal Typewriter Company, Inc., last 
month. W. C. Lavat was made metropolitan manager, in 
charge of the New York City division, which has been en- 
larged recently. D. J. Allingham has been appointed assist- 





ant sales manager in charge of special work in New York 
City. F. C. 
charge of the central division. 
Chicago. 


Morse is now an assistant sales manager, in 
His headquarters are at 
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SOMETHING NEW 
IN DESK BLOTTER PADS 


“THE SUMATRA” 


* Molded-Alli in One PieceFrom 
High Grade Flexible Rubber 


ECONOMICAL—They will outwear the ordinary desk pad three to one. 


CLEAN—Soap and water or gasoline will remove ink stains or dirt. Neither will 
injure the finish of the “SUMATRA” pad. 


THEY WILL LIE FLAT—The corners will not turn up, nor scar. 
GUARANTEED NOT TO SCRATCH THE MOST HIGHLY FINISHED DESK. 
COLORS—BROWN, GREEN and BLACK. SIZES—STANDARD. 


SIZE OUR PRICE TO YOU RETAIL PRICE YOUR PROFIT 
19%” x 24%” $18.00 dozen $2.50 each—$30.00 dozen 12.00 dozen 
12%” x 19%” $15.00 dozen $2.25 each—$27.00 dozen 12.00 dozen 
10% OFF ON ORDERS FOR 6 DOZEN. WE PAY THE TRANSPORTATION CHARGES. 





ORDER YOUR STOCK NOW 





THE SUMATRA RUBBER SPECIALTIES CO., SALEM, OHIO 
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No. 28 





85% of Your Table Sales 


are on the lower end of the line. Isn’t that so? Then, consider pattern No. 
28, illustrated above. Made of solid plain oak. The top has a miter-joint 
plank edge, with extra frame underneath to prevent warping. The drawers 
are made of hardwood, dove-tailed front and back, with framed-in bottoms. 
Made in four sizes. We guarantee the quality and price to equal any 
table of the same grade manufactured. Prices on request 


St. Johns Table Co. Cadillac, Michigan 
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A Machine Ledger Outfit that 


provides unlimited capacity, 
with the maximum of con- 
venience, practicability and 
economy. 











Maximum Posting Ledger 


Here is a Posting and Reference Ledger Outfit that is practical for 
any business, regardless of the number of accounts carried. The sheets 
rest upon the non-skid base, and cannot slide down or get out of position. 

A splendid feature of this equipment is the HRUSKA Folding Steel 
Rack. This device is permanently attached to the ledger covers—ready 
for instant use. A quick outward pull sets and locks the rack to sup- 
port the ledger in the posting position. A push inward folds the rack 
close to the ledger covers—entirely out of the way. This ledger requires 


very small storage space in safe or vault. And it can be closed up, 
locked securely and stored away in a moment’s time. 
This equipment may also be used as a Transferred Accounts Ledger And it is 


particularly desirable in any business where it is necessary to frequently refer to 
the transferred accounts. 


The Steel Truck Stand in the correct height for use with either 


The stand is equipped with steel 
Finished in olive drab or 
and 


is furnished 


sitting or standing position bookkeeping machine. 


table top and shelf for extra ledgers or steel filing case. 
swivel casters for easy 


black enamel—baked on—and fitted with rubber tire 


noiseless handling 





Made to Fit Your Sheets 
Easily Opened for Use 
Practical in Operation 
Convenient for Reference 
Grows With Your Business 
Closes Compactly for Storage 
Costs Less than Other Outfits 














SOLD DIRECT TO THE USER BY 


Careful JEFEBURE [EDGER (OMPANY — 
Service ACCOUNTING #@eQuipment & ouTFITTERS details 


CEDAR RAPIDS, IOWA, U.S. A. 

















Guaranteed 
chair irons 


Peaceful 


Entirely of 


Strong-lig 


MADE UNDER OUR OWN PATENTS 


COLLIER~KEYWORTA CO,, 


GARDNER, MAS6., U.8.A. 


No. 334—OFFICE CHAIR IRON 
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PENS AND PENCILS 





Chicago, Ill—Al‘an A. Lewis is representing the Koh- 
1-Noor Pencil Company in the middle West. 

Chicago, Ill.—H. F. Meidinger, of the Wallace Pencil 
Company, attended a sales conference at 5t. Louis in De- 
cember. 

Chicago, IlL—A. W. Williams, sales manager of the 
House of Eberhard Faber, was at the Chicago office De 
cember 15. 

Chicago, Ill.—Attractive showcases for the pen and pen- 
cil stocks of the Commercial Stationery & Loose Leaf 
Company were installed just before the Christmas selling 
season opened. They contributed materially to the suc 
cess of the Christmas sales. 

Chicago, I1l—Edward Dick, who formerly was connected 
with Stevens, Maloney & Company, and later with The 
Wahl Company and National Blank Book Company, has 
become affiliated with A. W. Faber, Inc. He will cover 
a group of middle western states in a sales capacity with 
headquarters in Chicago. 

New York, N. Y.—Recent additions to the membership 
of the Merchants’ Association of New York inciude Marx 
Finstone, 42 East Houston street. 

New York, N. Y.—The American business of Rikkers 
Bros., Inc., 316 Broadway, has been taken over by the Fed- 
eral Trading Company. J. W. F. Young and H. J. Roos 
are the principals. 

Philadelphia, Penna.—Plans made by the Turner & Har- 
rison Pen Manufacturing Company for a new factory have 
been changed, due to the proposed widening of Spring Gar- 
den street and Ridge avenue. A tentative change in the 
building plans calls for an entrance on Ridge avenue. 

San Francisco, Calif—D. B. Real will attend the sales 
managers’ convention of the Dunn Fountain Pen Com- 
pany, which will be held in Chicago, December 29-30. 

San Francisco, Calif.—J. L. Warwood, California repre- 
sentative of the W. A. Sheaffer Pen Company, reports a 
Christmas trade which has surpassed all previous records. 
Business both on pens and mechanical pencils has outrun 
expectations. 

San Francisco, Calif—L. A. Wagener, C. C. Nunn and 
J. E. Halnan of the Joseph Dixon Crucible Company, are 
all out of town calling on the trade but have assured those 
at home that they will be back in time to spend Christmas 
in San Francisco. 

San Francisco, Calif—The Cardinell-Vincent Company, 
sole western agents for the Moore pen and pencil, reports 
a tremendous holiday sale. An active newspaper adver- 
tising campaign in San Francisco and coast cities newspa- 
pers has called attention to the special features of the line. 
Special pen and pencil sets have been especially popular 
as well as the new fountain pen designed particularly for 
the male clientele. The latter with its two narrow gold 
bands around the top has an unusually smart and distinc- 
tive appearance. 


Rosenthal on Export Technique. 


“Technical Procedure in Exporting and Importing,” by 
Morris S. Rosenthal, is a new issue by the McGraw-Hill 
Book Company, Inc., New York, N. Y. The volume facili- 
tates the analysis of every day export problems and em- 
bodies a section devoted to trade term definitions. It con- 
tains condensed summaries of the customs regulations of 
the United States and other countries, including illustra- 
tions of sample forms of marine insurance policies, bills of 
lading, invoices, packing for export, etc. 








Chicago License Tax Defeated. 


The city of Chicago has been collecting a license fee from 
manufacturers’ agents, among many specialized business 
lines. An injunction had been granted by the circuit court, 
and sustained on appeal. The city has been assessing man- 
ufacturers’ agents $50.00 a year for the license, under an 
ordinance applying this tax to “brokers.” There are about 
7,500 manutacturers’ agents in Chicago, so the action of 
the court cut off a possible revenue of $375,000 a year. 
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PATD. & PNDG. 


A Super-List of Progressives 


ALREADY IN SPECIAL SERVICE IN 


Wm. Freund & Sons 
Northern Trust Co, 
Marshall Field & Co. 


FEDERAL RESERVE BANK 
Ist Trust & Savings Bank 
Chicago Trust Co, 
Central Trust Co. 
De Laval Separator Co. . 
Guarantee Trust Co. - 
Central Mid-Continent Producing Co. 
and more to follow. 


It will be done in your locality shortly! Will your 
competitor be the pioneer profit-taker? A won- 
derful, exclusive agency to confident and pushing 
sales-makers. Write if you wish. But, if you would 
be “right” for yourself you will telegraph! 
AUTOMATIC (Desk) (Assorting) PORTFOLIOS 
Document-files, Bank Collateral Containers, BRIEF 
CASES, and Record Holders. All sizes, styles and 
constructions. 


UNYVERSAL UTYLYTY UNYTS CoO. 
EXCLUSIVE EFFICIENCY UTILITIES 
6111 Wynthrop Ave. Chicago, U.S.A, 











PHILCO BRAND 


Carbon Papers 


are of the finest quality manufactured. Made in 
25 different grades from the highest priced im- 
ported tissue down to the lowest priced domestic 
stock. A complete line for all requirements. 








PHILCO BRAND 
Typewriter and Inked Ribbons 


are made in three grades and are famous for 


their strong write, sharp work and wearing - 
ity. THEY ARE “ALL WRITE” and = 
prove it. The price is right, too. Let us send 
you samples. A card will bring them. 


Phillips Ribbon & Carbon Co. 


ROCHESTER, N. Y. 
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Your customers like to get ser- 
vice on typewriter ribbons and 
carbon paper—that is, they 
want the right grades for their 
purpose, delivery without delay 
and fresh quality goods. That 
requires a live typewriter sup- 
plies department. Let us help 
you builditup. We furnish the 
goods packed in neatly litho- 
graphed boxes bearing your 
imprint. We furnish your de- 
partment complete—a grade 
and weight for every purpose. 
Let us send you particulars. 








Sell 


Your 
Own 


Brand 













US 
e Mfg. Co., 
Sansom & 8% Ste. 
Philadelphia. Pa. 












Financial Aid 
for 
Typewriter Dealers 


To those dealers who fully realize the 
possibilities of “time sales” but who are 
unable to finance the accounts them- 
selves, we offer an installment service 
which is a real sales producer. 


Our plan enables the dealer to sell 
every make of typewriter on long time 
payments, without requiring any invest- 
ment or expense on his part. And it is 
free to every established typewriter 
dealer. 

Let us show you how you can use our 
installment service plan as prof- 


itably as our other dealers 
are now using tt. 


YOUNG TYPEWRITER CO. 


25 West Lake St. Chicago, II. 
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Atlanta, Ga.—W. H. Fields, of the Foote & Davies Com- 
pany, was elected an officer of the Atlanta chapter of the 
National Association of Credit Men. 

Boston, Mass.—The Woodstock Typewriter Company 
has established a branch here in charge of George W 
Cochran 

Buffalo, N. Y.—The H. L. Hagen Company, a recent ad 
dition to Buffalo’s stationery stores, carries Corona type 
writers. 

Charleston, W. Va.—C. F. Young Company, 914 Kanawa 
street, is distributing Woodstock typewriters. 

Chicago, Ill—R. B. Buswell, district manager of the 
Elliott-Fisher Company, returned from an Eastern tmp 
December 15. 

Chicago, Ill.—J. W. Kennedy, manager here for the Rem- 
ington Typewriter Company, Inc., returned December 15 
from an Eastern trip. 

Chicago, Ill—E. O. Boe, formerly manager at Kansas 
City for the L. C. Smith & Bros. Typewriter Company, is 
now connected with Wallace’s Farmer. 

Chicago, IIL—H. J. Closson, sales manager, and C. J 
Haggerty, secretary of the Royal Typewriter Company, 
Inc., were visitors at the Chicago office in December. 

Chicago, Ill—December visitors at the Chicago branch 
of the L. C. Smith & Bros. Typewriter Company included 
Rk. D. Davis, manager at St. Louis, and L. A. Davis, man- 
ager at Atlanta. 

Chicago, Ill—J. Greenfield, formerly with the Royal 
Typewriter Company, Inc., at St. Louis and Cincinnati, is 
now district manager for the Woodstock Typewriter Com 
pany in Southern Ohio. 

Chicago, Ill—George B. Gunnison has been assigned a 
North side territory by the L. C. Smith & Bros. Typewriter 
Company. He had formerly sold the “Elsie,” and is now 
returning to a familiar field. 

Chicago, IllL—F. C. Morse, who has had charge of the 
European interests of the Royal Typewriter Company, Inc., 
has taken hold of his new work. He is now assistant sales 
manager in the central territory, making headquarters in 
Chicago. 

Chicago, IIL—A novel tie-up was arranged by the Co- 
rona Typewriter Sales Company. A folder in colors was 
mailed to a local list. On it was shown a beautiful woman, 
garbed in pink. The display window included a female 
figure draped in the same color, connecting the store with 
the folder for all recipients who passed that way 

Colombo, Ceylon.—Cargill’s Ltd., has secured distribu- 
tion of Woodstock typewriters. 

Fort Smith, Ark.—W. H. Warden, manager of the local 
Underwood office, is spending the holidays in Mississippi. 
-William R. Camp, of the Chicago office of The Oliver 
Typewriter Company, was in Fort Smith last month.— 
Louis Cohen, president of the Fort Smith Office Supply 
House, has been confined to his home by illness for sev- 
eral weeks.—J. W. Milholm, a service superintendent of 
the Royal Typewriter Company, Inc., conferred with the 
local dealer in November.—D. C. Baldwin, manager of the 
Typewriter Exchange, spent the holidays on a hunting and 
fishing trip. 

Grand Forks, N. Dak.—The Office Specialties Company, 
R. J. Ridley, manager, has opened in the Clifford building. 
The company handles Corona and Royal typewriters and 
a line of typewriter supplies. 

Honolulu, P. I.—E. R. Higgins, who has charge of the 
typewriter department of the Office Supply Company, Ltd., 
was formerly with the Remington Typewriter Company, 
Inc., at San Francisco. 

Kansas City, Mo.—F. M. Echoff, formerly at New Or- 
leans with the L. C. Smith & Bros. Typewriter Company, 
has been transferred to this city. 

Los Angeles, Calif.—George L. Smith, manager here for 
the Royal Typewriter Company, Inc., secured possession 
of the president’s cup for which the Western division man- 
agers have been striving many months. 

Milwaukee, Wis.—The Acme Typewriter Exchange has 
incorporated with capital stock of $15,000; incorporators— 
C. E. Fresh, Fred G. Johanthes and M. H. Fuldheim. 

Milwaukee, Wis.—E. H. Jones, manager here for the 
L. C. Smith & Bros. Typewriter Company, visited the fac- 
tory at Syracuse, N. Y., in December 
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THE “SATELLITE” 
TYPEWRITER STAND 


Adjustable to the natural position of any pair of 
hands. Every typewriter in your town, regard- 
less of its name, rep- 
resents an opportunity 
for profits for you. 
Every typewriting ma- 
chine represents a cold 
dollar and cents busi- 
iness investment 
to its owner. It 


is a part of his 
equipment—a vital part. He wants 
his machine to pay dividends—to 





















turn out the greatest amount of Model 
work in the shortest space of time. — 
; : Sliding 

The use of the “Satellite ’ Adjust- Base- 
able Typewriter Stand will help to = 
accomplish this. It has for offices Cheek 
e 


like the Larkin Company, of Buf- 
falo, N. Y., using 612; the Dayton 
EngineeringLaboratoriesCompany; 
The White Motor Company, 
and others. 

It puts more results into 
the day’s work — pays 
positive dividends to the 
owner and easy profits to 
you. Our dealers’ p 
osition and booklet will 
interest you. 


Write Dept. A. 


ADJUSTABLE TABLE COMPANY 


GRAND RAPIDS, MICHIGAN 














If You Bind Your Own | 
Loose Leaf Devices 

We can show you how to cut the cost 

of making your special metals, at least 











Down Metals from us, we want you 
to effect this saving, because we spe- 
cialize in the manufacture of Loose 
Leaf Metal Parts for the dealer who 
binds his own Loose Leaf Devices and 
therefore we want to co-operate with 
We will gladly explain without cost 
or obligation to you the system we have 
devised to enable the dealer to make 


in half. 
Whether or not you buy your Knock 

the purchasers of metal parts. All 

of them. 

up his special metals accurately and 

economically. 


Write us. We are here to serve 


The Tenacity 
Manufacturing Company, Inc. 
Reading, Cincinnati, Ohio 
New York Branch, 77 Beekman Street 














The 
AZORA 


Twirler 
Ring 





Air 


Cushion 





PATENTED 12-21-18 


Stationers can do good business with typewriter 
attachments that have proven their usefulness. 


AZ O R Air Cushions and 


Twirler Rings 


arein use all over the U. S. and are considered a staple 
standard article by scores of dealers. They Conserve 
strength in the typist’s fingers and relieve the typewriter 
of shocks that would materially shorten its period of 
usefulness. Every typewriter owner needs them, they 
are quickly and easily attached. A first glance at them 
impresses your customer with their useful and practical 
features. There is good profit in selling them. 


Write ue right now 


AZORA RUBBER COMPANY 
54th and 20th Sts. _—_:: Cicero, Ill. 








HOW TO REPAIR 
UNDER WOODS 


A new edition of our 
complete illustrated 
treatise on the mechan- 
ism of the Underwood. 


With this Book before 
him any one mechani- 
cally inclined can learn 
to repair Underwoods. 


Price $2.00 





BOSTON, 


79 Queen St. 
Mass., U.S.A. 


LONDON, E. C. 
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Republic Transfer Cases 


Distinctive Features are— 
Genuine Red Oak 

Absolutely Kiln-dried 

Slide on Fibre Rollers 

Label-holders and Handles 
bronze plated on steel 

Stack perfectly 

Nicely finished 

Three Sizes; Letter—Cap—Bill 
Write for prices 
The Republic Box Co. 


1693-1711 Merwin St. 
Cleveland, Ohio 





NOTE—We sell to the trade only 























SUTUUEREAOAUUUECAEOUAUUEAEOOUUUEEEOUUUUOGEREOAOUOCEEOOUUOEEREEUOUOEREOOOOUEEEE! 


THE ONLY ADJUSTABLE 
POST BINDER 
ON THE MARKET 


Here’s a simple device that enables the office 
boy to bind into book form “in a jiffy” any kind 
of loose leaf records. 


The “F-B” Loose Leaf Holder 





at. May 13, 1913 


is adjustable to any distance between punch holes 
and to any size of paper. 

Advantages acknowledged in numerous testimonials. 
The retail price is $3.50 a dozen with liberal 
discounts to dealers. 


F. B. MANUFACTURING CO. 


1228 Intervale Avenue NEW YORK, N. Y. 


(Chicago Office, Frank Z. Woods, Mgr., 180 No. Market St.) 


POVUAAOATOGOESEOACHOAUUGONOUUUAUOOGUOUAUUOCOUOEOSOUOOOUOSOEOUOUOEOOAOOOAOAOGOOOEOEOEOEOUOUOUOEOOOUOUUOOOONUOBE 


TUAAEVAALAAUA CEA EAATOAUOUOOACUAUOUOOEOEUODAOOAOOOEDOOOOGUOOOOSOOEUONOOEOONOOSOENOUUDEUONOONOONOONOONNOEOOONOONNE 


a 





No. 429% 






















No, 421% 


GRAND RAPIDS 
QUALITY 


in office chairs will make 
easy sales for dealers who 
take advantage of the sell- 
ing points. Write for new 
catalog and price list. 


Grand Rapids Office Chair Co. 


37-45 Prescott St. 
Grand Rapids, Mich. 





No. 327% 








No. 411 








Stationers’ 


Tarboard 
Goods 





An established line of filing boxes, trans- 
fer cases and stock boxes assures you of 
a steady income and regular turnover. 
Your customers know these goods—thev 
are in demand. 


If you now handle these goods, get our 
proposition and see how :t compares. 
If not, write for information about our 
sample assortment which provides a small 
stock and a sample of each number. 


Advance Paper Box Co. 


Manufacturers of Plain and Fancy Paper 
Boxes, Filing Cases and Stock Boxes. 


2727 Franklin Ave. St. Louis, Mo. 
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E. B. Coyle has been appointed man 


New Orleans, La. be 1 
Smith & Bros. Type- 


ager of the local office of the L. C. 
writer Company. 

New York, N. Y.—Alexander M. Fiske has entered the 
rebuilt typewriter business at 366 Broadway, specializing 
on the export trade. 

New York, N. Y.—Recent additions to the membership 
of the Merchants’ Association of New York included Ar- 
thur F. Hebard, vice president, The Noiseless Typewriter 
Company, 253 Broadway. 

Oakland, Calif.—The Underwood 
has leased space in the Tapscott building, 
Nineteenth street. 

Pittsfield, Mass. 
has leased an arcade 
building. 

Richmond, Va. Local sales ot W oodstock typew riters 
are handled by the Richmond Typewriter Exchange 

Rockford, Ill—The Rockford Typewriter Service Com- 
pany, 214 Mulberry street, has increased its capital stock 
from $2,500 to $20,000. 

San Francisco, Calif—The American Writing Machine 
Company at 506 Market street reports business to be very 
brisk. Like other office appliance companies, it is still 
more optimistic over prospects for the coming year. 

San Francisco, Calif.—J. Sait, of the Hammond Type- 
writer Corporation, has just returned from a trip through 
the South—P. M. Pettis and B. P. Long of the Los An 
geles office report a good business in southern California. 

San Francisco, Calif.—P. D. Waggoner, president of the 
Elliott-Fisher Company, is planning a tour of the Pacific 
district the first of the year, and the San Francisco office 
is anticipating with pleasure his visit to the local branch. 

San Francisco, Calif—Arthur Winther, formerly of the 
Royal Typewriter Company, Inc., has joined the ranks of 
the local Woodstock selling forces. “Art’’ is a veritable 
“go-getter” and is bound to be heard from in the local 
typewriter field. 

San Francisco, Calif—H. A. Sperb, manager of the San 
Francisco office of the Woodstock Typewriter Company, 
reports business far beyond his expectations for his second 
month with this company. Among the large orders that 
Mr. Sperb received during the month of November was one 
tor twenty machines to go to Heald’s Business College 
This makes a starter for a campaign to include all commer- 
cial colleges in the west. 

San Francisco, Calif.—Miss Ruth Rodgers, formerly with 
the O. D. Short Company and Remington Typewriter Com- 
pany of San Francisco, has taken charge of the supply de- 
partment for the Woodstock Typewriter Company in its 
local offices. Miss Rodgers is one of the comparatively few 
successful typewriter saleswomen in the United States, and 
in her new position prospects are exceedingly bright for 
gaining a still larger business reputation based on substan 
tial accomplishment 

Seattle, Wash.—R. E. Winn is now in charge of city 
sales for the C. T. Leonard Company. He had been with 
the Kee Lox Manufacturing Company heretofore. 

South Bend, Ind.—Albert Bennett has-been transferred 
by the Woodstock Typewriter Company from Western 
Iowa to district manager of the Northern Illinois territory 

Spokane, Wash.—Charles W. Lawrence is representing 
the Woodstock Typewriter Company here. 

Waco, Texas.—J. A. Oren, who was acting district man- 
ager for the Woodstock Typewriter Company, in Arkan- 
sas, has been transferred at his request to the Texas juris- 
diction. H. S. Humphreys has succeeded Mr. Oren in 
Arkansas. Until recently Mr. Humphreys was with The 
Dalton Adding Machine Company. 

Wichita, Kans.—K. W. Gaar, manager of the Wichita 
Typewriter Exchange—distributor of the Woodstock type- 
writer—has moved to enlarged quarters at 227% East 
Douglas avenue. About three times the space is available, 
contrasted with the former location at 120 East Douglas 
avenue.—Fred Pierpoint, formerly with the Royal distrib- 
utor, has taken charge of the repair department.—The 
sales force of the Wichita Typewriter Exchange is being 
increased. 


[Typewriter Company 
Jroadway and 


The Underwood Typewriter Company 
store on the second floor of the Miller 





Weekly Mail Service to Brazil Via N. Y. 


Weekly mail service to Brazil and other South American 
countries is now provided, with sailings from New York. 
The Munson Line and the Lamport & Holt line sail alter- 
nate Saturdays, resulting in a regular weekly dispatch of 
Brazilian mail from New York. Rio de Janeiro is reached 
in about twelve to fifteen days; Montevideo from sixteen to 
nineteen days: Buenos Aires from seventeen to twenty 
days. 
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EXACTLY RIGHT 


That is what your customer 
will say if you sell “Just- 


OS SOME SE SEIOAS SCONE SEWN Signe 3 he oelene sz 






Rite” ribbons and _ carbon 
papers. They are an estab- 
lished line with a variety of 
= grades for every purpose. 
Fy Carbon papers in all 
a weights and distinctive fin- 
- ishes for use on either Elite 
By or Pica type machines. 
P34 
x Typewriter ribbons made 
of specially selected mate- 
FS rials, for their wearing qual- 
= ities and in different degrees 
MY of inking for Elite or Pica 
& type machines. 
= 
kod Put your problem up to us; 
i we will be glad to make 
x recommendations; the more 
M detailed your requirements, 
x the better we can_ serve. 
2 Write today. 
x 
3 
Me 
es 
Ba 
: MPANY facture 
x ALLEN & CO facturers 
x GENERAL OFFICES AND FACTORY 
* 11-13 Vandewater St. New York, N. Y. 
My 





x 
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Realite Pencil 


The Livest and Best in the Pencil World. 


As light and responsive as the best cedar pencil; the most 
serviceable penci] on the market of any kind; a unique 
and artistic finish—these features make Realite the fastest 
selling new pencil. 


The beautiful finish made possible by the use of Redmanol 
composition makes it a most attractive gift—the superior 
service makes it a most satisfactory one. 


Live Dealer Helps—Write Us. 


REALITE PENCIL CO. 


3011 Montrose Ave. CHICAGO, ILL. 
370 7th Ave., New York, N. Y. 


REALITE tsarcat PENCIL 


With Siloonite Ti OF With Gold Filled 


MADE Tips 
50c ti 65c REDMANOL $1.00 "Gp51.25 a 
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- STEEL AGE 
FILING CASES 





Steel 
Of fice 


Furniture 


Built-to-order 
Steel 
Furniture 


Equipments 





Corry-Jamestown Mfg. Corp. 
CORRY, PA. 

















Turn Spots and Scratches 
Into Money! 


With this complete 
outfit, anybody can 
quickly and easily re= 
move packing marks, 
caster cup imprints, hot 
dish spots, lamp rings, 
scratches and deep 
abrasions without re- 
varnishing. Needed by 
every dealer and re- 
finisher. Quick, profit- 
able results. 


Outfit consists of 1 
quart each Amber 
Glaze, Ethereal Varnish 
and Leinol Emulsion, 
all ready to use; 6 
boxes assorted Block Stains; 12 assorted Shellac 
Sticks; Burning-in Knife; Alcohol Lamp; 12 sheets 
extra fine Garnet Finishing Paper; Cloth Pad; 1 
bottle each White and Ivory Spirit Enamel; Magic 
Scratch Remover; box Vernis Martin Finish Powder. 








damage to any finish with these ma- 
frection book with outfit. 


You can repair an 
terials. Complete 


SEND NO MONEY—Just your name and address. Get this 
outfit. Try it. If satisfied, remit $10 within 30 days. If 
not satisfied, return it at our expense and the trial costs 
you nothing. Write for this handy, money-making outfit 
at once—a card will do. 


The M. L. Campbell Company 


2332 Pennsylvania Ave. Kansas City, Mo. 
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Ferriman is handling this terri- 
tory for the Lehigh Corporation. 

Boston, Mass.—Distribution here for the Lehigh Corpo- 
ration is in charge of John B. Ward. 

Chicago, IlL—The Lehigh Corporation, New York, N. \ 
is arranging distribution in Chicago. 


Baltimore, Md.—cC. A. 


Ithaca, N. Y.—H. C. Peters, inventor of the adding ma- 
chine bearing his name, is on a tour of the Orient and 
Europe. He is expected back in the United States about 
April 1. 

Newark, N. J.—The General Adding Machine Corpora- 
tion, 569 Broad street, has incorporated with capital stock 
of $100,000, to manufacture adding and calculating ma 
chines. 

New York, N. Y.—F. A. Hosack is in charge of sales in 
the New York district of the Lehigh Corporation. 

Peoria, Ill.—J. B. Morris, formerly at Cedar Rapids, 
lowa, is now district manager for the central Illinois ter 
ritory of the Sundstrand Adding Machine Company, with 
headquarters at 420 Liberty street, Peoria. 

Philadelphia, Penna.—D. A. Hills is now in charge here 
for the Lehigh Corporation. 

San Francisco, Calif.—The sales agencies of the Monroe 
Calculating Machine Company are looking forward to the 
opening of the new year when the new automatic Monroe 
will be put on the market. This has been termed the most 
significant advance since the manufacture of the crank 
handle machine. 


Wilson Now Monroe Manager at Los Angeles. 


The Monroe Calculating Machine Company, in “The 
Morning Chat,” a small sheet edited in San Francisco by 
\. H. Ridgley, Pacific division manager, made the follow- 
ing announcement: 

“In announcing the new Los Angeles manager, it is a 
pleasure to call your attention to the appointment of Paul 
R. Wilson. This comes in recognition of his loyalty, pains- 
taking effort and ability in representing the Monroe, and 
which has brought forth much appreciation from those 
with whom he came in contact. 

“Paul is on his way today to his new appointment, and 
carries with him the well wishes of all who know him. 
May “Slim” live long and deliver the wallop he was known 
to carry during his college days at Stanford. 

“One line this time to the ‘Line Hitter’; There is nothing 
too good for the Line Hitter.” 


Bureau Will Study Personnel Problems. 


To study and formulate the best methods of selection, 
transfer and promotion of public service employes is the 
primary function of the newly-organized Bureau of Per- 
sonnel Administration at Washington, D. C. Professor L. 
L. Thurstone, head of the department of Education and 
psychology at Carnegie Institute of Technology, Pitts- 
burgh, has been appointed Director of Research in charge 
of the bureau, effective January 1. 

The bureau is to be affiliated with the Institute of Gov- 
ernment Research, and has been privately endowed sub 
sequent to appeals for its establishment from the United 
States Civil Service Commission. An advisory board of 
five members of the national civil service commissions will 
supervise the operation of the bureau. 

Mr. Thurstone and his associates will immediately take 
up the study of the selection, transfer and promotion on a 
basis of merit of all public service employes; classification 
of the positions in public service; methods of rating effi 
ciency; reorganization of training courses for federal em 
ployes; recommendation of postal clerk and carrier tests; 
organization and procedure of district offices of the Civil 
Service Commission; and various other personnel problems 
outlined by the advisory board. Its field of work covers 
investigations of state and municipal employee problems 
in addition to those of the Federal service. 


If you tell a girl anything it goes in at both ears and 
out at her mouth—Diamond Dust (Hall Lithographing 
Company.) 
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N unlooked-for opportunity has been 
A waiting just outside your door. It’s 
the Furnas Line of office furniture. 
Not the desk and chairs that you have 
been selling all the time, but accessory 
furniture which is truly an essential part 
of office equipment. Umbrella racks, 
telephone stands, wardrobes, stationery 
supply cabinets, etc. that match and 
blend in with the general effect of the 
other office furnishings. 


Our catalog tells the story of the Furnas 
Line as well as cold type and white 
paper can. It shows the remunerative 
advantages to be had in the handling of 
such a line. We will gladly send you 
a copy. 


FURNAS OFFICE FURNITURE Co. 
INDIANAPOLIS 
INDIANA 
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For the Office: 


+ Roll Top, Flat Top, Typewriter and Bookkeepers 
: Desks and Office Tables. 


For the School: 


Teachers and Students Desks. 
For the Home: 


Juvenile and Spinet Desks. 







Jasper Novelty Works 


The Desk Specialists 


JASPER, IND., U. S. A. 
Catalogue and Price List On Request. 














Remanufactured typewriters 
are GOOD typewriters— 


A Super Grade Remanu- 
factured Typewriter 


represents a superior value. It 
has gained a reputation on its 
own merits. Speedy and ac- 
curate. It is economical in op- 
eration and practically free 
from repairs. The clear and 
perfectly formed type faces 
and styles insure the greatest 
degree of legibility. And its 
most valuable asset—consist- 
ent and reliable performance 
and endurance. 


The constant demand for Super 
Grade Remanufactured Typewrit- 
ers is conclusive proof and testi- 
mony as to their merit. We have 
a price list ready to send to you. 
Ask for it. 


| UNITED TYPEWRITER 
| EXCHANGE CO. 


WHOLESALERS 
137 High St. Boston, Mass. 
Cable Address ‘“‘UNITYPEXCO’ Boston 









































OFFICE 
CHAIRS 


That Conserve Vitality— 


A business man’s day is 
divided into three equal 
parts: sleep, recreation, and 
his office chair. The latter 
permits the other two. 
Hence the necessity for 
serious consideration of the 
chair. 


GUNLOCKE 
CHAIRS 


afford comfort during 









the day and lend 
themselves to better 
work. 


Not only do they con- 
serve vitality but they 
are so finished as to 
preserve their appear- 
ance of newness. Aside 
from the built-in qual- 
ity of this compre- 
hensive line, particu- 
lar attention is given 
to the final job—the 
matter of putting on the handsome, transparent surface that 
protects against dust and gives the chair a beauty and char- 
acter often remarked upon. 


No. 688 


You would find our catalog worthy 
of study. Send for a copy. 


W.H. Gunlocke Chair Co., 


WAYLAND, N. Y. 
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MANUFACTURE 
SEALS 
STENCILS 
BADGES 
RUBBER®@STEEL 
STAMPS 
METAL CHECKS 
POCKET COINS 
BRASS SIGNS 


ETC 


FOR SALES 


perenne 





STEEL STAMPS 





rte: Cutcas 




















tome 6 Set Once sTtencnus 


wax setae 


Teapt Cucces 


Ele © WENTHE 


9 


CHICAGO 


MEY 


STORE;108 N. DEARBORN ST. 
FACTORY:24 to 30 So, Jefferson St. 
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SCALE No. 9 


Specially designed for U. S. Post Office 
Service 


Cuts down Postal costs 


—Used where a variance of 1/64 oz. means a 
saving of thousands. 

—Pronounced by experts as the best commer- 
cial mode! ever produced. 

—Extra heavy and precise construction without 
the objectionable features of the old type beam 
scale. 

—Many new and desirable points of interesting 
construction to make good sales talks and ex 
cellent window displays. 


—Write for full particulars 


2714 W. 21st St. 








TRINER POST OFFICE 


TRINER SCALE & MFG. CO. 
CHICAGO, ILL. 




















~ Mr. Dealer: “Ajax Eyelet Fasteners,” “Samson 
Punches,” “Eyelet Tools,” etc., assure you of a quick, 

profitable turnover and re-orders. 
“The Ajax Eyelet Fastener” is a 
necessity for binding valuable 
papers uments, etc., where 
security, permanence and insurance 
and substitution are 






three sizes of Aj 
Eyelets without any adjustment 
No. 1 No. 2 ’ 
Med. Short 





“The Ajax Eyelet Fastener’’ assures you 
of Repeat Orders for ‘‘Ajax Eyelets’’ 


“SAMSON” Ne. 1 HAND PUNCH | “SAMSON” EYELET TOOL 





sizes of Conhinetion 
go ie fs ed, 
ac 
jameter, Eyelet 
easily inter- 
changed. 








Will punch 
thru { inch 
of paper or 
cardboard. 


Write for Catalog and Pre-War Price List 


THE MACHINE APPLIANCE CORP. 
351 JAY STREET, BROOKLYN, NEW YORK 





Eyelets 











Sentinel Check Writer 


So absolute is the protection of the New 
Rotary Motion,Springless Action Sentinel 
Check Writer, that the FIDELITY AND 
CASUALTY COMPANY gives free to 
every purchaser a $10,000.00 Insurance 
Policy guaranteeing against AMOUNT 
LINE ALTERATION, PAYEE NAME, 
DATE or NUMBER CHANGE. Here 
is combined, absolute protection with 
mechanical perfection. 


Hall-Welter Company 
Rochester, N. Y., U. S. A. 


Our Sales Manager has a valuable contract for specialty 
men of proven ability. Write him. 
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Chicago, Ill—The Cummins Perforator Company has 
increased its capital stock from $160,000 to $250,000. 

Chicago, Ill—Two baby girls anticipated Santa Claus in 
their arrival at the home of E. G. Ryan, of the Multicolor 
Sales Company. 

Chicago, IlL—Russell C. Emrich, Frank J. Collins and 
E. J. Millspaugh are new salesmen in the Chicago city 
sales office of the Hedman Manufacturing Company. 


Chicago, IlL—The Multigraphers’ Composing Company, 
422 South Dearborn street, has incorporated to compose 
type for use on Multigraph machines; capital stock, $15,000; 
incorporators—John R. Kirby, Maynard T. Angstman and 
Arthur C. Valient. 


Chicago, Ill—The home office staff of Ditto, Inc., has 
been reorganized. J. N. Cheeney, vice president, has under- 
taken the duties of general sales manager. W. A. Wol- 
schag, formerly in charge of credits and collections, has 
been promoted to office manager. 

Chicago, Ill—Stanley H. Twist, advertising manager of 
Ditto, Inc., is the envy of his neighbors at Christmas time. 
A fir tree on his lawn is decorated with electric lights 
Christmas, giving the children the joy of the Yule tree, 
without the thought of sacrificing a living tree for a brief 
festal glory. 

Chicago, Ill.—To provide for future expansion the A. B. 
Dick Company has acquired property at 720-28 West Jack- 
son Boulevard, immediately east of the present Dick build- 
ing. The site is 99x165 feet. The consideration indicated 
is $217,500. cash—Incorporation papers filed with the sec- 
retary of state show a capitalization of $3,000,000, and 
30,000 shares no par value. 


Chicago, I1l.—Wm. Geo. D. Orr, of the A. B. Dick Com- 
pany, now carries multiplied responsibilities. He was 
elected commodore of the Columbia Yacht Club, and a 
director of the Chicago Yacht Club, in December. Both 
posts will require close study. Columbia is “coming back” 
after several years of inertia, and Chicago has an ambi- 
tious building program that will demand application by the 
directors. 

Columbus, Ohio.—The Remington Cash Register Com- 
pany has leased the ground floor of the building at 277 
East Long street. The office will take care of distribution 
of Remington cash registers in several adjoining counties. 

Davenport, Iowa.—E. H. Wallace has recovered his 
health and is now a distributor here for the Hedman Manu- 
facturing Company 

Denver, Colo.—John J. Burns has joined W. A. McAn- 
dries, distributor for the Hedman Manufacturing Com- 
pany. 

Kansas City, Mo.—A. F. Gerak, famed in Chicago as gen- 
eral sales agent of the Todd Protectograph Company, has 
taken on the Kansas City territory. 

Los Angeles, Calif—W. H. Spear is now selling “F & 
E” check writers in this territory. 

Los Angeles, Calif—Edward F. Durbin is now represen- 
tative here for The Bircher Company. He succeeds W. H 
Whipple, who was obliged to seek another climate. 

New York, N. Y.—Recent additions to the membership 
of the Merchants’ Association of New York include: Add- 
Index Corporation, 120 Broadway; Calculagraph Company, 
30 Church street; Julius Mentzel, general sales agent, Todd 
Protectograph Company, 3 Park Row; The National Cash 
Register Company, 30 East Forty-second street; Talau- 
tograph Company, 448 West Forty-seventh street; Safe- 
guard Checkwriter Company, Inc., 5 Beekman street. 

San Antonio, Texas.—W. G. Traeger, recently selling at 
Seguin, is now in charge of this territory for the Hedman 
Manufacturing Company. 

San Francisco, Calif—O. L. Gagg, distributor of busi- 
ness efficiency equipment, has added more salesmen to his 
forces for the intensive campaign that is now under way in 
the west. : 

San Francisco, Calif.—J. A. Whiting, division manager of 
The American Multigraph Sales Company, is making plans 
for handling the increased business which looms up bright 
for the coming year. Additional sales help is being en- 


(Continued on page 214.) 
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'ROBARCO) 








Vertical 
File 

Folders | 
3 grades = 


FILING FOLDERS are naturally a permanent part | 




















of any office equipment business. There are three 
distinct grades which dealers, in general, demand: 
FIRST: The folder of unusual strength, of the best 
quality and attractively finished, to serve a dual ca- 
pacity as filing folder and guide. 
SECOND: The folder of medium grade, tough and 
long wearing, serving all moderate demands. 
THIRD: The folder that is subjected to very little 
wear, and is bought solely on a price basis. 
The three qualities of the ROBARCO LINE— 
Swederope Tag, Robarco Tag, and Railroad Tag— 
in various weights and all standard sizes, cover sat- 
isfactorily every want. 

Send for samples, catalog and dealer’s discounts. 4 

Manufactured by 


ROCKWELL-BARNES COMPANY 
820 S. Wabash Ave. Chicago, Illinois 



































NEW YEAR WISH” 
with a PRACTICAL 
POINT rc 


With cordial appreciation of the generous 
share of your patronage accorded us the 
past year, and with our best wishes that 
your hopes and ambitions may be fully 
realized in 1923, we venture to advance the 
thought that if you 


Overlook No Slightest Opening 


to present Aigner’s Index Tabs, Gold 
Stamping, Titles, Labels, and Special In- 
dexing of Bound Books, you will find friend 
customers much gratified and pleased and 
many nice round dollars added to the right 
side of your ledger every month of this 
new and promising year. 


521-573 W. Monroe St. ———_ 

QL ser Gold Stampers for Stationers and ae 
Sodenee for Loose-Leaf Systems 

G} Titles and Labels for Law Work 

i Aiqner's Patent Cut Index Strips 


A 


| 
































= ~~ (1949) 
. _ 








214 





OFFICE APPLIANCES January, 1923. 








TRADE 


Cleans your type | 
Cleans your platens 
Cleans metal parts | 


WHEN TRADE 








A WEBCO PRODUCT 







Original and Best 
lye Clearing flu 





Dissolves grease and cleans spots 
tom your desk 


DIRT OISAPPEARS 
MANUFACTURED BY 


The F.S. Webster Company Inc. 
BOSTON 
MAKERS OF 


MULTI-KOPY Carbon Papers 
STAR-BRAND Typewriter Ribbons 


MARK 


‘No type brushing 
No picking out of 
| particles from type 


MaaK APPEARS 
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HEADQUARTERS 
FOR TYPEWRITER PAPERS 


Stationers are securing a considerable, 
steady profit from 
WATHA typewriter and manifold papers, 
Because of our advantageous connec- 
tions with the mills, we are able to fur- 
nish the highest grades of excellence at 
| a most reasonable price. 
Why not let us supply all your re- 
quirements on these d 
complete lines of typewriter, manifold, 
onion skin, bond and ledger papers and 


for a wide variety of envelopes. 


Ask for our catalogue 


HIAWATHA 
Typewriter Papers. 


Hamilton Card & Paper House 


27 Greene Street 


_ 
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goods? We have 
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Chicago, Ill—A. M. Crawford, who sells Ault & Wiborg 
ribbons and carbons in the territory adjacent to the fac 
tory at Cincinnati, spent a week end at Chicago during 
December. 

Chicago, Ill.—F. W. Reed, manager for the Old Dutch 
Ribbon & Carbon Company, has moved his office from 
Room. 856, 29 South La Salle street, to Room 755 in the 
same building. 

Chicago, Ill.—William C. Holbrook, of Holbrook & Gib 
son, was installed worshipful master of Oriental Lodge No 
33, A. F. and A. M., December 20. Archie M. Gibson, his 
partner, was worshipful master the last year. 


Chicago, Ill.—J. L. L’Hommedieu, manager here for the 
Crown Ribbon & Carbon Manufacturing Company, at 
tended a sales conference at the factory, Rochester, N. Y. 
after Christmas.—Redmond Prindeville, who _ recently 
joined the city sales force, was formerly with the Cuban 
Telephone Company at Havana. 

Cleveland, Ohio.—The Miller-Bryant-Pierce Company 
has appointed Earl H. Miller manager of the local branch 

New York, N. Y.—Recent additions to the membership 
of the Merchants’ Association of New York include W. 
Glasgow Green, 25 Church street. 

Penn Yan, N. Y.—The Milo Ribbon & Carbon Company 
is establishing its offices and factory in the building on Elm 
street, formerly occupied by a bottling works. 


Philadelphia, Penna.—L. L. Lord has joined S. S. Staf 
ford, Inc., making headquarters at Green’s hotel. He will 
cover Baltimore and Washington in addition to Philadel- 
phia. Mr. Lord was with the Russia Cement Company 
eleven years. 

Toronto, Ontario, Canada.—The United Carbon Paper 
Manufacturing Company, Ltd., has organized to manufac- 
ture and sell carbon paper, typewriter ribbons, stationery, 
etc.; capital stock, $50,000. 

San Francisco, Calif—H. W. Johnson, E. S. Dearing and 
Frank Clark, of The Carter’s Ink Company, attended the 
annual sales conference at Boston last month 

San Francisco, Calif.—Local offices of the Miller-Bryant- 
Pierce Company are eagerly awaiting the visit of inspec 
tion by President S. E. Miller, after which interesting an- 
nouncements are expected concerning further activities of 
this organization in the West. 

San Francisco, Calif—W. G. Huston, Western division 
manager of Mittag & Volger, has just returned from a trip 
through the states comprising his territory and reports 
business favorable throughout the West. Sales are increas- 
ing rapidly, indicated by the report from many dealers that 
December was a record month for ribbons and carbons. 
Mr. Huston announces the appointment of J. A. Ogden, 
who will work under H. A. Andre in the Los Angeles office. 
Due to increased business, this office has been expanded and 
now occupies rooms 207-08 of the Tajo building on Broad- 
way. 

(Other Machines—Continued from page 213.) 
gaged for the establishment of new branches in California 
Edmund J. Suhr, De Milwaukee, has been appointed 
branch manager of the Sacramento office—Wm. J]. Moyes 
will be placed in charge of the Oakland branch. 


San Francisco, Calif—W. G. Traud, of Ditto Systems, 
reports business to be very brisk. Im fact, the last two 
months have been the best since the organization has been 
in this territory. As president of the Office Appliance 
Managers’ Association of San Francisco, Mr. Traud states 
that the association is progressing very satisfactorily. With 
an ever-increasing membership it has already taken up sev- 
eral important matters relative to the office appliance field 
in this city. 

Toronto, Ontario, Canada.—Thomas V. Brady has joined 
W. H. White, distributor for the Hedman Manufacturing 
Company. 

Washington, D. C.—L. Daingerfield, A. L. Stigall and 
Charles E. Saunders ad joined the oy pa of 
Dorner & Gillingham, selling “F & E” check writers 
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“POSTING DESK-:: 


SAVES RENT AND PAYROLL 





Almost a!! banks have done an ever-increasing business 
during the past three or four years and while a few have 
moved to larger quarters, many are crowded for space 
The Becker Posting Desk saves space and time in the 
bookkeeping department and is an unqualified success, 
proven by testimonials from satisfied users 

DEALERS—Cultivate business of the banks in your 
territory. Let us send you our proposition. 





John C. Becker Co. a 


376 Broadway Milwaukee, Wis. 











only the finest paste ingred- 
ients, imported from far 
off countries are used— 


Asia, Australia, Cuba and the Wes 
Indies contribute to make GLUEY 
the fastest selling and most satisfac- 
tory paste on the market today. 

The attractive, help-sell containers impel 
action to buy. If you are interested in 
Quicker Turnover and more liberal profits 
write to 

THE COMMERCIAL PASTE CO. 


COLUMBUS OHIO 
Address Dept. 117, please. 

















“‘Sticks Like a Brother’? 











Write for 
Circular 


IDEAL No. 2 
TYPEWRITER 
STAND 


Table top measures 16 by 16 inches, height 26 inches. 
Drop leaf 12 by 16 inches, hinged on a level with 
table top. 


Fowler-Manson-Sherman Cycle Mfg. Co. 
William R. Manierre, Prop. 
1445-1455 W. AUSTIN AVE., CHICAGO 
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STENOGRAPHER’S NOTE BOOKS 


So great and urgent is the demand for stenogra- 
pher’s note books and so highly competitive that 
Elkhart offers a specialized note book service. 


Samples (which we will gladly send on request) 
will thoroughly demonstrate the variety of qualities 
and our standard of workmanship. Proximity to 
paper mills and specialized production not only 
permits attractive prices but places us ia a situation 
whereby we can supply special orders, special rulings 
and imprints more speedily and economically. 


Ask us for samples and quotations, we will submit 
them promptly. 


ELKHART STATIONERY CO. 


ELKHART, INDIANA 
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HOFFMAN’S DESK PADS 


Many have wondered—and often—how 
it is possible for the Hoffman desk pads to 
possess such merit and yet retail for such a 
moderate consideration. Dealers have cer- 
tainly capitalized on this recognition of value. 
But then, it is not actually a better performer 
than other articles which have been incor- 
porated into the complete Hoffman line. Each 
ind every article therein has proven its merit 
time and time again. 

ven though these articles represent a 
relatively small purchase price they sell much 
more often and repeat. Repeat orders are the 
most satisfactory recommendation for any line 
and create between the dealer and user that 
feeling of confidence that brings about mutual 
prosperity. 

Our catalog explains in an interesting manner just 


how Hoffman products are actually proving of great 
value to the dealer Will you write for yours? 


L. HOFFMAN 


45 Lafayette St. NEW YORK 
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THE RUSH-FRASER DE LUXE 


The IDEAL Ink And Typewriter Eraser 
Used by Uncle Sam 


in engineering and governmental departments 


Used like a pencil; just a stroke and the letter or figure is erased- 
For quick, clean, invisible erasing it is incomparable. 


RUSH-FRASER 


An IDEAL Office Equipment Specialty 

combining luxury and economy 
THE FLEXIBLE DIAMOND 
BRUSH — ITS SECRET 


_— 


Sells at Sight to typists, steno- 
ews bookkeepers and 
raftsmen 
Made in 14K Gold finish. At 
your dealers or mailed direct 
stpaid insured for 50c in 
= Order or stamps. 
Liberal terms to the trade. 
Assembled twelve in handsome 
gold and silver display carton. 



















KSK TO SEE IT 


FLEXI LE DIAMOND BRUSH iTS SECRET 
—— : Rush Eraser 
3 | Company 


9200SA&K 
Building 
SYRACUSE, 


Representatives for 
olland 
and Dutch East Indies: 
BLIKMAN & 
SARTORIUS 
Amsterdam 


and Sourabaia, Java 
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On Ocean Front Fireproof 


The Breakers 


ATLANTIC CITY, N. J. 


Comfortable, airy bed-rooms. Luxurious lobbies 
with spacious verandas and sun-parlors over- 
looking the ocean. Hot and cold running sea 
water in all baths. An ideal sojourn for those 
seeking rest or recreation. Evening concerts. 
Dancing. Reduced Winter rates. 


AMERICAN AND EUROPEAN PLANS. 


Golf Privileges Fireproof Garage 
JOEL HILLMAN, Proprietor 
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Atlantic City, N. J—Ernest Beyer, Pacific and Kentucky 
avenues, operated a “greeting card cafeteria” at 1315 At- 
lantic avenue during the holiday buying season The 
branch store was discontinued January 1. 

Atlanta, Ga.—The Foote & Davies Company has filed an 
extension of the corporate charter for twenty years. 

Brooklyn, N. Y.—Fire in the building at 40 Myrtle ave- 
nue burned the stationery stock of Stevenson & Marsters. 

Chicago, Ill—E. W. Shaw, stationer, 108 North La Salle 
street, suffered a slight fire loss December 20. 

Chicago, Ill—F. W. Connor, of the Oxford Filing Sup- 
ply Company, visited New York in December. 

Chicago, Ill—The Midland Paper Company has in 
creased its capital stock from $100,000 to $200,000. 

Chicago, Ill—The Transo Envelope Company has 
changed its name to the Regenstein Envelope Company. 

Chicago, Ill—Salesmen of the Associated Stationers’ 
Supply Company attended sales conferences at headquar 
ters just before Christmas. 

Chicago, Ill.—F. I. Harris and H. C. Bates, of The Car- 
ter’s Ink Company, attended the general sales conference 
held at Boston last month. 

Chicago, Ill—Shortly after the first of the year, E. Y. 
Horder, of Horder’s, Inc., will journey to his plantation 
near Magnolia Springs, Ala. 

Chicago, Ill.—A. M. Barrett, of the Barrett-Cravens Com- 
pany, has become a member of the Printing Supply Sales- 
men’s Association of Chicago. 

Chicago, Ill—Modie Davis is now representing A. C. 
McClurg & Company in Northern Ohio. He has traveled 
that territory ten years for The Cleveland News Company. 

Chicago, Ill—The Burr-Vack Company did a thriving 
Christmas card business last month. Some customers said 
that the line was the most extensive they had seen in the 
city. 

Chicago, IN.— Howard S. Kelsey, of the American Manu- 
facturing Concern, visited the factory in December. He 
will be absent from Chicago until the end of February or 
early March, covering his territory. 

Chicago, Ill—Telephone service for the Horder stores 
has been increased. There are now twelve trunks, with 
forty local stations, facilitating service for customers.—A 
new catalogue has been mailed to the retail trade. 

Chicago, Ill—The Consumers’ Envelope Company, 
Room 1139, 76 West Monroe street, has incorporated to 
deal in and manufacture stationery, envelopes, etc.; capital 
stock, $5,000; incorporators, Grover C. Nolte, Crystal D. 
Nolte, Lawrence G. Oppenheimer and Gladys K. Oppen- 
heimer. 

Decatur, Ill—H. E. Reed, of the Linxweiler Printing 
Company, has sold his interest in the company. 

Denver, Colo.—The Peerless Printing & Stationery Com- 
pany, formerly at 2437 Champa street, is now in its new 
store at 1989 Broadway. 

Denver, Colo.—The Bradford-Robinson Printing Com 
pany is now located at 1824 Stout street. This is a consoli- 
dation of the Bradford Publishing Company and the W. F. 
Robinson Printing Company. 

Fort Madison, Iowa.—The Dodd Printing Company was 
burned out December 15. A rush shipment of stationery to 
replace stock destroyed was sent from Chicago. 

Hamilton, Ontario, Canada.—Cloke & Son contemplat 
removing to a larger store at 18 King street, West, adjoin 
ing the present store. John G. Cloke, founder of the bus 
iness, retired a few years ago, and the son, Fred Cloke, 
is now conducting the business. 

Minneapolis, Minn.—The John Leslie Paper Company, 
301 South Fifth street, has been assigned distribution of 
“Eagle A” lines by the American Writing Paper Company 

Nassau, B. W. I—E. R. Barrett has secured the news 
store in the New Colonial Hotel. He will operate it during 
the winter season. Mr. Barrett is located at the Greenbier 
Hotel, White Sulphur Springs, W. Va. 

New York, N. Y.—The Whiting-Patterson Company 


265 Canal street, is now a distributor of Esleeck’s thin 


papers. 
New York, N. Y.—The M. J. Waldinger Company, Inc., 


has consolidated the wholesale stationery, printing and 
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‘*‘KEEPING TABS ON THINGS” 
WITH 



































Order your stock of the NEW 
IMPROVED U-KUT-EM INDEX 
TAB immediately and be ready to 
secure the 1923 business. 





Tab is heavier—cambric lined— 
and fully protecced by U.S.A. 
and Canadian patents. 


UNIVERSAL INDEX TAB CO. 
435 Central Bldg. Seattle, Wash. 

















cOMPo 


Non-clogging Paper Stapling Machine 


a 





The Device That Prevents Clogging 
Put your faith in COCMPO—the machine and the 


organization. The machine has proven the truth 
of our slogan. Our representatives adhere 
strictly to facts. 


Compo Sales Company 


149 Church Street New York 


“COM PO—Zst never fouls in the clinches” 
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TYPEWRITER SUPPORT 


(SWING STAND) 






For Typewriter, Telephone, 
Card Indexes, Commercial 
Reference Books, etc., ete. 
Swings at any height, move- 
ment controlled by adjustable 
leather clutch. Revolving top adjusted by simple 
wing nut. Easily attached to either side of desk. 
Does not vibrate. So constructed a lock is not 
necessary. Rigid, strong, pleasing design. Top 
15”x20”, finished in Oak or Mahogany. All iron 
work japanned. 





Every Typewriter Dealer and Stationer should 
stock a few as there is a good demand and a 
nice profit. 


Write for folder, discounts and terms 


AMERICAN WRITING MACHINE CO. 


449-455 Central Avenue Newark, N.J., U.S. A. 
, 


J 








COSTS MORE — WORTH MORE 


Quality Is What a Machine Is— 
Reputation What It Is Supposed to Be 


Victor Standard Typewriter 





ss 


The Machine of Superior Quality 


ALIGNMENT BETTER—lInch wide cone typebar bearings and octuple 

bearing carriage give a rigidity of typebar and carriage 

action that combine to produce work of unquestioned superiority. 

OPERATION EASIER—Light key touch and y escapement enable 
the operator to do more work with less effort, 

SIMPLE DESIG AND CLEVER CONSTRUCTION—Reduce materially 
the cost of upkeep. 

UNIT FEED ROLLS—Enable operator to write to the extreme bottom 
of sheet. 

All modern improvements including automatic ribbon reverse, single 
key decimal tabulator, back space bar, variable line spacer, 
bichrome ribbon. 

If there is no dealer in your District, write now for catalogue and 


q agency terms. 
VICTOR TYPEWRITER COMPANY 
General Office and Factory: SCRANTON, PA., U. S. A. 





Department 10 








manufacturing departments at 404-08 East Thirty-sixth 
street. 

New York, N. Y.—Recent additions to the membership 
of the Merchants’ Association of New York include: Atlas 
Stationery Corporation, 52 Duane street; A. Donald Howe, 
29 Frankfort street; J. C. Shaw Blank Book Company, 72 
Walker street; Goodyear Rubber Company, 787 Broadway; 
Thompson-Smith Company, 55 Fifth avenue; Bemis Bros. 
Bag Company, Fifty-first street and Second avenue; 
Strathmore Paper Company, Mittineague, Mass 


Pensacola, Fla.—Rox Cowley has purchased the Pensa- 
cola Stationery Company from W. H. Plant. Mr. Plant 
operates the Selma Stationery Company at Selma, Ala 


Philadelphia, Penna.—The Brooks Company has opened 
a commercial stationery store at 1202 Race street. 


Philadelphia, Penna.—The National Fiberstok Envelope 
Company, 429-47 Moyer street, has installed a battery of 
cylinder and platen presses for printing envelopes, etc 


Philadelphia, Penna.—N. Feinsinger, who has operated a 
printing business at 413 South Sixteenth street for many 
years, has added commercial and social stationery, and en- 
graving and die stamping. 

Philadelphia, Penna.—The Provident Press, heretofore 
doing a printing and office supply business at 136 North 
Twelfth street, now occupies larger space on the ground 
floor at 1325 Race street. 


Philadelphia, Penna——Frey & Company has succeeded 
Frey & Friedman, 303 North Thirteenth street. Jerome 
Friedman left the business to become a realtor. Albert L 
Frey will conduct a wholesale and retail stationery busi- 
ness. 


Philadelphia, Penna.—The Rankin Company, 1118 Chest 
nut street, has added to its capital stock, and will expand 
its stationery and engraving business. It is planned to 
occupy the ground floor, and to increase both the retail 


and jobbing stocks. 


Philadelphia, Penna.—Joseph P. and Bernard P. O’Con- 
nell, now handling stationery at 517 South Fifty-second 
street, contemplate expansion in 1923. The brothers had 
been in business prior to the war. Upon their return from 
service they embarked in business in a small way, using 
their home at 5518 Cedar street as headquarters. After a 
short time the present store was occupied. 

Pittsfield, Mass.—Chamberlain Bros., conducting a sta- 
tionery and bookstore at 34 North street, will locate at 30 
South street this month. 

Portland, Ore.—W. Klump Company, 175 Tenth street, 
is erecting a two-story building, 50x60 feet, to cost about 
$20,000. It is to be completed in February. 


Portland, Ore.—Byron J. Beattie, manager of Beattie & 
Hoffman, was married to Miss Suzanne Moreau, of Rheims, 
France. The bride is a graduate of the University of Paris 
and of Lawrence college, Appleton, Wis. She had been an 
instructor at St. Helen’s Hall for Girls at Portland 

San Antonio, Texas.—Ralph W. Smith is now traveling 
the Southwestern territory for the Eaton, Crane & Pike 
Company. He formerly covered this territory for Montag 
Bros. 

St. Paul, Minn.—The Leslie Donahower Company, Ninth 
and Wacouta streets, is now an “Eagle A” service house, 
distributing the products of the American Writing Paper 
Company. 

St. Louis, Mo.—The Hi-Art Printing & Stationery Com- 
pany, 409 North Seventh street, is an enterprise established 
by Udo Gruenewaelder and Jacob Rosen. 

St. Louis, Mo—The Rockwell-Barnes Company, Chi- 
cago, Ill., has leased the four-story building at Third and 
Locust streets. A branch factory will be operated. Here: 
tofore there has been a salesroom and office in St. Louis. 

San Francisco, Calif.—F. J. Molteni, of the Straus Sta- 
tionery Company, returned recently from his honeymoon, a 
motor trip to Tia Juana and back. Best wishes go to Mr. 
Molteni from his many friends. 

San Francisco, Calif.— Hall & Smith Stationery Company 
recently shipped a large consignment of general stationery 
to Peru. Frequent shipments have gone in the past to 
Mexico and Central America. 

San Francisco, Calif.—Isaac Upham & Co. reports a nice 
business in holiday items, such as box papers, fountain 
pens and pencils and Mah-Jongg sets. From all appear- 
ances this will be a record year, all lines having an in- 
crease over last year. 
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Save Time and Eliminate Unsanitary Drudgery 





6 Models (Hand and Electric) $3.00 to $150.00. 


One suited to the requirements of every 
office, whether the daily mail is 25 letters 
or 150,000. 


Standards are the most efficient, durable, 
and widely distributed envelope sealers on 
the market. 


Used by all U. S. Government Departments, 
prominent banks, public utilities, and by 
large and small concerns in every line of 
industry. 

Over 50,000 in daily use. 


DEALERS AND OFFICE SPECIALTY SALESMEN: 


We have an interesting proposition to make you 
if we are not already represented in your district. 
Write for details, stating territory covered. 


Standard Envelope Sealer Mfg. Co. 


Revere Boulevard, Everett, Mass. 
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Typewriter Desk No. 194 











TELL CITY DESKS 


Prompt and Safe Deliveries 
A Complete Assortment 
Modern Designs 
Good Quality 
Profit 


Commercial Stationers need not fear the cost 
of a desk department. It is low, compared 
with the steady profit afforded you and the 
service features for your trade. We would 











be pleased to advise you in matters of stock, 
display, and sales points. May we send our 
catalog? 


Tell City Desk Co., Tell City, Indiana 














cLAR-O-TYPE 


THE WONDER TYPE CLEANER 








THE ORIGINAL PRODUCT 
OVER HALF A MILLION USERS AND 
STEADILY INCREASING 


DOES NOT EVAPORATE 


GIVES COMPLETE SATISFACTION 


JUST APPLY WITH DAUBER 
CLEAN INSTANTLY 











Sells On Sight; Repeats On Its 
Merits. Liberal Profits. 


The Clarotype Company, Inc. 


16 A Hudson St. NEW YORK 














An Ordinary Guardian 
of Valuable Documents 


Don ave papers, books, or documents that you value, 
lving around unprotected The Terrell Cabinet gives posi- 
tive assurance of adequate protection at a reasonable cost. 
It offers spaciousness, together with adjustable shelves that 
are conveniently and easily arranged for file cases and 
books of various heights Single or double doors. 


Designed for beauty as well as service, it makes a har- 
monious addition to your family or office fixtures. Baked 
name! finish, and choice of sanitary legs or soiid base. 


Catalog on request 


TERRELL’S EQUIPMENT CO. 
Hilton Street Grand Rapids, Mich. 


Storage cabi- 
nets may be 
converted into 
wardrobes, and 
vice versa, by 
a rearrange- 
ment of in- 
teriors. Other- 
wise exactly 
the same. 
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OUR letterheads and busi- 

ness cards are your press 
agents—your advanced guard. 
For the integrity and financial 
standing of your organization 
is reflected in your stationery, 
cards, etc. 


We know that the fate of your 
letters lies in a measure at the 
mercy of the engraver’s skill. 
But copper and steel plate en- 
graving with all its kinks and 
turns is no mystery to us. We 
have learned the knack of do- 
ing better work well. 

Let us send you an estimate on 
your next stationery order. 


The American Embossing Co. 
192-96 Seneca Street 


BUFFALO, N. Y. 





Sole man- 
ufacturers 
of the Gem 
and Per- 
fection 
Desk Cal- 
endars. 
Cut shows 
Jumbo 
Gem with 
hours of 
app oin t- 
ment ruled 
on left 
hand page. 











cast iron. 


eye. 


and Specialties. 





MAIL BOX 


Made of strong 


Very pleasing to the 


‘**The House of Service’’ 


DEFIANCE 


Manufacturing Co. 


384 Broadway, New York 


Stationers, Glassware, Hardware 
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There are more than three 
hundred styles in the Art 
Metal Line of Steel Office 
Equipment, the most com- 
plete line on the market, 
made and backed by the old- 
est and largest manufacturer 
in the industry. 


Art Metal Construction 


Company 
Jamestown, N. Y. 
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Give a Thought 


to Pins 


Pins are so commonplace that the 
average user gives no thought to 
them, so long as they’re good. And 
there’s the point—on 


Those Good 
Crescent Pins 


Uniformly good—keen points, solid. 
with ‘‘comfortable” heads, that push 
the points through thick wads of 
paper and ‘‘stay put.” Our pride 
in making good pins is your assur- 
ance of unvarying quality. 


Bank Pins—Pyramid Pins 
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is 


Crescent Brass & Pin Company 


Detroit, Michigan 


Western Representatives: 


BERT M.MORRIS COMPANY 
444 Market St., San Francisco 


Southern Representatives: 


PHIL F. WEBSTER 
Box 873 San Antonio Texas 
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San Francisco, Calif—Miss E. A. Clark, of Ingrim-Rut- 
ledge, is being missed these days at her usual post, having 
been confined to her home for several weeks by serious ill- 
ness. Needless to say, Miss Clark’s many friends are hop- 
ing for her rapid return to sound health. 

San Francisco, Calif.—George Forfar, formerly with H. 
Crocker & Company, has joined the A. Carlisle & Company 
forces as outside salesman. Mr. Forfar comes to the Car- 
lisle organization with a record for splendid enthusiasm 
and an unusual ability in solving the problems of salesman- 
ship 
San Francisco, Calif—The Printers’ Board of Trade of 
San Francisco enjoyed their annual dinner meeting at the 
Commercial Club, Tuesday evening, December 12. A spe- 
cial program was given which consisted of two addresses. 
Charles W. Helser, president of The California Develop- 
ment Association, spoke on “The Printer and the Public.” 
Robert N. Lynch, general manager of the San Francisco 
Chamber of Commerce, chose for his subject, “The Printer 
and Business.” 

San Francisco, Calif.—Dudley Fish, of the Dixon Fish 
Company, returned to San Francisco from the stationers’ 
convention in Atlantic City to find business going ahead 
with special activity in the printing department, which is 
running to capacity. While in the East, Mr. Fish picked 
up several new lines and made further connections on cable 
code books. Since his return, he has made arrangements to 
supply the entire Pacific coast with cable code books, in- 
cluding both the dealers and consumers. 

San Francisco, Calif—The Stationers’ Golf Club, com- 
posed of thirteen principals in the stationery trade of San 
Francisco, has postponed its tournament until after the 
first of the year, due to the rush of the holiday season. The 
club, which meets to play on a different course every two 
weeks, has proved a popular out-door diversion for sta- 
tionery firm members in San Francisco. A. Carlisle is 
president of the organization and Harry Stratford, secre- 
tary. 

San Francisco, Calif.—The last issue of the Sanvail 
Bulletin, the house organ of Sanborn, Vail & Company, re- 
ports a ten per cent increase in the engraving department 
over last year. David Walker is welcomed to the Sanvail 
family as selector and order clerk. He will also assist with 
the trimming of the windows and become part of the al- 
ready large sales torce. The vacant lot in the rear of San- 
born, Vail & Company’s store has been converted into an 
automobile parking station, and patrons are invited to use 
the rear entrance of the building to reach Market street 
in going to and from their machines. This is a very defi- 
nite service on the part of this stationery firm to relieve 
traffic congestion on Market street. 

Seattle, Wash. H. Gilman has joined the Federal Ink 
Company. He had been representative formerly for the 
Diamond Ink Company in this territory. 

Sumner, Wash.—O. V. Darrow has opened a stationery 
and book store here 

Taylorsville, I.—The Hopper Paper Company has in- 
corporated to deal in and manufacture paper, paper boxes, 
labels, etc.; capital stock, $350,000; incorporators— Marquis 
E. Eaton, Kenneth M. Fiske and Richard Y. Hoffman. 

Topeka, Kans.—Automatic feeders, electrically heated, 
have been installed on the linotypes of the Hall Litho- 
graphing Company to supply the metal pots. 


Flat-Bed Book Machine Secrster Wanted. 


The United States Civil Service Commission will hold 
examinations January 24 for operators of flat-bed book- 
keeping machines for appointment to the Federal classified 
service throughout the United States. Examinations will 
be held at Atlanta, Boston, Chicago, Cincinnati, Denver, 
New Orleans, New York, Philadelphia, St. Louis, St. Paul, 


San Francisco and Washington, D. C. . They are open 
to qualified operators of either sex. 
Entrance salaries range from $1,000 to $1,600 a year, 


plus a bonus of $20.00 a month granted by Congress. De- 
tailed information regarding these examinations and appli- 
cation blanks may be had from the United States Civil 
Service Commission at Washington, D. C., or the secre- 
taries of the board of civil service examiners at the post 
office or custom house in the principal cities of the United 
states 


Wrigley Will Get "Em Yet. 

London refuses to adopt the American habit of chewing 
gum, five years having failed to popularize it. An Ameri- 
can journal cannot understand how the London typist gets 
through a working day.—Sales Management (London). 





“NEVER LOSE” 
DUPLEX ERASER 


with the brush and pat- 
ented hook to fit the 
frame of any typewriter 
and the 


‘““OWL”’ PEN and 
PENCIL CLASP 


nicely engraved, blunted 
end to safeguard the 
pocket and patented 
spring clip, are two new 
live specialties recently 
added to the 


Indispensable 
ARGUS LINES 


‘Hi i Every Argus product is an ex- 
iii pression of excellent work- 
(HP lj manship and utility. 
i} We make a complete line of 
PAPER FASTENERS 
PEN AND PENCIL re 
ENVELOPE MOISTENERS & 
TYPEWRITER ERASERS 
Write your jobber for samples 
and discounts or order direct. 
, 1134 N. Kilbourn yes 


CHICAGO, ILL. £ 
Y OF ACTUAL 6iZE 






































Cannot work 
loose. Will 


not come off. 








INDEXED STAMP 


Two Minutes and a 
Mistake— 


[* takes two minutes to find the ordinary 
rubber stamp—and frequently mistakes 
are made after found. Ask your rubber 
stamp maker to put your rubber stamp on 
the MEDEARIS PATENTED INDEX 
MOUNT and save time and eliminate mis- 
takes. Nothing to come off—no celluloid— 
just stamp your index and slip it into the 
Patented Groove and you will have the most 
sensible indexed rubber stamp of all. 


Distributors 
J. F. W. Dorman Co., Baltimore 
R. H. Smith Mfg. Co., Springfield 
R. A. Stewart & Co., New York 


For Sale by all Rubber Stamp Makers. 


Medearis Moulding Co. 








Winston-Salem, N. C., U.S.A. 
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A Self-Closing Inkstand at a Low Price 


~ @&™ 


oo “PRESTO” Inkstand sells at an 
6 oo™ price, considering its con- 
struction 

It has self-closing top without float that 
opens upon slight pressure and closes 
tightly, preventing evaporation and keep- 
ing out dust. 

This top prevents pen from taking up too 
much ink. If there is only a little ink in 
bottom of well, pen can reach it. Bases 
and wells of clear pressed glass. 















One Well.— i” mee #" long, 1%” high, groove $1 25 

for penholders, each . » “1 

Two Wells.—Wells for black and red “ink. 8” wide, 5% 

long, “2” high, grooves for — ers, pin cup 

between wells, each. eee $3.00 
Write for Trade | Discount to Dealers 


BACHRACH SPECIALTY CO. 


Manulacturers 
2275 Third Avenue 
New York, N. Y. 
“The top 


closes itself” 







Patented 1922. 











Suissa 
One-Piece 


ALL-LEATHER COVERS 


Open an old style Ring nto a ‘*Trussell” patented all- 
Tear Book cover and you will Cut ;. leather Book Gover end ses 


And that it is made of three-ply, Will find but one ply of solid, heavy 
leather, equal in thickness to the old 
style three-ply cover. 


thin material, glued together. . 


| The 
Yribsckl 


Way 





The TRUSSELL One-Piece, All-Leather Cover, first de- 
signed and patented by us in 1908, is becoming foremost 
in its field in 1922. 

This is because business men demand a quality look and 
feel in their binders. They want their books of the finest 
and most durable style that is consistent with a reason- 
able cost. We have it 

No other bind\ng at any price compares with this construction, and !t will 
outwear the ofdinary kinds several times. Yet our prices are very low, due 
to quantity production by special machines. Made ip all styles and in 
all sizes from vest pocket to large desk books. 

Let us co-op erate when a large order is in tne Daiance and a close price will 
help you to win out. We help dealers to get the business 


TRUSSELL MANUFACTURING CO., 
3 North Cherry St. Poughkeepsie, N. Y. 
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HOUSE ORGANS 
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Paragraphic reviews of current issues fron 
the house organ field, classitied for 
reference. 


Manufacturer. 

‘Things That Count,”’ in Lightning (The Bit 
narrated the rewards that come to the persistent 

The Skyscraper (The Shaw-Walker Company) suge 
possibilities of selling filing stools to public and du 
libraries. 

“Twelve Years a Royal Dealer’ in The Royal Sta 
(Royal Typewriter Company, Inc.) described the busine 
Sydney Pincomb, Ltd., Sydney, Australia. 

[Loose Leaf Notes (Wilson-Jones Loose Leaf Company) lg 
gests the possibilities of increased business for dealer ea ? 
the year on transfer binders and inventory forms 

“The Point of Saturation’ in Results (Monroe Calculating 
Machine Company) showed the futility of assuming that a sales 
territory is in danger of being ‘‘sold up."” The article wa t 
ten by A. H. Ridgley. 

The Faultless Bulletin (Stationers’ Loose Leaf | 


ran a telling allegory with marginal illustrations \ la 
tion of eighty ‘‘Faultless’”’ turning post ledgers used by a pub 
utility was illustrated. 

“Good Tips from Tennessee’ was a contribution by H. 7 
Moguin, Memphis, in The Sales Force (Hedman Manufacturing 
Company). It narrated resultful sales hunches that wet! f- 
fective in the Memphis territory. 

Good Practices (Strathmore Paper Company) told ir T 


Win New Customers” how a new salesman unearthed 
customer who had been neglected by his predecessor bs 
the old salesman had ‘‘a peeve against him.” 

“Show Window Lighting,’ in What Next? (Dennison Manu 
facturing Company), suggested a plan whereby the dealer ur 
impart cclored lighting effects to his window illuminat t 
bring out the goods displayed to the best advantage 

The Edgewater Bug (Edgewater Paper Company) includ: 
“A Seascnal Sense of Values.’’ The Bug suggests that for tl 
good of humanity Christmas should come four times a year, be 


cause we need more frequent doses of the Christmas spirit 

Tips and Nibs (The Wahl Company) suggested a imbe 
effective selling plans for the dealer. One page told of the 
ability of Wahl products to withstand severe usage—not to lea 
buyers to subject them to such grief, but to show the inherent 
ruggedness of the devices. 

James J. Breen contributed ‘‘Uncle Sam as an Adding Ma 
chine Prospect’ to the Wales Visible (Wales Adding Ma 
Company). He showed that a large part of the Governm 


buying is influenced by men in the field, and that the ex 
istance of Government offices in a salesman’s territo! istific 
his making an effort to secure business 


Richmond had its innings in the local series of Demonstra 
tion (L. C. Smith & Bros. Typewriter Company). The manage 


at the Virginia capital, W. P. Muller, is sold on his territory 
and manages to sell the readers of Demonstration. In additior 


to showing illustrations of Richmond and environs, Demonstra 
tion pictured the personnel of the Richmond office of the “Elsie 
organization. 

Dealer. 

Christmas legends were recounted in The Office Cat (Th 
Richmond & Backus Company) Several versions of the origi 
of Santa Claus were noted 

“Do You Believe in Santa?’’ asks The Nationa (Nationa 


Blank Book Company). Applied to grown-ups it suggests th: 
maintenance of the Christmas spirit. 

Pliny’s Bulletin (Pliny L. Allen Company) defines the ym - 
pary’s conception of service ‘“‘It is something we all try t y 
everyone trying to excell competitors.”’ 


Common Sense (Corlies, Macy & Company. Ir ) said Pity 
the Poor Freshman,” in a reminiscence by an alumnus 
Cornell in recounting a visit to the university with his sor 

From Beyer to Buver (Ernst Beyer, Atlantic City, N. J 
printed many seasonahle holiday offerings A variety of timel 
misceliany was printed, including “Christmas at Valley Forge 


by, Cherles F. Green. 


“How Are We Going to Make the Thing Balance? isk 
Parrotttalks (Matt Parrott & Sons Company) Times are out 
of joint, particularly in the farming districts, and farmers ars 
not getting a living wage 

“Is Your Filing Satisfactory?’’ asks friendly Service News 


(Otfice Equipment Company, Harrisburg, Penna.) An offer wa 
made to survey the reader's files and to schedule a satisfactory 
system to fit the business. 





The Shepard Staff (The Henry O. Shepard Compar Save 
helpful information to users of printing in “Fitting ths Type t 
the Space.”” A plan was suggested to make ty ter p 
make line for line of the type in which it is to be se 

The Japs-Olson Company, Minneapolis, Minn., issu i house 
organ with the company name as its cognomer A recent issue 
showed the city and country salesmen in a group, with com 
ments on their characters by the cashier, the superintendent 
and the shipping clerk. A live page of personals about leading 
business men of Minneapolis is headed, ‘‘Home Brew 

internal. 

The San Francisco office of the Burroughs Adding hin 

Company has in: vuguré ated a local publication called the ‘Sar 


Francisco Wallop.’ 

According to the Strathmorean (Strathmore Paper C y 
miil employes had an opportunity to secure Christmas ta 
tionery in varied styles from the envelope room 

Diamond Dust (Hall Lithog raphing Company ) propose 
establish a department.” Use Your Noodle. Constructiv 
icism from readers is invited, for ‘“‘the good of the service 


(Continued « 


n Page 226.) 
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H™ the greatest profit. H 
vee liked. U 
N’ line is so complete. N 


price cutters. 


T" profit not ruined by 


tick to the line that relies 
on quality for success. 





C. HOWARD HUNT PEN CO. 
CAMDEN, N. J., U. S. A. 
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Paper Clips 


Are sold on their merits 
entirely and are known 
throughout the stationery 
trade as dependable re- 
peat sellers. 


Dealers have wired one 
order after another for 
the Sta-Fast line which 
includes a paper clip for 

every possible purpose. 

\ These clips are covered by 

both Trade- Mark and 

Style A., Size No. 1.Patents. They constitute 

Here is a clip suit-a product that cannot be 

able for office, school duplicated by any other 
or home. manufacturer. 








Send for Free Samples 





Manufacturers 


L. D. Van Valkenburg Co. 


Holyoke, Mass, U. S. A. 
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What does 


he do with it? 


[It is worth while to know 





your customers’ office meth- 
ods for that knowledge helps 
you to advise him respecting his supplies purchases. It 
is highly important that your stock is sufficiently com- 
plete to give him exactly what is best for his purpose. 


OLD TOWN ana CROWFOOT 


RIBBONS and CARBONS 


are a complete line; any 
grade, weight or finish are 
to be had at once—in spe- 
cial packing if desired. Our 
exclusive agency proposi- 
tion is available in a few 
select territories. We shall 
be pleased to send you in- 
formation. 


Old Town 


Ribbon & Carbon 


Company, Inc. 
MANUFACTURERS 
245-247-249 Center St..New York,U.S.A. 


CARBON 
PAPER 
eu Ore oon ee oe 
Guarantee 


























**Cut it any length’’ 













A New Profit- 
Maker 


H ERE is a new profit maker for 
dealers. The greatest index 
tab out for replacing worn-out, 
or illegible index tabs on guides 
and folders. Keeps the — 
clear as a picture under De 
Good for indexin all kin 
index systems, guides, folders, etc, 
. 
Six Colors 

U-B Index Tabs are fur- 
nished in six colors as fol- 
lows: Biue, Pink, Orange, 
Yellow, Green, and Clear, 
and in 6” lengths with a 
standard %” label enpesere, 
Perforated paper fur 
nished for typing the labels. 
Gummed tape is cemented 
firmly to the tabs. Gummed 
cloth is cemented to the in- 
dex tab for gumming it to 
article to be indexed. This 
tab is complete in every way. 


Dealer’s Proposition 


Write for our interesti 
proposes to dealers. Wi 
outline a plan for you to 
make more money selli 
this — index tab. Ta 
will be sent. 


United Business Equipment Company 
111-113 Albany St. Boston 11, Mass. 





a For folders 
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Do You Lose Money 


INKLETS will cut down 
your ink bills 50°% to 60%, 
at the same time giving you 
real writing ink of superb 
quality. 

Blue-Black, Red, Green, Violet. 


The little box shown above contains 
enough INKLETS to make a full quart 


of ink. You merely drop them into water. 


Colors : 


Sold at stationers, Samples free. 


Dept. A Danielson, Conn. 
The Ink 
Tablet 


Perfect TiGXETS 


~~. @ 


Your Magic Carpet! ' -— PROOF or 


A a a in size if its impor- 
tance is considered. Wiggins Cards, 
with their clean, finely engraved, 
quality appearance, are big cards. 
They will get you in where a poorer 
card would fail. 


Made in many sizes, bound in book 
form. Each card detaches smooth- 
ly with a sharp edge—no waste. 


Comes beautifully engraved or we 
can supply them blank to your 
printer for type printed cards. Write 
today for specimen tab and infor- 
mation. 


The John B. Wiggins Company 
Established 1857 

1104 South Wabash Avenue 

705 Peoples Gas Building 

CHICAGO 
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Every Time You Write? 


GENERAL ECLIPSE CO. 
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Elsane Calendesk Pad 


All the valuable features of the blotter pad—smooth 
writing surface, no glaring reflections but restful to the 
eye. convenient leather corner pockets and light weight 
are added to the special feature of calendar, tickler and 
men pad, making this a splendid number for the sta 
tione The memo pad has 52 sheets perforated to pro- 
vide space for every day of the year and a leather 
insuring privacy of notes. 


For your big consumers suggest as an advertising medium 
the Calendesk Pad which makes an attractive and valu 
able remembrance or advertising novelty with th 
name, business address, phone, etc., stamped on top oft! 
leather cover. There is a Calendesk Pad to guit every 
preference—27 styles, stiff or flexible, with three differ- 
ent styles of memo pad fillers 


Order your sample now and write for prices and circulars 


SAINBERG & COMPANY, Inc. 
65-67 W. Houston St., 


New York, N. Y. 


United Slates and 
Canadian Patents 
Pending. 





TRADE MARK REG. 
U. S. PAT. OFFICE 




















CONFIDENCE? 


The more specialized the 
service, the more difficult 
is it to prove the quality. 
To attain a certain result 
with a typewriter ribbon or a 
carbon sheet, many details of 
manufacture and packing, each 

in itself complicated,are involved. 

Serving your customers well 

requires the investment of time 
and trouble on your part and the 
assurance that your source of supply 
is trustworthy and co-operative. 

Union Ribbons and Carbons are de- 
pendable. While we don’t make frantic 
claims for their wearing quality, we do 

believe they compare well with any other 
brand, in extent and quality of service. 


WE SOLICIT YOUR INQUIRY 


Union Ribbon & Carbon Co. 


Front & Laurel Sts. 
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Paragraphic reviews of current issues from 
the catalogue and allied fields, classified for 
convenient reference. 


Manufacturer. 
A four-page letter from The Toledo Metal Furniture 
Company features the new No. 8500 V-WB Uhl “PosturChair.”’ 
A fiver from the Furnas Office Furniture Company, Indian- 


picture 


apolis, illustrates twelve designs of costumers suited for 
office equipment ; 
The “Century” steel tray posting outfit for machine book- 


keeping systems, is shown in a leaflet circulated by The Sam’l 
C. Tatum Company, Cincinnati, Ohio. 

A leaflet by the American Numbering 
220-30 Shepherd avenue, Brooklyn, N. Y., 
calendar dater with the visible feature. 

Machine bookkeeping devices and supplies produced by the 
National Blank Book Company, Holyoke, Mass., are shown in a 
handsome publication titled ‘‘Bringing Accounting Up-to-Date.” 

The current stock list of the Eaton, Crane & Pike Company, 
lists warehouse supplies of wedding, visiting cards, mourning 
stationery, standard four-and five-quire boxes, pound papers, 
envelopes, papeteries and tablets. 

‘“‘Berloy” steel filing cabinets in well-designed variations are 
shown in Catalogue No. 28-H, issued by The Berger Manufac- 
turing Company, Canton, Ohio. The cover of the catalogue is 
embossed and the body done in two colors. 

Cordley & Hayes, 7-9 Leonard street, New York, N. Y., 
a catalogue on ‘“‘Fibrotta” indurated ware. This line includes 
cuspidors, waste baskets, water coolers and fire pails. The 
tirm also issues a catalogue on water coolers and syrup dis- 
pensers 

A four-page folder in colors from The Noiseless Typewriter 
Company features prominent users in an unique manner. In- 
stead of showing testimonials, the letterhead designs were re- 
produced in their usual color schemes. In one case the letter- 
head stock came out in its natural color. A number of these 
letterheads are those which reach the average business man, 
and thus have that familiar look which makes them interesting. 
\ rich design in process color reproduction decorates the cover. 


Machine Company, 
shows the Model 91 


send 


Dealer. 

A Christmas folder by the Pliny L. Allen Company, Seattle, 
Wash., featured “G-W” sectional bookcases as holiday gifts. 

A broadside made up as a filing folder is distributed by Cam- 
eron, Amberg & Company, Chicago, Ill., to stimulate interest in 
filing equipment and filing supplies. 

“Fired by Success” is an effective two-color folder from the 
Pacific Desk Company, Los Angeles, Calif. It is based on the 
acquisition of the business by T. F. Peirce. 

The Multigraphers Composing Company, 422 South Dearborn 
street, Chicago, Ill., issues a specimen book of type faces for 
Multigraph users. The company sets and casts Monotype type 
for use on Multigraph drums, furnishing typewriter and roman 
type, and an array of display faces to 18 point inclusive. 

Catalogue No. 122 of Stevens, Maloney & Company, Chicago, 
Ill., is a 160-page exposition of the company’s stock of office 
equipment and supplies. In the section devoted to mechanical 
pencils the company features its readiness to supply from stock 
emblems of various fraternal order as caps for ‘‘Eversharp” 
pencils. 

A booklet of gift suggestions for Christmas comes from the 
office furniture and supply department of the Pittsburg Head- 
light (Moore Bros Pittsburg, Kans. It is done in colors, even 
to the gold pens of the ‘‘Duofold’’ fountain pens iilustrated. 
The booklet must have been an important factor in the Christ- 
mas plans of Pittsburg folk. 

It requires nearly five hundred pages to list and illustrate 
the office equipment and supply lines of the Gregory, Mayer & 
Thom Company. Detroit, Mich. The book is a handsome job of 
printing, including an attractive cover in black and silver. A 
pocket inside the back cover is ‘‘thome’’ for the current price 
list. "The section devoted to blank books is prefaced by pages 
of machine ruling, showing representative pen spacing, and 
some difficult “strikes.”” Throughout the book trade marked 
lines are emphasized. 


Price Revisions. 
The Jackson Shear Company, Fremont, 


revised price list. 


Ohio, has issued a 


Price Book No. 34 has been issued by the Boorum & Pease 
Company It covers Catalogue No. 46. 


Price changes have been announced by the Eagle Pencil Com- 
pany on pencils Nos. 283, 285, 314 and 315. 

New prices applying to Catalogue No. 24 have been distributed 
by the Buehner Chair Company, Evansville, Ind. 

The Crosby-Wirth Company, Minneapolis, Minn., has named 
new prices on the “Kirkwood” short account system. 

Retail Price List T by the National Blank Book 
covers National loose leaf devices and 
November 25 


Company 
supplies. It is dated 


Accessory Advertising Matter. 

\ broadside devoted to ‘‘Aladdin” keyless ledgers is mailed to 
the trade bv the National Blank Book Company. Fruitful sales 
helps are shown in fac simile. 

A “giant ad’’ is sent stationers by the Wilson-Jones Loose 
Leaf Company, to be posted in stationers’ windows. It is an 
enlargement of current display advertising featuring ‘‘De Luxe’’ 
loose leaf records 

The Wah! Company furnishes dealers with a window poster 
sparkling with colcr, showing the ‘“‘Eversharp’”’ pencil. The top 
and bottom edges are gummed with transparent adhesive to 
facilitate fastening to the inside of the display window. This is 
more secure, and far less obstrusive, than the conventional 
stickers generally employed for the purpose. 


APPLIANCES 


=I 


A Director of one of the 
largest British printing, 
binding and stationery 
houses visiting New York 
and other cities in No- 
vember, will be pleased 
to make appointments 
with representatives of 
American firms who de- 
sire a sole selling agent 
for Great Britain. Write 
full particulars to H. B. 
V., Care of Esterbrook 
Steel Pen Manufactur- 
ing Company, Camden, 

New Jersey. 



















T a B 
“Perfect” Line 


Recognized by the trade 
as a line of extraordinary 
merit, perfect loose leaf 
materials and devices lend 
themselves surprisingly to 
the variety of modern de- 
mands. 


Unfortunately, all re- 
quirements cannot be met 
by stock products. Some 
require special treatment 
at the hands of experts. 


Special work is. our 
meat. Long experience and 
specialization have made 
our service of exceptional 








character. 
We will gladly furnish 
| you with furthe- informa- 
tion. 
_ CHICAGO BINDER & FILE CO. 
| LOOSE LEAF DEVICES HIGH GRADE PRINTING 
LEDGERS, BINDERS, INDEXES, SHEETS, 
BUSINESS SYSTEM 
| 500-508 W. 31st St. CHICAGO . 
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yr, Sete MACHINE PAPER: 


Jr ORIGINAL dozen 
oll box and the recog- 
nized quality standard 


‘Every roll in every bax is 
Guaranteed to be Satisfactory 


8 8 ie 0 Pe ee 7) 2 ee 


MENASHA , WIS. 








GUARANTEE 
WE GUARANTEE THE CONTENTS OF TH'S 
PAC ASE AND WHA MEPLACE IF POUND 
Oaracrive 





are 


MANUFACTURERS , 


Durable in Service 





Uniform in Results 


The dealer who sells Iron Clad Carbons and 
Ribbons soon leads all his competitors by reason 
of the complete satisfaction afforded the user. 
You will do well to familiarize yourself with the 
line. Write today for book of samples. 


We can give you especially good service on car- 
bonized roll paper. Let us send you particulars. 


Iron Clad Ribbon & Carbon Co. 
100 Grand St., New York, N. Y. 
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(House Organs—Continued from Page 227.) 

“Safety First Has Proved Its Value,’’ says an article in The 
Hand-Clasp (United States Envelope Company). A. E. Ranki1 
chairman of the safety first committee, narrated the advar 
ment made in the plants of the United States Envelope Con 


pany. 
The Burroughs Bulletin (Burroughs Adding Machine Con 
pany) showed how the porter at a Los Angeles hotel uses a 


adding machine to keep tabs on the baggage he handles, trans 
portation he buys, makes his distribution and checks his cas} 

The Gill-O-Gram (The J. K. Gili Company) comments on the 
advance made in the construction of the company’s new build 
ing, and accentuates the fact that not a single human life was 
lost during the pouring of concrete, ete. This is an unusual 
record in Seattle building history. 

For the Attention of the House Organ Editor. 

An interesting article reprinted from The Nation’s Business 
appears on Page 184. ‘‘House Organs—Do They Pay may 
suggest changes in policy, or possible improvements nm ex 
ecution 

N. C. R. Man Surveys Business. 

James I. East, Pacific division manager of the National 
Cash Register Company, returned recently to San Fra 
cisco from a trip through his territory. He made interest 
ing observations on business conditions generally throug] 
out the western states. The most unsatisfactory reports 
come from Montana and East Idaho. Labor uncertainties 
in the mines and crop failures have been responsible for the 


general lack of stability in this section. It is becoming in 


creasingly difficult to secure mine labor. Miners contend 
that they prefer to work under more favorable conditions 
and where they can get better wages. The same thing ap 


plies to Utah. Considerable improvement is evident 1 
West Idaho and East Oregon. While things are quiet 
other sections, there is a well-founded belief that business 
conditions are gradually becoming better and optimism is 
the prevailing note of all expressed anticipations. 

In speaking of The National Cash Register Company 
Mr. East reports what is true of practically every of 
appliance trade—the biggest year it has enjoyed in its his 
tory. In looking ahead to larger returns for 1923, 
erable additions have been made to the sales force of the 
company. “Conditions are favorable,” says Mr. East, “and 
the business is here. Constructive work alone is neces- 
sary in going after it.” 

After commenting on scientific business surveys, sug 
gested by the leading article in last month's Office Appl 
ances, Mr. East spoke of the research bureau of his own o1 


ganization. It has been busy for some time working out 
general business —_ through ~ co — ration of the 
Harvard School of Business Research, Washington bureaus 
and other statistical laboratories. p pheno attentio1 
has been directed to the careful study of the worth of ar 


employe to his employer in terms of business returns. Th« 
tendency is not to reduce salaries but to get the best results 
through careful training. The situation is most encourag 
ing from the point of view of both the employer and of the 
employe. The former gets bigger returns through in 
creased sales and the latter receives assurance for the bet 
ter recognition of his services 

The Pacific division of the National Cash Register Com- 
pany is leading all others in selling force. Fifty represe: 
tatives from this division will be present at the Daytor 
vention in January, 1923. 


Census Report on Printing and Publishing. 


The printing section of the manufactures census 


United States, compiled in 1919, has been issued from the 
Government Printing Office, Washington, D. C. The six 
major divisions of the industry covered are: Printing and 


publishing, book and job; printing and publishing, mus 
printing and publishing, newspapers and_ periodicals 


bookbinding and blank book making; engraving, steel and 


copper plate, including plate printing; lithographing 


classification scheme does not permit isolating the data 


+ 


of print shops operated in conjunction ith stationery 
business 

The growth of the business is graphically portrayed 
the tabulation showing the number and sagt ta 
prime movers in three five-year periods. The total numbe 
of engines or motors for: (1909) 62,048: Boog 08 672 
(1919) 132,874. The total for horsepower emploved: (1909 
297,763; (1914) 329,210; (1919) 362,123. 


Gill Company to Open New Home This Month. 


The J. K. Gill Company, Portland, Maine, will occupy its 
new building this month. Various departments were moved 


in December. A removal sale in the old store preceded the 
moving operations. 


neat. 
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LADIES’ 


C R A N STATIONERY 


Sold by all Stationers and Booksellers 


the most select trade. Their merits are 
known the world over, and they yield 
a profit to the dealer. Once tried, the | 
purchaser becomes a regular customer. | 


These goods are suited to the tastes of | 
| 


Presented in the following 
Styles and Qualities: 
SUPERFINE QUALITY: In light Blue Boxes, 


“et r . | 
containing 4 ream of Note paper each, and in 
separate boxes 4% thousand Envelopes corres- 
ponding. 


EXTRA SUPERFINE QUALITY: In Laven- 
der Colored Boxes, containing 4% ream of Extra 
Fine Paper each; in like boxes are Envelopes 
to match. 


Our papers are supplied in Bor- 
dered Goods and other specialties 
by EATON CRANE & PIKE CoO., 
Pittsfield, Mass., and 225 Fifth 
Ave., New York, whose boxes bear 
the word “CRANES” containing 
our goods. 


ALL THIS STATIONERY CAN BE 
RELIED ON AS REPRESENTED. fhis trade mark every box 


Manufactured by | 


Z. & W. M. CRANE PAEe 





























i ee 


FREE 


On request we will send your 
purchasing agent a useful 
arcicle for his desk. 


| || 
IRELAND & |} 
MATTHEWS 


DET & 42 


_ 


Makers of 


BRASS & STEEL | | 
CUSPIDORS 


— 


. 
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The Tabof Clear 
Transparent 
Celluloid with 
the Colored 
[nsert. 






The ‘‘Short Cut” to Better Indexing 


The ‘‘Short Cut’’ to Greater Profits 


E-F Index Tabs supply the “short cut” for 
both your customers and yourself. Users of 
E-F Tabs find them superior in point of adapt- 
ability, permanence, and simplicity. E-F Tabs 
are profitable to dealers because of their ready 
sale; and because of the fact that it is not 
necessary to make a large investment in order 
to have a complete stock. Write for our attrac- 
tive proposition to dealers. 


EFFICIENCY FILE CO. 
1772 Wilson Avenue, Chicago 


William H. Bassinger, Eastern Representative, 
377 Broadway, New York City 
Canadian Office Appliance Co., Canadian Distributors, 
66 Bond St., Toronto 
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A Safe and Sound Bank Specialty 
THE BANDLESS CURRENCY MAILING BOX 


A PERFECT MAILER of strong, heavy, durable 
manilla paper of exceptional strength throughout. 
Ends and sides do not break in bending up over 
the currency and will stand the roughest kind of 
handling in the mails. 


The outside wrapper is genuine rope manilla as 
neur cloth as paper can be made. It folds over 
each lap or fold at the ends to make a perfect, 
tight seal and attaches to the back of the box. It 
simply can not tear or pull away without destroy- 
ing the entire box. No more danger of torn and 
tattered boxes on delivery. Each size contracts 
one half inch. In packing, squeeze the inner box 
tightly over the currency, moisten the gum on the 
outer wrapper and seal, bringing the end flaps over 
and sealing tightly to the back of the box. You 
then have a perfect fit and a perfect tight seal. 
On account of its lightness, from 2 to 4 cents in 
postage is saved on each box mailed. 


Dependable bank stationers should have sample of 
this new line No obligations to learn all about 
it now. 


The Smead Manufacturing Co. (Dept. ¢) Hastings, Minn. 
Makers of High Grade Bank Filing and Mailing Containers 


no0000doooooc ooo oooooooooooOoOoo0oo0oooooooooOonooooooooooo0o0o0oo 
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WastePaper 
SSI ORR Baskets 
DOAN WA Letter Trays, Mail and 
Tape Baskets, Space 
Baskets, Build-up 
Trays. 


UNIFORM MESH AND FULL 
GAUGES Wine PEERLESS SANITARY LINE 


Special Baskets Made to Order 


PEERLESS WIRE GOODS COMPANY 
20 East Jackson Blvd. CHICAGO 


























_[MILLERIGRRAND 














No. 583 New “Duralu min” Handle Eraser 
This handle will not split nor crack, nor will the blade come out. 


wn , 
RO MILLER BROS 

MILLER BRO'S . MILLER BRO'S i 
S06 sow: POINTED pont POINTED __ = BOWL POINTED 





The Original Bowl Pointed Pens. Styles to Please All Hands 
Meriden, Conn. MILLER BROS. 305 Broadway, N. Y. 








_ILLERZE RAND 














Leon Isaacs & Co. Turner & Harrison 
Manufacturers of 
SILVER-ALLOY PENS 


PSSSINUN SNS ier CeanE 











Turner & Harrison ei 
STANDARD STEEL PENS eeler pens RussiA MOHETA PENS 33 
<o* 

SILVER-PLATED PENS FOR THE TRADE GOLD-PLATED PENS i; 


WE ARE ASKING FOR 
YOUR BUSINESS 


The Turner & Harrison Pen Manufacturing Co., Inc. 


ESTABLISHED 1876— 


FALCON PEN WORKS 1211-1213-1215 Spring Garden Street 
to the wade on opus Philadelphia, Pa. 


ee 
>] 


























Moore Cut-Out Thumbtacks fi 


With Sharp Points for Household and School Purposes [humbtacks 


Packed in red and green colored metal box. These superior one-piece nickel- 
plated steel thumbtacks are fast sellers wherever displayed. Popular with 
schools, artists, draughtsmen, as well as in the home and office. 

Ask your jobber for Style O Counter Display Carton. Contains 
3 dozen boxes of any one size Thumbtack. 


Sizes No. 41, 3/8”; No. 42, 7/16”; No. 43, 1/2” 


Moore Push-Pin Company 
(Wayne Junction) Philadelphia, Pa. 


Manufacturers of the World-Famous Moore Push-Pins, Push-less Hangers, 
Screw-Knobs, Maptacks and Thumbtac 


For 22 Years Our Products Have Been the Standard of the World 
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se styvees RUBBER ERASERS =2stix5 


EDCE VIEW SHOWING 
INLAY OF INK ERASER 


WELDON ROBERTS RUBBER CO. NEWARK, 








BAKELITE 3 






Either in Stylo or Fountain Pens Also Manufacturers for the Trade 
PARAMOUNT PEN CO., Inc. 
63 Irving Street Jersey City, N. J. 








The EVEREADY Paper Fastener is more than an “appliance,” it is a system 
in itself. It makes its own staples automatically,—fastens quickly, quietly, 
securely ;—letters, pick-up order stubs, quotation sheets, bills, statements, tags, 


samples, pay envelopes:—anything that’s worth 
fastening well. It will find new work for itself 
every day in your office. With “one on every 
desk” most of your filing work is done before the 


files are reat hed. 


Look for the Name 


<VehA= 
IMPROVED MODEL D 
PAPER FASTENER 
With a capacity of from MADE BY 


a to eee EVEREADY MFG. CO. OF BOSTON PAPER FASTENER 


“One On Every Desk” 
No. 9 Knapp St. BOSTON, MASS. 











rate, Reliable Copies of Waybills, Letters, etc. 


-—» THE EUREKA 


Blotter Bath and the Eureka Sanitary Copy- 
ing Cloth produce clear, neat letter press cop- 
ies of any document written by hand or type- 
writer, with copying ink. The construction of 
the bath provides for uniform moistening of 
thecloths and eliminates mustiness or mildew. 
Clothsarenon-raveling and chemicallytreated 
by a patent process insuring clean-cut copies. 


Pe - ine MORE EUREKA BATHS IN USE 
FRE ate: a eS hr THAN ALL OTHERS COMBINED 
whch Rae UD CS CLES? Sold Exclusively Through Dealers. Write for the Eureka Booklet. 


The EUREKA BLOTTER BATH COMPANY, 3732-34-36 South Wallace St., CHICAGO, U. S. A. 
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RIV AL — THE MASTER CRAFTSMAN FOUNTAIN PEN 





























repairs. All work is done in our own shops. We make all modern designs in Lever Self-Filling, Screw Cap, 
Non Leakable and Slip Cap Fountain Pens; also Stylos—Fully Guaranteed. The export trade is skilifully 
handled. A host of business friends abroad testifies to our close study of their requirements. Our latest 
novelty—pen No. 110 (shown below) worn with sautoir ribbon or watch chain, has proved to be a big 


success. 
Get in touch with us at once. Our prices assure you good profits; Beaumel quality pleases users. 


~~ s ss | ‘ = ~ x D. W. BEAUMEL & CO., Inc. 
A : rT oF. O) Established 1884 
OFFICE AND FACTORY: 
17-27 Vandewater Street New York 





<< 
We specialize on imprint fountain pens for the jobbing, retail and mail order trade. Prompt service in 
4 








ANY ONE CAN MAKE HIS OWN SIGNS 
The NATIONAL SHOW CARD WRITER enables you to get signs quickly— 
when you want them—in any size or style for counter or window use. 
Its patented features are easily mastered by the user in a few minutes’ time, and 
no experience is required to produce attractive. well balanced signs superior to the 
ordinary hand painted variety. Thousands in use. 
Increase your store sales, turn lookers into buyers, make buyers buy more. Place 
a sales message and a price on merchandise to speed turn-over. 


RIVALS WORK OF EXPERT ARTISTS 


The work is so easily and perfectly done by any clerk in your employ in spare time 

that you'll be glad you saw this advertisement and answered it. 

You'll say as does Ben Kruckeberg, window trimmer for Herbst Department Store 

of Fargo, N. D. “‘We are using your outfit every day and like it fine,” or as does 

Henry Kahl of Pittsfield, Mass., ‘“‘Your outfit is indispensable to our business.” 
SEND FOR SPECIMEN SHEET 


National Sign Stencil Co. Fectezené Yalsersity and Snelling Aves. 


Outfit No. 10 











WIRE GOODS 
BANK PINS, PAPER CLIPS AND FASTENERS 
THUMB TACKS 


GEM CLiPS ““CYCLONE” 


Choe 


Nos. 1,2 and 3 




















Extra Fine Quality Guaranteed 
Write today for Samples and Quotations 


aa aaa VAIL MANUFACTURING COMPANY 


No. 639 1-2 1752-58 East 75th Street, CHICAGO 

















MORDEN SWIVEL RINGS 


ADE ON SCIENTIFIC PRINCIPLES 


The vital point to determine in selecting a loose leaf ring is its dependability to remain 
closed. Loose leaf sheets exert a certain amount of strain, tending to force rings open unex- 
pectedly, especially when leaves are crowded, or are turned in punches Morden Swivel Rings 
are scientifically constructed to counteract this strain. Instead of opening by a pull in the same 
direction as the strain exerted by the contents, they open by a sidewise push at right angles to 
this strain. In addition, Morden Rings have no enlarged, clumsy joints to mar furniture, nor 
sharp projections to mutilate sheets. 


THE PERFECT SCHOOL NOTE BOOK RING 

Used for student note books, stenographers’ note books, eyeletted covers, metre reader books, 
band books, catalogs, swatch books, every conceivable variety of loose leaf books; and all loose 
sheets, charts, drawings, blue prints, maps, fashion plates, clippings, pictures, postcards, fabrics, 
in fact for any classified matter in loose leaf form. 

Loose leaf sheets need not be held in expensive binders. Heavy manila, or other material, 
cut to proper size to form outside protection covers, with Morden Swivel Rings inserted through 
such covers and sheets make a flat-opening book, costing but a few cents, yet as durable and 
convenient as the most expensively bound book. 

Supplied in ten sizes: % in. to 2 in. Liberal discount to the trade. Samples free. Cuts 
for catalogs furnished. 


THE MORDEN MANUFACTURING CORPORATION 
WATERBURY, CONNECTICUT 
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The “Cado” Brand “L. E. B.” BINDER CLIP 


The Simplest, Cheapest and Most Handy Filing System Ever Devised. 


D 

~ Selling L. E. B Binder Clips is not only easy, because of the wide advertising and the 

2 big demand, but selling them is a profitable business, because their satisfaction is 

5 insured by the makers, whose reputation stands back of each one. 

m - With the L. E. B. Binder Clip, every conceivable kind of loose papers can be easily 

D bound into a book, with its title on its back. It also adapts itself perfectly as a valu- 
able auxiliary to present filing systems 

2) . ‘ : 

- im No. 2 (34 in. capacity) 08c. each *No. 506 (56 in. capacity, Binding 

“ or . | No. 5 (5% in, capacity) 10c. each edge 5 in.) 20¢ each 

u Prices: *No. 6 (56 in. capacity) 10c. each i Se Ra capacity, Bind- 

No. 10 (1% in. capacity) 15c. each : , 


*No. 11 (1% in. 


*With tabs on back for INDEX 


CUSHMAN & DENISON MFG. CO., 120-126 11th Ave., New York, U. S. A. 


(PAT. MAY 18, 1915) 


capacity) 15c. each 


See illustration. 














STANDARD STYLE 





FOR — 
LOOSELEAF BOOKS, PAMPHLETS, 
BLUE PRINTS, ETC. 
EXCELLENT ARTICLE TO HAVE IN OFFICES 
FOR BINDING DAILY REPORTS 


PACKED 100 IN A BOX PRICE PER 100, $3.00 


The E. W. Carpenter Mfg. Co., Bridgeport, Conn. 
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SECLIPSE 
EYE SHADE 


with the green celluloid 
visor, neat binding and 
linked leather head band, 
because of its simplicity and 
flexibility is one of the most 
popular sellers on the market. 


Packed one dozen to the box. 


Ask for price list and catalog of other 
models in the ““CESCO” line. 


CHICAGO EYE SHIELD CO. 


2300 Warren Ave. San Francisco Office 
Chicago, Ill, 268 Market St. 


MRNAXRAKKR AE XKKRKK NENA MORK LARNER 






Dealers! 


Real distinctive quality in 
Carbon Papers and inked 
Ribbons at prices that are 
right. Packed under Car- 
rib Brand or Special im- 
print or in bulk. 


CARRIB 


Manufacturing 
Corporation 
ROCHESTER, N. Y., U. S. A. 
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“PELOUZE” POSTAL SCALES 


are scientifically made. They show exact weight in ounces, also cost in 


durability. 





i) 


ee 4lbs. MailandExzp...... 16 Ibs. 

re 2% lbs. Commercial ..... 12 Ibs. 

Columbian ........ 2 lbs. See aa 4 lbs. 

Ae ak gees.s 6 IIb. Standard ......... 2 Ibs. 

Coqneent «2 ccccecse Ci Senadard ..ccccess 4 lbs. 
Parcel Post Scales 


Banks and business houses use “‘Pelouze” 
Scales because of iheir accuracy, reliability and 


ASK FOR A “PELOUZE” SCALE 
PELOUZE MANUFACTURING CO. 
232-242 E. OHIO ST. 
GDUDAGUUSNERADOQOOOOO000000000000000NEUNEE OCUNRNECTUOUOOEORUSOQOOOUUCCUOUOUOCCEDEOUOOOOCOEEEOUEUOOCEEEEEEEECEUCCCSEOEEEEEEUUCUOUOEEREEEOOOOOOOOEOROOOOOOOED 





cents on all classes of mail matter. 





CHICAGO 


FreaeeueeUeUeUeeuveseueeeeueueueveneueyaueuenestient 
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J iffy Desk File 


modern method of effi- 
hy A big convenience to 
the busy business man. A 
saver of time and money 
Three days’ use will con- 
vince you that it is some- 
thing that you have been 
wanting for a long time. 
Made up in 6, 9 and 12 sec- 
tions. Just above each label 


holder is a paper pocket 3% 
inches deep which keeps 
the papers intact, holding 


them in place and prevent- 
ing slipping In addition to 
the headings in the holders, 
each file is furnished with 
a card on which are 34 dif- 
ferent headings to select 
from. 
Write for illustrated folder 


Phone-Dex Co. 


Central Bidg., Rochester, N. Y. 








A 
proven 
product 


Dealers 
are 
making 
good 
money 


Write for 
particulars 





CANT-SLIP CO., Rochester, N. Y. 














New Martinsville Line 


Stationers often consider 
glassware a “dead weight”— 
something that must be car- 
ried without profit. 3ut NEW 
MARTINSVILLE glassware 
“comes across” and it is prof- 
: itable. Expert workmanship, 
superior raw materials and methods, attention to 
details produce attractive sales compelling ar- 
ticles. NEW MARTINSVILLE dealers show re- 
sults that substantiate our claims. Write us—we 
will explain how glassware may be made profit- 
able to you. 


| NEW MARTINSVILLE GLASS MFG. COMPANY 








NEW MARTINSVILLE, W. VA. 


“Phone” Without Being pone 


The wonderful sanitary 


Whispering Mouthpiece |} ‘a on Pe 





enables you to talk freely with- 
out being overheard—Hold se- | 
cret conversation—every ad- 
vantage of a booth telephone.‘ 
A scientific marvel and positive ~“ 
comfort in telephoning. Sold 
on 30-day, money-back guarantee his 
\ little specialty literally sells itself, from 
‘\our attractive counter display. 

Send for circular or order from your jobber. 


THE COLYTT LABORATORIES, Mfrs. 
Dept. il 565 W. Washington St., Chicago 


Counter Display 











Makes more profit 
than desk trays. 
A quick seller. 


Saves time sorting and locating papers Automatically 
routes for distribution Holds reference matters ready for 
instant action Occupies less space than single wire basket, 
vet renders service of many trays. Convenient. Efficient. 
Thousands in use give entire satisfaction. 
bp Steel Add sections as required. 
_ Olive green 75¢, oak or 
| mahogany 90¢ Made 
of steel. Rubber feet. 
Write for free, interest- 
ing, illustrated foider 
“*HOW TO GET 
GREATER DESK 
EFFICIENCY.” All 
Dealer orders shipped 
immediately Dealer 
display sample sent on 
approval. 


Ross-Gould Co. 


309 N. 10th Street 
ST. LOUIS 








Sections 


The Sealograph way 


Turn the switch—feed 
the envelopes—Sealo- 
graph _ automatically 
seals them at the rate 
of 150 per minute. 

Electrically driven — 
powerful, speedy, adapt- 
able and reliable, the 
Sealograph is a worthy 
assistant in the modern 


business office. 
Let us tell you more about it. 


THE SEALOGRAPH COMPANY 


737 West Jackson Boulevard, CHICAGO, ILLINOIS 














NUMBERS 
LETTERS 
COLORS 
MARKING 
TACKS 





LIBERTY 
SILVER 
TACKS 





Solidhed “Eyelet Pliers 


ACOMBINATION PUNCH 
AND EYELET SET 


Solidbed “Eyelets 


SOLIDHED TACK CoO. 
37 Murray St.,N. Y 














Thin Colored Leads 


For All Everpointed Pencils 


Fills a Long Felt Want. 
Finest Quality. 







RED 3345 
w.¥ AES 
NEWARK, S 3-u-S BLUE 3346 
GREEN 3347 





” 
A. W. FABER, INC. 


NEWARK, N. J. 
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SIGN Ri. RIN] TING G OUT ITS 4 Protectograph Check Writer 


(TRADEMARK REGISTERED) 





LXACTLY NINETY FIVE DOLLARS NO CENTS 
(Denominations in Black; Amounts in Red) 

The world’s standard of protection; in 

all languagesand monetary systems. _.:4 






PROTOD- Greenbac, 
the world’s first forg- 
ery-proof checks. 
Insured. 





Todd Two Color Patents 


Todd Protectan Co., Inc. 


(ESTABLISHED 1sv9) 
Also Manufacturers of the Star Adding Machine 


HANS H. HELLESOE citcccorninsis 8 ON eae A 


BRASS 


PAPER FASTENERS 


COUNTING HOUSE BRAND 
ROUND AND FLAT HEADS 


SIZES | to 9 
PACKED IN PAPER BOXES 
OF 100 EACH ALSO IN BULK 


LIBERAL TRADE DISCOUNT 
THOMAS STATY. MFG. CO. 


SPRINGFIELD, OHIO, U.S.A. 





For printing signs, show cards, price tickets, etc. 








iS 
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DISTINGUISHED BY THEIR 
at UNIFORM 
-E QUALITY 

Tc” PINCH-ON curs 


Made of genuine solid brass, a beautiful lustre finish, 3 
sizes, Nos. 0, 1, & 2, packed 100 to carton, also in bulk. 
Quality and cost being the deciding factors with your trade, 
you will find this line the most profitable to handle. Ask 
your jobber, insist that he supply you with the best. 


TREIBER-CAHILL MFG. CO. 
818 PARK ST. SYRACUSE, N. Y., U. S. A. 

























Lost Time Never | 


: EXTRA DOLLARS 


ust 
er Returns are added to the profits of the dealer who 
) a ee ee ee a handles HEYER'S REFILLING COM- 
“aporoved all time leaks in your plant POSITION for use in filling hektograph pans 


Paid or office with 


sated THE AUTOMATIC 
~~ shingad TIME STAMP 


Forty years’ success in giving business 


and gelatine duplicators of all makes. 
The Heyer Duplicator Company manufac. 
tures Hektographs, Gelatine Duplicators, 








men dependable time records on jobs Film Duplicators, and supplies. We 
of all kinds. You are bound to pay for 
wasted time until you know when, where also furnish the trade with Hekto- 
und how the waste occurs The ote graph carbon paper and Hektograph 
atic Time Sté » shows you Write 
a sonny for datatie ana list of users typewriter ribbons at lowest prices. 
o. One Write for literature. Domestic and 
The Automatic Time Stamp Co. foreign inquiries giten prompt aliention. 
Has ¢ tamper-proof lock 159 Congress St., Boston, Mass. . 
base and shock-proof “Originators of the Art of The Heyer Duplicator Co. 
\ action Printing Time Automatically” y, 160 N. Wells St., CHICAGO, ILL. 














WOL VERINE 
PRODUCTS cK % ni _ 





for typewriter type and rubber stamps. Should Sell the Superior (2 i in 1) Brush 
Non-inflammable. SPECIAL DAUBER 
adaptable to any typewriter. 2-ounce It is most convenient for use with any typewriter or adding 
bottle 50c. machine and is particularly adapted to the intricate passages 
of multiplying and dividing machines. One end is of tough, 
WOLVERINE PLATEN RENEWER smooth bristles twisted in wire; the other end is of hair 
type write r rolls. Prevents slipping of envelopes tightly bound and cut square for cleaning “one way” places. 
d pape 2-ounce bottle 50c. ; 
You can sell these brushes with 
WOLVERINE TYPEWRITER OIL every other ribbon or carbon order. 
Will not gum, clog nor harden. Attachment on cork Send us $3.00 for sample dozen and ask 
makes oil can unnecessary. 2-ounce bottle 35c. the- gross price. 
WOLVERINE PRODUCTS COMPANY SUPERIOR BRUSH Co. 
7240-J St. Paul Ave. DETROIT, MICH. Hartford, Connecticut 
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LOOSE LEAF METALS 


For Everything in the Loose Leaf Line 
Ask About Our Special Assortment 


100 Metals $45.00 


You will be surprised. 
Send for Our 1922 Catalog 


HUGHES LOOSE LEAF METALS CO. 
544 W. Lake St. CHICAGO, ILL. 





January, 1923: 
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Tubular Coin Wrappers 


MADE FROM 
‘‘STEEL-STRONG”’ KRAFT 


Greatest strength—100% pop test. Cor- 
rect sizes—fit any machine. Standard 
uniform colors. Furnished in all denomina- 
tions. Securely gummed—easy to open. 


Made by an improved system that in- 
sures uniformity of colors of paper for each 
different coin. 


SAMPLES FREE 
SOLD BY LEADING STATIONERS 


The C. L. Downey Company 
941-943 Clark Street 





Cincinnati, Ohio | | 











MakeYourOw 
Show Cards 


COIT’S BALL BEARING SHOW 
CARD LETTERING PENS \ 

Dealers—Request a sample set and quo- 

tation. The most Reliable, Practical and 

Simple Lettering equipment today. No 


knowledge of iettering necessary to produce 

signe and price tickets of “quality” and “dis- 

tinction”. They have been adopted by several of the leading 
Lettering Schools throughout this country and Europe in pref- 
erence to brushes. Standard Sets of Four—%”, %”, %” and 
%” retail 40c ea. $1.50 set, postpaid. 


Manufactured by 
THE BRIDGEPORT PEN CO. 


BRIDGEPORT, CONNECTICUT, U. S. A. 


CORONA brand typewriter ribbons 
and carbon papers have attained and 
held preeminence among such goods 
many years. 





They are non-drying and non-fading, 
of remarkable durability and capable 
of clean, sharp work from beginning to end. 
Corona ribbons do not fill the 
type. 

In unoccupied territory, ex- 
clusive sales rights may be ob- 
tained by responsible dealers 
and agents. 


CORONA SUPPLY COMPANY 
Rochester, N. Y., U.S. A. 


Est. 1905 

















CLEANS THE ENTIRE MACHINE. Best Brushon the Market. Is equally as 


useful in cleaning all office equipment such as 


Adding Machines Duplicating Machines | Rubber Stamps 
hag v mee x tme tin _e Scales 

ing Machines in chines Time Sta & Clock 
Calculating Machines Inkwells mal guste te Pasaieve 


Check Protectors Letter Openers & Stationery Racks 
Made of Black China Bristles. Retails 35c. Big Profit to You. 


Mfrs. of All 
ARTHUR W. HAHN, Wire Twisted Breches wee“ - y 











NON-SLIP RULER 


Efficient Work Accurate Results —<#°" 


The ruler is made from flexible NON'SLIP 
steel accurately graduated, hav- er rxipLE STEEL RULE 
ing a Red corrugated rub- coy es 
ber base, prevents slip- 






ping, which is so ra 

essential to the -\f 

aaa : 4 ‘Y 4 Catalog and Prie Li 
The combination (\ me 7 mailed on req test. 

of steel and rubber . 

used in our Non- 


Slip ruler makes our product unusually attractive and 
graduated to English and Metric standards, it is modern 
in every respect. The rubber is undercut which elim- 
inates pcssibility of inky fingers and blurred lines. { 


National Rule Company, Rochester, N. Y., U. S. A. 


















Trademarks 
and Copyrights 


Difficult and rejected cases specially solicited. No 
misleading inducements made to secure business. 
Over 30 years’ active practice. Experienced, personal, 
conscientious service, Write for terms. Book free. 


Specialty—Typewriting and Adding Machines. Address 
E. G. SIGGERS 


Suite 33 N. U. Building 
Washington, D.C. 






















BOEHNER IMPROVED 
CARD HOLDER 


The Boehner Im- 
proved Card Holder re- 
uires no expensive per- 
orated or bound cards. 
It keeps your cards 
clean; it holds one card 
securely as well as @& 
full case of cards. 


When a card is with- 
drawn the others are 
not only held in place 
but are kept on the 
bottoin of the holder. 


Furnished in twenty-eight different sizes; bound in imported 
morocco; metal parts highly nickel plated. 


Improved Boehner Binder Co. 
142-144 Fox Street Aurora, Illinois 
We manufacture Leather Novelties only and are not Engravers. 





formyex Bixpex Co. 
ee es 


LEATHER NOVELTIES 
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nH Sell More Waste Baskets 


to more custemers. That creates 
more satisfaction than to sell fre- 
quently to a few, who must re- 
place frail baskets that do not last. 


Daisy Baskets 


are sturdy, of sufficient capacity 

’ and last long. Made of coppered 
wire with a solid bottom. This 
construction assures strength and 
prevents fine trash from falling 
to the floor. 


















































Write for particulars. 


The Massillon Wire Basket Company 
Massillon, Ohio 


SILK-Y-KOTE 


Carbons make clean, clear copies 


SILK-Y- FIBRE 


Typewriter Ribbons give sharp, 

strong impressions 
Are you getting these results with 
your present lines? Let us submit 
samples and quote prices on ribbons and carbons made by 
leading experts in the business. Experienced manufacturers 
and our location assure you of high quality and prompt 
service. 





Cooper Carbon Coated Paper Co. 


4606-8 Montrose Ave. Chicago, III. 








ULRICH S oy icature, exclusive 
INDEX with us, that will give 
TAB 


your filing supplies de- 

partment a big advan- 
tage. This adjustable file guide tab made of 
pyralin and steel has a convex reading surface 
on which the label can be adjusted to a position 
exactly at right angle with the line of vision. Can- 


not injure fingers—indestructible, efficient. Write 
for sample and descriptive matter. 


Ulrich Planfiling Equipment Co., ‘nervern’ 





TWO DIFFERENT SIZES FINISHES 
THREE DIFFERENT FINISHES Black 

Prices Range from $1.25 to $2.25 ) Ox. Copper 
Special Discounts to Dealers Solid Brass 


AGENTS WANTED 


We Also Manufacture Automobile Accessories 
Wrtte for Free Booklet 


Steleix Metal Products Co 
EDEN, N. Y. 


Big Commissions 

















IT’S TYPEWRITERS 
All Makes 
All Sizes 
Lowest Prices 
Rebuilt and Rough 


Morse Office Equipment Company 


94 Washington St., Boston, Mass. U.S. A. 


Cable Address: ‘‘*MORESALES” Boston 


BRISTOW RADIAL DISTRIBUTOR 








has a winning exclusive feature 


Always stands open to receive papers. Thecontents may 
be removed with one hand as the compartments do 
not require to be opened. That means less motion in 
sorting and that is 
why the Bristow Radial 
Distributor is in geneial 
use and accepted as the 
best among busi- 
pene offices of the 








_ Made regularly 
in four sizes. 


DEALERS—If you aren't 
already selling this device, 
write for particulars at once. 


STANLEY R. BRISTOW 


171 Washington St. Newark, N.J. 














[ 








Drawing Inks, Blacks and Colors 
Eternal Writing Ink 


Engrossing Ink 

Taurine Mucl'age 

Pheto Mounter Paste 
Drawing Board and Library 
Office Paste 


Mucilage 

Liquid Paste 

Vegetable Glue, etc., ete. 
Strictly Original Goods of the Highest Grade Only. 
Show Cards, Color Cards and Imprinted Matter Sup- 
plied to the Trade. Discounts and Trade Pricesgive 
good profits. 
Consumers, emancipate yourselves from the use of 
corrosive and ill-smelling inks and adhesives and 
™ adopt the Higgins’ Inks and Adhesives. They will 
fe bea revelation to you. 
We protect the trade by referring 
all orders and inquiries thereto, 


hai 
CHAS. M. HIGGINS & CO., Retned' ints “and Adnesives 


Main Office and Factery, Brooklyn, N. Y., U. S. A, New York-Chicage-Lovden 


















ANALYSIS PAPER 


Buff and White—Four Grades— 
4 to 28 columns wide, in variety 
of styles, always carried in stock, 
padded or loose. 


Send for price list and samples. 


L. H. BIGLOW & COMPANY, Inc. 
24 BEAVER STREET NEW YORK 
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THE TRINER 


POST OFFICE SCALE 
THAT SYMBOLIZES SPEED 


Dial and Platform conveniently 
in front of operator. Indicator 
does not oscillate. 


96,000 Triner All- 


Steel Parcel Post 
Scales used by the 


Government. 


Write for Booklet No. 8 


Triner Sales Co. 


53 W. Jackson Blvd. 
CHICAGO, ILL. 












C2 


FESS 
Ideal 
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NAMOGRAPH 


A New Business for the New Year 


pencils, pocket 
golf clubs, etc. 


names on fountain pens, 
umbrellas, canes, 


Stamps 
knife handles, 


Modern Inventions Corporation 
1123 Broadway, New York City 














EGGENS-HAMBLER COMPANY 


MANUFACTURERS OF 


FOUNTAIN PENS PENCILS 
STYLOGRAPHIC PENS 
180 BROADWAY NEW YORK 








The Standard Line 
Watermans(deal fountain Pen 
Self-Filling, Safety and Regular Types 
L. E. Waterman Company, 129 So. State St., Chicago 
Boston New York San Francisco Montreal 

TERS 
ul FssAU SIN, 
# ALL MAKES ON HAND 
" REBUILTS ARE THE BEST 
SENO FOR OUR NEW PRICE LIST & DEALERS DISCOUNTS 
HEADQUARTERS “aeBints-repains-tyee -ano ARTO 
CERTIFIED—GUARANTEED 
Pure in Fact — Not in Name Only 
Clear, Pure Rubber Is Very Light in Weight 
Mere Bands in a Pound — Less Cost — More Durable 
1 to 10,000 Pounds—All Standard Sizes 
VULCO RUBBER FABRICS CO. 
Dept. O, 63 E. 8th Street NEW YORK CITY 
MIDGET PENCIL SHARPENER 
Patent Applied for. Made in U. S. A. 

Superior to any imported article. One 
dozen with display card mailed on re- 
ceipt of 70 cents in stamps. Jobbers 
wanted. Manufactured by 
COLLINS INK ERADICATOR CO. 

1404 Willow Ave. HOBOKEN, N. J. 

















READY FOR DELIVERY 
The Original Tim Calculating Machine 
Representatives now wanted for Can- 


ada and Cuba, and the principal cities 
of the U. 8. 


THE TIMES-INTO CO. 


Sole Agents North America 


General Offices. 5 N. Wabash Ave., Chicago 


EXCELLO DESKS 


Made to Excell 


High grade desks at medium prices. 
Catalog and price list upon request. 


EXCELLO PRODUCTS CORPORATION 
4820 W. 16th Street, Cicero, Illinois 


(30 minutes from downtown Chicago) 

















SHIRLEY PENS 


Used by over 40% of the Banks of the 
United States. Order from your jobber, or 
NATIONAL SUPPLY COMPANY 


Distributers INDIANAPOLIS 
Samples on Requ:-st 


SIKCO— 
the Office Easy Chair 


An office easy chair that 
makes hard thinking easier 


SIKES CO. Philadelphia 











Real Eye Protection 


Working under adverse lighting conditions subjects the 
eyes to a strain that results in headaches, weak eyesight 
and sometimes more serious injury. The Peather- 
weight Eyeshade is constructed to protect the wearer’s 
eyes from glaring artificial or natura! lights or brilliant 
reflections. Durable, hygienic, adjustable, lightweight. 
Where it touches the forehead, the celluloid is curled, 
presenting 4 smooth, round surface—no binding to 
= dirty, Do metal parts to break out. Lies flat on 
esk. Your inquiry will receive prompt attention. 


The Featherwe:gat Eyeshade Co., Merchantsville, N. J 











| Gold Pens for Fountain Pens 


Repairs on Gold Pens and Fountain 
Pens Attended to Promptly. 
" ” EXPORT TRADE SOLICITED 
Acme Gold Pen Co., 17-27 VandewaterSt., New York 
Manafacturers of Fine Gold Pens Established 1884 











“$Stayon” Rubber Platen Twirler 
For All Typewriters 


i < > A new invention with a double flange Guaran- 
See) tee | not to come off knob. A big seller and big 
profits. Buy the Nielson cushion foot shock ab- 


Ss sorber; typewriter felts; and Rubber Key Caps 


ore S ’ Nielson Supply Company 
. <Ahiess” 810 FIRST NATIONAL BANK BLDG. CHICAGO 






Handy Office Knife 


The Razornife is a knife handle 
into whicb a safety razor blade is 
inserted. Blade can be pulled out 
and a new one forced in. Putup 
in glassine envelopes in bulk or 
on display cards. A Key Ring 
Knife. Retails 25c. Trial dozen 
$2.00 post paid. 


GITS COMPANY 
5512 PotomacAve. Chicago, Ill. 
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Addressing Machines, Multigraphs, Dupli- 
cators, Letter Folders, Envelope Sealers, 
Mailometers, Check Writers, Dictating 
Machines, Multicolor Presses—at about 
half the manufacturer’s price. PRUITT 
COMPANY, 170-H North Wells St., Chicago. 








(|X WEINMAN patent HANDIPAD 


7 Memo slips te off easily when matter has 
jw 44 been taken of Perpetual Calendar. 


care ¢ 








Only LIVE NOTES before you 
— a Model S-5, ea. $1.25 Model x. 6, ea. $1.00 
“. Model S-6 ea., 1.50 Model X-7, ea 1.00 

ag to Wren Refills, doz. $1.80 
eee Stationers Write for trade discounts 


on this and other specialties. 
WEINMAN BROTHERS 


Model 
S-5 12 E. 9th St. CHICAGO 


SIMONSON 


Patented Metal Tip Guides 


For Vertical Letter Files, Card Card 
Systems and Check Files; Are 
d Check Files, Are 



















None Genuine un- 

less stamped U. S. 

Patent No. 794,749 
on Metal Tip. 





FREE Samples Sent on Request 
Discounts to Dealers 


R. A. SIMONSON & CO. 
122 S. Michigan Ave. CHICAGO 














New IRVIN Paper Fasteners 
G®T THINGS DONE on every desk. 


Stock and display New Irvin machine because they y 
serve business. They earn their hire—they succeec 
royally—they deserve. If you do not have dealers 


confidential price sheet and descriptive matter, write 


ALEX. H. IRVIN CO., Curwensville, Pa., U.S.A. 











ADDING MACHINE ROLLS 


For all makes of machines 
THE PERFECT ROLL—guaranteed to contain 
250 linear feet. Edges free from lint or dust. 
Stock white wove’ hard-sized. Writing 18 pound 
folio basis. 

We make all size rolls. 

Write for prices’ giving detailed specifications. 


GEORGE IRISH PAPER CO., Manufacturers 
BUFFALO, N. Y. 











How About Your New York Territory? 


Are you well represented in the Metropolitan District? 
Are you getting the sales you know you should? I can give 
you a service backed by twenty years’ successful work in 
this field provided you have a high grade Office Appliance 
to market and preferably an Adding or Calculating Machine 


Write me. 
JOHN P. HOGAN 
717 TRIBUNE BLDG. NEW YORK, N. Y 


GOLD PEN S08 Shapes and Styles 


Imprint 
Work a 
Specialty 


All makes Gold, Fountain, Susheantalie Pens. Pencil Cases perfectly 
repaired and returned day received. Satisfaction guaranteed. 


GAYDOUL GOLD PEN CO., Inc., 64-68 Fulton St., New York 














WRITE US FOR PRICES 


On adding, listing and calculating machines, typewriters, multigraphs: 
dictaphones, checkwriters, duplicating machines, mail-om-eters, time 
clocks, safes and steel lockers, new and second-hand office furniture, and 
all office devices. 

We are the largest dealers of the kind east of the Rocky Mountains 
and will save you haif on your office needs. Everything first-class; noth- 
ing cheap but the price. Write Today and Save Money. 


Chicago Safe & Merchandise Co. 2324.20" "fans 








KARDEX 

















CEC SUnRANTEE 


PERFECT MACHINES LOWEST PRICES 


—SPECIAL DISCOUNTS TO DEALERS—————— 
WRITE TO FLAVEN, MANHATTAN BLDG., CHICAGO 





ROUGH TYPEWRITERS - ALL STANDARD MAKES 


(REGAL REBUILT ROYALS) 
Write for new price List No. 39 


REGAL TYPEWRITER COMPANY, Inc. 


359 Broadway, New York City, U. S. A. 


MARCUS HARWITZ Cable address 
General Manager ‘“*REGALTYPE", N iy. 











Announcing the Second Los Angeles 


BUSINESS SHOWV 


to be held in March, 1923. An unrivalled oppor- 
tunity for reaching the enterprising executives 
of the country’s most prosperous section. 
Business Exposition Company 
215 Fourteenth Street Oakland, California 





This Typewriter Brush Sells Rapidly Because 


it is made right and the price is Le. =e bristles are non-breakable. The 
tapering end permits the brush to be in the smallest openings without 


one P Price per doz. $3.00 





ecratching the enamel. 





©) 





MORTON'S Washable Bristle 
TYPEWRITER CLEANING BRUSH. 


Send 20c for sample postpatd and ask for dealer's terms. 
MORTON MANUFACTURING CO, Louisville, Kentucky 











SPEEDMoe Moistener 


REG. U.S PAT. OFF. 
The “New-way” for 
labels, envelopes, i! 
Guaranteed fast seller. 
Liberal dealer discounts. 


RIVET-O MFG. CO. 


Dept. P. ORANGE, MASS, 



















Typewriter Ribbons and Carbon Paper 
For the Typewriter, Adding Machines 
Time Clocks. Put up for the trade. 
Official and Empire Brands, or in plain boxes with imprint if desired 
SNELLING & SON M=>"fgetsrers, Bush Terminal 


Exclusive Territory Rights Not Entertained 
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The A poor product BOLSTERED UP by ad- 


vertising is a shaky structure . . . It is built 


competition. Its advertising must continu- 
ally secure new customers—the product 
itself is unable to hold them. 


A good product SUPPORTS its advertis- 
ing. New customers become old friends. . . 
Competition is a stimulant but never a 
swayer. 


“Paperoid” is made entirely of rope fibre. 
It is converted into durable filing and mail- 
ing containers by good workmanship. 


To say that “Paperoid” is a good product 
is to state the truth. 


ALVAH BUSHNELL CO. 


925 Filbert Street Philadelphia, Pa. 








upon the sands of uncertain performance 


Truth and is continually swayed by the winds of 































~ IMPRESSIONS 


BRITAIN’S BIGGEST LITTLE BUSINESS MAGAZINE 





THERE IS NO MAGAZINE IN THE WORLD JUST LIKE “IMPRESSIONS”. IT TREATS 
business as the most important thing in material life and shows in a fascinating manner how easy it 
is to get pleasure and living at the same time. There are no technical articles in ‘‘Impressions”’. 
The great subject of Business is handled in a way which provides inspiration for all, whatever their 
profession or trade or calling. ‘‘Impressions’ stands for better business and better living in the 
highest sense of the term. It is the monthly mentor of our biggest business men, and in its own 
circle, carries an influence more powerful than outsiders can understand. 


IT IS EDITED BY G. E. WHITEHOUSE, WHO, IN A REMARKABLY SHORT TIME, HAS 
earned for himself an international reputation for being the most interesting, yet fearless, writer on 
Business subjects. He writes a large part of the magazine each month; says what he thinks and 
thinks so nearly right that big men believe in him and applaud his views. 


“IMPRESSIONS” IS NOW PRINTED IN A HANDY SIZE OF 7” x 4” WHICH YOU CAN 
carry in your pocket and read it whenever you have the time. You may not agree with every- 
thing ‘‘Impressions” prints, but there is a certain fascination which even hard-headed business men 
have found to be irresistible. The subscription price for United States and Canada is One Dollar 
a year. The best way is to send a Currency Note. If after receiving the first number, you express 
the slightest dissatisfaction, the dollar bill will be returned to you. ‘‘Impressions” has almost as 
many subscribers in North America and in Canada as in Great Britian, and nobody has yet asked 


for the money back. 


G. E. WHITEHOUSE 


NEWDIGATE, SURREY, ENGLAND 
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PLATE GLASS for DESK PADS 


Plate glass has long been known as the ideal 
surface for writing. Presenting a smooth, hard 
and level surface it lends itself satisfactorily to 
that important function—writing. 


CHICAGO 
GLASS DESK PADS 


because of their excellence in preparation and 
construction add greatly to the appearance and 
protection of a desk. Add 
to this the natural visible 
filing space for important 
memoranda, price lists, etc., 
between the glass and the 
backing and you will gain a 
definite conception of its 
meny »dvantages. 
























A truly useful and high- 
ly attractive desk acces- 
sory. Securely joined by 
nickeled clamps,  con- 
structed of nicely finished plate glass 
they enhance the efficiency of the 
desk user 

Plate glass window ventilators are 
also numbered among our products. 

Send for our descriptive folder 


THE CHICAGO 
MIRROR & ART GLASS CO. 


217 N. Clinton St. 
Established 1890 





CHICAGO, ILL. 
































SUPEA/OR 
<A s 
een QTL 
-—— 


for one at once. 


RUBBER STAMP ACCESSORIES 


Our line is too extensive to itemize or illustrate in this space, so we request 
all dealers who have not received our general descriptive catalogue, to send 


Our position as distributors for many factories enables us to sell at factory 


nn 


et AAs 


—_—. 
PAD 











prices and our large stock permits of prompt deliveries. 


Address all correspondence to the distributor in your district. 


East of Cleveland and New Orleans Cleveland, 


R. A. Stewart & Co. 


80 Duane Street 
NEW YORK,N. Y. 





The Superior Type Company 
3940 Ravenswood Avenue 
CHICAGO, ILL. 


New Orleans and West 








EXCELS/U 


TRADE MARK 


SED SUBSE 
SRSRDMP PRO N 


== 4 
ALL COLORS 
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Guarding the Channel 
of Business Detail 


The pigeonhole did very well when 
doing business was a matter of 
plain effort and simple detail, but 
when business became more 
involved, the _ pigeonhole 
q proved too expensive, and it 
had to go. 

**ROSCO”’ GLASS 
DESK PADS 
replace the pigeonhole as a 
receptacle for live memo- 
randa. Matters requiring 
follow-up are square in front 
of the user and cannot be 

overlooked. 

The “Rosco” Pad opens or 
closes easily without disar- 
ranging the contents. The 
frame and backing hold the 
plate so securely, protecting 
the edges, that with ordi- 
nary care it is indestructible 
Originators of STATIONERS — Sell the 
Glass Desk Pads original and best known pad 

—send us an order. 


Makers of Ravenswood Office Specialties Co. 


‘Ravenswood '"' 


Desk Pads 1800 Newport Ave. Chicago, U. S. A. 
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és bE 99 To us “M.B.” stands for “MON BUREAU” 
- i. To you “M. B.” stands for “MORE BUSINES” 


This magazine has been in France the pioneer of modern business methods; 
it is the reason why it has gained so high a reputation among the most pro- 
gressive business men of this country. 









If you advertise your goods in M. B. you are sure to 
reach the very public that is interested in your goods: 
office furniture and general modern office equipment 
of every description. Not only will your ads be read 
by a large and sympathetic public but your copy 


stands every chance of being believed, as M. 
in its capacity of an expert in sound business methods 
has won the confidence and affection of its readers. 


If you want to appeal to the most progressive French 
firms, M. B. is the very medium for your advertising. 
You need not apply to any other. Just concentrate in 
M. B. Remember that its initials stand for “MORE 
BUSINESS” for you and write today for a free copy of 
this live wire publication. 


THE ADVERTISING 66 MA) BUREAU,” 52, rue des Saints-Péres, Paris 7. France 
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\ HOOSIER DESKS 


“Built true—clear thru.” Every Hoos- 
ier model is an exponent of this slo- 
gan—every Hoosier desk accentuates 
its strength. 


















Consequently Hoosier dealers are 
continually gratified with the ring of 
the cash register—for that is actually 
the final test of the selling value of 
any article for the dealer. Results? 
You have had proven to you time 
after time the remunerative and pres- 
tize building value of a meritorious 
product. Hoosier desks have these 
qualifications which raise them out of 
the rank and file. 


The Hoosier catalog demonstrates as 
well as cold type matter can, the 
many advantages of the “Built true 
clear thru” Hoosier line. It is an ex 
position of desk models that are made 
to satisfy the most exacting requir: 
ments of the modern desk user 


Catalog “E” in which the various 
Hoosier styles and designs are fully 
illustrated and described, is a buyer’s 
guide that shows you real desk values. 
ill 


Your request for a copy will meet our 


prompt attention. 


4 Grades—42 Styles 


HOOSIER DESK CO. 


JASPER, IND. 














An Entire New Line of PosturChairs 


The factory, store and individual worker wherever he may be, needs Posture 
Seating which this new Posture League Labeled Chair line will furnish. Some of 
the most difficult seating problems have already been solved with this type chair. |; 

Priced to fit the purse, adjustments to meet every condition, and heights and 
styles that make it a complete line. 

This new line will greatly expand the profits of Uhl Steel Postur-Chair 
Dealers. We are ready to ship it. 





The Toledo Metal Furniture Co. 


1278 Hastings Ave., Toledo, Ohio, U. S. A. 


Manufacturers of Uhl Steel Office and Factory Equipment 
‘‘The Line with a Future’’ 
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NATIONAL BUSIN ESS SHOW 
America’ Efficiency Exposition 


ST. LOUIS 


At the Coliseum 


January 29 to February 3 


1923 


An opportunity for deal- 
ers in and users of modern 
equipment for the office 
to see at one time and 
place the best methods 
and devices available. 


Tickets of admission 
will be sent without 
obligation, upon request. 





ANNUAL BUSINESS SHOW COMPANY 


FRANK E. TUPPER, President 
50 CHURCH STREET NEW YORK 
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“_-it burned for more 
than three days!” 


“( UR STORE was a three story building, with 

old-type heavy pine timbers,” writes the Eu- 
taula Hardware Co., of Eufaula, Ala., “and it made 
a fire that burned for more than three days. The 
combination was melted off our safe, but when we 
forced open the doors we found the books, records 
and entire contents in perfect condition!” 


THE NEW 


Herring -Hall-Maroin 
SAFE 


gives such service as this, because it is built 
to go clear through the fire. It has proved 
in official tests of the Underwriters’ Labor- 
itories, Inc., that it will withstand a tem- 
perature ranging up to 2100 degrees Fah 



































renheit, over a period of 5% hours before t 

the temperature of the contents reaches 300 U 
degrees. This is far better than the ac- 

epted standard of protection. The fre 


quently urged argument for inferior safes 
that medium protection is good enough is 
false and misleading. Here was a fire that 
surned fiercely for days, not hours. Long 
experience with actual fires has always dem 
ynstrated that the best is none too good 


Here is a safe that you can sell, because 
it is a better safe than your customers can 
nd elsewhere—because it offers a new 
measure of protection. Let us tell you how 
1undreds of other dealers are featuring this 
safe with a fast growing and more profit 


ible business for themselves. 


THE HERRING-HALL-MARVIN 
SAFE COMPANY 


Hamilton Ohio 


Interchangea b 1 « 
filing equipment 
to meet all re 
juirements sup- 
plied. The New 
Herring - Hall- 
Marvin Safe com- 
ines the utmost 
of protection with 
daily filing effi- 


ciency 
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cAnnouncing The New 
ON 







REG. TRADE MARK 


Automatic 





Marks a 
New Era in 
Mechanical 


Rape Monroe Automatic, a masterpiece of mechanical ingenuity, opens up 
still greater possibilities in Speed, Accuracy and Ease in handling figures. 


Quiet, smooth-running, with split-second speed, this latest addition to the 
Monroe line of figuring machines retains all the Sturdiness of construction, 
Visibility of operation, Flexibility, and wide Usefulness of the standard Monroe. 


Addition, Subtraction, Multiplication, Division, or their several combina- 
tions, may be done with a few light touches of the fingers and with almost 
unbelievable speed. 


Here at last is a portable Automatic machine, electrically driven, you can 
have on your desk, at your elbow, in instant readiness at all times. Beautiful in 
appearance, compact in construction; so simple to handle that anyone can 
operate it. 


To Add or Multiply, simply touch the Plus (+) Bar. To Subtract or 
Divide, touch the Minus (-) Bar. The Proven Answers automatically appear 
-the machine does the work, relieving the operator of worry and effort. 
No troublesome change levers. An ingenious mechanical control protects the 
machine against locking or abusive operation. 


Words fail to describe adequately the wonders of the Monroe Automatic. 
Ask to see it in action to appreciate its Speed, Simplicity and Economy in the 
handling of figures. The coupon below is for your convenience. 


COUPON 
Monroe Calculating Machine Company, 
Woolworth Building, New York City 
Without cost or obligation (check item desired) 
ALG TRADE MARA 





{ ] Send descriptive literature of the Monroe Automatic 
. 

{ ] Arrange for free demonstration on our work Calculating Machine Company 
Firm Name General Offices: Plant: 
i WOOLWORTH BLDG.), N. Y. ORANGE, N. J. 

There are Offices rendering Monroe Service at all Principal! Point 
Address - in the U.S. and Canada and throughout the Wor!d 


’ A.-1-23 
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s 
Columbian 
How you can cut > 
your string mileage aSp 

SE the Improved Columbian Clasp 
AY Sacer Envelopes 


them by mail or by hand that previously 
you had to wrap up in a bulky package. 
You will not only cut your string mileage 
and cost, but vou will also save time and 


effort. 














Columbian Clasp Envelopes are used 
by manufacturers, mail order houses, re- 
pair shops, retail stores and offices. They 
are made by special machinery of strong 
jute and come in thirty standard sizes. 





‘The patented four-prong fastener does 
not pull out. Consequently these envel- 
opes carry even machine parts safely 
through the mail. 


Specify by name the Improved Colum- 
bian Clasp Envelopes so as to be sure 
that you get this famous envelope with 
the patented clasp. If you have any dif- 
heulty, write our nearest branch. 





The United States Envelope Company, 
the largest envelope manufacturers 1n 
the world, make envelopes of every kind 
for every purpose, standard in stock, 
workmanship, and price. 


THE UNITED STATES 
ENVELOPE COMPANY 
Springfield, Mass. 
BRANCHES 


Loca D 
WorcrsteER,. Ma LoGaN, Swiret & BriGHAM ENveELope Co. 
Worcester, Mas Wuircoms ENvELoPE Co. 
Worcester, Ma W. H. Hitt ENvetore Co. 
Horyokr, Mas Unirep States Enve ope Co. 
SPRINGFIELD, Mass. MorGan ENvELopE Co, 
SPRINGFIELD, Mass. P. P. Kettoce & Co 
ROCKVILLE, CON» Wurre, Corpin & Co. -“ 
HARTFORD, Con? PLimpton MAaNvuFACTURING Co. ‘ 
WauKFoAn, I NATIONAL ENvELoPE Co 
INDIANAPOLIS, IND. CENTRAL Sratres ENVELOPE Co. 
San Francisco, Cat. Pactric Coast ENvELoPE Co. 





























THE IMPROVED COLUMBIAN CLASP No. 25 
PAT. JAN. 7, "19 


THE UNITED STATES ENVELOPE CO., SPRINGFIELD, MASS. 
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‘This Name Means Reliability” 


You can rely on the institution behind with whom you deal to be experienced, 
the name—the oldest and always the capable and helpful, and to be chiefly 
largest and foremost in the field. interested, not in selling a particular ma- 

. chine, but in fitting Burroughs into your 


You can rely on Burroughs machines business. 
to be built with scientific exactness and 
for long hard use, according to stand- You can rely on the Burroughs serv- 
ards that in 38 years of Burroughs his- ice organization to give that thorough 
tory have never been lowered or violated. inspection service and that ready, in- 


telligent emergency service which will 


You can rely on the machine you get 
keep your equipment always on the job. 


to be suited to your particular needs, for 
there are more than 100 Burroughs 


° These are some of the thins we mean 
models to meet varying requirements. 


when we talk about Burroughs relia 


You can rely on the Burroughs man bility. 


Main Offices: a Factories: 
Detroit, Michigan Detroit, Michigan 


Windsor, Ontario B Hi Windsor, Ontario 
1 Rue des Italiens, Paris etter. igures nebinaaienn England 
_ or fi | 
Bigger Profits 


urroughs 


76 Cannon Street, London 
ADDING ~ BOOKKEEPING ~ BILLING ~ CALCULATING MACHINES 





Other leading cities 
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6he WOODS TOC 


-WINS AGAIN— 


This splendid Woodstock news is taken from a 
Radio message dated Paris, Nov. | 4th. 


‘““GAVRIN WINNER NATIONAL SPEED CHAMPIONSHIP. 


TRIOULEYRE FORMER CHAMPION WINNER PERFECTION 
CONTEST. BOTH ON WOODSTOCK.” 


Nothing less than the best 


WOODSTOCK TYPEWRITER COMPANY 
35 N. Dearborn St. - - CHICAGO, U. S. A. 
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LONDON SERVICE | 
STATION CHANGE 


ro TAYLOR'S, 5 GREAT NEW ST., LONDON 
E. C. 4 will handle AMES SUPPLY Business and all SERVICE STATIONS: 


Dealers are requested to give this new arrangement 1627 Champa St., 
al, Colorado 
135 Victoria St., 





lefcfe(cfefele 





: Ifa 
mE 


their support. Taylor’s will carry a very complete lin« 
ot parts, tools and platens for all machines. The AMES Toronto, Canada 

. . . . . . . ‘ 4 . . « 
organization will give this station their very best co- 50 Lispenard St. 


operation. New Catalogs will be supplied to TAY New York, N. 
LOR’S for distribution within the next few weeks and a mt ie ide 
*f z ; 2 _ . i lington ) 
if you want one of. the se books we advise you to get 507 Mission St.. 
your names on their books. San Francisco, Cal. 
All other listed SERVICE STATIONS are gradu A O'Reilly St., 
ally increasing their business with the Dealer which ‘Seen 
ye eae pie , = ; ¥ 611 Fannin Street 
is satisfactory evidence that the idea of giving “World Houston, Texas 


Around” platen service is good business. | A de Capuchinas 32 
Mexico, D. F. Mexico 


5 Great eer Street, 


AMES SUPPLY COMPANY (i:5,6" 


05 George Street, 


564-572 W. Randolph St. Chicago, III. 106 Ge y, Australia 

















GIVES WINGS TO WORDS! 


Wings! to symbolize the service of the Underwood Portable—to show 
that from its keys words leap in swift flight; imagination soars; thought 
speeds onward; all that lives in heart and mind is given freest expression. 


The Portable is obtainable at Underwood offices in all principal cities, or direct by mail. It weighs 976 lbs. cased. Price $50 in the U. S. A. 


UNDERWOOD TYPEWRITER COMPANY, INCORPORATED, UNDERWOOD BUILDING, NEW YORK CITY 


UNDERWOOD PORTABLE 














